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Selling MultiKopy 


as the 
MODERN CARBON PAPER 


for modern methods 


IDE-AWAKE stationers everywhere are 


NE of the « isem : kK : 
: advertisements taking advantage of MultiKopy national 
of the series, showing hou ae st a . , 
MultiKopy is being advertised advertising. This advertising sells the use of the 
in the Saturday Evening right carbon paper for each particular job—the 
t, Sunset Magar jre P : 
Post, Sunset Magazine, Gregg modern method of using carbon. And then it 


Writer, Rotarian and other mag- 
azines, as the modern carbon 
paper for modern methods. use in the modern way. 


sells MultiKopy as the modern carbon paper for 


Thousands of carbon paper customers are 
writing in for Webster's Litthe Handbook that 



















tells them quickly just which kind, weight and 
finish of MultikKopy Carbon Paper to use in 
simplifying their work. 

The missionary work—the hardest part of the 
selling job — is done for you. Have MultiKopy 
Carbon Paper in stock, and finish the job by 
selling your customers the type they need. No 
time wasted, satisfied customers, and more Car- 
bon paper business for you. 


F. S. WEBSTER COMPANY, Incorporated 
338 CONGRESS STREET, BOSTON, MASS. 
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Carbon Papers 
U kind for every purpose 





F. S. Webster Company, Incorporated, 
338 Congress Street, Boston, Mass. 


and the Definite Selling Plan. 





Gentlemen: Kindly tell me about the Webster Way 
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{ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. it also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 


Published on 


417 S. Dearborn St., 


EVAN ee President 


N A. GILBERT, Secreta 


J 
C. H. EVERLY, V. President 








the First Day 
of Every Month by 


THE OFFICE APPLIANCE Co. 


Chicago 
MALHOIT, Treasurer 
ILLER, V. President 





H.W. MARTIN, Assoc. Ed. 


OTTO KNEY, Asst. Ed. 


J. A. PALMER, Cir.Mgr. B.C.WALLSTEN, Mgr. Copy Dept. 
G.C. WHEELER, Manager Service Bureau 





C. H. EVERLY, Eastern Mgr. 
1601 Pershing Square Building, 
Phone 


D. N. BRIGGS, Asst. Mgr. 
100 East 42nd Street, New York 


shiand 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


{ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the fieldit serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the 

and development of the of- 


a industry. It 
will answer any questions 
germane to its to the 


best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age isenclosed by thesender, 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


{ “Office Appliances”’ is reg- 
istered in the United States 
Patent Office, Washington, 
D. C. 


{ COPYRIGHT. Contents 
covered by Copyright, 1928, 
by The Office Appliance 
Company. 
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SOCIA Slee ce : F Some Steel Equipment Cor- 
National Association News.... 88 Accounting Machines......... 256 poration Promotions......... 47 
(See also Meetings—Dinners— Adding Machines 239 Milwaukee Firm Gets Good 
Conventions—Page 48.) EINE 90.425 denneondece cael New Site....... 67 
DEPARTMENTS Commerce Department J. W. Campbell Company Pro- 
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A 
Pelouze Mfg. Co. ~. 259 
Phillips Rib. & Carb. Co. .230 


Accounting Devices Co.... 

Acme Staple Co spacecceste © i : 

a a oe o61 Pierce, S. K., & Son Co....172 

Addse Co. ................261 Se semen Polar Mfg. Co. ast 
’ Portable Adding Mach. Co. 77 





Premier Metal Products Co.178 














Addressograph Co. ........ 65 
Adjustable Table Co.......181 
Aigner, G. J., & Co........267 
Ajax Time Stamp Co 250 Th d . Quality Park Envelope Co.230 
Aladdin Dry Stencil Corp. .249 ese a vertisements present the prod- Queen Ribbon & Carb. Co.254 
Alien & Co........ 240 ucts of the leading manufacturers in each Quigley Furniture Co......176 
Allen-Wales Corp o4 division of the industry. Because of the R 
All-Steel-Equip Co 180 ground for honest differences of opinion Rand MeNally & Co ... 85 
Alma Furniture C 29 . i. . . = ii ieniediet , eee 
Alma Furniture Co.... 12% the publishers obviously cannot under- erie shoesose. a 
American Clip Co 74 take to guarantee t 4 ° fs Regal Typewriter Co.. 249 
American Electric Co ~.-240 advertis ransactions between Reiner’s Rotaprint, In 78 
American Embossing Co. ..257 vertisers and customers. They do, Reliable Tpr. & A. M. Co. .267 
American Lead Pencil Co 64 however, offer their service in resolving Remington Rand Bus. Svce. 58 
American Multigraph 8S. Co.27 any disagreements between advertisers Remington Typewriter Co. 58 
poe oe sel ee — —_ a oa which result from rela- maberte Num, Mach. Co 265 
/ rican Pape ids 0. .207 ions established thro j Roberts, W., Rubber Co 
Amer. Writ. Mach. Co. .68, 226 ugh the journal. Rockwell-Barnes Co 
Ames Safety Envelope Co.263 Royal Typewriter CC: 
Ames Supply Co 2n4 Ryan, J. F.. & Co. 
Argus Mfg. Co 46 . 
Arlac Dry Stencil Corp 241 Safe-guard Ck. Writer Cp. 87 
Art Metal Construction Co.132 E Sainberg & Co errr 
Art Steel Co 160 . J Sanford Mfg. Co 258 
Atlas Bronze Mfg. Co 173 Eau Claire Pad Co........ 78 Jamestown Metal Desk Co.143 Sanymetal Products Co 166 
Ault & Wiborg Co., The. ..236 Economy Seat Co..........185 Jamestown Metal Eqpt. Co.176 = gehollhorn, Wm., Co 82 
Aurora Metal Cabinet Wks.187 Eliiott-Fisher Co. .... . $1 Jasper Chair Co wTTTTiTy Schwab Safe Co., The 130 
Auto. File & Index Co 174 emerson Electric Mfg. Co.233 Jasper Desk Co. .158 Searles Elec Weld Wks 182 
Auto, Pencil Sharpener Co. 96 Empire Chair Co » 177 Johnson Chair Co 118, 19 gSengbusch S-Cl. Inkst wnd_217 
oe Co ; ‘ 93 a aoe CO... 2.00: 147 K Service Steel Prod. Corp. ..176 
’ ‘ _- ) 2c e -, , c , . . . 
a a oe 266 © Esterbrook Steel Pen Co... 97 _Kamargo Mills . g9 Shaw-Walker Co 181 
ol » ve) Stee en oO... 97 7 - " : "oa Shes -_ , ror ‘e - 
B Evansville Desk Co........160 Kay -Dee Co. .. 00 45 Sh afte r. Ww. A.. I ’ ( 0, 1 
Bachrach Spec. Co ont eemeaie tite. Ge 213 Kihn Bros. . ? ..261 Sheppard, ¢ E., Co .224 
Bankers Rox Co e0 . . - cael Knowiltom Bros. ...cccccscs 80 Sherman- Manson Mfg Co 167 
Barr-Morse Corp 2438 F Kobler & Co., In¢ ....262 Shipman-Ward Mfg. Co... «9 
Beach Publishing Co 266 Faber , Ww on? Kohlhaas Co., The ...249 Sikes Co. .. .142 
Reacon Steel Furniture Co. 168 aries oie AN Scevecece , rad L Silverglo Lamps, In« 223 
, i a 0.. . peoae Simons r Co 63 
Bentley & Gerwig 148 Featheredge Rubber Co 154 Lamb. Geo. L ail Sim nson, R Ae & Ce of 
tentson Mfg. Co 146 > . ch ~ ‘ > ; oe» 4 osmith, LL C., & Corona 
16 Featherwt. Eyeshade Co. ..262 Lawrence, B. E., & Co.....262 T : 
Berger Mfg. Co 141 . : nian ae ' a £ . Typewriters, Inc 90 
. Filing Equipment Bureau. .156 Leopold Desk Co cceckee ent ar . = : ate Gait 
Bettcher Stp. & Mfe . ) 4 ; . ~~ : . . : Smith Noise & Shock Elim.265 
Stp. ¢ fe. Co 18 Force, Wm. A.. & Co 291 Lincoln Rubber Key Co 242 — Pane " . 922 
Boorum & Pease Co 244 Fox. Geo. E ec % "99 Lin-May Co., The 232 Smith Tw Sales Corp. ons 
Royle Smoker Co 155 FY H 1 1 a Ce a> Listo Pencil Corp 264 Speedaumat Adér Macars aes 
“ree and Binder Co 237 ry , . 72 +60 3pee fey x © 262 
Bridgeport Pen Co The 949 Wreies-Cress Co.. Thee 154 Llovd. W. G.. Co 290 Speed Key Mfg Co 262 
Bristow, Stanley R 262 Furnas Furniture Co 167 Loose Leaf Metals Co.....253 sen? coy —_ ry B.. 
British Stationer 268 Luther Ink & Stp. Pad Co.254 Stacdtier, J me “~ . “=e 
Brown, L. L., Paper Co 210 G Lyon Metal Products, Inc. .125 Standard Malling yen , : . om 
BRrowne-Morse Co 144 Gardner. P. A.. Lthr Wks. 266 M HATONCTS Loose Leaf _ B.. 
Ruckeye Rib. & Carb. Co. .216 General Eclipse Co one wacey Co.. Th _ Staty. Export & Import Co.258 
. _—_- Mace ‘ " .D> St > > . 915 
Bump Paper Fastener Co. .246 General Firepr. Co 122, 3 Manifold Su ) si s Cc 7 See omnes org es , es 
Buro-Bedarf-Rundschau PGS General Office Equip Corp. 81 Marble . : — i ~ - ( "160 Stec 1 Equipment ¢ orp ~ 11% 
Burroughs Add. Mach. Co 72 General Penci) Co 247 a ~— & lattuc , 60 Stewart, R. A., & Co 235 
Bushnell, Alvah, Co : : on “ - Markiio Co . 257 St. Johns Table Co 179 
4 ah 168 General Typewr. Exch 41 MeGill Ps Prod : 25 : 
Bushnell Mfg. Co 264 George & C 181 Mi ” k - 0 winag lly a4 Storms, H, M., Co 234 
: . . © ¢ wd Meilicke Systems . 245 str r Coil lag Co 25 
Business °a9 Globe-Wernicke Co ; Meili . St a) Safe c sts otraye! Coin Bag ° 200 
Business Aids Co 249 ~ a - ~9 ee ee ee 140 Sundstrand Add. Mach st 
RY-21 - . 169, 70 i] i= Metal Office Furn. Co.155, 161 Sun Rubber Co The 219 
“3 25 Goes Lithographing Co 29 Meyer & Wenthe.... 238 T . 
c Graff-Underwood Co 255 Miller Bros. Pen Co 263 = Terrell’s Equip. Co 166, 177 
Canode Ink Ce 263 Gummed Tape & Devices Milo Ribbon & Carb. Corp.242 Thompson Time Stamp Co.267 
Carpenter, E. W Mire. Co.263 be at 263 Milwaukee Chair Co 126. 7 Todd Co., The a9 
Carter's Ink Co 999 Gunlocke W. H A hair Co.178 Mittag & Volger. Inc o- ae Toledo Metal Furniture Co.139 
Central Paper Co 46 Gunn Furniture Co., The 180 Mohler. A, : 264 Triner Sales Co 267 
Clarotype Co., The 265 Guth, Henry L., Asso 186 Mon Bureau .. 269 Triner Scale & Mfg. Co 257 
Collar tte Pg 121 iz Monree Cale. Mach. Co....500 Trussell Mig. Co 66 
ollier-Keyworth 1h ss ‘ Moore Push-Pin Co 264 Tur - & Harrison Pen Co.264 
- , Hahn, Arthur W 65 ~baggd- ; Urner & Eiatrson fen V0.e9 
Columbia Rib. & Carb. Co, 76 Banna Register Co > Mosler Safe Co., The 145 Tvler Sales Fixture C 264 
Columbia Steel Eapt. Co 120 omens Bre Scal . 2+ Multipost Co 256 U 
Colytt Laboratories, The. ..266 —aereee moe “1? alates ave Munson Supply Co 91 Underwood Typewriter Co 
Conklin Pen Co., The °14 . : od. ap 185 Murphey, J. E : ssc 61 lack ‘ove 
a . ’ 1 Harvey Fred W Co 62 : : seee ce Rack Cover 
‘onrades Mfe. Co 167 Hellesos cae oe 8 Mutschler Bros. Co 123" Union Ribbon & Carb. Co. .260 
Consolidated Rib. & Car. Co.252 Hel O Pad c = Myrtle Desk Co 128 U. S. Envelope Co 75 
. -" - ae 0 dD 7 “ ~_ 
Cook, { A.. Co 184 Heyer Duplicator Co —_ N 1” Ss Pencil Co 260 
a oS Ce 256 = Heywood-Wakefield 1s; «Natl. Business Show Co...270 U. 8S. Tw. Ribbon Mfg. Co. .262 
Goreng S Hayes <25 Higgins, Chas. M., & Co a> Natl. Cash Register Co.. 72 Universal Fixture Corp 241 
Corona Typewriter Co 0 Hoffman. 1 Maid’ 180 Natl. Fiberstok Env. Co 163 Vv 
pe Jamestown Mfg. Co.168 Hoge Mfg. Co 949 Natl. Phone Holder Corp..241 Van Dorn Iron Works 137 
>to mer Chair Co. 182 «Hoosier Desk Co 13s Natl. Vule. Fibre Co ‘997 «Van Valkenburg, L. D., Co.266 
} saa Ribbon & Carb, Co.258 Horn. W. C.. Bro. & Co oer Neidich Process Co 212 Victor Adding Machine Co. 205 
urrier Mfg. Co 184 Hotchkiss Sales Co 225 Neva-Clog Products, Inc. .248 Vidaver Letter Opener Co.251 
D Hunt, C. Howard, Pen Co.251 Norlipp Co., The 267 w 
Dandy Sealer Corp 998 Northern Corrugatinge Co. .162 Wabash Cabinet C« 184 
Davenport-Taylor Mfg. Co.166 1 fe Wagemaker Co 163 
Davidson, M. M 177 I. D. lL. Mfg. Cory °45 O. K. Mfe. Co 929 Watson Mfg. Co 182 
: ; s ) i ) z > . . ‘ “oo Pans . > . . » 
— Sales Corp . 238 Ideal Linoleum Top Co 180 Old Town Rib. & Carb. Co.229 We bster, I S., CO - 
eal P., & Co., In 188 Ideal School Supply Co 239 40 Onken, The Oscar, Co.....267 \Vceks, Frank A., Mfg. Co.266 
“ss ~ A B.. ‘ 0. : 89 Imperial Desk Co. 165 Orpin Desk Co 144 We igel, E O & Ss ns : 266 
lebold Safe & Lock Co Imperial Mfg. Co ..246 Orthwine, R. 263 Weis Mfg co 149, 50, 51, 52 
Di neon Seeoe 189 90, 31, 92 Imperial Methods Co 188 Oxford Filing Supply Co 133 Western Furniture VO Lis 
eg John F. Co 257 Imperial Steel Cabinet Co.162 Pp Weston. Byron, Co 269 
letz, The J. F.. Co 1294 Impvd. Boehner Binder Co.264 Pacific Carb. & Rib. C an White tiver Chair Co 181 
Divine Bros. .... 153 Indiana Desk Co 175 P: “k . a =r Wholesale Typewriter Co.. 86 
Dixon, Jos., Crucible Co 208 Ink-Out Mfg. Co “dl a oe ee ~y tee gaa : . =, 4 Wiggins, John B., Co 258 
Douglas Mfg. Co 250 ible . an arrot Speed Fast’r Corp. .218 Woodstock Typewriter Co.273 
Invincible M 4 . > . I 
Downey, The C. I Cc 285 Irel ae aoe Purasture. 150 Peerless Carb. & Rib. Co. .259 Y 
: 4 0 “ho reland & Matthews ; ’eerles fey C "67 > 
owe ; 134 Peerless Key Co., In 4 Yankee Paper & Spec. Co.254 


Dur-O-Lite Pencil C 9 ay , , . 
encil Co... 7 Irving-Pitt Mfg. Co . 62 Peerless Wire Goods Co...245 Yawman & Ert 157 
om te Lé é “« “aT ibe ese os 
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Accounting System Machines. 


National Cash Register Co. 72 
Adding Machines. 
Addaec Co. . 261 
Allen- Wales Corp. sume 4 
Burroughs Adding Mach. Co...272 
aitote Fisher Co... . 81 
General Office Equip. ‘Co Sl 
Monroe Cale. Mach. Co 200 
Portable Adding Machine Co 77 
Sundstrand Add. Mach Sl 
Vietor Add. Mach. Co. 205 
Adding Machine Rolls & Paper. 
Central Paper Co... 246 
Rockwell-Barnes Co. 148 
Yankee Paper & Spec. Co 24 
Adding Typewriters. 
Burroughs Adding Mach. Co...272 
Elliott-Fisher Co SI 
Remington Tw. Co. Os 


Typewriter Co.... 
..61, Back Cover 


Adéressing Machines. 


Underwood 


Addressograph Co ; Oe 

Speedaumat Addr. Machry 262 
Adhesive Tape. 

Quality Park Env. Co 230 
Adhesives. 

(See Inks, Adhesives, etc.) 


Arch & Clipboards. 


Free Hand Binder Co. 237 

Globe-Wernicke Co.169, 70, 71, 72 

Rockwell-Barnes Co... 148 
Autographic Registers. 

Hanna Register Co 252 
Ballot Boxes. 

Douglas Mfg. Co 20 
Bankers’ Note Cases. 

Art Steel Co.... 16o 

General Fireproofing Co 22, 3 


Gilobe-Wernicke 
Van Dorn Iron 


Billing Machines. 


122, 
Co.169, 70, 71, 72 
Works Co 137 


Burroughs Adding Mach. Co...272 
Elliott-Fisher Co S1 
Remington Tw. Co... os 
Underwood Typewriter Co 
. ~~ 61, Back Cover 
Binders, Catalog and Periodical. 
American Clip Co. 74 
Blank Books. 
Boorum & Pease 244 
Rockwell-Barnes Co 148 
Blanks for Bonds and Stocks. 
Goes Lithographing Co 229 
Kihn Bros 201 
Blue Print & Plan File Cabinets. 
All-Steel-Equip. Co 180 
Art Metal Construction Co 132 
General Fireproofing Co ; 
Lyon Metal Products, In 


Yawman & Erbe 


Board Cutters, Paper and Card. 


Ideal School Supply Co 250 
Bond Boxes. 

Art Steel Co... 160 

Corry Jamestow n Mfg. Corp 168 

General Fireproofing Co i22, 3 

Globe-Wernicke Co.169, 70, 71, 72 

Steel Equipment Corp 117 
Book Cases. 

All-Steel-Equip. Co INO 


Globe-Wernicke Co.169, 70, 71, 72 


(;unn Furniture Co 180 

Macey Co 135 

Premier Metal Products Co 178 

Van Dorn Iron Works Co 137 

Weis Mfg. Co 149, 50, 51, 52 

Yawman & Erbe. 157 
Book Ends. 

Ryan, J. F., & Co 261 
Bookholders. 

American Clip Co 74 

American Electric Co 240 


Book Rings. 

Carpenter, EF. W., Mfg. + 265 
Bookkeeping Machines. 

Burroughs Add. Machine Co 2t2 


Elliott-Fisher Co a1 
Remington Typewriter (« 8 
Underwood Typewriter ¢ 
e600 61, tack Cover 
Box Files. 
Art Steel Co 160 
freneral Fireproofing Co 122, 3 


Globe-Wernicke Co.169, 70, 71, 72 


Business Shows. 


National Business Show (« 270 
Busses. 

General Fireproofing Co 122 

Macey Co., The 15 

Toledo Metal Furn. Co 139 
Calculating Devices. 

Meilicke Systems 245 
Calculating Machines. 

Allen-Wales Corp 4 

Burroughs Add. Mach. (« 272 

Monroe Cale. Mach. Co 209 

Portable Adding Machine Co 77 


Reliable T. W. & A. M. C.. .267 
Calendar Pads & Stands. 


Defiance Sales Corp... 238 
Lawrence, B. E., & Co 262 
Weeks, Frank A., Mfg. Co 266 


Carbon Papers. 
(See Ribbons and 
Card Cases, Pocket. 
Gardner, P. A., Leather Wks. 266 
Improved Boehner Binder Co. .264 


Carbons. ) 


Wiggins, The John B., Co 258 
Cash Registers. 

Addac Co 81 

National Cash Register (« 72 














For the benefit of the subscribers the 
lines advertised are here classified. 
Many of the requirements of the 
modern business office are represented. 
Should subscribers be interested in any 
article of office equipment not listed 
here, they are cordially invited to com- 
municate with the service bureau, 
through which the information will 
be promptly and cheerfully furnished 
by letter, without obligation. 


























Casters, Office Furniture. Desk Pads, Linoleum. 

Divine Bros ne ..1538 Foz, Geo. B., & O8...cscccsss 92 

Chair Irons. Ideal Linoleum Top Co. 180 
Bettcher Stp. & Mfg. Co......180 Polar Mfg. Co............++.. 121 
Collier-Keyworth Co.... 153 a br be ceesereserers 4 

Chair Pads and Cushions. eee penned Poms int Tid. sti . 
Eau Claire Pad Co............178 Desk Pending-Letters Holders. 
Economy Seat Co.. 185 American Clip Co........... 
Featheredge Rubber Co 154 Desk Signs and Tablets. 

Fox, Geo. E., & Co.... . 2 Atlas Bronze Mfg. Co...... 173 
Polar Mfg. Co.... 121 Davenport-Taylor .......... 1665 
Sun Rubber Co...... 219 George & Co. .181 

Chairs 
. . . . . Desk Trays. 

meee : 4 7 vs aot American Electric Co....... 240 
Cook OC. n — “e 184 Art Steel Co.. RS 160 
Susaies Chale a ee Fox, Geo. E., & Co............ 92 
Derby, P., & Co., Inc "188 General Fireproofing Co... 13 3 
ennive Chair Co. att Globe-Wernicke Co.169, 70, 71, 72 
Frits + Bee Co : ; 154 Imperial Methods Co........ 188 
Gunlocke, W. H.. Chair Co...178 Macey Ge. Zhe... - a 
So wood-Wakeficid re Metal Office Furniture Co.15 ‘, 161 
an had meg vagy . +4 Northern Corrugating Co. 162 
Jasper Chair Co. ... 150 Weis Mfe. Co 149 5s 
Johnson Chair Co ~~ FS . Se Vio sses 52 
Marble & Shattuck 160 Desk Work Distributors. 

Milwaukee Chair Co 126, 7 Pum, Gam. Bae @ Gires ctsnciee 92 
Pierce, 8. K., & Son.. once Globe-Wernicke Co.169, TO , 2 
Sikes Co. 142 Horn, W. C., Bro. & Co..... 265 
Toledo Metal Furniture Co.....139 Irving-Pitt Mfg. Co.... 62 
White River Chair Co — Northern Corrugating Co......162 

Check Protectors and Writers. Sainberg & Co.......... 181 
ww “——— Check Writer Corp 1 Desks. 

: ' Alma Furniture Co.......... 129 

Check Sorters. Art Metal Construction Co 132 
Kohlhaas Co., The -» -249 Bentley & Gerwig Furn. Co...148 

Checks, Stamped Metal. Prowne-Morse Co vesee TH 
Meyer & Wenthe Chemeteee Ga. sccccussstcnass 131 
Stewart, R. A.. & Co Corry-Jamestown Mfg. repent -. 168 

. Dietz, Dee &,. Wee Givcewe 124 

— aes Englewood Desk Co. 147 

“s —e Evansville Desk Co........... 160 

Clips, Paper. General Fireproofing Co... F 
(See Paper Clips.) Globe-Wernicke Co.169, 70, 72 

Coin Bags, Trays and Wrappers. Gunn Furniture Co., The 180 
Art Steel Co.... 160 Hoosier Desk Co,.............. 138 
Downey, C. L., Co., The 265 Imperial Desk (o........... 165 
Strayer Coin Bag Co 250 Indiana Desk Co...... ; 175 

Copyholders. Invincible Metal Furn. Co.....183 
American Clip Co. . 74 Jamestown Metal Desk Co...145 
American Electric Co 240 Jamestown Metal Some. Co...176 
Error-No, Inc 253 Jasper Desk Co.... atésace 
Kobler & Co 262 Leopold Desk Co.... 116 
Premier Metal Products Co 178 Macey Co., The.............- 135 
Readeasy . 266 Metal Office Furn. Co. 161 

Copying Devices & Supplies. Bvetee Wes Gai. s.0ccectunsdedee 
Yawman & Erbe 157 Gu Mee Gs. koa nn cdaeeesen 144 

Costumers. Quigley Furniture Co. .176 
Conrades Mfg. Co. .. 167 iN Oe ee .181 
Furnas Furniture Co 187 Steel Equipment Corp beaéeee 117 
Globe-Wernicke Co.169, 70, 71, 72 Van Dern Iron Works Co......127 
Lamb, Geo. L 14 Wagemaker Co................148 
Premier Metal Products Co 178 Weis Mfg. Co......149, 1), 1, 52 
Sanymetal Products Co 166 Western Furniture Co... .1738 

Cuspidors. Yawman & Erbe... esha 
Faries Mfz. Co = 
Ireland & Matthews 134 Directory Boards. . 

Cutters, Paper & Card. Davenport-Taylor Mfg. Co....166 
Ideal School Supply Co 200 Display Fixtures. 

Dating Stamps. All Steel Beuip Co. 180 
Amer. Numbering Mach. Co...211 Onken, The Oscar Co....... 267 
Meyer & Wenthe ees ne Gees Ts ones cued sesedecn 263 
Stewart, R. A.. & Co 235 Tyler Sales Fixture Co 204 

Desk Bump Guards. Universal Fixture Corp.... 241 
Davidson, M. M... 77 
Murphey, J. B........ .185 Drinking Cups, Pape env 

Desk Calendars. Amer. Paper pny Co.. 207 
Defiance Sales Corp 238 Duplicating Machines & Supplies 
Lawrence, B. E., & Co 262 Aladdin Dry Stencil Cp..... 24 

Desk Files. Amer. Multigraph Sales Co...271 
Weis Mfg. Co 149, 50, 51, 52 Arlac Dry Stencil Corp........241 

Desk Lamps. Canode Ink Co....... . 263 
Faries Mfz. Co. ...179 Dick, A. B., Co... edcans Po) 
Silverglo Lamps. In« cum Heyer Dupliec ee Gitkee cssneee 239 

Desk Pads, Blotter. Kamargo Mills .......... ~~ 
Roorum & Pease Co 244 Knowlton Bros. ...... 80 
Fox, Geo. E., & Co 92 Reiner’s Rotaprint, Ine. 78 
Hoffman, L. ... ---189 — Election Booths. 

Sainberg & Co.. 181 Douglas Mfg. Co....... 20 
Sun Rubber Co 219 

Desk Pads, Glass. Electric Motors. 

Fox. Geo. E.. & Co 2 Emerson Electric Mfg. Co. . 233 
Polar Mfg. Co 121 Envelope Openers. 
Sainbere & Co 181 0. K. Mfg. Co 233 


Envelope 9 a 
Argus ae. 4% noaare @ 


Dandy Sealer Corp.......... - 
Stan a, Malling ach. Co.... 73 
Envelopes. 
Amer. Paper Goods Co...... 207 
Ames Safety Envelope Co..... 263 
Bushnell, Alvah, Qo.......... 168 
Diemer, John F., sac ses .257 
Globe-Wernicke Go. 169, 70, 71, 72 
McGill Paper Products, Inc.. .254 
Nat'l Fiberstok Envy. Co...... 168 
Quality Park Envelope Co... ..230 
U. 8. Envelope Oo...........- 75 
Envelo) Celluloid. 
Markile OD.  secseutcrcevdeedd 257 
Erasers. 
Argus Ws. Gdeees co<svecsees 246 
Dixon, Jos., Crucible Co...... 208 
= Out Mfg. Waceeasbeesce 258 
Bi. BEER. DOrcccccceocccces 233 
SR, Weldon, Rubber Co... 50 
Exhibition: 
National Business Show Co... .270 
Expense Books. 
Beach Publishing Co. ....... 266 
Defiance Sales Corp........... 238 
Harvey, Fred W., Co......... 68 
l. D. L. Mtg. Corp........ 245 
Eyeshades. 
Featherweight Eyeshade Co.. .262 
File Boxes, Collapsible. 
Bankers’ Box Seewes Secnwae 6e 
Map-eO GR. coceccnecsccncces 245 
Steel Bound Box Co........... 215 
Strayer Coin Bag Co........ 20 
File Boxes, Metal. 
Ast BONG DOsccsciesc ccscccss 160 
Kay-Dee Co., The.. eS 
Northern Corrugating Wis <uad 162 
Rockwell-Barnes Co.......... 148 
Filing Cabinets, we Covered. 
Diemer, John F., . 257 
Globe-Wernicke bo. 169, 70, 71, 72 
WeeMmmAR,. Tacs cvcececvcccssce 180 
Imperial Methods Co.......... 188 
Macey O©o., The..........-s65 135 
Sainberg & Co... .......00005 181 
Filing Cabinets, Metal. 
All-Steel-Equip. Co........... 180 


Co 
Art Metal Construction Co... .132 
Art Steel Co. 160 
Aurora Metal Cabinet Wenn ae 


Auto File & Index Co........ 1 

Bentson Mfg. Co.........««+- 146 
ee 141 
Browne-Morse Co............. 164 


Columbia Steel a ‘- Co. .r4 
Corry-Jamestown Corp. . 

General Foca” Co... oy $ 
Globe-Wernicke Co.169, 70, 71, 72 
Imperial Steel Cabinet Co... .162 
Invincible Metal Furn. Co... .183 
Jamestown Metal Equip. Co...176 
Kay-Dee Co., The............ 245 
Macey Oo., TRO. .ccesccssccess 135 
Metal Office Furn. Co..... 155, 161 
Premier Metal Products Co...178 
Service Steel Products Corp ‘176 
Shaw-Walker 81 
Steel Equipment Corp........ 117 
Terrell’s Equipment Co...166, 177 
Van Dorn Iron Works Oe...» Ae 


Watson Mfg. Co.........-.++. 1 
Yawman & Erbe ,.......+.- 157 
Filing Cabinets, Wood. 
Auto File & Index Co....... 174 
Browne-Morse Co. .......... 144 
Globe-Wernicke Co.169, 70, 71, 72 
Imperial Methods Co......... 188 
Macey Co., The......... . ++ 188 
Shaw-Walker  .......60065 181 
Wagemaker Co, .............168 
Weis Mfg. Co...... 149, 50, 51, 52 
Yawman & Erbe ............ 157 
Filing Supplies. 
Aigner, G. J., & CO... ...6656. 207 
American Clip Co............ 74 
Browne-Morse Co............. 164 


Filing Equipment Bureau....156 
General Fireproofine Co...122, % 


Globe-Wernicke Co.169, 70. 71, 72 
Imperial Methods Co.......... 188 
Invincible Metal Furn. Co... .183 
Macey O8., TRO... .scecsceces 135 
McGill Paper Products. Inc... .254 
Oxford Filing Supply Co....... 133 
Ouality Park Env. ©o......... 220 
Rockwell-Barnes Co........... 148 
Simonson, R. A., Co.......... 263 
Steel Equipment Corp........ 117 
Wabash Cabinet Co........ .. 184 
Weis Mfg. Co...... 149, 50, 51, 52 
Yawman & Erbe......... . 157 
Fountain Pens. 
eT SOO a 222 
Conklin Pen Co., The......... 214 
Parker Pew Co........s0«+: a3, 4 
Sheaffer, W. A., Pen Co...70, 1 
Gold Pens. 
Weigel, FE. 0., & Sons... 
Gold Stamping. 
Aiea, BG. Peg @ Dove onc 0 sce 267 
Gummed Cloth. 
pO a ee 267 
Gummed Tape Sealing Machines. 
Gummed Tape & Devices Co. .268 
Se, a. Wee @ Give ies avkiuen 261 
ingen om Senate, 
Cook, ») Ghia Gia neee comacees 206 
Grafft-U k., Wek tke sesear 255 
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Macey Co., The 135 

Moore Push Pin Co 24 
Index Tabs. 

Aigner, G. J... & Co 267 





Cook, H. ©., Co , 

Globe-Wernicke Co.16¥, 70 , 2 

Mohler, A : 24 
Ink Eradicators. 

Ink-Out Mfg. Co 258 

. Adhesives, Etc. 

Canode Ink Co 263 

Carter's Ink Co 2223 

General Eclipse Co 23s 

Higgins, Chas. M.. & ( 237 

Luther Ink & Stamp Pad Co... 234 

Sanford Mfg. Co... 258 
Inkstands. 

Bachrach Specialty Co 261 

General Eclipse Co 2:38 


Sengbusch 8-C Inkstand Co 217 
Weeks, Frank A., Mfg. Co 206 
Labels, Law Book and Number 
Aiguer, G. J., & Co 267 
Leads for Mechanical Pencils. 
American Lead Pencil Co “4 
Faber, A. W., Inc. 267 
Letter Distributors. 
Bristow, Stanley RK 262 
Globe-Wernicke Co.169, 70, 71, 72 
Imperial Methods Co 18S 
Kohihaas Co., The 24y 
Letter Openers. 
Vidaver Letter Opener Co 231 
Letterheads. 
American Embossing (» 257 
Goes Lithographing (« 220 
Lettering and Show Card Pens. 
Bridgeport Pen Co 242 
Library Dentoment. 
General pireprec ‘ing Co 122, 3 
Linoleum Desk Tops. 
Fos, Geo. B., & Co a2 
Ideal Linoleum Top Co 180 
Polar Mfg. Co ° 121 
Wagemaker Co 163 
Lockers and Storage Cabinets. 
All-Steel-Equip. Co 1s 
Art Metal Construction Co 182 


Aurora Metal Cabinet Works. .187 
Corry Jamestown Mfg. Corp. .168 


General Fireproofing Co 22, 3 
Giohe-Wernicke Co.149, 70, 71, 72 
Invincible Metal Furn. Co 183 
Lyon Metal Products, Ine 125 
Macey Co., The fi 


1 
Premier Metal Products Co 17 
Steel Equipment Corn 11 
Terrell's Equipment Co. .166, 17 
Van Dorn Iron Works Co 1 
Yawman & Erbe 1 
Loose Leaf Books and Systems. 


Accounting Devices Co 220 
Roorum & Pease ( 244 
Irving-Pitt Mfg. Co fn 
Lloyd, W. G., Co 22% 
Mohler, A ans 
Sheppard, C. F., Co 224 
Stationers, L. L., Co on 
Trussell Mfg. Co 66 
Loose Leaf Envelopes, Celluloid 
Markilo Co 257 


Loose Leaf Metals. 


Carpenter, EF. W Mfe. Co 





Loose Leaf Metals Co 
Map Tacks. 
Graff-Underwood Co Onn 
Moore Push Pin Co 284 
Maps, Globes, Etc. 
Rand MeNally & ( a5 


Matched Office Suites 





Clemetsen Co., The 31 
Dietz, The J. F., Co 124 
General Fireproofing Co 22. 3 
Leopold Desk. Co 116 
Macey Co., The 135 
Memorandum Devices. 
Currier Mfg. Co 184 
Fox, Geo. E., & Co 2 
Hanna Register Co 252 
Hel O Pad Co 204 
Lawrence, B. E., & Co 2n2 
Moisteners 
Argus Mfg. (» 246 
Rachrach Specialty Co 261 
Mohler, A on4 
Senehbuech SC Inketand ( 217 


Numbering Machines 


American Numb. Mach. Co el 


Force, Wm. A... & (« 221 
Roberts Numb Mach. Co ons 
Office Partitions. 
Add-A-Unit Partition Co 179 
Oil, Office Machine 
Clarotype Co mer 
Defiance Sales Corp OAS 
Pads, Figuring (Ruled or Plain 
Roorum & Pease Co ou 
Paver. 
Rrown, L. T Paper Co 210 
Kamargco Mills ao 
Knowlton Rros a 
Weston, Ryron, Co ons 
Paver Clamps. 
American Clip Co 74 
Esterbrook Steel Pen Co ay 
Hunt. C. Howard, Pen Co o1 
Van Valkenburg. L. D nn 
Paper Clips. 
American Clin € 74 
Areus Mfe. Co oo” 
Cook. TT. C.. Co ona 
Graffl.Underwood Co onK, 
0. K. Mfe. Co 272 
Rockwell-Barnes Co 148 
Van Valkenburr EL Pp One 


Paper Fastening Machines 
Acme Stanle Co 228 


Auto Pencil Sharpener Co oy 








lisers 


all without charge 


The Service Bureau of Office Appliances 


is maintained for the exclusive use of subscribers and adver- 
In the execution of its various commissions this 
bureau calls upon practically every member of the staff. It 
answers by personal letters all inquiries upon matters ger- 
mane to the field, it furnishes special reports upon articles 
of office equipment, supplies names of manufacturers of any 
article wanted, puts man and job together, prepares adver- 
tising copy, furnishes lists of desirable agents and dealers in 
nearly every country, aids foreign dealers in securing U. S. 
A. lines, and in many other ways performs useful service, 
Subscribers in every land have made, 
and are making, good use of this bureau; manufacturers in 
every section of the field have had evidence of the service. 




















Paper Fastener Co 
Defiance Sales Corp 
Eveready Mfg. Co. 

Hoge Mfg. Co.... 
Hotchkiss Sales Co 

I. D. L. Mfg. Corp. 


Bump 








Neva-Clog Products, Inc 2 
Parrot Speed Fastener Co 21 
Rockwell-Barnes Co 148 
Paste. 
(See Inks, Adhesives, Etc.) 
Pen and Pencil Clips. 
Argus Mfg. Co 6 
Deflance Sales Corp 238 
Van Valkenburg, L. D 205 
Pencil Sharpeners. 
Auto Pencil Shi arpener Co 
Business Aids Co 240 
Graff-Underwood Co 205 
Hunt, ©. Howard, Pen Co 2n1 
Pencils, Cedar. 
American Lead Pencil Co 4 
Dixon, Jos., Crucible Co 208 
General Pencil Co. a7 
Staedtier, J. S., Ine 204 
Staty. Export & Import Corp. .255 
U. 8. Pencil Co... 200 
Pencils, Thin Lead, Magazine. 
Autopoint Co 03 
Dur 0-Lite Pencil Co uN 
Listo Pencil Co... 2a 
Parker Pen Co 83, 4 
Sheaffer, W. A., Pen Co 7o, 1 








Pens, Lettering and Show Card. 
Pridgeport Pen Co 
Hunt, C. Howard, Pen Co 
Pens, Steel. 
Esterbrook Steel Pen Mfg. Co. 97 
Hunt, C. Howard, Pen Co 25 
Miller Bros. Pen Co 263 
Spencerian Pen Co ou 
Turner & Harrison Pen Co 264 
Picture Hooks. 
Moore Push Pin Co 264 
Pins. 
Deflance Sales Corp 238 
Platens, Typewriter. 
Amer. Writing Mach. Co...68, 226 
Ames Supply Co. 24 
Bushnell Mfg. Co 204 
Postal Scales. 
Hanson Bros. Scale Co 267 
Pelouze Mfg. Co 250 
Triner Sales Co 7 
Triner Scale & Mfg. Co } 
Publications. 
British Stationer one 
ture-Bedarf-Rundschau 2s 
Rusiness one 
Mon Bureau ..... 26u 
Punches 
Roorum & Pease Co 244 
Deflance Sales Corp 238 
Globe.Wernicke Co.160, 70. 71, 72 
Schollhorn, Wm., Co &2 
Push Pins 
Moore Push-Pin Co.. a4 
Ribbons & Carbons. 
Allen & Co we 
Anit & Wiberg Co 26 
BRuckere Ribbon & Carbon Co. .216 
Canode Ink Co 2 
Carter's Ink Co 222 
Columbia Rib. & Car. Mfg 
Co 76 
Consolidated Ribbon & Carbon 
Co oR 
Crown Ribbon & Carbon (x 28 
Imperial Mfg. Co 246 
Manifold Supplies Co s 
Milo Ribbon & Carbon Corp 242 
Mittag & Volger 5 
Neidich Process (< 212 
Md Town Rib. & Car. Co... 229 
Pacifie Carbon & Ribbon Co..227 
Peerless Car. & Rib. Co 250 
Phillips Rib. & Car. Co »w 
Queen Ribbon & Carbon Co 4 
Remington Tw. Co n8 
Rockwell-Rarnea Co 148 
Storms, H. M.. Ca ou 
Taien Ribbon & Carbon Co ono 
vs Tyoewe. Rib. Mfg. Co. .262 


Webster. F. 8... Coa 


Rubber Stamps. 


Meyer & Wenthe 238 
Stewart. R. A., & Co 235 
Safety Deposit Boxes. 
General Fireproofing Co 22, 3 
Invincible Met. FPurn,. Co 183 
Safes. 
Art Metal Construction Co 132 
Diebold Safe & Lock Co 
Is’, OO, 1, 92 
General Fireprooting Co 22, 3 
Globe-Wernicke Co.168, 70, 71, 72 
Macey Co The 135 
Meilink Steel Safe Co lan 
Mosler Safe Co 145 
Schwab Safe Co., The 130 
Steel Equipment Corp 117 
Van Dorn Iron Works Co 137 
Yawman & Erbe 157 


Sales Representatives Wanted. 
BY-31 255 


Scrapbooks 


Horn, W. ¢ Bro 165 
Screens, Office. 

lamb, Geo. I 1h4 
Sealing Wax. 

Luther Ink & Stamp Pad Co...254 

Sanford Mfg Co 258 
Seals, Notary and cuspesntien. 

Meyer & Wenthe 238 

Stewart, R. A., & Co 235 
Shelf Boxes. 

All Steel- Equip. Co TT) 

Diemer, John F., & Co wer | 


Globe-Wernicke Co.169, 70, 71, 72 
Shelving. 

All -Steel-Equip. Co sen .. 180 

Art Metal Construction Co...152 

Berger Mfg. Co saeneotes 141 

General Fireproofing Co...122. 3 

Globe-Wernicke Co.169, 70, 71, 72 

Steel Equipment Corp.. 117 

Terrell's Equipment Co 166, 177 

Van Dorn Iron Works Co.. 137 
Sign Markers. 

Hellesoe, Hans H 265 
Signs. 

Davenport-Taylor Mfg. Co.....166 
Smoking Stands, Office. 

Boyle Smoker Co — 
Sorting Devices. 

DED ibe ceccceceneceanes 249 
Stamp Affixers. 

Multipost Co : sees 256 
Stamp Pads. 

Lather Ink & Stamp Pad Co...254 

Meyer & Wenthe —_— | 

Peerless Carbon & Rib. Co... .259 

Stewart, R. A., & Co i 235 
Stands for Office Machines. 

Adjustable Table Co 181 

Harter Corp . - 186 

Premier Metal Products Co 78 

Searles Ele« Weld. Works 182 

Sherman-Manson Mfg. Co 167 

Toledo Metal Furn. Co _— 


Stapling Machines. 


Aeme Staple Co 
Defiance Sales Corp 
Hoge Mfg. Co 12 
Hotchkiss Sales Co 225 
Neva-Clog Products, In 248 
Parrot Speed Fastener Corp...218 
Stationery, Embossed, Engraved. 
American Embossing Co 2.7 
Kihn Brothers 261 
Wiggins, John B Co 258 
Stationery Cabinets 
All-Steel-Equip. Co 180 
General Fireproofing Co 122. 3 
Glohe-Wernicke Co.149. 70. 71. 72 
Hoffman, L 180 
Imperial Methods Co 188 
Macey C The 135 
Terrell's Equipment Co 146, 177 
Van Dern Iron Works Co 1A7 
Wels Mfg. Co 149. 50, S51, 52 
Stationery Racks. 
Currier Mfe. Co 184 
Imrerial Methods Co 188 
Stencils 
Meyer & Wenthe 2°78 
Stewart, R. A... & Co 235 





Stenographers’ Note Books. 


Boorum & Pease Co 244 
Rockwell-Barnes Co .148 
Stools. 
Conrades Mfg. Co 167 
Crocker Chair Co... . 182 
Milwaukee Chair Co 126, 7 
Searles Elec. Weld. Wks .. 182 
Toledo Metal Furn. Co 139 
Storage Cases. 
Bankers’ Box Co... : & 
Kay-Dee Co. 245 
Rockwell-Barnes Co. sos cnee 
Steel Bound Box Co 215 
Strayer Coin Bag Co. 250 


Swinging Typewriter Stands. 
Amer. Writing Mach. Co...68, 22 


Globe-Wernicke Co.16¥, 70, 71, 72 

Weis Mfg. Co 149, 50, 51, 52 
Tables. 

Corry-Jamestown Mfg. Corp...168 

Furnas Furniture Co ..167 

General Fireproofing Co 122, 3 

Guth, H. L., Assoc . is Se 


Globe-Wernicke Co.169, 70, 71, 72 


Lyon Metal Products, Inc.....125 
Macey Co., The . .- 135 
Mutsechler Bros. Co. so 
Premier Metal Produc ts Co....178 
St. Johns Table Co . 179 
Van Dorn Iron Works Co ..137 
Tablets. 
Rockwell-Barnes Co. ..148 
Telephone Accessories. 
American Electric Co 240 
Colytt Laboratories. 206 
Hel O Pad Co.. 204 
Nat'l Phone Holder Corp 241 


Thumb Tacks. 
(iraf?’ Underwood Co 





Moore Push-Pin Co 
Time Stamps and Recorders. 
Ajax Time Stamp Co. 20 
Thompson Time Stamp Co 267 
Transfer Cases. 
All-Steel-Equip. Co . 180 
Art Metal Construction Co 132 
Art Steel Co 160 
Aurora Metal Cabinet Wks 187 


Berger Mfg. Co 

General Fireproofing C« 

Globe-Wernicke Co.169, 

Kay-Dee Co., The 

Macey Co., The 

Shaw-Walker 

Steel Equipment Corp 

Van Dorn Iron Works Co 

Weis Mfg. Co......149, 50, 5 
Trimming Boards. 

Ideal School Supply Co.. 250 
Type, Typewriter. 

Ames Supply Co 234 
Typewriter Cabinets. 

Toledo Metal Furniture Co 139 
=. Cleaning Brushes. 

Arthur W. . 265 

Typewriter Cleaning Material. 





Amer. Writing Mach. Co.. .68, 226 
Clarotype Co . 265 
Sanford Mfg. Co... 258 
Webster, F. 8., Co 2 
Typewriter Cushion Keys. 
Lincoln Rubber Key Co 242 
Munson Supply Co : +» 91 
Peerless Key Co : . 67 
Speed Key Mfg. Co 262 


Typewriter Cushion Knobs & ous. 
Ames Supply Co 


Azora Rubber Co 308 
Fox, Geo. E., & Co . 2 
Lin-May Co., The . 232 
Peerless Key Co 67 
Smith Noise & Shock Elimi 
nator 265 
Typewriter Parts and Tools. 
Ames Supply Co . 234 
Typewriters, New. 
Amer. Writing Mach. Co. .68, 226 
Rarr-Morse Corp 245 
Corona Typewriter Co wo 
Remington Tw. Co 58 
Royal Typewriter Co 26 
Smith, L. C.. & Corona Tws... 90 
Underwood Typewriter Co 
61 Rack Covet 
Woodstock Trnewriter Co 273 
Typewriters, Rebuilt. 
Amer. Writing Mach. Co. .68, 226 
General Typewr. Exch 241 
Regal Tyvewriter Co 240 
Reliable T. W. & A. M. ¢ 267 
Shipman-Ward Mfe. Co 79 
Smith Tw. Sales Cor; 233 
Wholesale Tynewriter Co 86 


Visible 2ndex Systems 
Glohe-Wernicke Co.169, 70. 71, 72 
Irving-Pitt Mfe. Co 62 
Shepnard, C. EF 224 
Stationers Loose Leaf Co o. 

Wardrobes. 


All-Steel-Equip. Co 189 
Aurora Metal Cabinet Wks 187 
Furnas Furniture (Co 187 
General Firenroofinge Cx 122, 3 
Globe-Wernicke (Co.190. 70. 71. 72 
Lyon Metal Products. Inc 125 
Premier Metal Producta Co 178 
Terrell's Equipment Cé 166, 177 
Waste Baskets 
General Firenroofing Co 122, 3 
Invincible Metal Furn. Co. 183 
Macey Co., The 135 
Metal Office Furniture Co.155, 161 
Nat'l Vuleanized Fibre Co 227 
Peerless Wire Goods Co 245 
Water Coolers. 
Cordier & Hayes 295 
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a 
The rate for x a 
Classified Advertisements aN ge x 





WANTS and 
FOR SALE 


is eight cents a word, 
Minimum charge, $1.60. 





SITUATIONS WANTED 


EXPERIENCED STATIONER and equipment store manager is 
desirous of connection as manager of stationery or furniture 
department Experience in commercial and executive equip- 
ment Will consider managership of a department in a live 
organization. M-52, care Office Appliances, Chicago. 








EXPERIENCED office appliance salesman who has been branch 
manager for a leading office specialty company is particularly 
interested in research work connected with sales department 
and is available for connection with manufacturer who has a 
sales research problem Address G-74, Care Office Appliances, 
Chicago 





SALES EXBPCUTIVE—Available as branch manager. Also for 
connection in home office of office appliance company. Has had 
successful experience training salesmen, as assistant and later 
as manager of sales department. Can show a fine record of 
results Address F-71, care Office Appliances, Chicago. 


WANTED—Men who can sell carbon paper to handle direct 
factory distribution on terms most attractive to both customer 
and salesman. Address P-57, care Office Appliances, Chicago. 

WANTED—Representatives—By large manufacturer of Loose 
Leaf Accounting Forms, Manifolding Books and Sets, Litho- 
graphed Business and Bank Stationery, Bookkeeping Machine 
Cards, Sheets, etc. A complete line selling direct to user. Pro- 
tected territory. Full commissions paid weekly. Real oppor- 
tunity for men experienced in these or similar lines. Applica- 
tions held strictly confidential. R-43, care Office Appliances, 


Chicago. en 
FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 8S. arborn, Chicago. 
WE BUY AND SELL Bookkeeping Machines, Adding Machines, 
Dictaphones, Ediphones, Multigraphs and Mimeographs. Write 
stating condition and serial numbers. Pursch & Mehring, 319 
Empire Bldg., Pittsburgh, Pa. 























SITUATION WANTED—Typewriter mechanic capable of tak- 
ing full charge of repair department is available for new con- 
nection on short notice. Familiar with all makes, also adding 
and calculating machines, dictating machines and other me- 
chanical equipment Has had experience in charge of all office 
machines for large corporations, also with branch offices of 
typewriter companies. First class references Address D-50, 
eare Office Appliances, Chicago. 





SALESMEN WANTED 











SOLE AGENCY—For the sale of papers with water marks of 
the customer. Salesman wanted. Address Europe B-138, care 
Office Appliances, Chicago. 





EXPERIENCED SALESMAN—Wanted for thoroughly up-to- 
date Chicago stationery store Give complete information in 
first letter. Address E-194, care Office Appliances, Chicago. 


EXPERIENCED STATIONER’S SALESMAN wanted for our 
Philadelphia Branch State references and experience Phila- 
delphia man preferred. Globe Stationery & Printing Company, 
365 Broadway. New York City 








WE HAVE SPLENDID OPENING with a real future for com- 
petent salesman of Mimeographs and Royal Typewriters. Please 
give full experience first letter Tulsa Typewriter Co., Tulsa, 
Oklahoma 


ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 


Warsh Co., Plankinton Arcade, Milwaukee, Wis. 
DISTRIBUTORS WANTED 


REPRESENTATIVE WANTED—To handle New York agency 
of an Austrian manufacturer of an automatic bank note counter. 
Send offer with references to Automatische Geldzahla rate- 
Gesellschaft Fassler & Co., Vienna, Austria, 1 Kumpfgasse 7. 


PACIFIC COAST representative wanted for leading office supply 
jobbing house in the East. Has well established business. 
Knowledge of stationery line and good reputation in the trade 
Write L-54, care 














are our requisites. Give full particulars. 


Office Appliances, Chicago. 

REPRESENTATIVES, with experience in duplicator fleld can 
secure exclusive territo on complete line of stencils, inks, 
ribbons, etc. Old established house, nationally known. Give 
experience in detail. Address N-71, care Office Appliances, Chi- 
cago. 











___—s MANUFACTURER OF STEEL EQUIPMENT 
MANUFACTURER of Steel Equipment, fully equipped to make 
book cases, cabinets, in wood grain finishes, any style, quantity 
production. Let us estimate. Loewy, 200 5th Avenue, New 
York City. 











STATE MANAGER—Marvelous invention seals 3000 envelopes 
hourly! Sells $4.50 only; equals work expensive electric ma- 
chines. Offices buy 1-100 Exclusive trial offer. Write quick! 
Rede & B, Winthrop, Bldg., Boston. 


FLEXIBLE, UNBREAKABLE sealing wax. Amazing novelty! 
Salesman wanted, of an European house. Please write under 
First Rate Novelty A-47. care Office Appliances, Chicago. 

















HELP WANTED—County officials or salesmen with office sup- 
ply houses calling on state or county officials to sell high class 
line of goods. Open territory Fast sales Big commission. 
Address K-46. care Office Appliances, Chicago. 


WANTED—Salesmen to sell Outlook (window) and Regular 
Envelopes Exclusive territory. No objection to other non- 
conflicting lines. Commission. State experience and territory 
desired Outlook Envelope Company, 564 W. Monroe Street, 
Chicago, Mlinois 


WONDERFUL NEW SIDELINE—Big commission with order. 
Sell printing for every business at half price. Copyrighted 
illustrations free Just take order. We do the rest. Pocket 
outfit free. Salesmanager, 1522 Wells-Van Buren Bldg., Chicago. 








SALESMEN—Calling on trade, to carry side line new patented 
article indispensable to stenographers, typists, bookkeepers, 
proofreaders, etc. Nothing else on market to serve same pur- 
pose Liberty commission on new and repeat orders. The 
C-E-Z Company, 127 West 25th St., New York City. 


WANTED 
velope. Some desirable territories now open. 
Every business house a possible customer. 
Co., 3520 No. Kimball Ave., Chicago, Ill 


SALESMAN WANTED—With following in trade to sell high 
grade established line of office specialties. Exclusive rights 
Commission basis. Territory open: Pennsylvania (except Phila- 
deiphia);: New York (except New York City); Indiana; Michi- 
gan; Illinois: Virginia Maryland: West Virginia: Ohio. State 
full particulars. Box 29—Station S, New York City. 


Salesmen to sell the Transo (one-piece window) en- 
Full or part time. 
Transo Envelope 


Summarized Exports of Specialties 


Commerce Reports] Remarkable gains were made by business 


equipment in the 1927 export trade Office appliances showed 
gain of about $8,000,000, a large factor in the total gain of 
the nineteen distinct lines reported under the classification of 


Typewriters, adding and calculating machines 
were the two leading items in the office appliance class, making 
th largest contribution to the office appliance class Office 
supplies showed a slight loss, although the trade was gratify- 
ingly large Furniture of wood and metal furniture, two items 
which include a large amount of business equinment, both reg 
istered gains, the metal furniture group showing an increase 
of over $800,000 compared to 1926 

Following are comparative figures for 1926 and 1927 for the 
principal exports of this field 


“specialties 


(1927) $41,094,474: increase 


Office appliances—(1926) $36,311,110: 
of $7,783,264 


PE Mi Git LINES WANTED 

WELL KNOWN Chicago salesman wants exclusive territory for 
device or line with merit and where hard work will produce 
results eventually. Address C-49, care Office Appliances, icago. 











LINES WANTED, ABROAD 
ITALY-DAMIANI & GIORGIO-VENICE—Special 
typewriters and supplies—House establish 1866. 
interest given to portable typewriters. 
EXCLUSIVE REPRESENTATION FOR SWEDEN—Experi- 
enced, financially responsible and reliable company wants to 
hear from manufacturers of specialties for — book-keeping 
and office equipment (not furniture). Address: Iduns Tryckeri- 
aktiebolag, Stockholm, Sweden. 


BUSINESS OPPORTUNITIES 


ACCOUNT HEALTH will sell only exclusive office furniture 
store, $30,000 clean stock, So. Calif. coast city 150,000 pop. now, 
growing fast. National lines. Good lease, central. Nets $17,000 
annually average past 10 years. Address Z-87, care Office 
Appliances, Chicago. 

ON ACCOUNT OF HEALTH—WIiIl sell to live man entire or 
half interest in well established office specialty business in most 
enterprising Southern city. Three thousand live accounts on my 
books. Automatic profit now $350 or more per month, but 
organized sales efforts should double this by December. Ad- 
dress H-54, care Office Appliances, Chicago. 





organization 
*articular 























FOR RENT 
IN THE HEART of stationery district of Boston. Space for 
desk room or display for New England representative. Very 
reasonable rent. Reply J-51, care Office Appliances, Chicago. 


MECHANICS WANTED 


ALL-AROUND MECHANIC wanted to manage service depart- 
ment; competent in both typewriter and adding machine ad- 
justment. Moses Stationery Co., Hilo, Hawaii. 














Office supplies—(1926) $7,381,727; (1927) $7,340 900; decrease of 
$40,827. 

Furniture of wood, eliminating baby carriages, go-carts, chil- 
dren's vehicles and refrigerators formerly inc!uded—(1926) $3,- 
422.842: (1927) $3,470,503; increase of $47,661. 

Furniture of metal, including safes and vaults—(1926) $6,086,- 
968; (1927) $6,943,587; increase of $856,619. 

i a 


American Consular Office at Medellin 

A vice consulate has been established by the United States 
Government at Medellin, Colombia. It is in charge of Carlos C. 
Hall. Heretofore Medellin has had a consular agent only, and 
was included in the consular district of Cartagena, nearly 500 
miles away. Mail and passengers require a week or more in 
transit between the two cities. Medellin is the center of the 
coffee and mining industries of Colombia, as well as the capital 
of the Department at Antioquia. 
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1,665,597.—Stamping Device; patented April 10, 1928, by Albert 
J. Marks of Boston, Mass., assignor to Ajax Time Stamp Com- 
ay * of the same place. 

5,583.—Hand Addressing Machine; patented April 10, 1928, 

by Joseph S. Duncan and Henry E. Hubbard of Chicago, Iil., 
assignors, by mesne assignments, to Addressograph Company 
of Chicago, Ill., a corporation of Delaware. 

1,665 ,705.—Paper-—Filing Device; patented April 10, 1928, by 
Fred J. Kline of New York, N. Y. 
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1,666,399.— Telephone Instrument; patented April 17, 1928, by 
John J. Radel of Newark, J. 
Des. 74,878.—Design for a Desk Accessory; patented April 
1928, by Herman A, Feigeiman of Paterson, N. J. 
1,620,529.—-Fountain Pen and Stand Therefor; patented March 
8, 1927, by William |. Ferris of Westfield, N. J., assignor to 
L. E. Waterman Company of New York, N. Y., a corporation 


of New York. 


10, 























Mills, Penna. Filed Nov. 29, 192¢ Serial 
ag No. 151543. 
The REC ENT 1,666,399 Telephone instrument John 
J. Radel, New: = Mm. o Filed Aug. 20, 
PA 1925 Serial No. 51385. 
1 E N bs S 1,666,405 Magazine pencil Myron H 
eee aS... Caldwell and Ida Green New York N 
Y. (said Green assignor to Arthur Cc. E 
ji Hamilton, Mount Vernon N. aa ). Filed 
Copies of patents herein listed can be corporation of Massachusetts) Filed luly 26, 1926. Serial No. 124 
obtained from the Commissioner of gy ty ogg - «ond No sa a —e _ 1,666,967. Duplex envel ype so E 
»b60, 400 aper liingg device “rec (va le! orcester JIASs (assignor o 
Patents, WW ‘ashington, D. C., for ten cents Kline New York, N. Y Filed July 9, United States Envelope Company, Spring- 
each in cash, postoffice money orders or 1925. Serial No. 42565 field, Mass., a corporation M: line). 
; Ss ) 1,665,731 Machtne for bundling cur Filed March 18, 1921 Serial No. 453362 
yes — wee and pers nal reney Frank Ww Chase Melrose Mass 1,667,511 Loose leaf binder Holl: und 
checks not accepted. (assignor to Weldfast System, Inc., Sa D. Cortrell, Detroit, Mich. Filed Jan. 15, 
1,665,568 Report board Edward R lem, Mass., a corporation of Massachu 19 Serial No. 2469 
Spiegal of Dallas, Tex. (assignor of one setts) Filed Feb 1923 Serial No 1,667,539 Index or File William H 
half to John W Miller Dallas, Tex.) 620371 Day East Haven, Conn. (assignor by 
Filed September 0 1927 Serial No 1,665,736. Typewriting machine. George mesne assignment to Remington Rand 
223176 G. Going, Middletown, Conn. (assignor by Ine Tonawanda, N. Y 1 corporation of 
1,665,583 Hand vddressing machine mesne assignments to Remington Type Delaware) Filed April 21, 1925 Serial 
Jos. S. Duncan and Henry E. Hubbard of writer Company a corporation of New No. 24765 
Chicago, Ill. (assignors by mesne assign York) Filed Sept 30 925 Serial No 1,667,542 Identitication blotter James 
ment to the Addressograph Company 96235 lL. Flanagan, Sacramento, Calif Filed 
Chicago, Ul... a corporation of Delaware) 1,666,045 Folding device Louis C June 25, 1925. Serial No. 39524 
Filed Aug. 26, 1925. Serial No. 52502, re Ganny and Harry Goldberg Wilkes Design Patent 
newed July 11, 1927 Barre, Penna asignors of one-sixth to Des. T4878 Design for a desk acces 
1,665,597 Stamping device Albert J Thos. J. Mayock, cne-—sixth to James M sory Herman A Feigelnar Paterson, 
Marks, Boston, Mass. (assignor to Ajax Stark, both of Wilkes—Barre, Penna., and ma o Filed Jan. 30, 1928 Serial No 
Time Stamp Company, Poston, Mass., a ne-sixth to Michael Mayock, Miners 25085, term of patent, fourteen years 
writer company It is important that lines offered can be 
shipped “knocked down.” 

Calcutta, India.—-The Modern Typewriter Company Bent- 
inck street, wishes to get in touch with an American manu- 
facturer of typewriter ribbons and carbon paper. which will 
manufacture for sale under the dealer's brand Samples and 
lowest trade prices should be addressed for the attention of 
Mr. H. Wells, manager This company is a contractor to rail- 
ways, municipalities, district boards, military offices, Indian 
states and mercantile offices, dealing in office equipment, ap- 
pliances and supplies 

The detailed inquiries which follow have been received direct Frankfurt A. M., Germany.—The Standard Organizations, 
from readers of Office Appliances. They are tangible business Stiegler & Company, writes stating interest in visible card 
opportunities which are well worth following. record systems. It has “a staff of first rate salesmen trained 

for service on special equipment."" This may be an opportunity 
Wants Abroad for an American manufacturer of visible card records to make 

Berlin, Germany. Armag’’ Addier und Rechenmaschinen, G a satisfactory connection in Germany. 

m. b. H., Friederichstrasse 32, S. W. 48, wishes to make a con- Stockholm, Sweden.—Iduns Tryckeri Aktiebolag, Bryggars 

nection with a manufacturer of good low priced adding ma- gatan 17, seeks lines for exclusive representation in Sweden 
chines. This concern is evidently a live house, having an agency The company asserts that it is experienced, financially respon- 
for the Monroe calculating machine sible and reliable Specialties desired are filing, bookkeeping 

Bogota, Colombia Michelsen & Tamayo, Box 274, is open to and office equipment (not furniture) The chief business is 
exclusive agencies for office furniture and filing equipment lines, printing, but the company carries loose leaf books and card 
including wood and steel files, desks, typewriter tables, chairs, systems for filing and bookkeeping as important side lines The 
ete This concern represents a well known American type- company is interested in really good novelties 
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Vienna, Austria.—Josef 


interested as a dealer in first 


office devices of all kinds 


1904. Reference Wiener 
99, V 
Zurich, Switzerland.—Mr 


Hannich, 
class office appliances and new 
The 
Bankverein, 


Theobaldgasse, 17, VI, is 


business was established in 
Schoenbrunnerstrasse 
° 


Schilecht, Walchestrasse 27, 


wishes to secure an agency for new and rebuilt typewriters, and 
also typewriter ribbons and carbon paper. 


Wanted Here at Home 


Chicago, Il!l.—Jas. B 


Lynch & Company, 427 South Dearborn 


street, is revising its files of catalogues covering stationery and 


office equipment 


East Fourth, is bringing its 


company 


Roberts Company, 
catalogue files up to date. 
desires the latest catalogues of the office equipment 


Manufacturers are requested to send latest 
information and printed matter. 


Cleveland, Ohio.—The F. W. 


Prospect at 
The 


and supply industry, with price lists, from all manufacturers. 


Columbus, Miss. 
to hear 
office 
writer dealer; 
graphs He has a 
the business Mr 


handles adding 
three 


Alfred Land, 


machine and equipment store. 
machines, furniture and phono- 
year lease, and plans to incorporate 
Land says there is very little 


612 South Fifth street, wishes 
from vendors of specialties that could be handled in an 


He is an experienced type- 


“class” trade, 


and that his buying will consist chiefly of low priced articles. 


Jackson, Miss. 


The Office Supply Company, 215 West Capitol 


street, desires to establish connections with manufacturers of 


bank furniture and fixtures 


for the attention of FE. 
New Bern, N. C.J. G 
equipment dealer He desires 


Mark letters and printed matter 
Thompson. 

Tyson, 219 Queen street, is an office 
to make a 


connection with a 


manufacturer of moderate priced and low priced desks, chairs 


and complementary 
manufacturers of steel roller 


equipment 
book shelves such as are used in 


He wishes to hear also from 


the offices of register of deeds and other county and state gov- 
ernmental departments A height of six feet is specified. 


Williamsport, Penna. 
Fourth street, wishes to get 
letterheads, checks, et« 
Communications should be 


The W. 


M. Nicely Company, 301 West 


touch with a lithographer of 


presumably for resale to customers. 
addressed to W. M. 


Nicely. 


——_< 


Opportunities for Foreign Trade. 
These trade opportunities are presented in skeleton fashion, 


as furnished by the Department of Commerce. 


These items 


are given identifying numbers to avoid promiscuous publication 
of the names connected with Foreign Trade Opportunities de- 


veloped by the Department of Commerce. 


These names can be 


secured from the district and co-operative offices of the bureau 


listed here. 

by their recipients 

Atlanta: 538 Post Office Build- 
ine. 

Baltimore: Association of 
Commerce, 22 Light street. 

Boston: 1801 Customhouse 

Chattanooga: 1301 Market 
street. 

Chicago: Room 845, 
Clark Street. 

Cincinnati: Chamber of Com- 
merce. 

Cleveland: 
merce 

Des Moines: 121 
Building 

Detroit: 607 Free Press Build- 
ing 


33 South 


Chamber of Com- 


Federal 


Galveston: 309 Post Office 
Building 
Houston: Chamber of Com- 


Building 

Lynch Building. 

Kansas City: Athletic Club. 

Los Angeles: Chamber of 
Commerce Building 

Louisville Board of 
Building 


merce 
Jacksonville: 


Trade 


The names and addresses must not be published 


Memphis: Chamber of Com- 
merce Building. 

Minneapolis: 213 Federal 
Building. 

Mobile: Meaher Building. 

Newark: Chamber of Com- 
merce. 

New Orleans: 322 Post Office 
Building. 


New York: 734 Customhouse. 


Norfolk: 406 East Plume 
Street. 
Philadelphia: Room 812, 20 


South Fifteenth Street. 

Portland, Ore.: 215 New Post 
Office Building. 

Rochester: Chamber of Com- 
merce. 

St. Louis: 1201 Liberty Cen- 
tral Trust Company Build- 
ing 

San Francisco: 
house. 

Seattle: 830 Skinner Building 

Wilmington, Del.: Chamber of 
Commerce Building. 


310 Custom- 


The list of district and co-operative offices of the Bureau of 


Domestic 
may desire 


Foreign and 
readers who 


cases copies of reports, etc., 
time and avoiding the small 
when sending direct to the 


Government Printing Office, 


accessories 


Appliances and 
oO ot 0] de sired 


YH agency 


Baskets and trays, wir for 
contemplated 
Sheffield 


1.418 


purchase 


Cabinets, filing, steel 

hase contemplated 

Desk sets, fountain pen, pencil 
Quebec (Canada Ni 51,529 
] ited 

I liipment office especially 
Germany No. 31,223 agency 
Equipment, office Santo 
Agency desired 

Equipment, office, Wellingt« 


chase contemplated. 
Erasers, ink and pencil 
ontemplated 
Erasers and 
agency desired. 
Furniture, steel, especially 
Hague, Netherlands No 
plated 


Machines, adding, rebuilt 


chase and agency 


Commerce will 
Government publications 
can be obtained locally, 
remittances which are required 
Superintendent of 
Washington, D. C 


office 


office use, 


bookkeeping 
de sire a 


Domingo, 
mm, New Zealand No 
Baghdad 
rubber bands, Tallinn, 


desks and typewriter tables 


30,963 


Quebec 
contemplated 


helpful to 
In many 
saving 


be found 


Documents, 


Copenhagen, Denmark 


Santiago, Chile.—No 


England No. 31,445; pur- 


s and high grade fountain pens. 
purchase and 


agency contem- 


machines, Berlin, 
Dominican Republic.— 
31,168; pur- 
Iraq.—No 


30,919; purchase 


31,003; 


Estonia No 


The 


purchase and agency contem- 


Canada No. 31,329; pur- 


Machines, adding and calculating, low priced, Turin, Italy.— 
No. 31,159; agency desired. 

Machines, adding and calculating, rebuilt, Temuco, Chile.— 
No, 30,924; purchase contemplated. 

Machines, accounting, Paris, France.—No. 
desired. 

Machinery, accounting, 
agency desired. 

Machines, calculating, rebuilt, Rosario, Argentina.—No. 31,156; 
purchase and agency contemplated. 

Machines, cash register, Halle, 
chase contemplated. 

Machines. cash register, Temuco, Chile.—No. 30,924; 
contemplated. 

Machines, cash register, low priced, Turin, Italy.—No. 31,159; 
agency desired. 

Machines, cash register, rebuilt, Melbourne, 
30,910; purchase and agency contemplated. 

Machines, cash register, rebuilt, Rosario, Argentina.—No. 21,- 
156; purchase and agency contemplated. 

Machines, dictating, The Hague, Netherlands.—No. 30,963; 
purchase and agency contemplated. 

Machines, paging, electrically driven, medium quality, Dresden, 
Germany.—No. 31,322; purchase contemplated. 


30,543; agency 


Prague, Czechoslovakia.—No. 30,964; 


Germany.—No, 31,333; pur- 


purchase 


Australia.—No. 


Machines, pencil printing, for colors, Nuremberg, Germany. 
—No. 31,323; purchase contemplated. 

Machines, typewriter, Berlin, Germany.—No. 31,223; agency 
desired. 


Machines, typewriter, rebuilt, Sheffield, England.—No, 31,422; 
purchase contemplated. 


Machines, typewriter, rebuilt, Temuco, Chile.—No. 30,924; 
agency and purchase contemplated. 
Novelties, stationery, Quebec, Canada.—No. 31,329; purchase 


and agency contemplated. 

Novelties and supplies, stationery, Toronto, Canada.—No. 30,- 
870; agency desired. 

Paper, bond, Cairo, Egypt.—No. 31,065; agency desired. 

Paper, carbon, Sheffield, England.—No,. 31,416; purchase con- 
templated. 

Paper, bank bond, watermarked, white and colored, Singapore, 
Straits Settlements.—No. 31,026; purchase and agency contem- 


plated. 

Paper, writing, Baghdad, Iraq.—No. 30,899; purchase con- 
templated. 

Paper, writing, Montevidio, Uruguay.—No. 31,116; agency 
desired. 


Parts, typewriter, including platens, Zurich, Switzerland.—No. 
30.926; purchase contemplated. 

Pens, gold, Munich, Germany.—No. 31,215; 
plated. 

Ribbons, typewriter, and 
—No. 30,959; agency desired. 

Safes, wall, Johannesburg, South Africa.—No. 31,466; purchase 
and agency contemplated. 

Scales, counter, showing weight in kilos, Halle, Germany.—No., 
31,333: purchase contemplated. 

Specialties, office, Winnipeg, 31,447; 
desired. 

Supplies, office, Rosario, Argentina.—No, 31,221; 
agency contemplated. 

Supplies, office, Valparaiso, Chile.—No. 31,230; agency desired. 

Supplies and novelties, office, Leipzig, Germany.—No. 31,417; 
purchase or agency considered. 

Supplies, office and school, such as pencils, pens, penholders, 
ink and rulers, Baghdad, Iraq.—No. 30,919; purchase contem- 
plated. 

Systems, card index, The Hague, 
purchase and agency contemplated. 

a“ _ = — 


Calendar Pad and Stand Specifications Revised 

Revised specifications on calendar pads and stands for gov- 
ernment use have been prepared by the specifications board of 
the United States Government. These have been submitted to 
representative manufacturers for comment and criticism. 

The revision of FSB Specifications No. 366, covering calendar 
pads and stands follows: 

I—General Specifications. 
applicable to No. 366. 

Il—Types. There shal! be three types of calendar pads and 
stands 1—Ordinary folding type. 2—Bound daily memoran- 
dum type. 3—Executive, large size, folding type. 

1ll-—Material and Workmanship. The paper used in the man- 
ufacture of pads of all three types shall be at least Substance 
16 (17x22, 500—16 pounds), free from ground wood, with a finish 
suitable for pen and ink use. The stands for all types shall be 
of metal. 

IV—General Requirements: 1--The printing on all types of 
pads to be so arranged as to provide the maximum amount 
of space for memoranda, consistent with legibility of printing. 
2—The stands of all types shall be neatly made without rough 
or unfinished exposed edges. Contact points of bottom of stand 
to be finished smooth or provided with rubber or felt shoes. 
The binding wires shall be securely fastened to the base and 
shall be so made as to offer the minimum likelihood of having 
loose parts or of becoming inoperative. All stands to have 
slightly inclined faces. 3—Increases in the dimensions of botit 
calendar pads and stands not exceeding one-half inch in width 
or length will be permitted, but the pads furnished under this 
specification shall be of such size and punching as to fit 
calendar pads of the exact dimensions quoted in the specifica— 
tions and the stands furnished shall be of such size and con- 
struction as to properly accommodate pads of the exact di- 
mensions quoted in the specification. 

Detail Requirements 

V—Detail Requirements. 1—Type No. 1. (a) Overall dimen- 
sions of top surface to be 4x6% inches. The binding wire to 
be % inch in diameter, and shall be located as follows: Dis— 
tance between centers, in a vertical direction, 1% inches, in a 
lateral direction, % inch; distance between top edge of base 
and center of upper binding wire, % inch; distance in a lateral 
direction, between edge of base and center of binding wires, 
213/16 inches; wires to extend 113/16 inches above surface of 


purchase contem- 


carbon paper, Alexandria, Egypt. 


Canada.—No. agency 


purchase and 


Netherlands.—No. 30,963; 


There are no general specifications 
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base (b) Pad Size of sheet, inches wide and 35% inches 
long, with two holes punched 1% inches between centers 
distance from top edge of pad to center of top hole should be 
“% inch, and from center of holes to near edge of pad, 5/16 
inch Exposed pages to show previous, present and the fol 


lowing mont the number of expired and unexpired days of 
the year; the day and date in bold relief, and a blank spac: 
for memoranda Type No. 2 (a) Base Face to be 2% 
inches by 5 inches To be provided with threaded post and 
tap for fastening pad to the bas« H for post to be located 
equi-distant from the sides of the base and 5/16 inch from top 
edge Post to be not less than “% nor more than 16 incl 
in diameter (b) Pad Tro be 2% by 5 inches in width wit! 

16 inch round hole punched 5/16 inch from top of pad and 
equidistant from side Kach page t how the day and dats 
the number of expired and unexpired d of the year, and 
blank space for men randa The late to be in bold relief 

Type Ni (a) Base Overall dime ons of top surfac« 
to be 6% b 7% inches The binding wires to be \% incl ! 
diameter ind ! be ! ated : folio Distance betweer! 

nter ir ver dir tion inche t t vertical dire« 
tion, 2 inche ! , iteral direction f ! distance be 
tween top I ind center f per binding wire ‘ 
incl distance ! lateral directior between edge of base and 

nt of binding wire » incl \ es te extend 113/16 
ix bove irface f base. (b) Pad. Size of sheet , 
Inche l ad t lor wit! ‘ holes punched 2 

I betw I 6 inch fr f heet, and 16 
inch fron ! I ‘ 1 ! ¥ previou present 
" f wir t number f d and inexpired 
da f the nad a ! f ' ur 

nt ' Diag ' 

! 
\ id ! bidd 
Inspection and Test 
‘ ’ " , 7 I be 
. ' pr 1 
‘ he 5 

Met , x ned 

} ! wr ‘ f 
} ! ‘ } rit ted 

Vil—l ng Ss! r Ras " be 
] ' t \ rdir I i 

Pa band VI ped 1 ! r 

nt ' ‘ d nad ti \ r } 

| t ‘ ht h 

I I I Boa “ ud r é 

t ? “ ! ! 
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Selected List of Commerce Bureau Publications on 


Latin America 


This T ur been prepared ponse to numerous 
inquirte j rd hat t) business n d others interested 
in Latin Amer may have within ea access a selected list 
of recent nd current Bureau publications on the countries of 
lati Ameri 


General 
Guide to Latin America Mis 


Commercial Trave ellaneous 
Series No. &89—$1 


Preparing 


Shipme s t Latir Amer Trade Promotion 
Series No f twent ents 
Sources of Foreign Credit Infor atior Trade Information 
Rulletin Ne 292 ten cents 
Market Trade Promotion Series No. 1 


Packing for Foreigr 
$1.25 
International Trade in <¢ 





‘offe« Trade Promotion Series No 

} twenty cents 

Travel Routes nd Costs in South America—Trade Informa- 
tion Bulletin No SI ten cents 

Travel Routes and Costs in Caribbean Countries—Trade In 
formation Bulletin N 91 ten cents 

Commerce Reports \ weekly survey f foreign trade pub-— 
lished by the Pureau of Foreign and Domestic Commerce Any 
one Wishing to Keep abreast of current affairs and commercial 
and economic trer in Latin America and the wor'ld in general 
should subscribe to this publicatior $4.00 a year 

Railways and Highways 
Motor Roads in Latir America—Trade Promotion Serie No 


18—fifty 


cents 


Railways of South America—Part I Argentina (Trade Pro- 
motion Series N 2—fifty cents) 
Railways of Sout) America—Part II Bolivia, Colombia, 


and Vene 
cents) 


Indies 


aguay Per Uruguay, 
No —eighty—five 
America an he West 

seventy 


acd Pron t ! Series 


Ecuador, the Guianas, Par 
zuela (Trade Promotion Ser 
Railways of Centra 
Pron Series No. 5 
Railways Mexico—Tr 
five cent 


Trade 
otior cents 


thirty 


Commercial and Economic 
Commerce Yearbook 1926 Volume il io 
$1.25 
United States Trades wit! ‘ , 
(Trade Informat Rulletis Ni 41S——ter ents) Part Ir 





(Trade Information Bulletin No. 420—ten cents). 

Monthly Summary of Foreign Commer December 1927 
Part I (ten cents), Part Il (five cents) This gives totals of 
United States trade with Latin America for the years 1926 and 
1927—later monthly sun iries can be had from monthly trade 
statistics for these ye 

Handbooks 

Bolivia A Commer and Industrial Handbook Special 
Agents Series N« ‘ sixty-five cents 

Colombia 4 Commercial and Industrial Handhook—Special 
Agents Series No. 20¢ Seventy cents (exhausted) 

Mexican West Coast ar Lower California—Special Agents 
Series No. 22% elghty-—five cents (exhausted 

Paraguay: Com: Hand book—Sp« | Agents Series No 


cents 


forty 


199 


ies No. 25—$1.25 
Venezuela cx 
Agents Series No 


212 





Commercial and Industrial Handbook 


mmercial and In 


Irade Promotion 


dustrial Handbook Special 


Nicaragua: Commercial! and Economic Survey—Trade Prom 
tion Series No. 54——thirty cents 
rabular Guides to Economic Conditions—Series of charts ap 
pearing in Commerce Reports Cuba, February 2 Porto Rico 
larch Nicaragua Marc! 19; Chik March 2¢ Uruguay 
April 9; Costa Rica April l¢ Venezuela, April 2 Hait May 
14; Guatemala, May 21, et seq. This series will continue to 
appear n Con erce Reports intil every country r Latir 
America has been covered—probably through Jul 192s The 
supply of reprints is too limited for general distributior but 
subscribers t Commerce Reports in obtain back iss fr 
1] request th Division of Regior Informati« 
Finance 

Lat \ rt Monetary ind ix nge Cor Trad 
Int i n Bulletin Ne it cent 

Ls America Budgets—lI | Argentir I 
gua nd Bra Trade Inf " Bu . ) ‘ 


I I Lua Ir ts | ‘ II 

I | Bulle n N 

‘ I n Lat \ lil 
I 

I | I I 

( I | I s N j 

Pub I : 

t 

{ r t ’ ~ \s ~ 

Commercial Laws 
tallmme = k £ I ws : 
N« é 

Trading Und } Law f Arger I ] 
I lletin N 242 xha ted) 

Trading I t Law I I I. B. D ‘ x 
hausted) 

rrading I der tl Laws of Cul I I. BL. N I 

Trading | Laws of ¢ ombia—T I Ss N t 

Trading Unde Laws « I oR I Ss. N . 
ten cents 

Bills of Exchang Practices I eig ( r Reg ng 
I ment on Ar | Bills—Trade Information I ‘ N 464 
‘ ents 

Special Trade Information Bulletins—Division of Regional 

Information 
Argentine Markets for Unite States Goods—T le Informa- 


etir Ni 1% ten cents 

Selling Bra Trade Inforr 
cents 

Cc mercial Readjustment in Br 
etin (i preparation) should ay 
Caribbe Markets f Amer 


Trade Information lletin No 


Markets of Southern Chile Tri 
°74 ter cents 

Markets of Northern Chik Tr 

] ten cents 

Markets of Central Chik Tras 
i4) ten cents 

Colombia Caribbean Markets 


Bulletin 

Markets for 

No 46 ter 
Trade Inf 


Trade Information 
(Cuba Caribbeat 
Information Bulletir 
Ecuadoriar Market 
ten cents 


Guianas: ¢ and 


‘ommercial 





formation Bulletin Ne olf ten ¢« 


Paraguayatr Market Trad Inf 
ter ents 

Porte Rice ( ribbear Markets 
TY ] Inforn ‘ rr letir No { 

Uruguayar Market—Trad Inf 

Ve Zuela ( ibbea Market 
Trad inf mation Bulletin No 

West Indies ‘ ear Mark 





No 42 


it rrad Inf Bul 
atic Bullet - 79 ten 
zi Trade Informa n Bul 


re 
pe 


American Goods llli—Trade 
cents 

rmatior I ! , 6S 
Economic Surve Trade Ir 
ates Goods—T ! 





t s Ww ‘\ ‘ . 
of > t Ar i Trade Ir TY t T Bu t ’ y te 
cents 

Any of these publications " r sed ¢ fror th 
district flices of the Bureau f iI en and I Com 
mer or from the Superintendent of Docun nt 
Prir Offic Washingtor om < r is Those 
put ns marked exhausted ars t availat f I as¢ 
but 1 be consulted at the district off sa rtain 

bli ind universit libraries 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“The first notion to put out of your minds is 
the small boy’s idea of wrongdoing, which 
lingers into mature life with most of us; name- 
ly, the notion that if you are not caught you 
will not suffer. We first try this absurd scheme 
by seeking to outwit our parents, then our 
teachers, our enemies (if we have any), and 
finally the officers of the law, the judges, and 
the prison system. But side by side with the 
sly effort to avoid detection is an inner con- 
sciousness which gives people much misery in 
the long run. Our nature is constituted tor 
justice. Therefore to go against it is to begin 

suffer, or at least to be unhappy, to be 
troubled by the certainty that we must pay 
sooner or later. To learn the lesson of this 
inner monitor which we call conscience so as 


to distinguish it from consciousness at large 1s 


realize that the wrong is done’ whether 
nown by any one or not, and that the recom- 
pense or punishment is preparing, even though 
it may not become evident tor weeks, months, 
or vears. For when we learn that there is no 
| escape from the moral law, or 


rom justice, we see that we are face to face 
\ ( litv of life.”"—Unity 
m a personal God its no longer 
tersa / Nh rs haze mothe Lite ptron 
‘ ‘ ‘ ri ontrols thre ira r St and 
} d The term ‘free thinker’ ts no 
iT rep and anathema ts no longer 
rice f / if TC 
‘The number of believers in the old ‘mys- 
es’ and the old ‘magic’ is diminishing be- 
adz mcing intellige uce 
iz rtinction of dis ¢, the extinction of 
} f on of dé nIMS, 4 per fection of 
ition of the infinite, and the 
mest of creation’ are all in the process. 
f hristiay is fallin ] 
j } was é / {? pean god oT 
} ( q / -s ISS¢ d conth 
1s ( mipu and j : 
/ rning ti his touch wat 
j ‘ f yiitha l fiat jood 
fy 7 
() - nd ; d sie THT < 
‘ ¢ jie i 4 stand 
/ j hich th vere conceived 
Christianity. like everything clse, ts under- 
ind an ¢ 7 j proce vs As Wwe ret ct 
“upon it .) pre sent stad we are lmpresse d vA ith 


fact that tt could not be otherwise. and that 
which are the expression of re- 


ligion cannot be otherwise than they are. All 
progress in the process exactly in accordance 
with the knowledge of the truth. Man takes 
but slowly into his consciousness the revelation 
of infinite mind. Perhaps it is a part of the 
scheme of things that he should, If all truth 
were revealed at once to man he would be un- 
able to withstand the shock. Even when the 
revelation is clear, it is clear only to minds pre- 
pared to recetve it.”—Selected. 
os 


“We may still say perhaps, ‘faith governs the 
world,—but the faith of the present is no 
longer in revelation or in the priest—it is in 
reason and in science. Is there a science of 
goodness and happiness ?—that is the question. 
Do justice and goodness depend upon any par- 
ticular religion? How are men to be made 
free, honest, just, and good?—there is the 
point.” —Amiel’s Journal. 


x 


“HE HAS NEED OF ME” 
“All that the Father has is mine, 
For he and I are one; 
! partner in the plan divine, 
I manifest his pure design, 
ls pres ept, precept, line on line, 
His will in me ts done. 


“Omniscience, omnipresence, power, 

Life, substance, love, and peace 
Surround and fill me, every hour; 

| dwell as in his secret bower, 
Protected thus ; he is my tower 

Of strength that shall not cease. 


“My father in his plan divine 
Has need of me, his son; 
The Truth reveals me, line on line 
The pattern—mountain-shown design 
That I must build—I make it mine, 
For he and I are one.” 


—Arthur P. Buck. 


* ” x 


“Be sure you are thinking all wrong, if ever 
you attribute to yourself a power that the great 
universe has not. You yourself have some 
capacity to plan, have some power to adapt 
means to ends. What a surprising little person 
you would be if the whole galaxy were to stand 
astonished at the new revelation you made to 
it; no such thing had ever been before!’— 
Emerson. 
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\bove 


Ornamental office suite of period 
model contributestotheharmony 
of design and color of panelled 
walls, decorated ceilings, cur- 
tained windows and carpeted 
floor in executive office 


Left 


In which the design of the chairs 
(tho plain and substantial) en- 
hances the architectural beauty 
of the council chamber in the 


City Hall of Asheville, N. C 
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Grill for Price Cutters 


Written Expressly for Office Appliances 


k THE advance announcements 
| promised the “true confes- 
sions” of price cutters in all lines 
of merchandising, the latest investi- 
gation to he staged by the Federal 
lrade Commission would have re- 
ceived more of a hand. Avs it ts, the 
“Inquiry Into Price Main- 
tenance” has provoked only mild in- 
terest and has brought some irrita- 
tion, because the very injection of 
this new note has served to further 
postpone conclusive action in Con- 
gress in determination of the pri- 
vate right of price control. 

“What, another one of those 
long-winded investigations of price 
fixing?” This, accompanied by a 
yawn, has been the bored reaction 
of many a business man to the news 
that the so-called “supreme court of 
was to sit in deliberate 
judgment upon the controversial is- 
sue Nor can any one exactly 
blame the bystander for his air of 
resignation. (Over a period of years 
the country has treated to a 
series of more or less futile “inves- 
tigations’ of the principle of resale 
or retail price protection. On the 
official side, there have been, in suc- 
Congresses, the public hear- 
Committees 
f the Senate and House of Repre- 
printed 


Resale 


business” 


been 


CeESSIVE 
s betore Commerce 


sentatives, t] e records of 


which require a five-foot bookshelf 
Private agencies have made similar 
gestures \s witness the examina 


tion of the subject by the Chamber 


t Commerce of the United States. 
\ll this has become stale to the 
business public.—and repetition ap 
pears unendurable, because, by and 
large, the previous studies of price 
naintenance never got anywhere. 
at is say these open forums 
ls votes have converted vir- 
tually ody either for or against 


pegging Worse yet, they 
ave not added appreciably to the 


by Waldon Fawcett 


knowledge on the part of the busi- 
ness community of the subtleties and 
complexities of the subject. The 
why of this is that all of the fore- 
going ventures have been so largely 
academic. These swivel-chair proj- 
ects have dealt with the principles 
of price stabilization and the theo- 
retical c msequences of price demor- 
alization rather than with everyday 
practice, and the rewards and penal- 
ties in terms of dollars and cents. 
Supposed authorities have expound- 
ed at great length their doctrines, 
pro and con. But there have been 
offered only isolated accounts of 
personal experiences on the mercan- 
tile firing line. 
SZ BS SH 

What has been an eternal lack to 
date is likely to be supplied by the 
Federal Trade Commission's self- 
assigned research. The Trade Com- 





The Special Annual 
Office Furniture 


Section 
hundred. 


number of 


leading 
\ peru al of the 


1.7 
pront ipie to 


lealers who handle office 


tine 











mission has been dinged heretofore, 
up hill and down, as a meddlesome 
and prying busybody. Doubtless 
there will be more of the same, be- 
fore this census of pricers is com- 
pleted. But the fact remains that 
the current muckraking has at least 
so much of a common-sense objec- 
tive that it is undertaking to pro- 
vide means for the appraisal of the 
advantages and disadvantages of re- 
sale price maintenance by “exhibits” 
of actual experiences at all levels 
of commodity distribution. To be 
sure, the personal confessions to the 
Federal Father Confessor must be 
treated as confidential. For the most 
part, they will filter through to the 
jury only in the form of totals, sym- 
posiums, averages and percentages. 
Or, at most, as anonymous instances 
in point. At that, however, what- 
ever deductions are to be drawn will 
be grounded upon actual occur- 
rences in the competitive give-and- 
take of business. 
SZ SS SK 

The best joke on the pessimists 
is found in the fact that this latest 
clinic on price regulation approaches 
the subject by the back door, as 
compared with the conventional de- 
bates in days of yore. Instead of 
collecting learned expositions of 
opinion on what will or will not hap- 
pen if it is legal to fix prices at the 
source, the Trade Commission's 
crew of economists have cut across 
lots and are quizzing at first hand 
the parties who have slashed prices 
or who suffered from the excite- 
ment when the other fellow shaved 
prices, from whatever cause. Re- 
versing the order of procedure from 
some of the other investigations, 


this one places the practice of price 
cutting on the defensive and de- 
mands that it justify itself. 

The inquisition of price cutters 
and their victims has started by the 
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correspondence course route rhe 
Trade Commission has not unlim- 
ited funds for use on its economic 
investigation, and in order to cover 
the entire country and encompass 
all lines of business there has been 
nothing for it but to resort to the 
questionnaire method. In the final 
stage, field agents will be sent out to 
check-up on the mailed confessions 


and gather additional facts in sig 
nificant cases. For the most part, 
however, the Trade body will rely 


series of self-examination 
which have been prepared 
as calculated to ex 
tract the real this moot 
question of the rights of price de 
Needless to point out, 
“neu 


upon a 

blanks 

with great car 
t 


secrets ot 


termination 
the Trade ( 
tral,” upon 
good and the bad on both sides of 


OmMmission, as a 


is bent exposing the 


the issue lhe questions have been 
plotted according] 
4 4 4 

Three separat grills have been 
provided tor those who make or 
take price cuts. The first question 
naire is tor manufacturers,—espe 
cially manufacturers of _ trace 


marked, nationally-advertised or 
well-known products sold im inter 
he Sec mnd ques 
draw out 


Phe third 


State commerce 


tionnaire is designed to 


wholesalers and jobbers 


retailers 


fires pointed questions at 
vay of making them give rea 
sons, out of personal experience, 


for their respective positions Tay 


orable to or opposed to manufactut 
ers’ resale price maintenance In 
order to pt cle background for 


the speci ‘ mples of the conse 
uences of price raiding, the Track 
Commission asks all distributors 
vholesale:and retail, to furnish fi 
nancial and cost reports for the 
vears 1924 ar 1927 inclusive By 
Va Tt iscel nny how each in 
dividual mercantile st ive 18 set fot! 
! ce cutting price maintenance, 
the Trade Commission asks each 
witness whether his store 1s athh 
ated with anv other store: what part 
of sales, if any, are made on time: 
the number of times merchandise 
stocks were turned in 1927: and 
what amounts have been expended 
each year tor advertising, samples, 
entertainment of buyers, special 


demonstrations, and push money, ot 


commissions to retail salesmen 


“ x “ 


That the Trade Commission is 


thinking, in this connection, of a 
solution for price cutting that has 
not been much discussed, is indi- 


cated by its question to manu factur- 
maintenance 
made lawful 


ers :—"“If resale 


contracts 


price 
should be 


should the manufacturer be per- 
mitted to establish a single fixed 
price for wholesalers and another 
for retailers; or merely a minimum 
se lling price in each case; or should 
he be allowed to use whatever basis 
he chooses?” In that same connec- 
tion, the schoolmaster at Washing- 
ton asks whether, if resale price 
maintenance contracts are made law- 
ful, the manufacturer should be per- 
mitted to give quantity discounts 


4 x vw 
\ feature of the current investi- 
gation which is in contrast to pre- 


vious probes is the effort, in the 
questioning, to break up the prac- 
tice of price cutting, for analysis, in 
its several possible forms. Impulse 
in the past has been to account free 
dom in resale pricing as all good or 
all bad. Now comes the Trade Com- 
nussion and asks the relative justi- 
heation tor price cutting by a mer- 
chant under three contingencies. 

First, there is the sale at 
which do not cover the prices which 
he paid for the goods, plus his cost 
of doing business. Second, is the 
sale at prices at or below the prices 
which the distributor paid for the 
rhird, is sale below the price 
the manufacturer but 


prices 


soods 
Pon 


suggested by 


at a price which yields the distrib 
utor a net profit 
a4 x “ 
lkkach manufacturer is called upor 
to give to the Trade Co: miss 


specific imstances of the 
duced upon the distribution of his 
products in consequence of the cut 


ting of the prices of the goods by 


retailers (he manufacturer ts n 
vited to name the products of othe 
manufacturers that are so directly 
competitive with those of the w 

ness that they can be readily subs 

tuted for them Waxing warmet 
the Trade Commission comes at the 
manutacturer with this “\Whet 
prices of competitive products have 
een cut bv retailers has the volume 
ot your sales been decreased | ol 
lowed by “Do yout records shi \\ 
the effects of price cutting by re 
tailers upon the volume of sales of 
vour product, and, if so, in what 


way 
sg 4 - 

lurning on the retailer, and call 
ing for cases on one of the delicate 
phases of this subject, the Commis 
sion asks: “In your opinion is the 
merchant or the manufacturer bet 
ter qualifed through 
and by knowledge of retail and oth 
er trade conditions, to determine 
what price shall be charged the con- 
sumer for a particular product?” 
lhe Trade Commission is also anx- 


CX] rience 


ious to hear the opinion of each 
merchant on the effect which estab- 
lishment of manufacturers’ resale 
prices would have on the number of 
distributors in his line \lso the 
witness is encouraged to make his 
personal guess upon the effect of re 
the 


sale price maintenance upon 
chain store system of retail distri- 
bution. 

\ll this by way of leading up to 


an intimate confession fro 


porting merchant with respect to his 
own experiences or observations ot 


price clipping. The 
witness, in the 


national] 


asks the 
the prices of 
products have been cut by hn 
effect the cutting had upon the sales 
lers and what 


ot the loss lea¢ 


upon the total volume of sales li 


prices of nationally advertised prod 


ucts have been cut by on more 
competitors of a reporting mer- 
chant, the Trade Commission would 
like to have its informant quote 
from his records the effect of the 


cutting on his volume sales as 


expressed in the case of nationally 


advertised products and in the case 


of little known and lower-priced 
competitive products 
xg g x 
\ special slant to the curiosity of 
the Trade Commission that should 


render this present probe more re 


vealing than anv other study in the 
same quarter is the scrutiny of ad 
vertising in its relation to the re 
sale price structure. [ai istribu 
tor 1s asked to whisper t e Trade 
Commiussio1 vhethet ! id 
th wivertis« ocdue ( r 
t has enabled him t ntain a 
high vee as ( ease 
ould | een Ss t 
It | nN cl il ( he 
1 wie | THIIISS!I . t ( 
tive yhethe eTtis g > om 
creased of ecreast manu t ng 
me se ling st pet t whetne 
] = incre - T lec Y s¢ . 
per unit: and whether it has re 
sulted mn nm increase or decre is¢ 
the manufacturer's s¢ g es 
Ss NS sg 

Last of all, the Trade Commis 
sion undertakes to terret some of 
those secret springs of price tting 
regarding which there s beet 
more or less gossip in private but 


little comment in public because of 
fear of the and 
slander. Speaking right out in meet- 
ing, the Commission demands of ev- 


laws against libel 


ery person who goes into the wit- 
ness box whether he has anv knowl- 


yates, . allow- 


special rel 


edge of 
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ances,” free goods, ete., which are end, inquiring on what items in each interior or underground price cut- 
given by manufacturers to distribu- line “free deals” are made as a sub- ting, viz, the practices whereby 
tors ostensibly for “advertising pur-  sidy for price cutting and to what P. M.’s or special allowances are 
poses,” but which become the basis classes of merchants the favors are made by manufacturers or whole- 
for price cutting at wholesale or re- extended. Tailing the procession of _ salers to sales people as an induce- 
tail levels. The Federal fact-hunt- inquiries, the cross-examiner at ment for special effort in the sale 
er pursues this subject to the bitter \Vashington put out feelers as to of the baited goods. 


WILL YOU SERVE? 

Do you belong to a club of any kind? 

/t may be a country club, a civic club, an advertising club, a social club or a 
chamber of commerce. You enjoy the privileges of the organization. You know 
that certain men hold the offices and collect the dues and keep things going. You 
kick a good deal about one thing and another and once in a while you speak of 
something that has been done well. 

Do you ever accept a position of responsibility in that club? Or, when you 
are appointed on a committee or nominated for office, do you get right up and 
declare that it will be utterly impossible for you to serve? 

! don’t wish to be rude, but I am going to ask whether your time is so much 
more valuable to you than the time of every other member is to him. 

There is the man who has done the unspectacular drudgery of the treasurer's 
job for years. No money in it for him. None of the glory that goes with the 
other offices. Nothing but complaints and kicks. He doesn't like the work. It 
takes time from his leisure moments 

Why should he do that for you and for all the other members? Why should 
he labor in that way when you and certain others always hang up an alibi when 
asked to take up even a small share of the club's burdens? 

You called them slackers, didn't you, those birds who wouldn’t bear their share 

the War load? You wanted to see them drafted into activity. 

It is different only in degree when a man refuses to bear his share of the load 
in club or civic affairs. 

Before long you may again be asked to serve in some way. When asked, will 
you serve’? If asked to do something you absolutely cannot do, will you offer to 


help in some other way? (All rights reserved.) 
(Frank Farrington’s Business Talks for 1928. No. 1.) 


Character in Salesmanship 


By F. A. Hood 


HARACTER is higher than intellect. It is more cess that a good sale brings and appreciates the stimu- 
dithcult to attan lhe world has seen men of lus it gives him. There are times, however, when the 
brilliant intellect who possessed very weak characters. breaks seem to go against a man for quite a period. It 
The reason the names of George Washington and _ takes en to keep faith, perseverance and enthu- 


\braham Lincoln are revered is because they were men siasm well in hand so that the sales resistance is not 
of strong character They stand out like bulwarks for increased Pekar weakness. A let down gives the 
ill time. The most valuable quality one can possess is other fellow that much advantage. It takes real char- 
eliability. One who can be depended upon under all acter to keep up to the mark in face of obstacles. The 
circumstances. Character plays a very important part mental attitude at all times plays a vital part in success. 


success in salesmanship. Much has been written When things go wrong there is a great temptation to 
about the cle velopme nt of the intellect. Mmagination and slack oft and loaf a bit, and just here is where it takes 
the will in selling, but not often do we read of the backbone character to keep right on the line of persist- 


alue of character in salesmanship ent effort. It takes real control over self to work with 
Few walks of life have less supervision than sales the same persistence when business conditions are 
manship. Most salesmen are free lances to a large ex quiet. 
tent. This being the case, how important it 1s that the It is the man with character who can get the con- 
salesman is in “real control” of himself. A great many fidence of the buyer in his product and who will often 
failures in selling are due to lack of character more secure an order in the face of a real advantage on the 
than anything else. Many promising men fail be- part of a competitor. The personal equation is often 
cause they lack stability. Prosperity is the rum of the determining factor. The man with character can 
many. It is harder to stand prosperity than adversity. impart to others a faith in himself and his house which 
lhe former engenders pride, while the latter chastens is a real asset. 
and humbles. It takes character to sustain effort after The man who can keep up real conscientious effort 
marked success. Many are carried away with some whether things are coming his way or going against 
good fortune and immediately relax and become indif- him is the man who will make the best returns in the 
ferent or acquire an enlarged ego. long run and to do this one must possess character. It 


\gain, it takes character to stand firm in the face of is the most valuable thing a salesman can have and 
great disappointment. The loss of business which has something to be cherished by him. There is plenty of 
been earnestly striven for but has gone to the other intellect in the world, but there is a need for more 
fellow. Every real salesman knows the thrill of sue- character. 
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Training Salesmen to Paint the Picture 


HE year after the armistice 
three young men met in Phoenix 
and pooled their interests to form a 
partnership in office equipment 
They put im $500 apiece in cash and 
agreed to draw down only $15 each 
a week in salary with “every man 
a producer.” Today the firm its 
known as Heinze, Bowen & Har 
rington, Inc., with a annual 
business of ten times the first year’s 
$31,000. ' 


pre ss 


volume of 

Mr. Heine specializes in loose leaf 
and general accounting equipment ; 
Mr. Bowen directs the sales of filing 
systems and safe protection, and Mr. 
Harrington devotes his best energies 
to typewriters and adding machines. 
They employ a force of trained 
salesmen in stationery and general 
office equipment and divide their 
time around the state of Arizona 
under the same slogan, “I-very man 
a producer.” 

The three partners carry on an 
aggressive campaign of selling office 
service by going out after the busi 
ness, and they limit themselves to a 
salary of $2,000 a year, each. Oc- 
casionally they cut a melon when 
the profits warrant it, but the bulk 
of the surplus goes back into the 
They are conducting their 
business on unborrowed capital, 
every cent excepting the initial in- 
vestment of $500 each having come 
out of the business. 

“Imaginative Salesmanship” 

“Training the young salesman to 


business. 


analyze his prospect is the first ob- 
jective we set before ourselves,’ 
savs Patil Bowen, president of the 
corporation. “Seeing the customer's 
problem, even before he 
clearly himself, is of major impor 
tance; to analyze it completely and 
put the solution before him for his 
acceptance is the next step; and then 
\nd 


our 


sees it 


we are ready to quote a price. 
figures, we want 
idea that we art 


when we talk 
talk to convey the 
quoting on a service, rather than on 
a list of office equipment. We pay 
the maker’s price for certain goods ; 


we ask the customer to pay us a 
price for definite service.” 

It is on visualizing this service 
that Mr. Bowen puts the stress in 


training his sales force 
“As an example, | had a young 


7 


salesman recently with a good pros 


the person of an ambitious 


pect in 






How Three Young Men of 
Phoenix, Arizona, Created a 
Prosperous Business—As 
Related by Mr. Heinze 
to Roy George 


shoe dealer in the town. The first 
thing | had him do was to draw a 
diagram of the shoe dealer’s store 
and office, marking in red the vari- 
ous fire hazards. The area behind 
his office was flanked on both sides 
by restaurant kitchens. The parti- 
tion wall between his office and his 
store was stacked with shoe boxes, 
highly inflammable. On his desk 
he kept a credit file amounting to 
some $3,000; in his was a 
stock worth $5,000, and his receipts 
of several hundred dollars each day 
after banking hours had to be car- 
ried to his home for want of protec- 
tion in the store. 

“He was exposed to unusual fire 
hazards, and all in the world he 
needed was adequate service on a 
small scale so that his inventory rec- 
ords and his credit cards would be 
safe. When the problem had been 
analyzed and properly put before 
him, we were able to show him the 
solution and sell him the needed 
service at once. 

“Paint the picture; it 
the sale.” 

What Comes After 

The initial sale is likely to be 
given much importance, 
cially by the inexperienced salesman, 
thinks Mr. Bowen. 

“A competitor of ours had the in- 
side track with a recent prospect on 
account of a close friendship with 
the head of one of the state depart- 
ments. That was all very well, and 
as we had expected, he sold the 
state a very complete equipment of 
a very product \nd he 
seemed to be thoroughly satisfied. | 
made it my business to follow that 
customer up, quiet casually, and to 
keep a my own future 
business in supplementing the equip- 


S Dey’ 


store 


will make 


too espe- 


ao | 
=, Le! 


record of 








ment. In the course of a year I 
sold ‘in’ards’ for that equipment 
amounting to four times the value 
of the original sale. 

“Every salesman must be ready to 
take advantage of the business that 
naturally follows the initial sale.” 

Mr. Bowen has a dynamic per- 
sonality and shows unusual ardor in 
salesmanship, just as the art of 
salesmanship, but it is hard to find a 
man who figures costs more closely 
or who keeps his feet more firmly 
on the ground. And he holds his 
salesmen to facts and figures. 

Curbing Enthusiasm 

“It was only recently that a 
young representative of the firm re- 
turned from a trip around the state 
in that natural condition of elation 
that comes with a well-filled order 
book. | complimented him, of 
course, but just to make sure that 
he could share the firm’s feelings as 
we did his, I went into the matter 
of sales costs with him, taking as 
examples the quotations from his 
order book. Beginning with the 
cash price of the goods at the fac- 
tory, we traced a few items through 
to final delivery. The young man 
was amazed. 

“When you talk to a salesman 
about a 27 per cent cost of making 
sales, it means little; when you show 
him that he has to sell a dollar's 
worth of goods on such as basis for 
$1.28 before the firm makes a penny 
profit, he begins to get the dealer’s 
point of view. It helps him to see 
the necessity of going to an inter- 
view with a definite message for his 
prospect and a definite point of at- 
tack, instead of an airy and gener- 
ous invitation for the customer to 
reel off orders. The grocer b¢ Vv gets 
orders that way, perhaps. In office 
equipment, creative salesmanship is 
particularly at a premium.” 

The firm of Heinze, Bowen & 
Harrington, Inc., has become a fac- 
tor in the distribution of business- 
system service throughout the state 
of Arizona. Salesrooms are main- 
tained at Tucson and Phoenix and 
the sales force that covers the state 
is trained in going out to sell service 
with a definite message and a sound 
analytical method. 

Remington-Rand products, Kar- 
dex equipment and Dalton adding 
machines are prominently featured. 
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Particularities Not Generalities Sell Loose Leaf 


T A RECENT session of a 

loose leaf systems sales school 
men were gathered from all parts 
of the country. Such resounding 
topics were discussed as Business 
Control, Key Operations, Systems 
Service, Profit Protection and like 
attractive “bait for Babbitt,” that 
may be found in business magazine 
advertisements. During the discus- 
sion it developed that one of the 
most successful salesmen present 
knew nothing about system except 
the Duplicate Statement Ledger. He 
called on small mechants—butchers, 
grocers, garage men, drug stores, 
notion stores and the like—with this 
standard leaf device, and 
found customers on every corner 
and repeat business in between. 


ke Ose 


Selling loose leaf without a defin- 
ite proposition to present is a hope- 
less task indeed. The manufactur- 
ers’ lines have become so compre- 
hensive and inclusive that vague 
references to “management prob- 
lems,” “business control,” “chart- 
ing the channels,” and like general- 
ities convey little to the prospect 
and pre luce no results. 

The greatest success comes from 
specializing—showing and demon- 
particular type of 
and—knowing 


some 
system, 


strating 
binder or 
your gor yds ! 


The lines offered by the several 
manufacturers are now replete with 
interesting specialties—and more 
are being added each month. Think 
of these items in this light, rather 
than as samples in a sample book, 
or merchandise on the shelf, or as 
just pages in the catalogue, and the 
goods will commence to move at a 
quickened pace. 

Here is a list of the specialties 
which the loose leaf salesman has at 
his finger tips: 

Machine bookkeeping devices; 
cash journal; duplicate statement 


ledger; bill and charge system; 
manifold fornis; unit accounting 
systems; cash books; check regis- 


ters ; voucher registers ; general led- 
ger; bank registers; realty records ; 
garage records; visible records; 
minute hooks; catalogue covers; 
English morocco memos; indexing 
plans; personal investments. 


If the salesman will specialize on 
any of these for a week or so at a 
time, he will be astonished at the 
increased results. Outside sales- 


men will find that their customers 


By W. Lee Fergus, Manager, 
Loose Leaf Department, The 
Marshall-Jackson Company, Chi- 
cago, and Author of the Loose 
Leaf Form Index and Several Ar- 
ticles Published in This and Other 
Periodicals. 


Note—Mr. Fergus is an ack- 
noveledged expert in the selling of 
loose leaf devices; in their arrange- 
ment and display, and in all the ele- 
ments which make for quick, ac- 
curate and convenient handling of 
the stock. The Loose Leaf Form 
Index published serially in Office 
Appliances about three years ago, 
with an introductory article, was 
the work of Mr. Fergus. It was 
written and published for the bene- 
fit of the trade and was an exten- 
sion and refinement of a system 
which Mr. Fergus had worked out 
and applied successfully in his own 
department. The value of this in- 
dex was immediately evident and 
hundreds of dealers availed them- 
selves of it. Mr. Fergus is known 
as a clear-minded and practical ex- 
ponent of the better ways of selling 
loose leaf. He was recently awarded 
a prize in a contest for the best ar- 
ticle on the subject. 


are agreeably surprised when some- 
thing new and interesting is brought 
around. Many will respond to some 
such salutation as: “Good morning, 
Mr. Rice. Here is something new 

a good, inexpensive grade of led- 
ger paper in a fine buff color at 
about the same price you have been 
paying for those muddy, glossy 
white sheets you have been trying 
to save money on. Now you can 
get better stuff, and in a buff, such 
as your bookkeeper always wanted 
—and at no fancy price, either.” 

How attractive a plain ledger 
sheet becomes when put in the spe- 
cialty class with a snappy presenta- 
tion talk! 

The specialization plan can be 
worked inside the store to greater 
advantage by a three-fold hook-up 
between the window, the counter 
display and the salesmen. Try a 
week with heavy-duty post binders ; 
a week with indexes; a week with 


English morocco and fine seal mem- 
orandum books, and a week with 
personal investment records, all car- 
ried out 100 per cent, and see what 
a fine month's business will result. 


And so with every item in the list 
given above. Pick the general led- 
ger, for instance. It is a good sale 
to make. Many bookkeepers have 
their general ledger accounts scat- 
tered through their customers and 
creditors accounts. Some have the 
general ledger separated from the 
other ledger sections by means of an 
index tab. Many even use bound 
books, because not thoroughly sold 
on the loose leaf idea. Here is a 
sales opportunity. Assemble sam- 
ples of your general ledger forms 
and take out your best leather-cov- 
ered ledger binder. With these can- 
vass your outside customers and 
show the equipment to all prospects 
who come into the store. Many 
will want special sizes to conform 
to their old bound books and some 
will want special rulings. This 
makes a good sale, all in all—a good 
binder, special lettered index tabs, 
labelling and lettering, and a book 
lock, perhaps. Furthermore, it is 
the book nearest the manager’s 
heart, and he will always take pride 
in it and think well of the house and 
the salesman having the enterprise 
to sell him the idea. 

The check register is an item 
nearly always overlooked. In an 
lowa town a salesman kept ham- 
mering away on check registers un- 
til he had installations in every siz- 
eable business institution in the town 
—and business wasn’t supposed to 
be so good in his territory, either. 
These installations were nearly al- 
ways of special binders and sheets. 
The size required was about a 16- 
inch sheet in order to hold fifty 
numbered checks to a page. To 
give an extra safeguard and prove 
protection, the sheets were paged 
and the individual firm names were 
printed at the top. For those who 
were extra-particular the sheets 
were ruled in odd-colored inks and 
were specially round-cornered and 
varied as to coloring on the edges 
of the sheets. 


If the salesman will try out these 
specialization plans he will find 
them a great improvement over dis- 
playing a mixed line of merchandise 
in the store or in going to his cus- 
tomers with vague suggestions, or 
asking blindly for “anything in 
loose leaf today ?” 
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EDITORIAL 





A Mid-Summer Day’s Dream 

Tbe hoary old reprobate known as Mid-summer 

Dullness is the very finest example of bunk and 
bluff extant. He is the stalking horse whereby the 
hosts of laziness enter the walled cities of business 
and chloroform the garrison. His breath 
his neigh is the battle cry of drift; the very mention 
of his name impels his victims slouchily along the 


trail of “Can't do it.” 

Nature is not bluffed in July and August. Cattle 
grow sleek in the fields and the colts and calves 
caper [frees put on their finest clothes; fruits fill 
and ripen; corn turns yellow in the sunshine and 


the standing hay in the meadows invites the sickle 
of the mower 
To be sure it is customary during the summer 
months for individuals to take vacations, but they 
do not all take vacations in one place nor at one 
What is commonplace for one is of interest 
Those who live in big 
those who live 
It is fifty-fifty 
business 


time 


and another 


relaxation for 


cities go away when they can and 
elsewhere come to the big towns 

While take \ 
on and there is always a fair measure of trade for 
go out after it and seek it with uplifted 
that knows no flagging 


<--> 


individuals acations, goes 


those VV ho 


courage and energy 


Disappointment 

NCE upon a time there were three big men 
O whom their countrymen hailed as geniuses of 
finance Chev sent out their minions who touched 
the earth and fountains of oil gushed forth. They 
controlled vast sums and their genius and wisdom 
were thought to be such that sums would 
grow and bring still greater sums to the coffers of 
stockholders and to the great treasury at Bagdad 
high council ot the great Caliph 


these 


But one day the 


is Miasma; 


thought to examine a bit into the affairs of the trio 
and lo, a pin prick of investigation punctured the 
bubble and disclosed the great ones as of common 
clay, with only a bag-full of tawdry tricks. Thus, 
sometimes, genius caught in mid-flight, discloses 
itself as wizardry of the common or garden variety. 
Moral: Don't start what vou can’t finish. 
<--> 
Add—Filler 
groups of men brought together for 
conference there are 


|‘ LARGE 
several days in 
sometimes discovered lawless spirits who seem to 
have no comprehension of the intent of the meeting 
or the proprieties of the occasion which they con- 
sider as a time for license and freedom from all! 
restraint. Wuth apparently no regard for their own 
good names or the prestige of the business with 
which they are connected they show no considera- 
tion for the reputation of the organization with 
which they may or may not be members. Organi 
zations have been disrupted by such influence. 
Men who entertain certain ideals of conduct 

even those inclined to be tolerant as to the conduct 
quite properly resent deportment which 


business 


of others 
brings reproach upon the organization of which they 
re members. If they encounter actions which the 
average man would elsewhere condemn, thev may 
teel that their presence is a connivance in something 
which should not be tolerated. 

In the long run business is not promoted by any 
instrumentality disapproved by the majority, 
majority to be 
may 


the opinion and good will of the 
disregarded without penalty. An individual 
think himself bold in doing so, but he is only stupid. 

Chen some day when he gets up, brushes the dust 
clothes and the dent out of his 
derby, he looks around could get 
hold of the guy who ran him down 


trom his presses 


and wishes he 
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THE OLD AND 4 NEW WAY On the left above is shown George Washington's Inkstand and Sand Shaker. (International 
e right is a handsome Conklin Desk Set recently given as the Pacific Advertising Club Trophy. 


rig 


photo.) On tl 


De . als.. 
- Te r aged see 
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OH, BOY! HOWDJA LIKE TO HAVE BEEN IN DECATUR, ILL., ON MAY 5, WHEN LOCAL STATIONERS DISTRIB 
UTED A GROSS OF BASEBALLS TO TOWN KIDS?—Members of the Three—-Eye League—lIllinois, lowa and Indiana-—-threw the 
ond story windows. first having them autographed by Babe Ruth and members of the League 











WINDOW DISPLAY OF EBERHARD FABER MONGOL MISS MARY KRUKOFF, MANAGERESS OF THE 
PRODUCTS IN WINDOWS OF PERRY & BUCKLEY CO., REMINGTON TYPEWRITER COMPANY'S BRANCH IN 
NEW ORLEANS, LA Here the giant Mongols flank the dis— BELGRADE, JUGO-SLAVIA Miss Krukoff is the only 
play t eithe side with different features f the line pre- woman in the Remington foreign organization holding 
sented in neat arrangement in the window This window such a position. 
attr ted much attention in the Crescent City 
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Developing a Market in Europe 





By Henry Michel, President, Henry Michel & Company 
Zurich, Switzerland 


American export firms regarding the 


HE opinion ot 
varies according to experience, but 


European market 
one idea which sometimes seems to prevail is that the 


European market is only of minor interest and that the 
results from its cultivation would not be in proportion to 


the difficulties to be overcome, the risks to be run and the 


expected 
that American 
the fact that they are living in 


disappointments to be 


be denied manutac 


most 


It can hardly 


turing firms are spoiled by 


a country of unusual prosperity, covering an immense ter 


ritory neither exhausted nor overcrowded and where every- 


thing is growing with a rapidity unknown in the old world. 


As a 
America 


account ot dist ince 


matter of fact, selling is comparatively so easy in 


that European 
which makes the 


A ] 
adithcult 


seem much greater on 


problems 
solution of individual 


questions rather 


It must be admitted that the European market is much 


complicated, but the 
t at all interesting, goes too far. 
difficulties tremendous, 


more deduction which seems logical 
Very 


to many, that it 1s no 
poor and the 
market and the conditions themselves, 


often the results are 


not on account of the 
business is not managed as it 


but because the exporting 
this is often that the experiences 


should 7 [he reason tor 
encountered in one’s own country are applied to Europe 
the understanding that mankind is the same all over 


with 
the world 


It is true that the buying public may be educated and it 


the duty of the real salesman to do his utmost in this 


nevertheless there are conditions which can 
accepted and the best should 


1s 


direction, but 


not be changed but must be 

be made of them It must, therefore, be admitted that the 
conditions of the European market are complicated on 
account of the diversity of countries, languages, currency, 
laws, customs and habits lo study these conditions from 


impossible as to study the American 


America 1s just as 
market from Europe The method generally employed ot 
making a trip throughout Europe an interpreter and 
translates to the best of his 


usinx 


granted what he 
he is seldom an expert in the line of 


results on 


taking for 
knowledge business 
his employer) often gives poor 
accurate intormation in 


which interests 


account of the difhcultv of getting 
avy uilable 


happened to read in an American periodical an 


the short time 


1 just 


article by an American industrialist returning from such a 
journey through Europe He made statements regarding 


business in his lecture concerning which every European 


knowing the conditions would shake 
is that such statements tend to lead others upon the wrong 
lose both their money and 


his head. The danger 


track, with the result that they 


their confidence in the European market. 


[The cheapest, safest and most thorough way to get 
acquainted with these conditions is to secure the experience 
very thorough and 


reliable material 


of people on the spot. Europeans ars 


systematic in their investigations so that 


can be collected 
Advertising in Europe 

[To pass in review the difficulties which may appear, let 
us start with the first step of the exporting business, namely 
advertising 

American advertising, as far as means and execution are 
Europe Espe 
American cata 


i favorably judged in 
the high quality of 


paper 


concerned, Ss very 


cially appreciated are 


books, etc., the and the 


instruction used 


logue s, 


making a 
Europe 


colors 


richness of 
However, no one in 


designs themselves with the 
most favorable impression. 

understands the reason for the use of fun in advertisements, 
Europe is fond of jokes but does 
The wording of the 


to the 


such as caricatures, etc. 
not like to mingle them with business. 
American advertisements does not always appeal 


psychology as the ornaments and illustrations 


EF uropean 
Very often the expressions are too imperative. 


usually do. 
Europeans are willing to be convinced, but not to be forced 


to accept an opinion. They usually suspect that too im- 


perative talks are not true. 


Something very often neglected is the language. English 
as a commercial language is very much used in Europe, but 
no doubt an advertisement in the language of the country 


in which it appears has more power and covers a larger 


field. This advantage is very often recognized 
spent to have catalogues 


by export 


ing firms and money is liberally 
and advertising matter printed in different languages, trans 
the best available translators 
often rather 


It is better 


lations having been made by 
said that such translations ars 


makes a bad impression 


It also must be 


poor, which of course, 


to send a correct English catalogue even if everything 1s 


than a trade 


translation In every 


which is unknown to people 
lranslat 


not understood poor 


there is a Spe cial voc abulary 
who believe themselves masters of a language 
case from one language to another is not 


always an easy task 
Even within Europe advertising methods should be dif- 
varies much among the dif- 


ing in such a 


ferent because the psychology 

ferent countries 
\ further source of difficulty is shipping; also the matter 
of packing is a complex question. The writer remembers 
| 


once encountered a tirm doing an 


that he who had been 
vet the foreman of the 


that the 


many years, 


know 


export business for 
packing department did not freight was 


figured either on the weight or on the volume according to 


the cubic foot of the material to be shipped. Light goods 


ones on the weight. 


are figured on the volume and heavy 
People often believe that the heavier the box the stronger 
The packing material should be judi- 


it is This is wrong. 
really needed 


and only in places where it ts 
All excess packing material 


ciously used 


should boxes be reinforced. 


means a waste and supplementary expense, the customs 
Europe figured on the gross weight Thus 


being in 
cheap lumber of the case is 


on the heavy but 


duty 
the duty 
figured at the same rate as 

The writer does not want to leave the question of ship- 


its valuable contents 


ment without touching upon thé question of insurance and 
Large sums are spent every year for insur- 


customs duty. 
ance and very often something happens on which no 


indemnity can be collected because something wrong. 
I cite one instance: Goods are often insured as fa 
ports and stored there. In the warehouse they are 


fire and pilferage. When the 
without 


ras Euro- 
pean 
goods are 
being 
condition, the 


against 
from the warehouse to the 


insured 
forwarded user 
insured anew and do not 


insurance company will refuse the claim of damage, declar- 


arrive in good 


ing that the damage happened not on the sea under their 


insurance obligations, but when forwarded These com- 


panies always know how to take advantage « 
On the other hand, when goods are re-insured by another 
this company will ask that all 


t every doubt. 


company than the first one 


the packages be opened to make sure that the goods con- 
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condition—an which is 


tained are in good operation gen- 
erally too expensive All these troubles may be avoided 
by insuring goods “from house to house,” as we call it in 
Europe, namely from factory to the user 


Mistakes can be made The 
denomination of goods on the bill of lading or packing list 
that the 
cannot be expected to be experts on all the different mate- 


regarding customs duty 


is verv often so indefinite customs officers, who 


which come to their notice, feel inclined, where there 


s any doubt as to the classification of goods, to tax them 


it the highest rate The declaration of goods should there- 
fore be as plain as possible, so that goods may be taxed 
at the tariff rates to which they belong 


It would lead too far to enumerate the questions of mar 


ket estigations, fashions and habits, currency, exchange, 
laws covering and protecting customers’ papers, etc. One 
questi n howe ver, should be brought up | refer to that 


of security [The writer has often heard complaints that 


the laws of Europe do not grant security to the seller. This 
idea is entirely erroneous \ll European countries have 
very severe laws protecting business Of course, if the 
American firms take security in Europe according to Amer 
ican laws and think they are protected they expect some 
thing impossible. The laws of each country where the sale 
is actually effected are to be taken into consideration. One 
hing ve few people bear in mind jis that one’s security 
should be taken first and not afterward As soon as a 
customer or a dealer has a regular invoice on hand, he 1s 


in fact proprietor of the goods even if the goods are not 


vet in his hands. Of course, the amount of the invoice 
is a liability of his, but in case of bankruptcy the seller will 
get only the same share as the other creditors if he has not 
taken proper precautions beforehand. The security should 
be taken before or at least at the moment the invoice is 
handed over. Unluckily, the laws in this respect are quite 
different among the several countries of Europe, and 
although the steps to be taken are easy, they must be 
prope rly done For instance, in the case of a deferred 


payment being arranged in Germany, a simple letter from 
the buver is sufficient to protect the seller's interests. This, 
however, does not do in Switzerland, Austria and Italy 
In the first named country, the security must be filed at 
the Office of Pursuits. In Austria they are to be regis 
tered just like mortgages on houses and properties. In 
taly again they must be checked by the Court of Com 


only a few questions among many which if 


re is not taken trom the start may 


lead to trouble 


but these things again may easily be settled by the man 
who knows. 

Note.—-Mr. Michel was one of the first “Efficiency En- 
gineers” in Switzerland. For a number of years he has had 
the agency in his country for several United States manu- 
facturers of office machines. He has long specialized upon 
United States devices and has served some manufacturers 
as special European representative. 

It is Mr. Michel's intention to put his experience at the 
disposal of manufacturers on this side, for the development 
of European business. To make market investigations and 
To appoint and organize sales agencies and assist 
in sales promotion. 


surveys 


om -_  — 
New Name and Location for Rockford Firm 

The McFarland-Howell Company of Rockford, IIL, has 
recently changed its name to the McFarland Office Equip- 
ment Company. At the same time the location has been 
changed from 421-423 West State street to more spacious 
quarters at 221 North Church street. 
nouncement was made to the trade: 


The following an- 


“In order to better serve our increasing number of cus- 
tomers, we have decided to move our business into larger 
quarters, where we can carry a larger stock of both office 
supplies and equipment, and where we will have better 
facilities for handling your orders promptly and efficiently. 
Our will be to specialize on standard, nationally- 
advertised lines of office equipment, machines, and supplies, 
giving our entire attention to the selling of these lines at 


policy 


prices competitive with the largest concerns in the coun- 
try. There will be no change in the personnel of the com- 
pany either in officers or salesmen.” 

Harry D. McFarland, senior partner in the concern, has 
devoted the past thirty-seven years to books, stationery, and 


office supplies. He began his career as “errand and sweep- 


out boy” with Uncle Hi Waldo, pioneer dealer of Rock- 
ford. He started in business for himself in 1911 at 421 
West State street, enlarging his quarters in 1917. In 1914, 


Harry McFarland, his nephew, joined him as salesman, and 


in 1917, W. R. Howell became a part owner. In 1923 the 


younger Howell assumed the interest of Mr. Howell, al- 
though the firm name remained the same. 

The present personnel of the company now includes: 
H. D. McFarland, general manager; Harry E. McFarland, 


sales manager; Clyde McFarland, sales; E. G. Thayer, dic- 
N. V. 


Gustafson, order and shipping 


taphone division; Miss Bess McFarland, store sales; 
Blunt, sales; C. V 
clerk 


city 
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UNIQUE WINDOW DISPLAY OF THE McFARLAND OFFICE EQUIPMENT COMPANY, ROCKFORD, ILL.—Here is 
wr n novel fas!) ! 1 cross section of the whole store \ large variety of goods is thus effectively displayed in one 
s Ww without giving pression of crowding Office furniture is given a prominent and striking position in the fore- 
ground The ens ble is at once compelling as an attention getter and educational in its effect upon observers 
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e the subjects of discussior 
ed that no one will work it 
e time of the delegates away 
ntertere wit! the smoot! 
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Golf Program Arranged 


ittee, consisting of James R 


iso! Manufacturing Company 


Harry G. Horder and Fred P. Sevyn 


ago, has made all arrangeme 

















Page 23 OFFICE APPLIANCES For June, 1928 

















ASSOCIATION OF STATIONERS, OFFICE OUTFITTERS AND 
odern medical institution, occupying the entire sixth floor 
the building, under separate management, and manned 
staff of twenty e physicians and surgeons, under a 
ll-k vn medical directo 
recreation during the hours between sessions, there 
ss et @ f \ and are the two golf courses, the 
graphy and which will delight the golters 
ky saddle ses e available for those who like to 
e the il tiie s ¢ 4 dash across < ntr or in 
g the shade lle iths There e good courts 
te s and S efreshing sw ere t of 
S t es dancing irds g, et 
‘ ilés . \lareng | s the famous 
é ( Phe natural cavern offers a rare and 
( Sig ada rt vill be we epaid Doctor 
M t re 2 it | ( iversity, 
: c ipture the splendors untold 
< , 7 T t 7 ( i ‘ 
‘ le t é e back 
Se ' Ititude 
I * sures 
. O er should 
Suggestion as to Entertainment 
~ nN 
> 
An Old Friend Reappears 
Ane racteristic note - ld 
stations ele é ther thar 
S c ears W ( esc t 
s Xx { ye t We iy ‘ vas 
i ‘ vere ¢ t <1x ds i 
‘ energet ‘ f Pelt 
t \ s ( é Se 
Mr Pe tor s re alt roker 
K Atlas Mi s 
~ r t es 
- 
The International Advertising Exposition 
[he First International Advertising Exposition, whicl 
ll perhaps be the outstanding feature of the Twenty 
urth International Advertising Convention. is .o be held 





MANUFACTURERS WILL MEET IN OCTOBER. 


in Detroit, July 8 to 12, 1928. Provision has been made for 
approximately 350 display booths, varying in size from 4 
to 7 feet to 10 by 18 feet, priced from $140 to $325. A 
majority of the booths are 10 by 10 feet. 

The whole aftair—convention, exposition, departmentals 
etc be held 
and a half million dollar Masonic Temple. 
Weaver, K. B. E., of 


a special trip to Detroit, February 


will under one roof in the huge new seven 


London, England, 


to 


Sir Lawrence 


made 6, familiarize 


himself with the plans being made by the Detroit Conven- 


tion Board. He expressed his keen interest in the plans 
when he offered a trophy to be given to the individual 
selling the most booths for the exposition. Any individual 
is eligible to compete tor the “Sir Lawrence Weaver 
Trophy 

This year’s convention marks an innovation in at least 
three respects. First, the whole convention will be cen- 
tered about the exposition—-termed the “world’s foremost 
display of advertising media, methods and appliances’ 
Second, the new plan of organization and operation on a 
t oughly business-like basis permits the convention to 
nance itself by means of the income from the booths 
[his obviates all necessity of local backing, etc Third, 
ternational advertising interests, for the first time, will 

ve as a background the new Walter Strong Plan—start 
ing in operation a new bureau of research with a five-year 
progran ahead of it 

Che Committee on Research and Education, made up 

ibout forty leading advertising men and women of the 
countr headed by Walter A. Strong, publisher of the 
Chicago Daily News, founded this bureau of research and 
education. Professor N. W. Barnes of the University of 
Chicago and secretary-treasurer of the National Associa 
tion of Teachers of Marketing and Advertising, has been 


appointed director of the bureau An office has been estab 


shed Chicago, and work is well under way. The imme- 
diate program calls for “a scientific and coordinated study 
ot the value of advertising for the benefit of the public 
the advertiser, the publisher, and the student.” Public 


education will occupy an important place in the activities 


of the bureau 
an 
Vawter Endowment for Business Ethics 


Miss Cora Vawter, daughter of the late William A. Vaw- 


ter, has established an endowment of $25,000 at North 
western University, providing a lectureship on business 
ethics. This is a memorial to her father, who had been 


a member of the board of trustees of the university. A 


series of lectures on business ethics will be given next 


vear 
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Art Metal Celebrates Fortieth Birthday 
‘The First Years” is the title of a recent spe cial 
issue of “Art Metal Service” brought out in honor of the 
fortieth anniversary of the organization of the Art Metal 
N. } Reckoning only 


Forty 


Construction Company, Jamestown, 


by years, that period is not so long, but when we consider 


the things that have happened during that interval, many 


of us might say that it is a long time indeed Che leading 
article, “How It All Started,” was written by C. W. Simp- 
son, advertising manager of the company, and the author 


states that it is a few notes from the authentic history of 


The article ts topped 
Metallic 


the steel office equipment industry 


sketch of the first factory of the Fenton 





LARSON 


HENRY K. SMITH ALGOT J. E 


Manufacturing Company, on the site of the present plant 


No. 1 of the Art Metal Construction Company. This old 
building was of the plainest possible construction and it is 
curious and instructive to look at the sketch and to reflect 


what great changes have come about in tactory construction 


1888, paragraphic 


Years,” 


according to some 


First Forty 


im torty years In 


comments on the trontispiece of “The 


there was steel office equipment, and electric welding, 
invented by Elil Thompson in 1888, was just coming into 
ust Stanley was exploring in Africa—Bartholdi’s Statue 


of Liberty had been in place in New York harbor two years 


Grover Cleveland was completing his first term as Presi 


dent, to be followed by Benjamin Harrison—the population 
of the United States was less than sixty-three million, and 
farm wages by the month were $18.00 without board. In 
IS88 Chicag was two vears away from its first electric 
street car line 

Mr. Simpsor tates in his historical sketch that it is 
possible that a very limited amount of metal furniture or 
fixtures were sold in 1885, but the onlv known device was 
the roller elf for large maps which were bound into vol 
Imes f ve eet wide The device consisted of 

lvanized metal uprights supporting long rollers which 
extends le t side They were made by a man 
ume Ha Chicago 

rhe ear t ‘ were ft ‘ ] by Horace ] Hoft 
ma Ea Cla Wis i ewspaper publisher who 
deviser é primarily to take care of count 
re rds t boxes and tor hea 0ks on 
wooden shelves His idea was to produce a document file 
oO etal 1 compressor in whi documents could 
be filed verticall He also devised a roller shelf for ig 
books on the principle we use today Mr. Hoffman set up 
is a manufacturer employing six men a small shop. All 
of the work was made of tin by hand machinery Che 


concern, located in Milwaukee, was known as th 


Shelf and Dr 


iwer Company 


Che Hine-Kelly Company of Chicago, contracted to take 
and resell it. 
late in 


the entire product of the Milwaukee company 


[The business outgrew the Milwaukee plant and 


1887 the factory was moved to Chicago where larger and 
better facilities were available Che orders kept increasing 


1888 Kelly inter- 


Messr S. Hine and 


enterprise, the 


and in the summer oft 


ested Jamestown capital in the upshot being 


that a group of Jamestown men organized the Fenton 
Metallic Manufacturing Company of Jamestown, N. Y., to 
take over the business of the Hine-Kelly Company, the 
American Shelf and Drawer Company and the Hoffman 
patents R. E. Fenton, son of New York's Civil War 
governor, was the first president of the company and J. W. 


was one of the men who formed the 


Hine 


directorate. In 


prominent 


that year the construction of the new fac- 


tory started in Jamestown [The company secured two 


important public contracts, one at the State Capitol in 
Austin, Tex., and the other in the city hall at St. Paul. 
They amounted to approximately $40,000.00 Che Fenton 


Metallic 
ing manufacturers of 
Metal 


acquired the 


Manufacturing Company continued to be the lead- 


metal equipment until 1899, when 


the original Art Construction Company was incor- 


porated and properties and assets of the 


Fenton organization, also the business of the Art Metal 
Company of St. Louis and several other concerns. In 
1902 the company began to issue a catalogue of stock steel 
office equipment. Some of the illustrations from this old 


catalogue are curious and amusing 
rhe physical growth of the Art Metal Construction Com- 


} } 


by the absorption 
Metal Furni- 


pany has been accelerated several times 


including the Jamestown 


Metal 
Interior Metal 


of other companies, 


ture Company, the Crown Construction Company, 


the Steel-White Company, the Manutactur- 


ing Company and the Postindex Company. 


Che original Fenton Metallic Company factory had about 
11,300 square feet of floor and employed about fifty men. 
Metal Construction Company, its successor, 


700,000 square feet and employs from 


Today the Art 
has a floor area of 
twelve hundred to fifteen hundred men. Illustrations showed 


early Fenton metal document files, book shelves and tables, 


a roll top desk of steel made by the Fenton people and 
over against this, the Art Metal prototype of the steel- 
equipped office which was shown with the cut of the first 
metallic desk. Illustrations of bank screen counters thirty- 
five vears old and hollow metal partitions and doors, steel 


equipment 1 court clerks’ offices banks, et are of no 
little interest for the Fenton Metal Manutacturing Com 
pany were blazing a new trail and had no precedents to 
Portraits the leading en in the Art Metal organiza- 
are given and toward the last of the book, some illus 


installa- 


tions, showing the s ind beaut f moder steel 
equipment 

Henry K. Smith, whose portrait we present herewith, has 
been president f the Art Metal Construct Company 
since 1917 Algot | E Larsot whose trait is also 
given, is vice esident and general manag s been 
dentified w the <« npat twe seve He was 
superinte ent and works 1 ger for f t ears and 
vas elected ¢ his present positiotr ' 1925 

_ 7 
Ray Urmston on Annual Trip to Europe 

Ray Urmston, general manager of J S. Staedtler, Inx 
53-55 Worth street. New York, N. Y., sailed on Saturday, 
May 19, on the SS. George Washington, t make an ex- 
tended trip through Europe, following his annual custom. 
His itinerary includes England, France, Germany, Hungary, 
Czecho-Slovakia, and Belgium 
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L. M. Morris Company Doubles Quarters 
The L. M 


moved into enlarged and modern quarters, 


Modesto, Calif., recently 


several views of 


Morris ( ompany, 


which are shown herewith. The company is a jobbing as 


cern, and is distributor for a number 
The 


of a typewriter rebuilding shop, and 


well as a retailing con 


known lines. 


additi n 


of nationally recent move was occa- 


sioned by the 


of printing and rubber stamp equipment. Floor space has 


been approximately doubled. Twelve specialists constitute 


the staff of employees 
This company was purchased in 1904 from Charles Perley 
by the Morris brothers. Perley had bought it from P. H. 


rHREI VIEWS O} Ht ENLARGED QUARTERS OF THE 
photograph of L. M. Morris 
Medley. its founder: | ick i! 1:84 The store had three loca 
s before the Morris brothers moved it into quarters at 
920 | street E. H. Morris was then manager, assisted by 
s br L. M. Merris, who in 1918 bought out the in 
t I l., bec g 50m Proprietor 
a 
International Blue Print Annual Convention 
Che st annual < ntion of the International Associa 
Print and Allied Industries was held at the 
el St ens, Ch ig Ill during the week of May 14 
Lhe Chicag Blue Ch acted as hosts to the out-ot-town 
guests Ad esses were elivered by such notables as A. H 
Hluey, president of the Chicago Blue Club; E. E. Mott 
‘ é the SS t and A. M. Ferry Mayor 
psor f Chicago welcomed the guests Among the 
terta ent eatures vere personally conducted tours 
ugh blue print plants, etc., of the city; a Chicago Cubs 
ew York Giants aseball game; theatre and dinner dance 
irties; and spe entertainment for the wives of the 





L 


Falconer Co. Takes Out Group Insurance 


The Falconer Company, 414 Water street, Baltimore, 
Md., bank and commercial stationers, recently provided 
double coverage group insurance 
contract with the Metropolitan Life Insurance 
The announcement of this was made May 20, 
to item appearing in the New York 
[Tribune of May 21. The plan includes weekly health and 
well as more than 


their employes with 
through 
Company. 
news 


according a 


non-occupational accident benefits, as 
$87,000 of life 


ment with the insurance company, the employer is sharing 


insurance. Under a co-operative arrange- 


the cost of the protection with employes. 


re 
y 


COMPANY, CALIF Inset shows 


the company 


M. MORRIS 
proprietor of 


MODESTO, a 


Blackman o’Parker Returns from West 


Blackman, sales manager for The Parker Pen 
Janesville, Wis., 


Horace a. 


Company, returned to the general offices at 


in May, after an extended trip to the Pacific coast. This 
combined business and a vacation, as it is his custom to 


take about two weeks in the late winter. On the way west 
two days were spent at Denver, calling on the larger sta- 
tionery establishments, accompanied by the local salesman. 
\ the Salt Lake City. 
Things there are coming along very nicely, and the pros- 
The remainder 


day was spent with stationers of 


pects for a good season were rather bright. 
Mr 


During the stay at Los Angeles Mr. Blackman 
at 


of the time Blackman spent at San Francisco and Los 


Angeles. 


enjoyed himself golf and other diversions, and made 


some business calls 


ee 
Brandt Cashier Joins London Chamber 
The Brandt Automatic Cashier Company, Ltd., 40-41 
Conduit W. 1, has taken a membership in 
the American Chamber of Commerce in London. 


street, London, 
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NEW MACHINES 

















ano DEVICES ik 





Photographic Records for Cancelled Checks bringing any number or title to the filer’s fingers. The 

Che Recordak” is the name of an interesting new de base unit is 4x46 inches, weighing nine pounds The tab 

ce whos byect—or at least, the object as originaily unit weighs seven pounds Phe operator sorts while 
derstood by the inventor—is to protect banks against sitting at a table « esk e han cating the tal 
fraud in drawing checks, by providing a permanent photo the other picking up the paper to be classified and 
graphic 1 rd of every check as its amount is posted inserting it under the proper tab The. tab unit “shut- 
the adding 1 hine It can make as many as six hundred tles” back and forth on the base unit as the work pro- 
photographs a minute, if necessary gresses Che manufacturer claims for this device savings 
time and floor space whet extensive classifications are 


is machine is being made by the Recordak Company, 
i part ft hice routine. 


subsidiar f the Eastman Kodak Company, and ts 


Art Metal Transcribers’ Desk 
Che Art Metal Construction Company, Jamestown, N. Y.., 


nce their new transcribers’ and typewriter desk 
show in the illustration This consists of two pedestals 
with a center shelt When the desks are arranged in bat 
teries weve! t is necessar nly to add the center 
helves nd single pedestal e drawers a s rranged 
nat ea operator | is at the é Is eT vers il or the 
ms and s yphies eeded tor er W K 4 vision has 
ils ree I ice tor tak yr care ( ext s rn para 
vTa I Syste! > 
nis vy desk 1s said t give appt! itel nit eT ent 





VIEW SHOWING RECORDA 
rRUST COMPANY N 





K IN USE BY EMPIRE 
EW YORK CITY 








stalled rental basis of $300 annually Film is supplied 
t tre ks ata ost of five dollars for each 200 teet, sut 
tt tograph 16,000 checks During the course ot 

e vear, it xpected that at ist 1000 machines will be 
perat My ction will ncreased as the demand 
— ” r, that at the present 

carcel ‘ e with the emaneé 


\lr t . ne hundt ! hines u peratior LRT METAL TRANSCRIBER’S DESK, MAHOGANY 
Yor ” FINISH, WITH OPERATOR 


. rg ; ew City 
t = ‘> a4 
; :; 
R floor space as é vith the e pedesta 
‘ . s t ranscrt Tt stand attache 
a | i 1 i { 
, \l a aictat ‘ i n t t c= 
‘ ts cs i” ‘ ‘ 4 ‘ + 
. ers accore ‘ the specif 5 I ¢ re 
ms“ ’ | ‘ ‘ > ’ , 
— erw rs ihe wiring S ( eale ‘ e desk, 
i . ‘ Wa i roadt 
' el nad ? ‘ » Tl he ere 4 es t fl r 
~ ( ae i>] 
+} | cit \ trie series i < t < t cot 
ve ~ ~ ‘ ‘ ks W ; 
t ] ( ee 1 tive t ew ter ~ ertefr- 
e de 
~ yw é ver going t thers I shed « plates 
- . - : = ° ittache | to exposed ends ot pedestal i isle space 
7). . , -c - . , . ' ' 
Sorting Device for Extensive Classifications . , ' 
er attachment holes. File support equipment can be 
| 4 Sort (srart (¢ mpany 4044 West lefferson ivenut +3 ; 1,1 } 
' ? dded, making possible the filing of as mar is forty 
etroit duces a sorting device to handle swittly 
Ms : 2 fferent forms in one drawer 
the sorting of rious papers which must be classified over e 


a wide range of numbers or titles. Classification guides ar Color Lure in Success Line 
hinged to a tab unit, presenting an extended array of index The Success Line, Inc., 224 West Huron street, Chicago, 
tabs The tab unit runs on a carriage in a steel channel lil.. now provides the bases of its calendar pads with col- 


or track, whi permits the ready shifting of the tab unit ore nish, either Chinese red, olive green or mahogany. 
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NO 1 TW Al OMATIC TYPEWRITER DESK NO. 312 AUTOMATIC CORPORATION DESK 
Automatic File and Index Brings Out New Steel launched, including space in the Saturday Evening Post and 
Desks the Literary Digest. The company is making an effort to 
;, ‘ tf & Index Company of Green Bay, tie up the dealers with the manufacturer. Leads will be 
. , t to put the market two newly completed furnished from the results of the national advertising and 
; t desks made in two pedestal and direct mail campaigns carried on by the manufacturer, and 
stal stvles eight and four legs dealers will have the privilege of sending salesmen to the 
he Automat V Expanding vertical file combination factory for training and instruction in selling points of the 
. we s vers are the same as those used Pos-Chair” as well as in the principles of good salesman- 
hcetentenied ner eolinets All drawers. even the center ‘Ship \ considerable amount of advertising literature has 
P ill-bearing slides Thus greased been worked out which dealers may use. Letterheads will 
sce desks ré nl the nest q t t double } 
s t h adds strength and eliminates 
st e features already mentioned and others combine 
ke these new desks popular among those who have 
ce to examine then 
N 312 automatic “corporation” desk in this new 
ished in duco or in green and reproduction oft 
tographic accuracy of mahogany, walnut and quartered 
The automatic drawer is a feature of these desks 
ch makes everything filed conveniently accessible 
No. 501 TW ts the new automatic typewriter desk which | 
develops another exclusive feature. The door opens more 
easily from the side and serves as a shield for the type 
iter when at work t also permits of the presence of a 
rge storage drawer in the same pedestal 
\ new catalogue is now being prepared and other litera 
ture will soon be ea | 
= johnese n “Pos- Chair” 
Che Johnsor al ompany, 4101 West North avenue, 
Cc} ag Ill.. are n a rs of the “Pos-Chair.” a new posture 
uir which has been only recently introduced to the trade 
iny considerable scale [his chair was made to provide 
a seating device lor thces factories and other places 
ere tatigue trom improper seating 1s to be considered , "3 
It is stated that it will conduce to proper posture on the JOHNSON “POS-CHAIR” 
irt of the sedentary worker be furnished to dealers at cost, also plates for local adver- 
Che first adjustment, which is for the height of the seat tising free of charge 
mbined with form-ft shaping, allows the occupant to Che “Pos-Chair” is furnished in any one of five standard 
rest his feet squarely on the floor with the thigh at right finishes, oak, birch, mahogany, birch walnut and _ solid 
ngles to the lower part of the leg Adjustment No. 2 for walnut. The chair is built entirely of wood except for steel 
height ick support, permits the back support to fit supports. Dealers who are interested in securing a fran- 
t e of the s | column and to provide occupant chise for this product in their communities are invited to 
vith support at that point in the small of the back which correspond with the company at the above address 
gives him the greatest mfort Adjustment N 3 for tilt > 
ck, adjusts the back support forward or back for Improvements in “Y and E” Transfer Cases 
the proper and most mfortable positior This permits The Yawman and Erbe Manufacturing Company, 
support to follow the occupant in his most forward Rochester, N. Y., has redesigned its transfer cases for 
vorking positior Adjustment No. 4 for spring tension letter, bill, cap, card and check size transfer cases. The 
th a patented spring hinge back, makes pos sides of the cases are now closed, adding to the structural 
s e the ght ré t suit the cor t each of strength, and protecting records against dust and vermin. 
This, combined with adjustment N 2 and 3, is 4 new locking device has been designed to facilitate stack- 
to ¢ fatig sitting ng. Two clips engage in lugs on the steel frame, holding 
\ national advertising impaign has already beet stacked transfers firmly. 


e 
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Unique Line of Furnas Desks 

The Furnas Furniture Company, Indianapolis, Ind., re- 
cently announced a new line of desks, a specimen of which 
is shown herewith, comprised of complete numbers of four 
different small office and 
No attempt has been made, 
the services of one of 


distinctly designs, suitable for 


home use it is said, to copy 


de sk line 


Grand 


any yw on the market, for 


secured to create 


Rapid 


s’ foremost designers were 





1 SAMPLE OF THE NEW FURNAS LESKS 
something unique and yet attractive in appearanc< Special 
finishes have been worked out which add to the beauty of 
these desks. ( sidering their design, finish, and quality, 
they are said to be economically priced 

7 
A New and Useful Adjustable Table 
Among the newest additions to the office equipment 
family is an article of furniture called the Handistand 
which is an adjustable stand or table adaptable to numerous 
office needs Che illustration herewith shows the Handi 
stand in use as a typewriter stand, but by adjusting th 
height and extending either or both the leaves the sam 





piece f turniture may be used as an adding machine 
{ HARTER HANDISTAND 

sta ‘ } ‘ . i 1 x iry desk r 
if re . i the 8 ] elk le Ss ant 

k 

rhe j ria stand 1s ie ¢ lle« ste« t ) v 
viii 2 $ engt ind stability I ed with compa 
tively wnt eient The he ght t c table 1s idjustable 
trot 25 l es and it ma ked in any sitior 
By il nee . i inwement the s le ives are « ke 
down is well . D al d consequel t \ l not fiy out w he 
the ta le Ss f lve i 

Two ot the lews are tted wit casters and the other 
two with rubber feet, the latter to hold the stand when 


use and the former to provide easy mobility when the other 
two legs are lifted from the floor. 

Another and less expensive Handistand is manufactured 
of lighter weight tubing and with a one piece top. Both 
models will be marketed through stationery and office sup- 


ply dealers and will be regularly furnished with green 
enamel base and oak, mahogany or walnut finish tops. 
The Handistand is marketed by the Harter Corporation 


Mic h 


Sturgis, 
ie 


All-Steel Double Door In-a-Floor Safe 
Che In-a-Wall Safe Company, Inc., whose general offices 
are located at 831 West Eighth Calit., 
and whose executive sales offices are at 1044 Telephone 
building, St. Louis, Mo., 
safe, to be known as the Double Door In 


street, Los Angeles, 


announce the completion of a new 


a-Floor sate Its 





name indicates its character—its top and double cover lie 
plumb with the floor, the safe being installed in concrete 
beneath the surtace of the floor. It is nine inches by four- 
THE IN-A-FLOOF SAFI 
e¢ $ size and weighs, crated for sl ( ibout 
Sn S 
i S sale vented | S. 1 Belkna s steel cor 
st t Said t have a tensile strengtl 5,000 pounds 
‘ square cl [he walls are ip t one I m thick 
ess, W | doors are tror to two inches 1 
4 x qs 
> < the id\ antages immed r it ite S oll Vs 
t il t be ried away cannot be mie it t be 
T le cal t be opened wit acetvle ‘ t Ss very 
¢ esistant ving to its concrete ved ca t e ¢ ened 
th nitroglyce e, and is hammer-proof 
l he lock < ; Ww t} tw KeVS ‘ e tor ¢ ( T iwo 
ers s VY Cac | ke i ke y ecessitat ’ t] ort be 
gz pres t vhenever the s ~ ened This ma cor 
t | t t ts burglar pr or ‘ iracte the c c t of 
Id-u Locks are patente and r the geable key 
typ mn b it ns ma e cnange i tw s¢ Is to any 
130,000 combinati Ss [here are ] we num- 
ers to remember or forget 
I S$ Sale was rst marketed on the P c 4 ist ¢ arly 
n 1927. Activities were not started in the East until early 
n 1928, when arrangements were made for eastern distri- 








sa) 
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The New Eveready Paper Fastener 
The Eveready Manufacturing Company of Boston and 50 
Church street, New York City, announces in recent folders 
its Model A for $5.00. This 
fastener rroduce 5,000 staples without a stop, 


paper fastener which retails 


| 
paper will 1 
automatically making a flat wire staple with each operation. 
It is said to have many interesting and valuable features apart 





from those already mentioned, including low cost of staples, 
MODEL A EVEREADY PAPER FASTENER 

saving of time, lasting qualities, attractiveness and utility. 

This new machine may be had in green, mahogany or 

walnut. The illustration shows the appearance of this 

fastener and indicates the method of its operation—a quick, 

isvy downward action of the handle, making the staple, 


piercing the article and clinching, all with the same opera- 
a 
The Hel O Pad 
The Hel O Pad, made by the Hel O Pad Company, 
Cumberland, Md., is new pad and pencil device, fitted 


with a clamp that fits the 
1round for a pencil and paper while the party on 


base of the telephone, obviating 


fumbling 


the other end of the wire is told to “hold the line.” The 
H © Pad can be quickly and firmly adjusted, the base 
th ele phone fitting into the clamp of the device A 











Hk! PAD IN USI 

rm, f writing s s thus provided, with a pencil 
mmediatel ly ch swings up out of the way when 

The device is cons ed of light, strong, and durable 
metal, it is said, and does not interfere with dialing or 
receiver operatio1 Replacement pads and pencils are ob- 
tainable a al cost, and are quickly slipped into place. 
4 company’s standard order books or individual notation 
rorms n sed if desired 





Milwaukee Anatomic-Comfort Chair 

A new and interesting posture chair has been developed 
by the Milwaukee Chair Company, whose factory is at Mil- 
waukee and whose sales offices are at 666 Lake Shore Drive, 
The name of the new chain appears in the 
caption hereto. The company developed this new chair 
after spending two years in research and experiment upon 
the requirements which a posture chair should fulfill, and 
they also brought to the problem a lifetime of experience 
in designing and building office chairs, so that the new 


product is worthy the name and reputation of the house 


Chicago. 


which sponsors it. 

Before producing the Anatomic-Comfort chair the com- 
pany took counsel with experts in anatomy and physiology 
on the subject of correct posture and designed the new 





ANATOMIC- 
CHAIR 


MILWAUKEE 
COMFORT 


chair along lines suggested by their experts, with the idea of 
producing a desk chair that would give the maximum of 
comfort and relief from needless strain, with its resulting 
drain upon the nerves and positive danger of functional 
derangements. 

The new chair can be adjusted to the physique of the user 
with ease, swiftness and accuracy, and offers a versatility 
of adjustment to meet the requirements of any person of 
either sex, and of any stature, large or small. 

The Anatomic-Comfort chair is supplied in solid walnut, 
quarter-sawed oak, 
embodies a high type of construction and finish throughout. 
Che variety of finishes make it possible for the user to select 


white birch or solid mahogany, and 


a type of chair which accords with the ensemble of his 
offices. The new chair is offered at a moderate price cor 
responding to the prices asked for chairs of the usual 
construction 

Op 


Neva-Clog Eyelet Plier 
Neva-Clog Prdoucts, Inc., 1188 Main street, Bridgeport, 
Plier, said 


Conn., are now making the Neva-Clog Eyelet 
to be a simple, efficient, and inexpensive tool for insetting 
eyelets. It does the complete job in three quick operations 














punching, applying eyelets, and fixing them in place by 
closing down on the pliers. All of the original material is 
secured within the eyelet, giving added strength to the 
eyelet. The plier 1s said to be made sturdy enough to last 
a lifetime, heavy enough to give ample leverage, and yet 
light enough to make for ease of action and pleasurable 
operation [Two sizes of dies are furnished, which are 
interchangeable in a few seconds Che plier is made with 
nickel finish with knurled handles 

ial 


Trussell Now Also Makes 50-Sheets Refills 


The Trussell Manufacturing Company, Poughkeepsie, 
N. Y., announce a new 50-sheet refill for their “Feather 
weight” ring memo books Che 50-sheet refills are fur 


’ 


nished in the same size as the 25-sheet refills which have 





—_ 


TRUSSELL 50-SHEET REFILL 


beer turnished im the past The new one has been pro 
luced, it 1s said, in response to a considerable demand 
which has been made for more sheets than these books 
have hitherto contained. The 25-sheet refill will continue 
t e turnished—packed two in a transparent envelope, as 


ilways—while the 50-sheet will be packed one in an e1 


velope Roth sizes fit into any “Featherweight” cover 


a 
J. F. Ryan Co. Handling the “Hellodex” 
Che J. F. Ryan Company, 342 Madison avenue, New 
York, N. ¥ 


“Hellodex,” which combines telephone index, memorandum 


recently added to the “Ryco” line the new 


nd calendar in one device. The accompanying illustration 


ws the operation of the Hellodex. The memorandum 





rit NEW HELLODEX TELEPHONE INDEX 
pad is on the top of the lid, with the calendar as shown 
Che index has a capacity of 700 telephone numbers. 


Chis device is made of pressed steel in a wide range of 


hnishes to harmonize with any color scheme It is nom- 
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Parrot Produces Fastener of Low Price 

The Parrot Speed Fastener Corporation, 3.8 Broadway, 
New York, N. Y., has met the demand for a dependable 
paper fastener of low prices with the “Babe.” This retails 
at $3.00, with liberal discount to dealers 

The new fastener is finished in colors, conforming to the 
vogue for bright hues in office machines. The finishes 
are, rose, mahogany, green, blue or black “Babe” com- 
bines the mechanical features of the well known Speed 
tastener line, and rates as one of the tiniest stapling 
machines made at the price. It is sturdy and binds up to 
twenty-five sheets, just as the higher priced devices do. 
It is guaranteed not to clog, can be hand operated; is 
provided with stop gauge, side indicators and rubber feet 
The excellent performance of the “Babe” Speed Fastener 





BABE” PARROT SPEED FASTENER 


‘leases users, and the colors in which it is finished aids 
in sales. There is a practical utility for the color finish 
In many offices several paper fasteners are provided, and 
it is not always possible to identify the machine with the 
department to which it belongs. With five colors to select 
from the customer should have no difficulty in giving iden- 


tity to the various machines. 
ae 


Central Records Machine Combines Sales Audit, 
Merchandise Control, and Billing Accounts 

Che Central Records Machine is a recent device, devel- 

yped after six years of experimentation by Professor L. F. 

Woodruff, of the Massachusetts Institute of Technology, 

and Edward Rogal, vice-president of Morgan & Haines 

Furniture Company, for use in department stores. It is 


regarded as a “marvel of speed, accuracy, and convenience,’ 


recording every sale, and tracing every piece of merchan- 
dise in the store from the time the goods arrive in the re- 


ceiving department until they go out of the store, either in 


1 cash sale or a charge account. The machine even makes 
ut bills mechanically, specifying each article sold. 
it controls the inventory department, the sales depart 
nent, merchandise control, accounts receivable, and the 
billing department, effecting a tie-in among them which has 
never before been economically possibl Che machine 
yperates according to the “punched card” svstem Every 


irticle of merchandise, every salesman, every cashier, and 
every charge customer has a serial number. In a demon- 
stration held on May 16 at Massachusetts Institute of 
Technology before a crowd of over a hundred persons 
ittending the Controllers Congress in Boston, 12 machines 


were operated by eight clerks, doing what would require a 


— 











eo 
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clerks, it is said, working in the usual 


To record a sale, there must be three tags inserted 


hundred or more 


fashion 
into the “transmitter” of the machine—one set for cash 
An adding machine 


Vari- 


sales, and another for charge accounts. 
gives the total value of all sales at the close of a day. 
ous kinds of data can be totaled at the close of the day— 


all such information can be secured, too, in about nine 


seconds. 


There are four principal machines in a _ battery—the 


transmitter, the selector, the adding machine, and the re- 
cording machine. All other machines are subsidiary to 
Fifteen recording machines can record the work of 


50 billing 


these 


300 salesmen. One operator bills as much as 


clerks are able to do, with a greatly reduced chance of 
error 
Messrs. Woodruff and Rogal have published a 24-page 


booklet giving a description of the whole outfit, and answer- 
ing questions which might perhaps suggest themselves to 
one investigating the construction and operation of the Cen- 
Machine No doubt 


from the inventors 


tral Records further information can 


be secure d 


> 


Premier Metal Products Add New Display Case 
The Premier Metal Products Company, John W. Messi 
1467 


line of 


sales manager, with Chicago sales office at 


Catalpa announces a number in their 


merch 


avenue new 


vokcases and andise display cases. This is known 


as 211 T. W It 


to the other numbers of the 


is made of steel and glass and is similar 


line that the inside 


except 





TYPE OF PREMIER METAL 
POOK OR WALL CASE 
MENTIONED HERE 
height to clear is 14 inches per section while the depth is 
16 inches per section Che outside is 34 inches wide, 17 
hes deep and 16 g or each sectio1 This gives 
ATM pie the display of typewriters and other some 
what bi erchans [hese cases come in olive green, 
valnut ind mahogany finish and are priced reasonably, 
slightly more for the wood finishes than for the neutral 


, 
olive greet 


Desk by Lamb 


x 


> 
An Attractive Double Writing 


George | Lamb, Nappanee, Ine maker f screens, 
desks, and costumers, announces the new double writing 
desk, number 1405, shown here It is 29 inches high with 


a top 34 by 36 inches Che carries an 


four 


center, aS 1S seen, 


attractively cut and rnamented division piece with 





racks for stationery and two holders for pencils and pen- 
holders. Rails are artistically beaded. There is a drawer 
of good proportions on each side, with beaded front. Legs 
are specially turned to give an appearance of refinement. 
This either imitation walnut, high- 


desk is furnished in 





NEW LAMB DOUBLE WRITING DESK 
lighted walnut, imitation red mahogany, brown mahogany, 
or high-lighted mahogany finish. 
The single leg shown in the illustration is an optional 
had on the same top—the desk 
This leg is slightly larger with 
The dif- 


ference in price between the two desks is inconsequential. 


leg design which can be 
known as number 1405-A. 


a different turning and the heavy portion fluted. 


New Machines and Devices.—Continued on Page 91. 








Mitchell Heads Daylight Saving Committee 
The proposition .of daylight saving time in Topeka was 
given a merry airing on May 23 at a joint meeting of 
members of the Topeka North Topeka Merchants’ 
association in the Chamber of Commerce. 


and 


Much talk, for and against, was bandied without any ill 
feeling on either side. No direct action resulted from the 
discussion other than the appointment of a committee to 
investigate, which was authorized at the meeting May 9. 

Charles L. Mitchell was named chairman of a committee 
which will hear both sides of the question and report back 
to the Topeka Merchants’ association. Four other members 
complete the committee. 

ili iiilade 
Phil Anderson Moves His Store 

Anderson’s Book Store, Newton, Kans., of which Phil M. 
Anderson is proprietor, is moving from 424 to 522 Main 
street. Mr. Anderson says it was a big job as he carries a 
stock valued at $65,000 and occupied two full floors 150 
feet deep. The old location has been purchased by the 
room for a new 
established in the 


Railroad to make passenger 


Santa Fe 
tation Mr. Anderson expects to be 
location by the middle of June. 
eigenen 
Globe-Wernicke Steel Catalogue 
Che Globe-Wernicke Company, Cincinnati, Ohio, have a 
new steel office furniture catalogue just off the press. It is 
a fine example of the catalogue maker’s art and describes 
and the standardized Globe-Wernicke 
steel desks, tables, and bookcases. Dealers desiring a copy 
The Globe-Wernicke 


new 


illustrates in detail 


of this catalogue should write to 


Company 
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Representatt f off equipment nce? abroad, visiting United States, are cordially invited to ma the offices of 
thi urnal thew headquarters The staff at the main $17 South Dearborn Street. Cli " the staft 
ut the branch m charae f ¢ H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd S Par 
, Vew York, will be happy to be of any pi le service While the cilities at Ne Vor 
re not meas ut Chicago, there will be found the same desire to seri United Stat 
manufacturers r their representatives traveling throad are cordially inzwited t 

upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. U 1], Enaland 
Vr. Shore’s knowledge of the office equipment business and 
ts possibilities in Great Britain makes his counsel 
valuabl to those deswing t cultivate 


LONDON NOTES AND NEW 


Temflars Az 


i Tl. Shore, 18 


Note My W / Shore. zw hose 
APPLIANCES in the British IJ sles 
sent to Orrice APPLIANCES’ home address. 


London, May 4, 1928 
LTOGET HER the business outlook here remains 
“set tai tor us All of us, of course, are relieved 
that “Budget Day” is come and gone, and that we 
know the worst that can happen to us in the way of taxa 
tion tor the next twelve months The Chancellor of the 
Exchequer has “said his say,’ and the main point is that 
we shall all be paying the same enormous income tax, and 
other taxes But in ways too intricate to go into here, 
and concerning which you will have read all vou will 
wish to read in your newspapers, a certain relief is being 


given to manufacturers, the railways, and agriculture in 


a roundabout way, which is good and is already cheering 
those immediately concerned The main features of our 
country § imcorne may interest you; they are Income 
tax t 232 900.000 super tax, £60,000,000; customs 
£ 122,967,000: and excise, £142.518.000! As for what is 
owed to and by us the less said the better: these debts 
are the weights that hang round the shoulder of the busi 
ness of the country, and this generation will not see even 
the end in view! These few figures are given to vou 
because now more than ever it behooves all Americans 


doing business or wishing to do business with us to under 


stand not only the present situation, but to be able to 
look into the immediate future with understanding 

| will follow up what I have been writing to you lately 
by emphasizing that the British market for office appli 


ances has changed considerably during the past few years, 


and that the changes are accelerating, and that they are 
making the market both smaller and stiffer for you. It 
will continue to get smaller and smaller, and stiffer and 
stiffer. So it is urgent that you keep close in touch with 


all movements here and indications of movements to come: 


both you who are here already, and you who may contem 


cnue, 


address is given above 
New subscriptions should be sent to 
417 South Dearborn street, Chicago, Illinots. 


11, Engl 


ind 


reen Li ndon, N. W 


iers GU 


is the authorized subscription representative of OFFICE 
Mr. Shore. Renewal orders should be 


houses in the 


plate an assault on us, must put your 
order and—I venture to say—study the British tempera- 
ment far more closely than you have done heretofore 


‘ 


[ am looking at your problem from two points of 
and the errors 


view; 
and ours As an example of yours, 
boldly 


what I 


your;rs, 


which I state you are all too apt to fall, here 


into 


have recently learned of methods of 


is some of 


‘approach” practiced by one of your biggest ofhce appli- 


ance manufacturers. They will not pay him; they cannot, 
because he did not first take the precaution to consult 
those here who could have given him detailed information 
is to the state of the market now and what it promises 
to be in the future for his particular line of goods By 
the way, it will interest you to know that this blunder 

so easy to avoid—has also been made by a big manufac 
turer of an article of general consumption from Australia, 
who is now here himself, sadly trying to find out why his 


much and get in so Iittle 


agents have managed to spend so 
monev during the past two vears! He admits to me that 
his great lunder was not to have come over himselt 


before he expended a cent here and to have explored this 


1 


and Its conditions thoroughly before he started to 


market 
attack it 
experience of 


es that 


with the aid and the knowledge and the 


the 


study it 


British business men on spot; and he 


such help is not to be o 
American or 


1 from adver- 


other kind, or 


Tew 


' 
™ > , 
reailz tanner 


tising agents, British, any from 


anv sort. but from one or other of the inde- 


agents ot 


pendent and knowledgeable men here who will tell the truth 


their axe by 


r statements based on 


because thev have not to grind putting out 


experience. 
the 


what is 


fairy-tales « limited 


Please do forgive me for again putting forward ob- 


over 


de r 


vious; I again say it is so easy to trip up 


under your noses and to come a smash by un rating the 


strength of your opponents and over-rating your own 





oe? 





\ 
. 
y 
7 
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Now, this big American office appliance’ manufacturer 
started out to attack this market from your side of the 
water before he had gotten any trustworthy and British 
information about conditions here. What any importer 
must learn about us is both what we can tell you and 
what Americans who really know us can tell you. The 
information of one or the other alone is just no good. 
My friend, for such I am glad to say he is, set out by 
making half a dozen or so of blunders which have cost 
him time, and cost him money, and which he will have 
to spend energy and thought to repaid. Each one could 
have been avoided had he not been acting in the dark. 
When chatting with him he admitted that I would be a silly 
to come over to you with goods and act as if you were no 
more than another part of Britain. WHEN WILL YOU 
AMERICANS APPLY THIS SAME WISDOM FOR 
YOURSELVES IN REGARD TO US? 

I have spent some good deal of time lately chatting 
with a foremost British office appliance man, an intimate 
friend, a constant reader of Office Appliances, a good friend 
to Americans on your side and over here, and willing to 
open his heart to me so long as I do not betray his name. 
I am sure that what he says is true. He said so much 
that I cannot tell it all, but here as a few points worthy 
your consideration: 

\ great many of the appliances and office methods which 
you are offering over here are far too, what my friend calls, 
“high brow.” I would say that they are far too com- 
plex, too ingenious, and altogether unsuited not only to 
the views, but also to the needs of office managers and 
owners here. In short, you expect us to swallow the med- 
icine which appeals to and which experience has shown 
you suits your constitution exactly. BUT—our constitu- 
tion is not the same as yours, and never will be. Again 
and again I say that you must adapt your minds to ours, 
or go without the business. 

Then, what is an everyday thing to you may not be 
and often is not so with us. With you practically every 
man, this for an example only, carries a loose-leaf pocket 
book and a fountain pen. With us this the exception. I 
simply give this example so as to show you how much 
you have to forget about yourselves before you can put 
yourself in our places and understand the mentality which 
you are tackling. And don't forget that you are not always 
in the right and we always in the wrong, when our view- 
points and our doings differ. We do know quite well what 
medicines will suit our constitutions and we are not going 
to swallow any other just because someone says so, unless 
it can be proved to us that it will be wise to make a change. 
All this applies with equal force to the methods of selling 
as well as to the goods offered. My friend was willing to 
bet me that in the first 100 men we met in the business 
reet outside, in London, not 10 per cent would be carrying 
a loose leaf pocket book; and I added, nor a fountain pen. 
| did not take him on, for I do not like losing money fool- 
ishly, or in any way! 

Chen he said, and I agree with him, that American sales- 
men, and British salesmen for American firms, often adopt 
4 manner of approach that is unwelcome and therefore 
ineffective; they often talk to us as if we were children 
or back-numbers. We don’t like it: and it is not true. | 
know that this will be denied, but—it is true. Further, 
American manufacturers who are trying from your side 
of the water to get into touch with and to enter the mar- 
ket here, do not seem—all of them at any rate—to know 
that things here are very different from what they were 
a few years ago. Seldom if ever now can you do any 
real good business by the old-time agency methods; you 
must come here yourselves, first to find out if it is worth 


while stopping here, and second to conduct your business 


yourselves for yourselves. There have been several ex- 
amples lately, within my own knowledge, where men from 
your side have popped over for a week or so, and—several 
times against my serious warning—have fixed up an agency, 
most times as good a one as could be secured, and have 
now gone home to await results. I am sure that in every 
case they will be back here, and will be telling me that 
the results have been disastrous; that they have dropped 
money—not much maybe; have wasted their time and per- 
haps lost their opportunity; and have to begin all over 
again. A famous pen company could tell a sad tale in this 
connection! 

There, now; I feel better, for I have blown off some of 
the truth. The whole matter, in detail, would fill every 
page of this issue of Office Appliances. It is not a pleasant 
truth and, therefore, will not be believed by many, but 
IT IS A TRUTH. 

I've not finished. Every day we here are turning out 
more office appliances than yesterday, are working out 
more office methods—exactly suited to our needs—than 
we did yesterday. We have learned a lot from you and 
are applying the knowledge! And every day we are more 
keen, and rightly so, and more determined to purchase 
tritish goods in preference to any other. To undersell 
us will not always, or, indeed, often turn the scale in 
your favor. What is more, it is becoming more and more 
difficult for you to do so. If you will only put yourselves 
in our place, you will understand, and—being fair-minded 
fellows—will also appreciate our attitude. I do not for a 
moment mean that there is not still much business for you 
to do here, and for a long time will be—but it is not so 
large as it used to be and it is far from being as easy. 
You should not, must not, underrate your competitor. Both 
in war and in business that is not the way of salvation. 

I do not ask you to forgive me for this plain speaking; 
I should be betraying my trust if I did not speak plainly 
what I know to be the truth, a truth that you cannot 
afford to overlook. 

The following statement by the London sales manager 
of British Typewriters, Limited, will interest some of you. 
It is that His Majesty's Stationery Office have exchanged 
a further 488 imported typewriters for British Empire 
Typewriters, which are made here in Staffordshire. During 
the past two years, 2,512 such exchanges have been made. 
This in addition to new machines being installed when the 
number used had to be increased. And it was only two 
years ago that a prominent Government purchaser told me 
that he was up against British machines and would always 
have American! Times are changing. 

Also, it may interest some of you to know that a great 
many business men here are now beginning to question 
the wisdom of mortgaging their income by purchasing office 
machinery and so forth on the hire purchase system. You 
folk know all about that matter. We are beginning to 
know all about it. We have not yet gone nearly so far 
in that direction as you have done, if my information from 
your side is correct. It is quite possible, indeed likely, that 
we shall decide not to do so, and will all of you be sure 
that we shall not be wise? 

Again; please forgive me for this plain talking, which 
perhaps I should have put out sooner, and would have done 
so but that I like to be absolutely sure of my ground. I 
have several times said things which some of you, I know, 
and many here, thought sheer foolishness; and—though I 
do not care much for blowing my own trumpet—I have 
several times been quite right. In this case—time will 
show, and pretty short time, too; I am not anxious—about 


myself. 


A loval American is one who gets mad when an alien cusses 
the institutions he cusses.—The Honolulu Item (Merchantile 
Printing Company, Ltd.) 
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Advertising Exposition to Be Held in Berlin in 1929 

Among the Berlin expositions which are to be held in 
the fall of 1929 is which is to 
take place in the period from the 21st of September to the 


the big advertising show 











1 VIEW SHOWING THE OFFICIAL ACCEPTANCE 
OF AN ARABIC-WRITING REMINGTON TYPEWRITER 
IN FEZ MOROCCO Pasha jouchta el Baghdadi of 


patio of his palace, together with 
members of the Arab Parliament, of the Arabia Chamber 
of Commerce and French military officials including 
General de Chambrun. The typewriter has had a stubborn 
fisht to overcome the Arab prejudice against mechanical 
writing 


Féz is here seen in the 








in the Exposition Hall on the Kaiserdamm, 
Publicity 


and 


20th of October 


under the National Union of German Exhibitions, 


with the hearty support of associations firms in the 


held and of the Expositions, Fairs, and Foreign Commerce 


Bureau of the citv of Berlin 


> 
Sixth Annual Office Equipment Exhibition at Berlin 
Next Fall 
Berlin Office Equip 


HIS 


men 


vear’s great International 
Exhibition will be held in the 


1925. It is not yet 


same exhibition 


hall as in known whether there 
will be a typewriting contest or not, but it is probable that 
contest held. This Berlin 
Exhibition will attract people from all the European 


latest 


such a will be Business Effi 


crency 


countries and from many other lands as the inven- 
tions and improvements of all kinds will be on exhibition 
directed to the 

Elisabeth Str 


short 


All inquiries for space, etc., should be 


Messe u 
Germany, but the 


“Ausstellungs-, Verkehrsamt.” 


21, Charlottenburg 9, address, 


“Ausstellungsamt,” 21 Elisabeth Str., Charlottenburg 9, 
Germany, will also suffice 

Some of the rules and conditions set forth by the Aus 
stellungs Amt may be of interest. Space once booked 


cannot be cancelled. Special application forms will be sent 


on request and the articles indicated on the application 


adhered to. The management of the 
booth 


whole exhibit the appearance of uniformity 


forms will be closely 


exhibition will provide fittings so as to give the 
These fittings 
an inscription of the exhibitor’s name, all 
In the 
central section of the great hall, no space is let at less than 
thirty-five Reich Marks 


Space let on the sides of 


will also contain 
of which is included in the price quoted for stands 
eighteen square meters and at 
(about $8:50) per square meter. 
the central section must comprise at least six square meters 


at thirty Reich Marks per square meter. Corner displays 


cost twenty-five per cent more 


in the central section 


It is expected that the exhibitors will arrange their dis- 
plays in style, height and lighting arrangements to conform 
The 
terms of payment for space allotted are fixed as follows: 
One-third not later than June Ist, 1928, final payment to 
be made on July 15th. It is permissible to make payments 
by check through any banker to be transferred to Reichs- 
bank-Giro-Conto, Berliner Stadtbank, to be credited to 
Ausstellungs- Messe Verkehrsamt 

Exhibitors are not permitted to sub-let any 
of the space allotted to them, neither can they exchange 
Disregard 


with the general appearance and balance of the show. 


und 
part or all 
places nor display any product not registered 
of these rules will result in a refusal to permit exhibit to 
show and a forfeiture of the money paid 

The 
of artists to 


staff 
exhibitors 


management of the exhibition has a special 


give any required assistance to 


With regard to signs giving announcements in the stands, 
should be this 


which is appointed exclusively to 


inquiries directed to special department 


meet the wishes of the 


exhibitors. This arrangement is made so that the exhib- 


itor’s stands may be kept uniform. Every exhibitor must 


take 


of Sept 


possession of the space allotted to him at 5:00 p. m 


T he 


the right to dispose ot space not occupied aitter this time 


6th, 1928. directors of the exhibition have 


without refunding the amount paid by the former applicant. 


It is understood that every exhibitor will be listed in the 


official catalogue issued once under the alphabetical index 
] 


of exhibitors and again under the special line named by 


the exhibitor. Photographs of stands or photographs from 
inside the exposition are to be taken by the “Photographen- 
Innung” of Berlin. No other photographer will be allowed 
to work inside the exhibition hall. 


The 


loss of exhibition goods during the exposition, but an op 


board of directors will not be responsible for any 


portunity is offered to arrange for fire insurance initially.— 


F. H. G ; os 
Austrian Firm Takes Larger Premises 

The firm of Josef Hannich on January 1 removed 
Vienna \ 


Theobaldgass« 17, 


from 
. into larger 
VI., 


calculating ma- 


their old location at Brauhausgasse 6, 
and improved Vienna 


Austria 


quarters at 
This concern handles typewriters, 
and sta- 


duplicating machines and supplies, paper 


tionery and other office supplies of various kind: 
—_— _ — 
London Manager for Parker Visits Plant 
\. R. Zoccola, managing director of The Parker 
Company, Ltd., London, spent two weeks during May at 
the factory and home office of The Parker Pen Company, 
Wis. He reported an actively increasing busi- 


ness, both in Great 


( hines, 


Pen 


Janesville, 
Britain and in the continental countries 
handled by the British company. Despite the fact that the 
Parker pen is among the highest priced lines in the foun 
tain pen field, it is finding a rapidly increasing acceptance 
among European users 

The Parker Pen Company, Ltd., of London, handles the 
sales of Parker products, not only in the United Kingdom, 
Holland, Italy, Spain and 
these countries there are approximately 


but also in France, Belgium, 
South Africa In 


5,000 retailers handling Parker products 


> 
Willson Buys Kennedy Business at Edmonton 
The E. N. Kennedy Company, an old stationery business 
of Edmonton, Alta., Canada, has been purchased by the 
Willson Stationery Company, Ltd., E. W. 


of the same city. 
his time to 


Kennedy, of the former company, will devote 
The been a tenant 
of the Quebec building the past ten years. That structure 
has been sold, and the Willson company will combine the 
two stocks at the Kennedy 10080 
The Willson Ltd 


about ten 


other interests. Willson company has 


Jasper avenue. 
established 


store, 


Stationery Company was 


years ago 








to 
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THREE WINDOW DISPLAYS OF HORTORS'’ LIMITED AND ONE INTERIOR VIEW IN STANLEY HOUSE, 
JOHANNESBURG, SOUTH AFRICA.—This building is situated on the corner of Commissioner and Loveday streets in the 


heart of the business quarter of Johannesbur The office 


equipment department of Hortors, Limited, is located in this 


building, handling, amongst other lines, the Underwood standard and portable typewriters and bookkeeping machines; 


Monroe calculators; Sundstrand adding and listing machines; 
and Globe—-Wernicke sectional bookcases, for which they are 
also have branches in Pretoria, Bloemfontein, Capetown, Port 


South Africa—A Land of Opportunities 


William Moss, director of foreign sales for the Dalton 
Adding Machine Company, recently made an interesting 
and profitable trip through South Africa. The trip inspired 
in him considerable hope and enthusiasm for South African 
potentialities. The first city he visited was Durban, the 
chief city and principal port of entry for Natal and the 
Transvaal. It is growing rapidly and bids fair to become 
the second city in the Union of South Africa. It is a 
delightfully clean city, well laid out, and presents many 
interesting sights, including the ricksha boys, mostly Zulus, 
with their gaudily decorated headgear. H. S. Read is in 
charge of the Durban shop, which is on the main thor 
oughfare. 

The Dalton machine is sold in South Africa by the Rem- 
ington Typewriter Company, with head offices in Cape 
Town and a chain of branches in Johannesburg, Durban, 
Pretoria, Port Elizabeth, East London, Bloemfontein, Bula- 
wayo, Salisbury and Pietermaritzburg. The general man- 
ager of the organization is A. I. Little, an able and suc- 
cessful executive 

In Johannesburg, Mr: Moss unhesitatingly states, is 
located “the finest office appliance store I have seen any- 
where in the world, with the possible exception of the 
offices of the large typewriters companies in New York 
City. This magnificent branch has a staff of over thirty- 
five people.” Johannesburg, the principal city of the Trans 
vaal, is known as the Golden City, because it was founded 
on gold. Only a few miles distant the gold mines are 
plainly in view. 

Pretoria, the administrative capital of the Union of South 
Africa, lies only an hour and a half distant. The govern 
ment buildings, Mr. Moss states, are among the finest 
in the world, being very costly, and are a sight well worth 
noting. J. W. Thompson manages the Remington and 
Dalton shop there 

South Africa is a bi-lingual country. The Dutch first 


settled there. Today its one and a half million whites are 


General Fireproofing Allsteel office equipmeni and furniture, 


sole distributors in South Africa. Messrs. Hortors’ Limited, 


Elizabeth and Durban. 


about equally divided between English and Dutch. The 
Dutch speak a tongue known as Afrikaans—a Dutch dialect. 
All official notices must be printed in English and Afrikaans. 

In the town of Bloemfontein, the capital of the Orange 
Free State, one hears little else but Afrikaans. This is the 
most predominantly Dutch community and has about 20,000 
white population. 

Cape Town, some 32 hours distant from Bloemfontein, 
the largest city of the province of the Cape of Good Hope, 
is the seat of the legislative offices of the Union of South 
Africa. It is.a city well laid-out, and has a pier werth 
traveling far to see. 

South Africa really occupies an enormous area, with great 
distances between cities and the population rather thinly 
scattered. Gold, diamonds, wool, hides, etc., constitute the 
principal products. This means unlimited opportunities 
in the country. Indeed, the work of the Remington com- 
pany, with their chain of branches and cordons of country 
salesmen who go into every town, village, and hamlet (or 
dorp, as they call the latter), bringing in business that 
otherwise could never be secured—bears witness to the 
commercial opportunities lying open in South Africa and 
surrounding states. 

-— 
Marchant Appoints New South American 
Distributor 

The Marchant Calculating Machine Company, Oakland, 
Calif., has appointed J. M. Gamero & Co., Arequipa, Peru, 
as a distributor in South America. 

ae ee 

Additional Smith & Corona Dealers in Britain 

New distribution has been arranged in Great Britain for 
the L. C. Smith and the Corona typewriters. 

George Leslie, Ltd., 37 Belmont street, Aberdeen, Scot- 
land, has acquired the agency for Aberdeen and the north 
of Scotland. 

Andrew Reid & Company, Ltd., Newcastle-upon-Tyne, 
England, have been appointed sole agents for Northumber- 
land and Durham. 
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Ninth International Brussels Fair 
Special Correspondence to Office Appliances 


Fair held in the 
larger 


Commercial 
Belgium, was 


The Ninth International 
Cinquintinaire Gardens at 
than that of last year with respect to the number of booths 
In certain other ways the fair did not 
Like the French fair, it tended toward 
Many booths were cur- 


srussels, 


and space occupied. 
equal that of 1927. 
an excess of commercialization. 
tained off and only buyers were permitted to enter free of 
It is stated that the office appliance show was 
The displays were 


charge 
probably the best section of the fair. 
costly and excellent and indicated good conditions. 


Typewriters Attract Attention 

The displays of competing typewriter manufacturers were 
situated in the first gallery of the great palace. American. 
German and Italian makes, as well as others, were present. 
The newer typewriter manufacturers complained about the 
manner in which the older brands have entrenched them- 
selves on the continent. -A representative of a compara- 
tively new typewriter made in the United States complains 
that Europe does not give the new machine a chance. A 
small American machine, which is in size between the 
portable and an office machine, being of a size and price 
that are suitable, has attracted many orders. 

The Noiseless tyepwriter is attracting new customers, 
especially among bankers and insurance brokers, in whose 
work is intensive and mistakes may prove 
Furthermore, it is noted that the habit of dic- 


offices the 
calamitous 
tating directly to the typist is coming into greater vogue 
the Noiseless machine is desirable 
electric attachments, 
effort, but to 


and for this purpose 
with 


without 


Several machines were shown 


return the carriage 


operations of the machine. 


not only to 
facilitate other 
The Demountable machine attracted a good deal of atten 
tion, many being impressed with the ease with 
which it could be taken down for cleaning, also by the ease 


The Italian machine, “Olivetti,” 


persons 


of interchanging carriages. 
costing approximately two-thirds the price of some of the 
other makes, is said to be enjoying a good volume of sales 
in Europe. A number of German typewriters are also going 


well, They are machines of considerable solidarity and 


are said to give good service. European salesmen have of 
late emphasized the satisfaction to one who uses the type 
writer rather than of the one who makes the purchase. 
Among women, lightness of touch and contrivances which 
Typewriter advertising has 
beautiful 


lighten work are emphasized. 
tended toward the dramatic, 
studies in green and scarlet for example—or dashing young 


showing women 
sportsmen manipulating machines in quite effortless fashion 
Apparently luxurious mantles add to the joy and efficiency 
typewriters. All of this appeal is 
stimulating sales, 


of operating artistic 
having its effect in especially among 


women 


Calculating Machines 


The space devoted to calculating machines at the fair 


appeared to be greater than that given over to the display 
of typewriters. There is a large variety of calculators used 
in Belgium and the exhibits at the 
These machines range from small pocket 


fair were a source of 
much interest 
contrivances to complicated affairs which compute interest 
and dividends. Machines which employ perforated cards 
and carry out numerous complicated statistical processes 
are selling well because they meet a real need. Many manu- 
facturers are distributing expensive prospectuses of their 
machines and some manufacturers will give a fortnight's 
The machines with the flat platen find 


trial without cost 
a good market in Belgium, being the only one available 


capable of writing on the sheets of bound record books 
The demand for calculating machines generally is con- 
siderably stimulated by the high cost of labor prevailing 
since the war. 
Office Furniture—Steel and Wood 

Steel furniture appears to be in greater demand, espe- 
cially since fire hazards are increased by the building of 
taller structures. There is a distinct tendency to make all 
office furniture more ornamental, even steel furniture being 
equipped with copper handles and embossed with handsome 
patterns. Copper cased clocks are made to fit the tops of 
filing cases and book-cases to add to the aesthetic effect of 
what has in the past been fully utilitarian. Steel furniture 
for export, especially in countries abounding in insect pests, 
is increasing in importance and volume. 

Office furniture in wood also tends to 
decorative, the square table with or without inlaid top being 
the favorite model at the fair. Such tables are often placed 
obliquely in corners, giving added ornamentation to rooms. 
Surfaces are generally highly polished in accord with the 
Flemish liking for things that shine. One kind of shine, 
however, Is an exception. 

Chair seats are often fluted to prevent friction of a per- 
Back-rests on stenographers’ chairs, as 


become more 


fectly flat surface. 
well as other improvements to aid the posture of clerical 
workers and ease their positions, were among the welcome 
improvements at the fair. Furniture made of hard wood 
from the Congo was exhibited, destined to be sent back to 
The Congo is eighty-three times as large as 
Some of its official 


that land. 
Belgium and is developing 
representatives visited the fair. 

Numerous makes and styles of filing systems and loose- 
them having 


rapidly. 


leaf ledgers were to be observed, some of 
added complications to a greater or less degree, but being 
essentially quite the same as during the 1927 fair. 
Fountain and paper 
varieties all were seen in abundance. The fact that foreign 
products hold their own well in Belgium testifies to the 
Then too high exchange countries 


pens, pencils, erasers of many 


fairness of tariff rates. 
seem to be able to compete well with low exchange lands 


Family Aids in Clerical Work 

Owing in part to socialistic legislation, there 1s a tendency 
among business men to employ mostly their own families 
for clerical help. These are available over a greater part of 
the day if required and are not affected by maximum-hours 
legislation. Such a condition is quite certain to have some 
effect upon the 
usually more 
their own families than they are of others.—L. R. 

> 


Office Appliances in China 


office appliance trade because men are 


concerned with the working conditions of 


By Walter Buchler 


All Chinese economize as much as they can, but when it 


comes to business, to the decoration and equipment of 
an office, those who can afford the outlay do not spare 
it does not pay to economize in 
both 


furnish 


For in China, 
decoration, 


expense. 


office furniture and and the tendency 


among Chinese and foreign firms in China is to 
their offices in the best style and in the most up-to-date 
manner. Most Chinese firms dealing with other countries 
use typewriters and have at least one foreign-style desk in 
their offices. Filing cabinets, adding and calculating ma- 
chines and addressing and duplicating machines are also be- 
coming more used at the Treaty Ports, particularly by mer- 
chant firms in Shanghai. The latter is the largest and 
most important trading center in China and has the largest 
number of foreigners and Chinese (30,000 and 1% million 


respectively). Every kind of office appliance and station- 
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Ge- 


ery is salable in China, and every exporter and manufac- 
turer of these articles should either be represented or have 
his own representative in Shanghai. Bookshops and sta- 
tioners handle also typewriters and other office appliances, 
but these are also sold direct to the individual or firm by 
local importers or agents. Satisfactory prices are obtain 
able, as the standard of living among foreigners in China 
is, on the whole, higher than in their own country Busi- 
ness is mostly done on a cash basis, although installment 
payment is sometimes arranged. Cash registers are already 


by many Chinese shopkeepers as well as by 


widely used 
foreign stores he following statistics showing imports 
into China of typewriters and safes are sufficient in them- 
selves alone to show what an excellent market China is for 
office appliances 
1923 1924 19 
Typewriters and parts... £56,400 £77,400 £55, 
Sates and strongroom 
doors 40.400 45,800 43.100 33.400 
Details of imports of other office appliances are not avail 
able, but there has heen a considerable increase in imports 


during recent vears 














TYPEWRITING IN JAPAN Japanese girls learning to type 
yy phonograph on the Underwood, at the rooms of the Young 
Women's Christiar Association, in Tokyo, Japan (Photo by 
Internati il Newsreel 








Paris Office Equipment Exposition 


he annual office equipment exposition ot the Chambre 


Syndicale d’Organisation of Paris will be held from the 
4 to the 14tl October this vear 
These ex] sitions aftord a fine opportunit for those who 
ire interested in the French markets to bring their prod 
icts to the attention of the most enterprising business firms 
Paris and other Fre cities 
Che success of the enterprise is assured by the organiza- 
management which has made each preceding exposi 
high standard and very practical value to the 
ists 
an 
“Eylar Cup” Awarded Belgian G. O. E. C. Agent 
The General Office Equipment Corporation, 342 Mad 
ison avenue, New York, N. Y., announce the award of the 
Eylar Cup” for the European agent making the best pet 
ntage ot sales quota during the first three months of 
1928 ( Van Schaardenburgh, covering Belgium for 


G. O. E. C., won it, with a showing of 159 per cent of the 


Belgian quota He made 284 per cent of the quota tor 
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FD 


March alone. Holland, Italy, Czecho-Slovakia, and Aus- 
tria, all well above 100 per cent in quota performance, fol- 
lowed in the order named. 

This cup is a silver trophy mounted on a miniature 
Elhott-Fisher flat platen, and was designed by an inter- 
nationally-known silversmith of Oslo, Norway. It is offered 














THE EYLAR CUP 


by J. Lecher, vice-president of G. O. E. C. in Europe, in 
honor of M. S. Eylar, vice-president of G. O. E. C. and 
export director of the Underwood-Elliott Fisher Company. 
tienen 
“What's in a Name?”’ 

Our picture shows an exclusive Eberhard Faber window 
display recently made in Holland by the firm H. G. A. van 
Dijk in the town of Delft. While a general range of Eber- 
hard Faber pencils, penholders, rubber erasers and rubber 
bands is shown in this window, the happy coincidence of 
the name of the Eberhard Faber leading brand with the 
the name of this Dutch stationery house makes it appro- 





AN EBERHARD FABER WINDOW DISPLAY IN HOLLAND 


priate that the “Van Dyke” lines are given especial 
prominence 

Such a representative display as this betokens lively initia- 
tive on the part of J. Wierschem of Amsterdam, who is the 
general representative of Eberhard Faber in Holland 

> 
Sundstrand Branch Opened at Manchester 

\ branch office for the distribution of Sundstrand prod- 
ucts at Manchester, England, has been established in St. 
James House, Brazenose street. This is under the manage- 
ment of Mr. S. J. Seligman, who has been connected some 
time with the Sundstrand organization. The new branch 
was opened under the direction of Sundstrand Adding 
Machines, Ltd., 102-04, Queen Victoria street, London, 
a oe 
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Report 
in Every Sedion of the Field. : 


Sheaffer Co. Plans to Take Up Preferred Stock 


Notice is being sent out to the preferred stockholders 


Dictaphone Gives Extra Dividends 
The Dictaphone Sales Corporation, New York, N. Y.., 
declared on May 2 a stock dividend of ten per cent on the 
common stock, with the regular quarterly of twenty-five 
cents and the usual extra of twenty-five cents in cash, as 
well as the regular quarterly of two dollars on the pre 
All are payable June 1 to holders of record May 


2 is authority 


ferred. 
18. The New York Evening Post of May 
for this data 


— >. —— 
Underwood-Elliott-Fisher Stock Prospers 
Net profit of the Underwood-Elliott-Fisher Company for 
the first quarter of the current year, according to the New 
York Times, amounted to ‘$1,291,251, after depreciation, 
federal taxes, and other charges, equivalent to $1.86 a share 
on the 643,436 outstanding shares of common. 
— i 
Marchant Earnings Show Big Increase 
Marchant Calculating Machine Company reports for 
March net earnings, after all charges, except federal income 
tax, of $32,200. This brings net earnings for the first quar- 
ter of 1928 to $88,640. Quarters compare as follows: 





First quarter 1928 $88,640 
EE UTI os din onc cccecesss 35,460 
First quarter 1926 23,336 


At this rate, the company is expected to show earnings 
for the year in excess of $350,000, or better than 20 per cent 
allowing 7 per cent on the pre- 
per cent in 1927. 


on the common stock after 
ferred. This compares with 914 

The company’s product is sold in every part of the world, 
and headquarters or selling agencies are maintained in every 
large city in the United States, and in all the principal cities 
elsewhere 

For the 
exceeded the 

Marchant is in 
pany’s 
tion and reserves have been set up and the 
better than six 


three months ending March 31, 1928, gross sales 


same period in 1927 by 33% per cent. 


excellent financ‘al condition. The com 


assets are conservatively valued. Proper deprecia- 
sheet 


This 


during 


balance 
reflects a current position of to one. 


has been improved to a ratio of nearly 13 to 1 
April, in 
bank loans 
The recent 
on the San Francisco Curb 


aroused by the steady growth of the Marchant Com- 


which month the company retired all current 


heavy volume of trading in Marchant stock 
Exchange shows considerable 
interest ; 
with a par value of 
stock with the 


pany’s business. The preferred stock, 


while the common 


$1.00, sold up to $1.70 
same par value reached a price of $4.00. 


of the W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
announcing they will retire their preferred stock and that 
there are only 3,744 shares of preferred stock outstanding 
after this call. They are sending now to call 
$100,000 of this stock at the next interest paying date in 
July. This preferred stock will be retired out of their 
cash surplus which is amply able to take care of it. The 
following is their last annual statement and they report 
an increased business since its issue and state that their 
1928 are brightest in the their 


notices 


prospects for history of 


company: ASSETS 


Cash on hand, in banks and loaned on call at New 


a. « éeee< 
Accounts and notes receivable... . 
Complete merchandise and material inventory 
Real estate and buildings.............. 
Patents, good-will less apprec. surplus 
Tools, machinery and equipment.... 
Furniture and fixtures................ 


$1,097,784.54 
1,212,591.65 
1,420,686.97 
313,784.12 
159,853.57 
314,737.30 
89,023.38 


Office and factory supplies inventory. 98,128.78 
Life insurance surrender value....... 17,524.84 
Salesmen's advances, samples and deferred accounts 53,721.57 

: 2 670 75 


Investments 


Treasury stock ..... 2.5 
518 shares new no par common, figured at the 
same price old stock was on books or $5 per share 


LIABILITIES 


$4,783,097.47 


Accounts payable $ 54,317.18 
Notes payable .. None 
Reserve for bad debts. 30,000.00 


411,294.15 
50,000.00 
172,574.98 
36,765.38 


Reserve for depreciation 
Reserve for “Lifetime” guarantee 
eemeree GP Weiccccccceacceeesec. 
Salesmen's salaries and accrued accounts 
CAPITAL STOCK ISSUED 
Preferred (3,744 shares $100 par).... 
Common (194,700 shares no par, equal to 9,735 shares 
old $100 par) 
Surplus and undivided profits 


374,400.00 


973,500.00 
£,680,245.78 





$4,783,097.47 
a 
American Writing Paper Company Profits 
The American Writing Paper Company, Inc., Holyoke, 
Mass., reports for the quarter ended March 31, net profit of 
$68,520, after charges and taxes, equivalent to 76 cents a 
share earned on 90,000 shares of seven per cent preferred 
Chis 1927, 
when a loss of $50,899 was reported 
furnished by the New York Times of May 3 
- > - 
Chain Store to Carry Stationery 


carrying me 


same period of 


This inf 


compares favorably with the 


irmation is 


United variety stores, rchandise 
cents to $1.00, 


Committments have 


The Schulte- 


priced from 5 is planning extensive cover- 


United States 
forty 


age of the been made 


tor locations in some cities of medium size 
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Wigginton Resigns Offices with Remington-Rand 


The New York Times of May 29 carried a brief an- 
nouncement stating that George B. Wigginton, vice-presi- 
dent and general manager of Remington Rand, Inc., and 
former president of the Kalamazoo Loose Leaf Binder 
Company, absorbed by Remington Rand, announces his 
resignation effective September 1, 1928. 

conianaiipienaial 
New “Office Utilities Corporation” Opens on Pacific 
Coast 

The Office Utilities Corporation, a distribution merger in 
the office appliances field on the Pacific Coast, with head- 
quarters in Los Angeles, Calif., has recently been organized 
under the general leadership of Ray Larter, a man well 
known in the field, having had many years of experience in 
the manufacturing and selling of office equipment. The 
predominating thought behind the organization of this com- 
pany has been to give the manufacturer a merged distribu- 





RAY LARTER 


tion, capitalizing on established sales contacts, making it 
unnecessary for manufacturers to undertake the uncer- 
tainties of merging themselves, and rendering a high class 
service through detailed knowledge of the function of every 
object sold. Hence the name “Utilities.” “There is as 
much utility to the proper paper clip as to the most com- 
plicated machine.” 

The plan of the founders demands operation over an area 
large enough to give the advantages of a distribution 
merger. A plan has been worked out that permits of the 
establishment of a chain of stores in principal cities on 
the Pacific Coast 

The first unit to be put into operation is the Western 
Office Utilities, Inc., 821 West Seventh street, Los Angeles, 
Calif.. which opened its doors and sent out its selling or- 
ganization about the middle of May. There are already 
sixteen people in this unit, illustrating the rapidity with 
which merged distribution can be accomplished. The store 
is decorated inside and out in modern art, giving a display 
of color which, coupled with the favorable location, at- 
tracts the eye for several blocks in two directions. A large 
crowd was present at the opening,*which. was celebrated 
by a bower of flowers, and many visitors were highly 
complimentary on the interior arrangement. Already, it ‘is 
said, a large sales volume has resulted. 

The company as a whole will dealein vertical filing equip- 
ment, visible filing equipmenty adding machines, book- 


keeping machines, all makes of portable and standard 


typewriters, loose leaf equipment, manuscript holders, post- 
ure chairs, safes, printing, greeting cards and engraving, 
and general stationery items. All of these commodities will 
be departmentalized, according to the plan being worked 
out, with separate selling organizations which will, at the 
same time, work in close co-operation. 

It is planned to forsake the beaten path of the “man’s 
stationery store” and to attempt to work up a clientele of 
women also. To assist in carrying this out the company 
has secured the services of Miss Ethel Grant, formerly 
with a well-known Los Angeles concern, who will be in 
charge of the greeting card and engraving department. 
Miss Grant is an expert in social stationery. This, together 
with high grade commercial stationery departments, will 
serve to attract, it is believed, a high class of trade. 

Office Utilities has been fortunate in taking over the 
assets and organization of the Specialties Associates, which 
not only gives them office representation in San Francisco, 
Calif., Portland, Ore., and Seattle, Wash., but gives them 
the exclusive sale of the Do More chair, Clarin chair, 
Error No, etc., on the Pacific Coast and in Honolulu. 

They have also taken into their organization the Filing 
Supplies & Systems Company, of Los Angeles, which con- 
cern brings to them an experienced service in card and 
systems printing. They also have exclusive representation 
for the Allen-Wales Corporation on the Pacific Coast, and 
have other exclusive contracts on the other commodities of 
their lines. 

Ray Larter, who heads this institution, has been most 
recently with the Kardex Company on the Pacific Coast 
for eight years, and was the first large city manager to get 
his office of Remington Rand completely reorganized, get- 
ting under one roof all the lines included in the merger. 
Prior to that, he spent twelve years with the Burroughs 
Adding Machine Company. He started in business with 
his father in Cleveland, Ohio, going from there to the 
Elliott-Fisher Company, and to the Baker-Vawter Com- 
pany, before connecting with Burroughs. He has always 
had good success, his most outstanding venture being the 
pioneering of Kardex in the Far West, where he built up 
alone and unaided a sales organization of over seventy, 
established twenty-two offices, and produced a sales volume 
that was outstanding in the organization. Mr. Larter says 
that, while his efforts have brought him a satisfactory 
record and remuneration, his greatest reward has been in 
the knowledge that he has assisted in bringing success to 
a goodly number of men, in return for the confidence and 
co-operation they gave him when he was building up 
Kardex on the Pacific Coast. 

Associated with Mr. Larter is W. H. Burk, who was 
formerly with him as assistant manager in Remington 
Rand and previously with him in the Kardex organization 
for several years, Mr. Burk’s experience as a business 
engineer and his association with steel equipment manu- 
facture, together with his wide business experience, fits him 
for the work of assisting Mr. Larter in this organization. 

Mr. Larter’s wide acquaintance with manufacturers and 
particularly with the selling fraternity throughout the 
country will unquestionably bring together a capital sales 
organization. Office Appliances extends its best wishes to 
Office Utilities Corporation and to Mr. Larter, whose 
friendship it has enjoyed for many years. 


Well-Known Men Join Office Utilities Staff 

The many friends of “Joe” Wilson, formerly of Topeka, 
Kan., where he made an outstanding record with the Bur- 
roughs Adding Machine Company, and later of Los 
Angeles, Calif., with Safe-Cabinet, will be interested to 
know ‘that “Joe” is now connected with the Los Angeles 
office of the new Office Utilities Corporation. 

R. H. Ford, formerly a leading salesman in the Los 
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the 


Angeles office of Remington Rand, is now with new 
company 

Alfred Graeff and Mr. Foutz, experienced men in the 
held, are also new members of the selling force 

\ banquet was held on May 15 for the benefit of the 
entire Los Angeles organization, in celebration of their 
opening eo 

More Products for Office Utilities 
Among the various commodities sold by The Office Util- 


Los 


S. Webster Company's ribbons 


ities Corporation, whose headquarters are at Angeles, 


Calif., are the following iF 
and carbons, Western Ribbon & Carbon Company's prod- 
de sk cal 


Vidaver letter openers, J. F. 


ucts, Sengbusch inkwells, Kleradesk, “Columbian” 


endars and Drytype stencils, 


Ryan & Company’s novelties, Neva-Clog, Irving-Pitt orig 
Lester W x 


Service Steel products, Sheaffer pens and pencils, Wage 
maker Handistand. 


inal binders, ilmer Corporation products 


specialties, and 


> 
Bridges Heads Underwood Portable Division 
The | nderwood 
H | Bridge S as 


headquarters at 30 


Company has appointed 


the 


I ypewriter 
with 


Mr 


Division 
City 


Portable 


New York 


manager of 


Vesey street, 


jridges is well known in the typewriter industry, having 
been with Uriderwood for over twenty-two consecutive 
vears as branch manager and special representative of the 





H. L. BRIDGES 
sales department. He takes up his new duties after having 
completed three years as branch manager at Cleveland 
prior to whi he was manager of the Underwood offices 
in Atlanta, Milwaukee and Toled 


Jacquet Now Van Dorn’s Advertising Manager 
The Van Dorn Iron Works Company, 2685 East Seventy 
Ohio, 


Jacquet to the position of advertising manager 


ninth Cleveland, the promotion ot 
BE. A. The 
duties of this position were previously performed by C. S 


Weber. Mr 


& Smith, advertising 


street, announce 


Jacquet was formerly connected with Fuller 


agents of Cleveland 


> 


Underwood Moves to Street Level in Chicago 


After fifteen years at 37 South Wabash avenue, Chicago, 


the Underwood Typewriter Company has moved to 210-12 
West Monroe street, where the first floor and basement 
are devoted to sales, demonstration, display, school, em- 
ployment, executive and service departments. The offices 
on Wabash avenue were on the second floor The West 
Monroe street location is on the edge of the restricted 
parking district, and salesmen who use cars in their work 
find parking facilities within easy reach 

At the left of the entrance at 210-12 West Monroe street 


is the information clerk and assistants. At the right is the 
Toward the 


Mc 


his 


order department, and other clerical workers 
on the right, is the private office of George W 

Fred Schuelke, 
Opposite, on the left, is the stair- 
the located the 
department and school for bookkeeping machine operators. 
A bout 


, 
ind shipping 


rear, 


Clellan, the branch manager, with 


assistant, close at hand 


way to basement, where are employment 


half of the basement, at the rear, is used for storage 
Che rear half of the first floor is occupied by the account 
salesmen’s desks, and demonstrating rooms 
The 


service and repair work is partitioned off from 


department, 


for the bookkeeping machines and fanfold machines 
room for 


the general offices. 


\ series of display windows on the Monroe street front 
iffords opportunity to show the various types of Under 
wood machines 


\ll desks, chairs, partitions, etc., are in light oak 


de sks h 


Indirect electric 


finish, 


1andsome aving been provided for the new office 


illumination is provided, affording excellent 


working lhght for evervone A “Frigidaire water cooler, 
fed through a filter, provides an abundance of cold water 

The opening of the new Underwood office was graced by 
t presence of J. E. Neahr, general sales manager Emil 
lretsgar, manager of the Los Angeles branch, was in the 
city that day, and added his praise to that of the many 
visitors 

scenar by Addise Campbell, su] tend t bus- 

ss show exhibits an h install < 








GENERAL VIEW OF NEW 
OFFICES OF THI UNDER 
WooD TYPEWRITER COM- 
PANY AT CHICAGO.—The par- 
titior at «the xht is the pri- 
vat fl George W. Me- 
Clellan inager The 
service department is at the 
rear, partitioned off from the 
general ft The employment 


lepartment n the basement 
where is ils< the echool for 
bookkeeping ma é instruc- 


tier 
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OFFICERS AND DIRECTORS OF LYON METAL PRODUCTS, 
INCORPORATED 


Executive Personnel of Lyon Metal Products, Inc. 


A news item on page 23 of the April issue of Office 


Appliances reported the merging of the Lyon Metallic 
Manufacturing Company, Aurora, Ill, with the Durand 
Steel Locker Company, Chicago Heights, III The new 
corporation took the name of Lyon Metal Products, In- 
corporated. Illustrative materiai was not available for the 
May issue, and portraits of the corporation officers and 
directors are presented here 

F. S. Waters, president of Lyon Metal Products, In- 
corporated, was president of Lyon Metallic Manufacturing 
Company. He founded the latter industry with his brother, 
B. L. Waters, who is secretary of the new company. 


H. A. Gardner, chairman of the board, was secretary 


of the Durand Steel Locker Company many years. He is 
a lawyer specializing in corporation work. 

Keith Spalding, vice-president, was founder and president 
of the Durand Steel Locker Company since its incorpora- 
tion in 1907, and for years the senior member of the Durand 
board of directors. 

Walter N. Vance, vice-president, spent over twenty years 
in the business, as engineer and plant manager for the 
Durand Steel Locker Company. e was made vice-pres- 
ident when the company was incorporated. Many of the 
Durand products were designed and developed by him, in 
addition to his direction of operations. 

C. E. Gerberich, vice-president, was a machinist when 
he joined the Lyon Metallic Manufacturing Company in 
1907. He became successively foreman, general superin- 
tendent and a director and vice-president in charge of 
manutacturing operations. 

B. L. Waters, secretary, served the Lyon Metallic Man- 
ufacturing Company as treasurer and general sales man- 
ager. He joined with his brother, F. S. Waters, in the 
organization of the business. 

Henry A. Struck, assistant secretary, began with the 
Durand Steel Locker Company in the plant prior to the 
incorporation, when it was known as Churchill & Spalding. 
His advancement was rapid, and he became the manager 
of sales in 1916. 

W. B. Brown, treasurer, joined the Durand business in 
its third year, and has been vice-president, general mana- 
ger and treasurer of the company. He has established 
personally many large accounts for the company, in addi- 
tion to his activities in manufacturing and finance. 

A. W. Lauder, assistant treasurer, is a veteran of the 
Lyon Metallic organization. Two years ago he was made 
assistant general manager, in addition to his duties in 
directing Lyon advertising. 

The directors of the new corporation had been connected 
with the Lyon Metallic Manufacturing Company many 
years. J. E. Bales is outranked by the founders only in 
his term of service. He helped to design many of the Lyon 
products, was prominent as planner of big stockroom in- 
stallations, and became a director. J. B. O’Connor was a 
Lyon draftsman in 1909, and advanced to head of the esti- 
mating department. This brought him into engineering 
and experimental lines, and he earned his place as chief 
engineer and director of the company. R. T. Waters has 
been connected with the sales division over twenty years. 
The past eighteen years he has been manager of the Chi- 
cago district sales office. 


—_—— j-— -- 


Seeley Heads G. O. E. C. Sales Department 

M. A. Seeley, for twenty years with Elliott-Fisher, and 
latterly sales manager of the Elliott-Fisher Division of 
the General Office Equipment Corporation, has just been 
appointed sales manager of the consolidated companies. C. 
R. Strohm, with the organization eight years, has been 
made Elliott-Fisher division sales manager, advancing from 
the managership of the Statistical Department. 
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Elwyn L. Smith Advances in Typewriter Plant 


Elwyn L. Smith has been made assistant to the president in 
charge of production, L. C. Smith & Corona Typewriters Inc. 
He is the son of W. L. Smith, chairman of the board of direc- 
tors. Mr. Smith joined the company in 1919, and has been re- 
cently in charge of the experimental and factory service de- 
Under his direction this branch of the organization 
has developed high efficiency. Mr. Smith was born in 1894, 
educated at Syracuse and Cornell University. He graduated 
In college he took an active 
was a member of Alpha 


partments. 


as a mechanical engineer in 1917 
part in the various student bodies; 





SMITH 


BLWYN L 
Delta Phi. He enlisted in the navy in April, 1917; in Septem 
ber of that year he was transferred to the naval aviation staff. 
He spent several months in France during the war, and on 
discharge from service carried thé rank of ensign in the naval 
Mr. Smith's affiliations include membership in 
Mechanical and other 


flying corps. 
the American 
organizations. 


Society of Engineers, 


> 


Clevelanders Plan 1928 National Typewriter 
Dealers’ Meeting 

The Cleveland Typewriter Dealers Association held on 
May 22 a special meeting to plan for the coming 1928 
convention of the National Association of Typewriter 
Dealers to be held in Cleveland, August 20, 21 and 22 
Harry Katz, proprietor of the Cleveland Typewriter Com 
pany, 1907 East Seventeenth street, was selected as chair 
man of the finance committee. Mrs. Fred L. Snyder, of 
the Best Typewriter Company, 62 Old Arcade, will have 
charge of the registration at the convention. All members, 
manufacturers, and dealers expecting to attend should com 
municate with Mrs. Snyder on or before July 20. 

A bigger and better time is promised for this convention 
than for any held in past years. A brochure is being 
planned briefly describing many interesting points about the 
city of Cleveland and containing a comprehensive progran 
covering the activities of the convention and the entertain 
ment to be provided delegates and visitors. This» brochure 
will soon be sent to hundreds of dealers throughout the 
country and to all manufacturers of office appliances and 
others who may be interested in this convention 


M. Hart Opens Los Angeles Typewriter Shop 


Merton Hart has recently opened a shop at 225 East 
Broadway, Los Angeles, Calif., where he will sell rebuilt 
standard typewriters and new portables, as well as type- 
writer supplies. His past experience includes more than 
twenty years spent on the Pacific Coast handling Under- 
wood, Royal, and L. C. Smith typewriters, and kindred 
lines. 





Burnap-Meyer, Inc., Plan Big Expansion 


Burnap-Meyer, Incorporated, a widely known commercial 
stationery house of Kansas City, Mo., successors to F. P. 
Burnap Printing & Stationery Company, commenced early 
in May an expansion program involving the development 
of fifteen branch stores in Kansas Cify and tributary trade 
territory. 

During the first week in May, the Burnap- Meyer organiza- 
tion, whose principal store and offices are in its own seven- 
story building at 1021 McGee street, leased a branch loca- 
tion at 10 West Tenth street, on the ground floor of the 
This store, twenty-seven by twenty-four 
annual rental of 


Victor building. 
feet, was leased for three years at an 
$3,000.00 from September.1 next. a 

In addition to its extensive business in commercial and 
social stationery, office equipment, bank and office furniture, 
etc., Burnap-Meyer, Inc., do,printing and lithographing and 
manufacture certain loose-leaf products, blank books, forms, 
etc. They employ at present,about one hundred twenty-five 
persons—a number which will be considerably increased as 
operations are extended. 

It is stated that the expansion program calls for the 
establishment of other stores.in the downtown districts and 
in several secondary shopping centers of Kansas City. It is 
said, however, that most of the branches will be located in 
near-by cities. 

Charles M. Meyer, president and treasurer of. Burnap- 
Meyer, Inc., is widely known in this field. Prior to his 
entry into the retail field several years ago, he traveled for 
the old Tower Manufacturing & Novelty Company and for 
other leading concerns, finally becoming financially inter- 
ested in and associated with a well known loose-leaf com- 
pany, disposing of his interests there to invest in the present 
Burnap-Meyer organization 


> 


C. E. Ritter Represents Uhl Line in Chicago 


Charles E. Ritter has been Chicago repre- 
sentative for the Toledo Metal Furniture Company, Toledo, 
furniture for office 


appointed 
O., manufacturers of the Uhl line of 
His territory will embrace all of the city of 
known as the 


and factory. 


well as portions of what is 
Mr. Ritter first entered the office equip- 


of the Interna- 


Chicago as 
“40-mile limit.” 


ment field when he joined the selling force 








Cc. E. RITTER 


tional Time Recording Company, which later was merged 
with Machines 
nine: years, he Central 
English & Mersick Company, New 
facturers of automobile hardware 


During the 
States for the 


International Business past 


has traveled the 
Conn., 


Haven, manu- 
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ters, and one of the university’s most able executives. 
Field representatives are: Berry H. Horne, with head- 
quarters at 9 East Forty-first street, New York City; C. M. 
Boling, with headquarters at Chicago; “Dick” Carlson, with 


Printing Ink Concerns Effect Important Merger 
A consolidation of The Ault & Wiborg Company of 
Cincinnati, The Queen City Printing Ink Company of the 
same place and the Philip Ruxton Company of New York 
has been effected, as announced in the newspapers of May 
17. Complete details of this merger are not yet available. 
The companies involved have numerous branch houses and 
several factories throughout the United States. The Ault 
& Wiborg Company also has several foreign branches 
doing an important business. Details of the personnel of 
the new merger will be available for a later issue 
The statement is made that the several divisions of the 
merged company are to continue operating uninterruptedly, 
having done a large and successful business. It is 
that the merger will strengthen the business of 
ympanies in the trade and result in better efficiency 


ter service to customers 





THE STENOTYPE 


headquarters at Los Angeles, Calif. Mr. Carlson is also 
director of the Stenotype Instruction Department of La- 
Salle, assisted in this work by Miss Elizabeth Casey, an 
experienced Stenotype teacher and formerly proprietor of a 
private commercial school. 
I Ea 
Two New Marchant Appointments 

E. L. Crane, 122 East William street, Decatur, Ill., has 
een appointed district manager of the Springfield, III, 
territory for the Marchant Calculating Machine Company. 
Mr. Crane will be assisted by Ward H. Calver. 

Van W. Haverton, 234 South Jefferson street, Peoria, 
Ill., has assumed the district managership for the Marchant 
Calculating Machine Company. Mr. Haverton will have 
the north central part of Illinois. Previous to this connec- 

: . Ls tion Mr. Haverton was with the Sundstrand for over eight 
IHN A. HANSON, NEW ORLEANS, LA 
newly elected governor of the Fourth Re years and made a very successful record. 
gional District, National Asso —_~<@- 
tion of Stationers, Office . 
Outfitters and Manu Rawdon Promoted in Underwood Ranks 
facturers . . 
_ \fter three years as manager of the Baltimore branch of 
LaSalle Extension “U” Handling Stenotype the Underwood Typewriter Company, Blaine E. Rawdon 
4101 South Michigan ave has been promoted to the position of manager of the com- 








LaSalle Extension University 
nue, Chicago, Ill, has taken over the manufacture and sak 
of the Stenotype, and will start in June a national adver 

umpaign to bring the merits of the “machine way 

of writing shorthand” to the attention of students con 

templating commercial subjects, as well as to the attention 

of business concerns The campaign will begin with a 

page in the Saturday evening Post of June 9, followed 

by advertisements in the American Magazine, the Cosmo- 

politan for July, the World’s Work, the Literary Digest 
Collier’s, and others 

The Stenotype machine, while retaining practically the 
same code, has been considerably improved Its weight 
has been reduced to five pounds, and by the use of a shift 
key the machine now writes actual numbers. The paper 





supply is now in folded form, thereby making notes more 
convenient for transcribing and subsequent filing. An illus 
the present machine is shown herewith 
The LaSalle Extension University has already made ar- 
oe s witl er 200 leading commercial schools BLAINE E. RAWDON 
roughout the country to teach Stenotypy. Each Sten- 
ypist graduated from these schools owns his own machine pany’s Cleveland branch. Mr. Rawdon has been associated 
lich is purchased through the school with the Underwood since 1910 in the Bookkeeping Ma- 
é eld of usefulness for the Stenotype is in office chine Department at the home office and in managerial 
k which there is now a large number in use positions in various branches. 
This new activity f LaSalle will be known as “The ——<—<>___ 
Stenotype—a Division of LaSalle Extension University.” A man who doesn’t profit by his mistakes is going to take a 


’ , ' ' ' loss on the so ay.— Ww Tay se y 
Its director is M. H. Wright, located at Chicago headquar- a Py ae ee ee 








ROYAL H 


BECKER 


THEODORE W ECKERT 


The New Commercial Steel Equipment Co. 


Ihe Commercial Steel Equipment Company, 45 Morris 


street, Jersey City, N. J., has been recently organized by 
Theodore W Becker, Royal H Eckert, and George |! 
Meyer, all of whom are well known in the steel furniture 
and office equipment industry The location was chosen 


because of the large labor market near at hand, and because 


of the strategic position it oftered from the standpoint ot 


distribution. It is close to tide water for boat shipments, 


is within easy trucking distance of a large portion of th 


Eastern market, and is also situated on the main line of the 


Pennsylvania railroad, permitting good freight connections 


with all parts of the country 


Che plant is equipped with modern machinery through 
out, and will manufacture a complete line of steel storage 
cabinets, storage shelving, transfer cases, card drawers 


filing cabinets, and specially built steel equipment for com 


mercial and institutional uses 


Thomas W Becker, president and general 


well kr 
years in charge of sales and advertising for the Steel Equij 


Avenel, N. | He 


Manager, 1s 


own this industry, having been for the past seve: 


ment Corporatiotr has served that con 


pany tor xteen vears as a city salesman, traveling 
salesmat ranch ofhce mar igzer district manawer, agency 
manager, et 

Royal H. Eckert, vice-president, is in the office equipment 


business in Allentown, Penna., where he 


equipped establishment 


Victor ( 


number of 


executive of a 
Manhattar 


Mining Company, a1 


Stephens, treasurer, is financial 


large corporations, including the 


Electrical Supply Company, Trout 


the Troy Laundry Machine Company 

George | Mever 
know! in the 
with the U 
cuse, N. the 


Miamisburg, 


secretary, in charge of production, is 


well industry through his fifteen vears of 


association S. Steel Furniture Company, Syra 
and Constructior 


the Steel 


Fireproof Furniture 


Company Ohio, and Equipment 


Corporation, Avenel, N. J, 

In view of the experience and ability of the members of 
the new company, and of the substantial and steady growth 
of the steel equipment industry, a prosperous future is 
confidently xpected 

io 
Two Stores Join in Lancaster 

According to a news story in the Lancaster Intelligencer 
News Journal f Monday mort w April 16, the city of 
Lancaster Pa will be the home f one of the largest Sta 
tionery stores of single floor area to be found in Easter 


whet Ream’'s open it 54 N 


It is stated that this 


, 
Pennsylvania Queen street 


exquisite new store is the starting of 
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STEPHENS 


VICTOR C 


GEORGE F 


a new era of business enterprise tor two well established 


shops in the city—the old Ream’s stationery store and the 


Brown Book Shop. The two concerns in the new quarters 
will continue to function as individual shops with the ade- 
quate floor space of 6,000 feet The new Ream’s store will 
be able to carry a complete and well arranged stock. Nu- 


merous skylights give the interior daylight brightness and 


the furnishings are up to date in every respect, from the 


linoleum on the floor to the steel shelving 
The 
Big 
front is but 10 


new rug pattern 


will no doubt become 
Littl 


leet The three 


finished in walnut store popu- 


larly known as “The Store with the Front,” as 


the width of the display 


windows face the aisle entrance and have been generously 


supplied with electric lights to be used for all-day illumi- 


nation of displays. The store is 18 feet 6 inches wide tor 
a running depth of 90 feet and then widens out to a 40- 
foot width and continues back on this width for 166 teet. 


The entire depth of the store measures 256 te 


The history of Ream’s goes back to 1893 when Charles 
Ream opened a stationery shop at 26 East King street. 
The new enterprise came through the hard year of 1893 
victoriously In 1901 Mr. Ream moved into the new Y. M 
( \. building where he carried on his store successfully 
until his retirement in 1924 when his interests were acquired 

Herbert Herr 

Mr. Herr came to Lancaster from Wilmingt Dela 
ware, where he had been engaged in business r hive vears. 
Prior to his residence in Wilmington Mr. Herr was afhl 
iated with the Dennison Manufacturing Company of Fram 
ingham, Mass., from 1909 to 1919 Although a native Phil- 
idelphian, Mr. Herr’s grandparents lived near Lancaster 
ind it is therefore natural that he should feel at home in 
that city 

Under the ownership of Mr. Herr, Ream’s has greatly 
expanded in all of its departments Mr. Herr and three 
other salesmen devote their entire time to outside selling, 
while a large store staff has been added to carry on the 
trade which has doubled in volume since 1924 The new 
retail store carries a complete line of steel and wood fur 


equipment such as the A 
Visible 


commercial stationery stock 


niture, steel shelving, business 


B. Dick Mimeograph, Corona typewriters and Acme 


Indexing, likewise a complete 


: . : sae m 
[The book shop will be equipped in equally attractive 
fashion, including a complete circulating librar ntaining 
fiction, non-fiction, poetrv and drama, as well as aretully 


’ 


— eS - — 
Minneapolis Stamp Club Goes “on the Air” 
b broadcasted 


May 


The Minneapolis Stamp Manufacturing ( 


a special radio program over WRHM on Friday night, 


4, at m. central standard time. 
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The Guest Book 


CHARLES C. WALDEN, head of the Walden Publica- 
tions, New York City, paid a visit to Office Appliances last 
month 

WM. H. RICE of the Solo Stamp Pad organization, 
New York City, called at this office in May. 

ALBERTO J. JAUREGUI A, La Paz, Bolivia, was one 

our callers last month. Mr. Jauregui A is a native of 
La Paz, where his father is a member of the legal pro- 
fession Although a young man, Alberto Jauregui A is 
well established in business as agent of the Reo motor car 
His trip to this country was with the special object of 
conferring with the Reo Company and with the further 
object of visiting the manufacturers of the company whose 
tractor he also handles. Another object of the visit was to 
investigate certain lines of office equipment for a special 
department to be established on his return to La Paz. The 
store room in which his automobile business is located will 
be extended to provide a special room for the office equip- 
ment lines. He and his family intend later to erect a 
building on a lot they now own in the business section of 
La Paz 

R. J. NASH of the Phone Muffler Company, Kansas 
City, Mo., paid a visit to this office a few days ago 

ERNEST DALTON of the Union Ribbon & Carbon 
Company, Philadelphia, called on May 14 on one of his 
regular trips to the Central Western territory. 

GEORGE B. GRAFF, president of the Graff Underwood 
Company, Boston, called at this office on May 18. This 
vas Mr. Graff's first visit in Chicago in four years. He 
made a very brief stay, arriving in the morning and leaving 
for home on the evening of the same day 

EDWARD E. HUBER of the house of Eberhard Faber, 
New York City, was among the visitors to this office on 
May 21 He was accompanied by Mrs. Huber They 
came to Chicago to celebrate the twenty-first birthday of 
Mr. Huber’s step-son, Dean Goodsell, who is a member of 
the Good-News Company at the Selwyn theatre \t 
seventy-two, Ed Huber is going strong, making some of us 
younger ones pick up our heels. 

C. E. REYNELL of the Oxford Filing Supply Company, 
Cleveland, Ohio, called o1 May 23 

H. M. GOLDTHWAIT of The Globe-Wernicke Com- 

iny, Cincinnati, Ohio, visited this office last month 

New York Guest Book 

RAY LARTER, who recently organized the Office Util- 
ities Corporation, Los Angeles, Calif., was in the office on 
April 30 

MISS ESTHER HERSKOVITZ of the home office of 

‘fice Appliances dropped in on May 4. She was en route 
to Europe for the summer 

E. J. MORAN of the Neva-Clog Products Corporation, 
Bridgeport, Conn., was also in on May 4 

NELSON BUSHNELL of the Alvah Bushnell Com 


pany, Philadelphia, Penna., visited the office on May 18 


- 

Simonson Business Office Approaches Earth 

R. A. Simonson & Company, manufacturer of filing 
equipment and supplies, has moved from the tenth floor of 
the Peoples Gas building, 122 South Michigan avenue, to 
Room 317 in the same building. Mr. Simonson has been a 
tenant of the building since it was erected. The new office 
faces east, with the Art Institute in the foreground. It 
promises to be a busy place when important parades travel 
Michigan avenue, as an excellent view of the boulevard is 
obtained from the windows 

The new offices are fitted throughout with steel desks, 
files, safe, etc., the mahogany finish harmonizing with the 


wooden finish of the rooms. 


Typewriter Men Open Office Equipment Store 

The Shilling Brothers, H. T. and W. R. Shilling, of 
Pittsburgh, have decided to open a real office equipment 
store. They established the Fort Pitt Typewriter Company, 
Incorporated, and have followed the office equipment busi- 
ness since 1907 and therefore have been interested in this 
line for twenty-one years. With the idea of opening a com- 
plete office equipment store, they have taken a long lease 
on the premises at 642-644 Liberty avenue, which is said 
to be the best business street in Pittsburgh. The new sales 
room has over 5,400 square feet of space and is said to be 
one of the finest and most completely equipped office ma- 
chinery stores in the country. They are located in the 
McCloy building where the McCloy Company is situated, 
one of the oldest and largest stationery stores in Pennsyl- 
vania. Also in the McCloy building is the Pittsburgh Office 
Equipment Company, who carry a complete line of office 
furniture, files, etc., making the McCloy building truly a 
headquarters for business equipment. 

The new Shilling store will be number three of the 
Shilling chain in the downtown business district, as they 
now occupy a three story building on Fourth avenue, where 
they have been located for over fifteen years, and also a 
store room at the corner of Sixth avenue and Wood street 
for the past two years. The Fort Pitt Typewriter Com- 
pany has a very complete service department with fifteen 
experts to back it up. A free employment bureau is main- 
tained for stenographers and other office workers. The 
company is an exclusive dealer in the Pittsburgh district 
for Add-Index adding machines, Barrett adding machines, 
Safe-Guard checkwriters and the new portable Royal type- 
writer. 

When Shilling Brothers first organized in Pittsburgh 
twenty-one years ago, they had but half a dozen type- 
writers and rented the most modest quarters. They worked 
practically night and day building up the business, doing 





W. R. SHILLING H. T. SHILLING 
President Secretary—Treasurer 


everything themselves from bookkeeping to selling, deliv- 
ering and repairing machines. Before very long their in- 
dustry was rewarded by an increase in business until it was 
necessary to lease another building at the Fourth avenue 
location. Today, Shilling Brothers have a_ well-trained 
organization of thirty-five people, in addition to a compe- 
tent sales force of twelve men. Their stock comprises a 
wide and valuable selection of office machines of various 
makes and they operate their new branch store by depart- 
ments with an expert at the head of each department. The 
most recent one added is the cash register department, in 
addition to those specializing in typewriters, duplicating 
machines, adding machines, addressographs, etc. 








%) 





e— 


Page 46 OFFICE APPLIANCES For June, 1928 





A. B. Holmes and Family Return to the United 
States 

On May 11, A. B. Holmes of the Ribbon & 
Carbon Company, New York City, returned with his family 
after visiting Italy, Sicily, Vienna, Prague, Berlin 
London. Mr. Holmes’ trip taken for 
pleasure and business reasons and his family accompanied 
him throughout the journey. One of the chief reasons for 
the European visit was to reorganize the company arrang¢ 
Italy and Mr. Holmes that they 

Italian under the name of the 
Anonima, 


Columbia 


and 


abroad was both 


ments in states have 
organization 
Columbia & Carbon 
with headquarters at Milan, under the direction of Dr. G. B 


Italian 


formed an 


Ribbon Company Societa 


Punzi, who will be manager and director of the 


company 
Dr. Punzi is a graduate of Syracuse University, wher 
he rec eived his B A 


Doctor of Economics from the University of Milan. Dr. 


degree. He also has the degree of 
Punzi has had a broad experience and has been connected 
with the work of the Columbia Ribbon & Carbon Company 
for several years. He is thoroughly familiar with the field 


and with the business and Mr. Holmes feels that they have 
succeeded in creating a fine organization in capable hands. 

Mr. Holmes also states that there have been important 
Allen, 


Berlin 


enlargements to the English plant. F. H London 
company, met Mr 
spent there, Mr 


trip from Berlin to London by aeroplane 


manager of the Holmes in and 


Easter with him Holmes later making a 


Italy being 


journeyed to 


While plans for the reorganization in were 


compléted, the Holmes family Switzerland 


and then to Paris and rejoined Mr. Holmes during his 


London visit, after which they spent a ten days’ outing in 
Devonshire 
Mr Holmes 


improvement. 


reports conditions in England as showing 


a decided Unemployment is decreasing and 
the general outlook is better and spirits are more cheerful 
He reports conditions in Prague as being very good, but in 


Austria as not being so bright, the latter situation being 


attributable particularly to the fact that where Austria 
prior to the war had a population of from forty to sixty 
millions, now under the readjustment of the map the pop 





4. B. HOLMES 

ulation is reduced to about seven millions with its principal 
The situation needs considerable read- 
Holmes said that 


volume in Vienna 
justment, which is necessarily slow. Mr 
he is much gratified with the result of his trip as a whole 
It was, he said, the most enjoyable visit abroad he ever had 


Rockwell-Barnes Makes Good Move 
The Rockwell-Barnes Ill., 
recently located at 823 South Wabash avenue, moved on 
West Thirty- 
The building was purchased from the Grin- 


Company of Chicago, until 


April 20 into a new, modern plant at 1511 
eighth Street 
nell Fire Extinguisher Corporation, who erected it only a 


few years ago. It contained approximately 35,000 square 














ROCKWELL-BARNES 


NEW QUARTERS OF COMPANY 


foot of floor space, to which an additional 25,000 


added by the 


moving in. Shown in the 


square 


feet were Rockwell-Barnes Company before 


accompanying illustration in its 
completed form, it is seen to be an attractive two story struc- 


ture, daylighted throughout, and is furnished with many 


up-to-date comforts and conveniences for employees. A 


switchtrack runs to the shipping room doors 


greatly facil 
itating freight shipments 
move to the 


Some two months were required to new 


location, the machinery alone requiring a month to move 
Che whole process was so well planned in advance, how- 
ever, that shipping was not interfered with at all. “Even 
was not out of commission for more than fifteen 
minutes,” Mrs. A. K 


urer All of the 


our ofthce 


said Salzman, president and treas- 


was either replaced or com- 


moved 


machinery 


pletely overhauled before being Much new equip- 


ment was added in the shops, including a new japanning 


ven [he company has what is said to be a most up-to 


date equipment for the manufacturing of file folders, being 
and 
A very large stock of paper is carried 


equipped to furnish a complete line, in all weights 


qualities of paper. 


on hand, to make possible rapid and efficient service 


The Rockwell-Barnes Company manufactures a wide 


variety of articles in the general stationery line, including 


adding machine rolls, manila and other folders for files, 


stenographic note-books, metal file boxes, transfer storage 
cases of either steel or wood, memorandum books of many 
kinds, tally books, clipboards, arch files, tissue impression 


books, “7 or kare h” 


tasteners 


binding cases, and round or flat paper 


hey also carry a very complete line of paper 
in all grades and weights, and for all purposes, including 


skin, 


manifolding paper, second sheets, etc 


bond papers, onion mimeographing, writing paper, 

The Rockwell-Barnes Company was started in a modest 
way in 1903 by H. J. Meister, 
$45,000. It has grown steadily and surely since that time, 
being capitalized in 1922 at $500,000. Since 1917 Mrs. A. K 


Salzman, who started with Mr. Meister in the early days 


being incorporated for 


and who bought out his interests after his death, has been 
at the helm 
rhe company now employs 125 persons. They have a 
Louis, Mo., which employs twenty persons and 
the business in the Southwest. It is 


Blakeslee. Arrangements have recently been made 


plant in St 
handles in charge 


ek. 
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for representation on the Pacific Coast, C. W. Foote of 
Portland, Ore., now being Western representative. They 
employ three road men who devote all of their time, as 
well as six city salesmen in Chicago. 

The officers of the company include: Mrs. A. K. Salz- 
man, president and treasurer; P. H. Moss and L. C. Blakes- 
lee, vice-presidents; T. C. Worden, assistant treasurer; 
W. D. Meister, secretary 

fe Se TS ak 

Two Rem-Rand Departments Move to Buffalo 

The advertising and sales promotion department of Rem- 
ington Rand Business Service, Inc., 374 Broadway, New 
York, N. Y., according to a recent announcement, expects 
to be functioning after June 1 at the new Remington Rand 
building, Mohawk and Washington streets, Buffalo, N. Y. 
C. D. Proctor, advertising manager; S. H. Ensinger, assist- 
ant advertising manager; G. L. Harris, editor of Rem-Rand 
News, and W. M. Ingersoll, in charge of the copy depart- 
ment, will be the heads in active charge of the advertising 
work in the new location, and will be accompanied by a 
majority of the personnel which served the department 
when it was in New York City. A. L. Loring, sales pro- 
motion manager, will have charge of sales promotion, also 
taking most of the New York office personnel along with 
him. 

Other departments are expected to follow in making the 
move to Buffalo as rapidly as plans for such changes can 


be completed 
= ->-_ > 


Bellamore on Extended Trip Abroad 

D. H. Bellamore, assistant secretary and foreign sales man- 
ager of the Mosler Safe Company, sailed for South America 
on April 28 on the SS. Voltaire. He expects to visit dealers 
in Brazil and Argentina and then later sail from Rio de 
Janeiro to visit several European countries, calling on 
Mosler agents there 

Mrs. Bellamore and their son Kendall are accompanying 
Mr. Bellamore on this trip. They expect to return in 
August or September. 

The Mosler Safe Company does a large export business 
They recently built and shipped the largest bank vault ever 
-onstructed for the Mitsui Bank of Tokio, Japan. This 
is the 160th vault contract which the Mosler Safe Com- 
pany have sold in Japan alone 


i 


One of the largest bank vault contracts which they have 

















D. H. BELLAMORE 
handled in recent months has just been shipped to the 
Sank of Mexico of Mexico City 
In both cases these jobs contained “Donsteel,” a devel- 
opment of the Mosler Safe Company and exclusively con- 
trolled by them, which is said to be the only known metal 


that resists the acetylene torch and drills 


Some Steel Equipment Corporation Promotions 
The Steel Equipment Corporation, Avenel, N. J., through 
its president and general manager, Oscar A. Wilkerson, 
announces the following promotions: 
Henry H. Landon, Jr., formerly vice-president in charge 
of purchases, has been made vice-president and general 
sales manager. He has been associated with the company 





HENRY H. LANDON 


since 1919, starting as a shear-hand in the machine room, 
working for two years in the factory, progressing through 
various departments and learning the production side of 
the business through first-hand experience, and becoming 
a member of the export department. He then joined the 
domestic sales division in the New York branch, acting as 
assistant to C. W. Danes, New York sales manager. In 
1923 he became secretary of the company, and in 1924 he 
was elected to the position he has occupied until his recent 
promotion. It is expected that this appointment will make 
for still closer contacts between the company and its 
agencies. 

George W. Rothaar, who has seen fifteen years’ service 
with the company, assumes supervision of advertising and 
publicity, in addition to his management of the export 
department. He has been in the latter department for the 
past eight years. 

George Swendeman becomes Mr. Landon’s assistant. He 
has been connected with the order department, and has had 
considerable contact with the trade through this work as 
well as through his sales experience. 

The policy of the Steel Equipment Corporation has been, 
in the past, to promote men within its own ranks, rather 
than to go outside—a policy which has been found quite 
satisfactory. The above promotions are confidently be- 
lieved to be moves that will keep operating efficiency up 
to the point demanded by increased business. 


——< 
James P. Ward, Sr., Views Kentucky Classic 
James P. Ward, Sr., president of the Shipman-Ward 
Manufacturing Company, Chicago, IIL, attended the Derby 
at Louisville in May. He makes this trip annually with a 
party of friends, and enjoys the thrills of the racetrack. 
—$—_—$_>———_ 
Art Steel Plans Outing 
The Art Steel Company, 401 East Twenty-third street, 
New York, N. Y., will hold its annual outing for its em- 
ployees on June 23, at Karatsonyi’s, Glenwood Landing, 
Long Island, N. Y. A baseball game between the office 
and the factory, as well as competition in potato races, 
sack-races, three-legged races and peanut pushing contests 
~—all of these have been planned among the features of the 
day's program. Gold prizes are to be awarded the winners 
in the competitive events. 
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MEETINGS—DINNERS—CONVENTIONS 


Illinois Booksellers and Stationers Discuss Live 


Topics 


Not quite so many cities vie with each other for the 
1929 annual meeting of the Illinois Booksellers and Sta 
tioners Association as claimed to be the birthplace of 
Homer, but there were enough to show that the associa 
tion is becoming recognized by Illinois municipalities 
chambers of commerce and boards of trade [he choice 


of the convention fell upon Moline as the meeting place 


next year, after lively and earnest representations from that 


city and from Peoria and Springfield At this convention, 


held May 8 and 9 at Joliet, the city of Moline was repr 
sented by two able and forceful gentlemen widely known 
in the stationery trade A. G. Carlson and Daniel S. Han 


Moline 


elected a 


sen, both of Carlson Brothers, 


strong and energetic 


The 


The loliet convention 
staff of ofhcers for the ensuing year. 
ial roster ts as follows 

red 
Book Store, 


dent in charge of books, greeting cards and 


new on 


President Greenwood, Woodworth's 


University Chicago; vice-presi 


novelties, Frank Garland, The University Co 
Op, Urbana, II! 
office furniture, office equipment and supplies, 
Daniel S Moline; 


vice-president in charge of 


Hansen, Carlson Brothers 


second vice-president, Frank Rk Reilly, 
Reilly & Lee, Chicago; secretary and treas 
urer, ( H. Marquis, Bloomington (re 


commit 
Manufa 


elected ) member of the executive 


tee, James D. Prvor, Irving-Pitt 


turing Company 


\ word of explanation is due on account 


of the election of the two additional vice 


presidents This year the morning session 
of the second day of the convention was 
divided into two groups meeting simul 

SIMON 
t -Ous 1 d ‘re ms : ) one . 
ineously lifferent room The group Mlinois 


which consid red bo« ks. greeting cards and 
novelties was under the chairmanship of Will 


H. Johnson of Bloomingtor ind that devoted to office 


equipment, furniture and supplies was under the direction 


of Daniel S. Hansen This arrangement worked so well 


ind brought out such a practical series of debates and dis 


cussions that it was decided to continue the arrangement 


il d give the respective group leaders othcial standing 


the thirteenth annual con 


declared that 


The meeting at Joliet was 


vention Veterans in the organizatiot never 


had the held a finer or more instructive cor 


association 
vention; never had visitors been better entertained than at 
this convention, and never had they had a more ideal place 


Joli t 


Luncheons 


for the sessions The Chamber of Commerce of 


turned its new building over to the association. 


were served on the ground floor adjacent to a fountain 
ind pool where goldfish and small turtles swam about \ 
large skylight made the lobby almost as bright as day 


Off this ground floor lobby are meeting rooms, rest rooms, 
The 


where 


offices, dining rooms, etc second floor has an im 


assembly room balls and bat 


held Che 


part of this room 


mense¢ expositions, 


quets are interesting merc handise exposition 


was held in one and the opening session 
of the convention in another part. The banquet of Wednes 
day evening was also held here, followed by a dance 


The exhibits at the convention were beautifully gotten up 


and arranged. The exhibitors included the Illinois Book 
sellers and Stationers Association, National Association of 
Stationers, Office Outfitters and Manufacturers, National 
Association of Book Publishers and the Greeting Card 





LITTLE MISS BONNIB 


who 
stationers at the 
Joliet convention 


Association 
and publishers exhibiting 


P. F. Volland 


American 


among the trade organizations Manutacturers 
included the tollowi 2 

Manufacturing Com- 
The Wahl 
Henderson Lithographing Company, Graham Paper Com- 
pany, The Waterman 
University of Chicago Press, Hall Brothers, National Blank 
Book W. G 
Ridley & Eaton, 
Crane & Pike 
Park 


Company, Engle 


pany, Crayon Company, Company, 


Buzza Company, L. E Company, 


Engraving Company, 
Machine 
Sheppard Company, Quality 
Blank Book Com- 
pany, Grossett & Dunlap, C. Howard Hunt Pen Company 
Pencil Rand-McNally 
Company, Chicago Paper Company, Parker Pen Company, 


Stationers’ 
Victor Adding 
Company, T. M 


Company, 
Son, Company, 


Envelope Company, J. G. Shaw 


Automatic Sharpener Company, 


Dennison Manufacturing Company, Henry Altemus Com- 
pany, Sanford Manufacturing Company, Royal Typewriter 
Smith & Marshall 
Manufacturing Company, A. L 
The Pencil 


pany, Boorum & Pease Company, Greishaber 


Company, Company, 
Irving- Pitt 
Burt Company, General Com 
Pen Company, Easterbrook Steel Pen Com 


pany, Associated Stationers’ Supply Com- 
pany, W. A. Sheaffer Pen Company, Geyer’s 
Stationer and The Gift and Art Shop. 

To stimulate prompt attendance at gen 
eral and group sessions “on time” prizes had 
been donated by several of the manufac- 
turers, and the award of these prizes, each of 
worth and beauty, created much interest and 
no little merriment. These awards were as 
follows 

Handsome Sheaffer desk set to H. W. Mar 
tin, Office Appliances, Chicago; a beautiful 
Wahl desk set to A. J. O'Connor, T. M 
Sheppard Company, Chicago; “My Reference 
Book” by the National Blank Book 
pany to Earl Pantagraph Printing 


& Stationery 


Com 
entertained (;reiner 
Bloomington: box 


the Eaton, 


Company, 


stationery trom Crane 


Thiel, 


Buzza Company to 


of fine 
Company to J. A a handsome 
Fred 


Bookstore, Chicago 


& Pike Harvey, and 


framed picture from the Green 


wood, Woodworth’s University 
desirable and souvenirs were dis 


Several appropriate 


tributed by the manufacturers at the banquet These in 


cluded books, pencils and other small utilities, and were 
much appreciated. 

Resolutions of thanks were tendered to the Joliet Chan 
ber of Commerce for the use of their beautiful building 


other courtesies; to the Joliet convention commit 
worked 
uils of the convention: to 
City. Mo 
the dance at the Woodruff hotel on 
several manufacturers who donated the “on 
to the A. L. Burt 
iding a breakfast to the convention Wednesday 
to the P. F. Volland Confpany for entertainment provided 
for the convention; for. their hospitality at their tactory 


successfully in attending to 
Hall Brothers of 


for the orchestfa which supplied the music for 


e¢ which hard and 


Kansas 


Tuesday evening; to the 
time” prizes: 
Company for their hospitality in pro 
morning 


and especially for enterfdingag the ladies of the convention; 
to the manufacturers who made such an excellent exhibi 
tion of merchandise, and to the officers of the association, 
committees and group leaders who made the sessions un- 


Thanks 


tended to the Dennison Manufacturing Company for dec- 


usually interesting and valuable were also ex- 


orating the hall. 
death of L. J 
Mrs Coe 


A resolution of regret over the recent 


condolence to was 


Springfield, and of 


Coe of 








oe 


=" 
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passed and the secretary was instructed to transmit a copy 
of the preamble and resolution to Mrs. Coe. 

The question of whether or not to hold merchandise 
displays in the future was left to the option of the man- 


‘ 


utacturers. 

Nearly 150 persons were registered at the convention. 
The proportion between dealers and manufacturers and 
their representatives was approximately equal. Included in 


the registration were twenty-eight women. 














PHOTOGRAPHS MADE BY OFFICE APPLIANCES 
STATIONERS’ ASSOCIATION AT JOLIET.—(1) Miss Irene Keenan, 


OF THE ILLINOIS BOOKSELLERS’ AND 


P. F. Volland Company, who assisted in the registration 


H. Chumley of the L B. 8S. A. (3) The new officers of 
Greenwood, president; Frank Garland, vice-president; Dan 8S 


director. (4) Miss Irene Goldenberg of Geyer's Stationer 


H. Marquis, secretary—treasurer (re-elected); Fred 
Hansen, vice—president, and Jim Pryor, Chicago, IIL, 
presents the 


(10) Mrs. E 


Temple and Carroll A place of worship and song of 


Elgin, G. W. Nieder, Frank Carr. (13) J. R. Hatfield, 


Wednesday A M Mr. Hatfield registers (14) Otto Wagner, Freeport 
Company; Art R. Frey, The Globe—Wernicke Company. 


Henry Linden, J 

Wilson, The American Book 

A. J. O'Connor, J. R. Hatfield, A. L. Rickman, A. J 
Detailed Outline of Proceedings 


On Tuesday morning, May 8, President Harry H. Chum- 


lev called the meeting to order. Rev. Edward E. Hastings, 
paster of the Central Presbyterian church, Joliet, pro 
nounced an invocatio1 Next the Hon. George F. Sehring, 


avor of Joliet, gave an eloquent welcoming address, 


d to by C. W. Follett of Chicago 


n 
which was aptly responde 


On motion of Frank Simmons of Springfield the conven 


tribute to the memory of the late L. J 








Sheaffer “On Time” prize to H. W. Martin 
mons, C. H. Marquis (6) Mr. and Mrs. T. 8S. Bolstad 
at the Chamber of Commerce. (7) Harry L. Murdoch, 
Carlson, Mrs. Carlson (9) Mr. Hildreth chaperones a 


Earl Stutzman Herman Shermer, Earl Greiner, Joe 
Espenscheid, Bloomington, and W. H. Greenleaf, The Carter's Ink Company, Boston. (11) 
joy.” (12) F. E. Pearsall, A. G. Baker, S. W. Beck, 


Coe, for many years a leading stationer in that city and a 
faithful supporter of the association. Reading of the 
minutes of the previous convention was dispensed with. 
The report of the president followed, then that of Secretary- 
Treasurer Marquis, who reported a balance of more than 
$700 in the treasury. 

After the appointment of the resolutions and nominating 
committees, W. C. Miner of Miner’s Bookstore; Macomb, 
explained the progress being made in the distribution of 


¥; 
— as 


AT THE THIRTEENTH ANNUAL CONVENTION 





(2) President Fred Greenwood and Past President Harry 
the Illinois Booksellers’ and Stationers’ Association: C. 


of Office Appliances. (5) Frank Garland, Frank Sim 
of the Joliet Office Equipment Company at breakfast 


Harry Calvin, Jimmy Pryor. (8) Miss Carlson, A. G. 
party on a hike. Many will recognize H. A. Prescott, 


Hildreth, C. M. Flight, J. J. Ramma and P. 8. Riddle 
Messrs 


R. Burt Company, invited all dealers to breakfast 
(15) A. G. Baker, Sanford Manufacturing 


(16) W. B. Rodgers and CC. W. Follett (17) Messrs. 
H. Hildreth. W. E. Smith and Sidney Collins. (18) Harry McFarland of Rockford and H. G 
Company (19) F. W. Henley, Henley Book Store, Joliet. (20) This group includes 
Markelz, C. S. Westervelt and two others 


I. B. S. A. standardized merchandise. The ensuing dis- 
cussion lasted until lunch time 

Luncheon was served in one of the rooms opening off 
the glass-topped lobby or patio of the Chamber of Com- 
merce Building and in the lobby itself. 

The afternoon session was devoted to speeches and dis- 
cussions. W. L. Clarke of the Parker Pen Company, Chi- 
cago, gave some interesting “Sidelights from the Harvard 
Report”: H. L. Murdoch of the Irving-Pitt Manufacturing 





5 
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Company presented “Ideas That Make Sales,” having 
reference particularly to loose leaf. He outlined the educa- 
tional course in loose leaf selling maintained by his com- 
pany at Kansas City. He said that it behooves the dealers 
to instruct their salesmen in loose leaf selling, because loose 
leaf devices are profitable to the dealer and eminently satis- 
factory to the user. The greater part of the loose leaf 
devices sold in this country are distributed by manufac- 
turers dealing directly with the users and maintaining staffs 
of expert salespeople who understand their products in 
every phase and application. The solution of the dealer's 
loose leaf problem lies in better salesmanship grounded on 
expert knowledge of lines. 

There is no business in which loose leaf cannot be applied 
with advantage. The salesman should do more than take 
the order—he should use it to suggest forms and devices 
of which the customer had not thought. This-is creative 
salesmanship. Every loose leaf order rightly sold not only 
produces additional profits in reorders and supplies, but is 
a free advertising agency through the praise accorded by 
the satisfied user. The loose leaf specialist who goes from 
office to office soon finds himself in possession of a useful 
range of information anent the correct and successful. ap 
plication of loose leaf to business, professional and personal 


(Continued on Page 204) 
- —— <> —-—— 
Additional Details of the Columbus Convention 


The> May issue of Office Appliances‘carried a short story 
of the fourth annual convention of the Fifth Regional Dis 
trict of the National Association of Stationers, Office Out- 
fitters.and Manufacturers. On account.of the date of the 
convention coming almost simultaneously with the date of 
issue of this journal, it was impossible to»publish any pic 
tures and but a meagre account of the last’day’s proceed 
ings and the banquet. 

The session of Friday morning, April 27th, was pre- 
sided: over by B. A. Tuttle of South Bend and the first 
topic was under the direction of C. S. Nachtigal of Detroit, 
“Can the Stationer Handle Furniture Profitably?” and of 
course the conclusion was that he can, but that he must 
adhere to certain well recognized conditions. Mr. Nach- 
tigal emphasized the importance of local associations among 
dealers and the necessity for the furniture man to learn 
creative selling. The office furniture salesman and the em 
ployer must be taught to plan their work and to study the 
finer elements of salesmanship, working for the best in- 
terest of the customers and of the house at the same time 
The great thing is to get the confidence of the customer 
and bind him to the house as a permanent asset. Some 
of us have permitted our public to drift into the “veneer” 
attitude and to accept that which is but surface merit rather 
than sound, permanent value. This false attitude can be 
cured by getting back to the equipment of offices where 
the finest furniture should grace the best surroundings. 

Mr. Nachtigal referred to objections which are not valid 
and to ways of meeting them and to the creation by the 
salesman of the understanding of need in the mind of the 
prospect. He presented some interesting figures concern- 
ing the number of persons who must be convinced in sell- 
ing the average large order. The talk was illustrated by 
blackboard work and held the attention of the audience 
closely. 

Mr. Nachtigal’s talk was followed by a round table dis 
cussion conducted by Mr. Tuttle. “Store Arrangements 
and Displays” was ably handled by James F. Brischo, sec- 
retary of the Columbus Display Men’s Club. He made 
several good points. “We no longer trim windows,” said 
Mr. Brischo, “we display merchandise. The more expen- 
sive the merchandise, the less need for display. Frequently 


the window trimmer will employ striking materials and 
effects in his window, not with the idea of selling the pre- 
cise merchandise shown, but for the purpose of drawing 
attention and bringing people into the store. A futuristic 
chair, for instance, might not be a good seller, but shown 
in a window would create unmistakable interest and sug- 
gest a furniture department.” 

The last address of the morning session was by J. E. 
Neary of Geyer’s Stationer of New York, who spoke on 
Trade Paper Activities. 

The afternoon session was devoted to addresses by R. M. 
Royer, Purchasing Agent of Ohio State University and 
Edward Little, Chairman of the National Committee, who 
spoke on the West Baden convention, urging all stationers 
to attend this big event next Fall. 

The nominating committee then reported the nomina- 
tion of Edward L. Little, Sales Manager of the Wabash 
Cabinet Company, Wabash, Ind., for regional governor of 
the fifth district, appointment to be ratified at the national 
convention. Mr. Little’s nomination was unanimously ap- 
proved. . Then followed adoption of formal resolutions and 
adjournment. 

From 3:00 to 5:00 p. m. the delegates visited Columbus 
stationery stores where each stationer had specialized in 
making a display of some one particular branch of the 
business. 


The Banquet 


This event was held in the banquet hall of the Deshler- 
Wallick hotel and. was followed by dancing. Oscar A. 
Maul of the Maul-Nachtigal Company, Detroit and head 
of other interests in that city, was toastmaster. At the 
speakers’ table the following people were seated: E. H. 
Sell, Mrs. Netzhammer, Richard B. Carter, Mrs. Ed. L. 
Little, Retiring Governor Carl Schutz, Mrs. W. R. Diehl 
Oscar A. Maul, Mrs. Carl Schutz, Woodson P. Waddy, 
president of the National Association, Mrs. E. H. Sell, 
Governor-elect Ed. Little, Miss Mary Katherine Sell, Wm. 
R. Diehl and Conrad Netzhammer. 

The banquet opened with the usual exercises and com- 
munity singing of old songs. The speakers included well 
known men of the trade. E. H. Sell expressed his happi- 
ness over the excellent convention and gratification over 
being able to pay back some of the many courtesies his 
friends had accorded him in the past. He referred to the 
coming convention at West Baden as a big house party 
and said that it was to be the most wonderful party, the 
best convention and the best merchandise exposition ever 
given. Now that the important litigation is over, the work 
of the association will be pushed with vigor. 

Mr. Netzhammer referred to the inspiration derived from 
the original meetings and said that these meetings will 
grow in influence and interest. 

Harry Nichols of the Weis Manufacturing Company and 
president of the Central Travelers’ Association, presented 
a brief message of promise. 

The toastmaster then called on W. R. Diehl to introduce 
his assistants and the local stationers who had done so 
much to make the meeting a success. The toastmaster 
introduced the ladies at the speakers’ table 

Retiring Governor Carl Schutz, paid a compliment to the 
Columbus Stationers, referred to the excellence of the 
meeting, the value of the friendships formed and the ad- 
vantage of discussing mutual problems. He warmly 
thanked Mrs. Diehl and the assisting ladies whose presence 
had helped to forward the success of the meeting. He 
bespoke for the new governor the same codperation and 
helpfulness he had received. He then introduced H. L. 
Nichols as president of the new travelers organization. 

Ed. L. Little acknowledged the honor of his nomination 
to the governorship. He asked the help of everyone in 
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. SOME PICTURES TAKEN AT THE tigal, Detroit; Jack Sell. Columbus; 
l FIFTH DISTRICT MEETING HELD B. P. Fields, Gunn Furniture Com- 
THE LAST OF APRIL IN COLUM pany, Grand Rapids; C. A. Netzham- 
US, OHIO (1) John R. Davies mer, Milwaukee; Harry Short, Suc- 
resident, Moore Push Pin Company cess Line, Chicago; Steven A. Still- 
2) Three who helped to make Colum well; Harry Schick, Hanley Morgan; 
| bus hospitality linger in happy mem E. H. Sell, Columbus; John J. Dun- 

ry—Left to right: John H. Duncan can, Frank Sell and Frank O'Connor. 

hairman, Reception Committee; Mrs (5) Miss Mary Katherine Sell and 

Wm. R. Diehl, chairman, Hostesses Woodson P. Waddy. (6) Chas. Davis, 





B 
P 


e William R. Diehl, General Chairman Automatic Pencil Sharpener Company. 
) (3) C. L. Kaufmann, Chicago, secre (7) P. A. Hoffman, Smead Manufac- 

tary, Central Travelers’ Association. turing Company. (8) R. M. Tussing, 
r (4) Group of conventionites taken on Marietta, President, Victor Safe Com- 


pany. (9) Two pictures on one film— 
separate exposures — taken on Gay 
street, Columbus, one in front of the 
stationery store of Nitschke Brothers. 
The four people in the picture are 
Margaret Meyers, Dick Ramseyer and 
Anna Gilbert, while looking over Mr. 
Ramseyer'’s shoulder is a likeness of 
A. G. Nitschke. (10) The ladies line 
up 


oof of the Deshler—Wallick Hotel at 
Columbus during the regional meet 
ing of the fifth district April 29—30 
Twas nineteen stories up, and windy 
> and cold, but there was light! When 

the shutter clicked the victims said 
- Br-r!"" and made for the stairs. We 
” can name several, and know the faces 
of more than we can namé We dis 
> cover Bill Bailey of Lima, Ohio; Rich 
ard B. Carter, Boston; Carl J. Nach 





President, Central Travelers Associa-— 
TWO LEADERS AT COLUMBUS tion. Right: Carl M. Schutz, Browne— 
CONVENTION Left: Harry L. Nich . Morse Company, Retiring Regional 

} ols, Weis Manufacturing Company Governor 
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West Baden 


his administration and urged all to come to 


Mr. Schutz next introduced W. P. Waddy, president ot 
the National Association, who spoke on the growth of the 
regional idea and congratulated all présent on contribut 
ing to the advancement of the work. He also presented 


at West 


Boston pronounced the 


a strong plea for a large attendanc« Baden 


Richard B. Carter of Columbus 


meeting to be the finest regional meeting he had ever at 


tended, The papers and addresses were interesting and the 


discussion brought out some good ideas. People are usu 
ally too impatient for results which come logically only 
after a period of time, and indirectly One of our funda 
mental problems is the multiplicity of items and their re 


peated handling There is now a movement on towards 


the concentration of lines. Savings can be made, but only 


! effort lf it 


by co were not for the associatiot 
these problems would never have been solved 


perative 


and its work, 


at all He pointed out that wholesalers are starting a 
movement tor the concentration of lines 
After the banquet dancing tollowed until a late hour 


> 


R. Orthwine Employees Have Dinner-Dance 


The employees of R. Orthwine, 344 West Thirty-fourth 
street, New York City, staged a dinner-dance Saturday 
April 21, at the Printing Crafts Club, 460 West Thirty 
fourth street [The object was a social get-together to in 


crease tellowship among employees and to strengthen bonds 
will between employees and their employers. A. ] 
Frank Mastrangelo, 
and Chris Vitzhum, assistant super 
after 


ot goed 
Herold 
superintendent 

} t! 


intendent, in charge of ‘ 


Mr. Orthwine 


was master of ceremonies 


ot shop 
hind which 


er’ made talks 


was heard from. 





Monday is an opportune time 


Quite a few traveling men also 


the attendance showed that 


for most of the members. 


were present. 


The outing to be held July 11 at Plum Beach was dis- 
cussed in detail. A proposed menu was accepted. It is to 
be an old-fashioned Rhode Island shore dinner Plans 
have been laid for over 150 at the outing. Frank W. Peters 
is in charge of the committee on games and Raymond H. 
Shaw, acting president, is in charge of prizes. 

Those wishing to contribute prizes should get in touch 


with R. H. Shaw, care of E. L. Freeman Company, Woon- 
socket, R. | 
reservations already 

rhe next 


Mor day evel 


The charge for the outing is $2.75 each and 


are being made. 


l for 


meeting at the Green Room is scheduled 


ing, June 11 
> 
National Typewriter Dealers Announce Convention 


Third the Na 


['vpewriter Dealers wiil be held in the 


Che annual convention of tional Associa 


tion of Hollenden 


Hotel, Cleveland, Ohio, on August 20 to 22. Plans are be 
ing made to make this very much worth attending 


Woodstock Sales Conference at San Antonio 


Sales representatives of the Woodstock Typewriter Com- 


Southwest attended a conterence at 


May. S.E 


B. Brightman, assistant general 


operating in the 
Antonio 
ager, and A 


conducted 


pany 


San Tex., in Slaughter, district man- 


sales manager 


the meetings. 











DINNER-DANCE, EMPLOYEES OF R 
Mr. Orthwine spoke on profit-sharing, disclosing a pla 
being formulated under which loyal and competent em 
ployees would eventually become stockholders, or would 
otherwise share in the profits of the business. T. Joseph 


Gibbs, office manager, followed with some words of appre 


ciation of the plan, and urged furtherance of the policies 
suggested Mr. Orthwine Both speakers were well re- 


ceived and roundly applauded 
Dancit g tollowed the dinner and the speeches, with musi 
furnished by the Manhattan Club Orchestra 
o- 


Rhode Island Stationers Plan Outing 


[The Rhode Island Stationers held their regular meeting 
it the Green Room on Washington street. Providence, 
R. I.. on M iv evening, May 14 

This was the first meeting held Monday evening and 


ORTHWINE 





PRINTING CRAFTS CLUB 


Richmond Stationers’ Association Meets 
April meeting of the Rik Assoc 


Richmond, Va., was attended by representatives of 


hmond Stationers 


Che 


tion, 

| ’ taner in ¢ , Edward |] l soot } 
neariv every Sstationer 1 owl award | I r Saies 
manager of the Wabash Cabinet Compa Wabash, Ind 
was one of the principal speakers on the progr 


+. 
General Woodstock Sales Conference in July 


] M Hackney vener il sales nia iv the W ood- 
stock Typewriter Company, plans a general sales confer- 
ence at. «the home office m July It vil he ttended by 
the leading distributors, district managers ran mana- 
gers and branch salesmer One feat ¢ ( terence 
will be a visit to the company’s factory at Woodstock, IIlL., 
where the sales organizati wi e« i i with the 
manutacturing processes, or revive memories of the accu- 

ate ethods which prevai shee manufacture of the 
, ewriter 
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a) 





Dinner for Underwood Chief at Chicago 

The salesmen of the Underwood Typewriter Company at 
icago commemorated the fifteenth anniversary of George 

\. McClellan’s taking charge of the branch with a dinner 
the Hotel La Salle May 11. It required skilled wire 

to tie him to the hour and date of the dinner with- 


giving an inkling of what was in store, but “G. W.” 





S t conscious that he was to be in the limelight until 
_ — 
FIFTEENTH ANNIVERSARY DINNER GIVEN 
OF THE UNDERWOOD TYPEWRITER 
AGER, G. W. McCLELLAN, AT THE 
e entered the dining roon \ sumptuous dinner was 


served and some incidental talks made to convince Mr. Mc- 
Clellan that it’s a bit unusual for a branch manager to 


lirect the same branch fifteen vears, and to hold its position 


is a producer with other nches of the company. Forty 
ine salesmen signed the dinner menu, many of them with 
cords fteer ears with the Underwood Typewriter 

( npar Another fifteen vears will see many of these 


salesmen as managers of branches—and as for Mr. Mc- 
llan, he will probably be running the Chicago branch 
s of yore ith another crop of hustling salesmen growing 
> 

Sheaffer Mid-West Salesmen Meet at Cleveland 
The \W \. Sheaffer Pen Company held a sales confer 
Cleveland, Ohio, May 8, which was attended by 
1e mid-western territory. It was conducted 
H. E. Waldron, vice-president and general sales mana- 


Carl Hart. advertising manager, was also presenti 


oe —_ 
A New Travelers Club—the New England 


The New England Travelers Club held its first meeting 


April 30, electing the following officers: President, Paul 

W. Cheney of Roslindale, Mass., representing Southworth 
Paper Company; first ce-president, Chauncey Krotz of 
Melrose. Mass.. representing the J. G. Shaw Blank Book 
npany and the Oakville-American Pin Division of the 
Scovill Manufacturing Company; second vice-president 
William T. ¢ hapli tf Boston, representing the I FE. Water 
Company secretary Robert W Meyers of Boston 
presenting Eaton, Crane & Pike Company; Guy Hart of 


presenting the Joseph Dixon Crucible Company 


Che membership committee is con posed of Herbert Blizard 


of 101 Summer street, Boston: Malcolm Dresser of Cam 


ridge. representing the Standard Diary Company; and 
Courtland Worth of Needham, representing the Esterbrook 


Pen Company. Officers and membership committee mem- 


bers constitute the executive committee of the organization. 


Connecticut Valley Stationers’ May Meeting 
A meeting to which clerks and salesmen were especially 
invited was staged May 16, 1928, at the City Club, Hartford, 
Conn., by the Connecticut Valley Stationers’ Association 
Herman Bill addressed the gathering on the subject of 
“Store Salesmanship,” sharing with his listeners the results 
of his wide experience. This was the last meeting of the 


association until Fall. 





BY THE CHICAGO BRANCH SALESMEN 


COMPANY IN HONOR OF THEIR MAN- 


HOTEL LA SALLE, MAY 11, 1928 


May Meeting of Chicago Stamp Makers 

The Chicago Stamp Manufacturers’ Club, Inc., held its 
regular monthly meeting May 21 at the LaSalle hotel. 
Special features were a talk on, @osts of composition, by 
Edward Galloway, president of the’ Sthool of Applied Esti- 
mates, and a talk by.W. Farr, of Wm. A. Force :& Com- 
pany, on the objects of the club. The publicity committee 
on the forthcoming convention of the International Stamp 
Manufacturers’ Association at Chicago reported on the 
work it had accomplished, and the plans for additional 
publicity 

en 
Date of Pacific Northwest Meeting 

The Pacific Northwest Stationery Association will hold 
its annual meeting on June 11th and 12th at the Multnomah 
Hotel, Portland, Ore. This association comprises Regional 
District No. 11 of the National Association of Stationers, 
Office Outfitters and Manufacturers, of which District 
lames S. Ball of the Kilham Stationery & Printing Com- 
pany, Portland, Ore., is governor. 

Extensive preparations are being made to make this meet- 
ing thoroughly representative of the stationery trade of 
the Pacific Coast and the Northwest. A large attendance 
is expected and an interesting and elaborate program has 
been prepared. Portland stationers will leave no stone 
unturned to make the meeting a success and their efforts 
deserve recognition by every member of the trade who can 
possibly show his appreciation by attending. 

-_ 2 
Kaufman Made Central Travelers’ Secretary 

C. L. Kaufman, 2501 Fargo avenue, Chicago, Ill, has 
assumed the duties of secretary of the Central Travelers 
Club, a newly formed organization associated with the 
fifth regional district of the National Association of Sta- 
tioners, Office Outfitters and Manufacturers. Mr. Kaufman, 
it is said, is making a “whirlwind secretary.” He is asso- 
ciated with the Moore Push Pin Company and the Koh-I- 


Noor Pencil Company 
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Philadelphia O. A. Managers’ Annual Dinner 

The Office Appliances Association of Philadelphia (Pa.) 
held their annual dinner and golf tournament Thursday 
May 3, at the North Hills Country Club. This organization 
is limited in its membership to the managers of every office 
appliance company in Philadelphia. Thirty-five managers 
were present at the dinner, including many of the older 
members. William Thompson of Chicago (not the mayor), 
now with the Globe Register Company, came purposely, 
to attend the meeting. Paul Schwartz of Remington-Kand 
Company at Allentown, Penna., attended. 
Norton of Shaw-Walker 
master. The typewriter group, composed of Charles Hor 
ton of the Underwood Typewriter Company, John Jones 
of L. C. Smith & Corona Typewriters, Inc., Herbert Tin 
dall of Remington-Rand) “Spike” Randall of the Royal 
[ypewriter Company were also heard from. 


Charles Company was toast 


This organization has been in existence for the past seven 
vears, and the close association which it has permitted has 
it is said, been of great benefit in bettering conditions and 
in correcting situations arising from time to timeout of 
misunderstanding 


The following list of officers was elected: President 
Arthur W. Sadden of Yawman & Erbe Manufacturing’Com 
B. Jones of L. C. Smith & Corona 


Charles -Eécles of 


vice-president, J. 
secretary-treasurer, 


pany; 
[ypewriters, Inc.; 
A. B. Dick Company. 

Central West Dictaphone Men Meet at Chicago 
central held 
The sessions were 


managers in the west 
April 28. 


Stowell, president, and 


Dictaphone branch 
a sales conference at Chicago, 


held at the Chicago branch. L. C 





GROUP AT SALES MEETING BY THE DICTAPHONE IN 


CHICAGO Left to right—Front row F. L. Seott, manager 
St. Louis; L. C. Stowell, president; Merrill B. Sands, vice-presi- 
dent in charge of sales Second row N. J. Wileox, Kansas 


City branch: L. K. Blochloch, manager Toledo, Ohio: L. W 
Hawker, manager Dayton, Ohio; R. H. Hammerschmidt, man- 
ager Grand Rapids; A. E. Blackstone, manager Chicago; E. 
Thal, manager Detroit. Third row T. J. Price, manager 
Peoria, Ill Cc. E. Terry, manager Kansas City; W. P. Minor, 
manager Milwaukee Gilbert Hunter, manager Indianapolis 
Cc. L. Bossmeyer, manager Louisville; W. M. Snite, manager 
Cincinnati; F. 8S. Moyer, assistant manager Chicago 


Merrill B. Sands, vice-president in charge of sales, were 
present and inspired the men present with the prospects 
of good business 

Mr. Stowell had been on a tour of the Pacific coast, and 
told the meeting that business conditions were in splendid 
shape, especially from the viewpoint of the Dictaphone Sales 
Corporation 

—— 
Capital District Stationers’ May Meeting 

The regular monthly meeting of the Capital District 
Stationers, Office Outfitters and Manufacturers’ Association 
was held Tuesday, May 22, at 6:30 p. m., in Keeler’s res- 
turant, Albany, N. Y. Members were urged to come and 
bring one or more of their employees.. A good attendance 


was present to partake in the very interesting round table 
discussion which was held 


O. E. Institute Discusses Important Topics 

The Office Equipment Institute held a day-and-a-half 
session on Thursday, May 10, and Friday morning, May 11, 
at the Roosevelt Hotel, New York City, N. Y. The follow- 
ing ten subjects were scheduled for discussion: 

1. Plans for speeding up sales during the coming sum- 
mer months, discussed by members informally 
industry taking advantage of opportunities 
This was discussed by W. R. 


2. Is the 
offered in South America? 
Cummins, Monroe Calculating Machine Company; W. E 
Snodgrass, Dictograph Products Corporation; and Clement 
Ehret, International Business Machines Corporation. 

3. Can one salesman successfully handle a varied line 
Speaking on this were M. S. Eylar, General 
Wigginton, Rem- 


of products? 
Office Equipment Corporation, and G. P 
ington Rand Business Service, Inc 

4. Making the most of the big city sales record, dis- 
cussed by G. E. Hancock, Remington Rand Business Serv 
ice, Inc. 
5. Cooperative Advertising and Its Benefits to this In- 
stitute transferred to Friday morning 
discussed by Gratton E. Hancock of the Remington Rand 
A big feature was the presentation of a co 
program of charts exhibits by 
rhe matter relating to the 


was and was then 


organization 
operative advertising and 
the’ Frank Presbrey Company. 


referred to the council 


Institute was executive 

6. Creating greater interest on the part of colleges, uni 
versities and business schools of the country, in teaching 
the importance and use of office equipment, discussed by 
F. H. Bloom, the Todd Company, and Merrill Sands of 
the Dictaphone Sales Corporation. The subject 


sidered from both the cooperative and the individual points 


was con 


ot view 
7. Plans of salesmen’s compensation, discussed by W. C. 
Gookin, Teledo Scale Davilla, General 


Office Equipment Corporation; and J. W. Dozier, National 


Company; J. A 


Cash Register Company 


8. Are our selling methods constructive or destructive? 


Those assigned to talk on this were G. Rowland Collins, 
Assistant Dean and Professor of Marketing in the New 
York University School of Commerce, Accounts and 
Finance; and C. P. Crocker, Mutual Life Insurance 


Company 


9. Our latest use of modern inventions for educational 


and sales promotion work, discussed by L. C. Stowell, 


Dictaphone Corporation, dealing with the new Bristol 
phone 

10. The return goods problem, discussed by Mr. Worth 
ington of Ditto, Inc. This problem was considered under 
four heads: (a) Can the practice of granting excessive and 
unreasonable allowances be stopped? (b) Under what con 
ditions is merchandise subject to return? (c) If it is re 
turnable, is there a time limit beyond which it is not return 


able? and (d) Disposition of trade-ins 
The meeting was fairly well attended and the usual good 
fellowship prevailed 
. in 
North Eastern Stationers’ Club Meets 
The North Eastern Stationers’ Club met on April 24 in 
the Sterling Hotel, Wilkes-Barre, seventeen 
persons in attendance. Walter G 
Dixon Crucible Company, Jersey City, N. J., 
teresting talk on “Success.” All success is based on 
simple factor or motive which controls our lives, said Mr 
Stringer, for it is whether we think right or think wrong 
a 


Yours may not be the most important job in the shop, but It 
is your job; therefore do it.—Art Metai Welder (Art Metal 
Construction Company). 


Penna., with 
Stringer of the Joseph 
gave an in 
one 
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level and assumes its proper post- 
tion as STANDARD. That is why 


“OUR LINE” 


TYPEWRITER RIBBONS 
AND CARBON PAPERS 


F$Ot+ St S++ S+S+ S++ ore 
| 
_ A GOOD thing always rises to its 
is recognized as the most 
standard on the market today. 
The element of goodness is 
conveyed in every impression 
from our ribbons and with every 
copy from our carbons. There 
is the same element in our pol- 
icies. We co-operate with the 
trade in every way and meet 
every condition. Our splendid 
STANDARD brands are the 
best aid in building up a trade 
for this line of goods 





M. M.—MITVOL—PROGRESS—EUREKA— 
SILK-SPU N—Carbon Papers 


WORLD LEADERS IN EVERY SENSE 


MITTAG & VOLGER, Inc. 


Principal Office and Factory, PARK RIDGE, N. J., U. S. A. 


Branches: 
NEW YORK BOSTON CHICAGO ST. LOUIS 
261 Broadway 115 Federal Street 205 W. Monroe Street Merchants Laclede Bidg. 
CLEVELAND LOS ANGELES SAN FRANCISCO MINNEAPOLIS 


326 Erie Building i102 San Fernando Bidg. 591 Mission Street 1040 McKnight Building 
(406 Se. Main St.) 


AGENCIES ALL OVER THE WORLD 
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that determines our success or failure He was roundly 
applauded at the close of his address. E. S. Fiske reported 
on the Baltimore meeting, stressing the record attendance 
they had there and the fine time he enjoyed 
The officers of this club are as follows 
Charles W. Honeywell, Deemer & Company, Wilkes-Barre, 
Penna.; vice-president, Charles Reisman, Reisman Brothers, 


President, 


Scranton, Penna.; secretary, Owen B. Ash, Deemer & Com- 
pany, Scranton, Penna.; treasurer, Robert Reader, Office 
Supply Company, Kingston, Penna 
an 
Philadelphia Stationers May Meeting 


\ meeting of the Philadelphia Stationers’ Association for 
executives only—the second meeting of this type staged 
by the organization—was held Thursday, May 10, at the 
Bellevue-Stratford Hotel, Philadelphia, Penna., at which 
time sixty leading dealers enjoyed one of the well-known 
dinners served by Ed Eisenstein. 

The speaker of the evening was Dr. Malcolm P. McNair 
of the Harvard Bureau of Business Research, talking on 
the subject of “Operating Expenses.” Dr. McNair was in 
charge of the study made by the Bureau on the retail sta 
tionery trade, and is consequently well qualified to speak 
with authority. He first spoke of the need today of train 
ing for business administration, just as professional men 
require training to master the many intricate details of 
their respective professions. The original purpose of the 
Harvard Bureau of Business Research was to ascertain 
what are the fundamental principles and primary facts 
which should be taught in a school for training future busi 
ness executives 

Speaking on conditions in the stationery trade, Mr. Mc 
Nair emphasized the need of keeping down operating ex 
penses, stating that those firms who showed the best profits 
were almost invariably those who had expenses propor 
tionately low in relation to their volume of business. This 
factor is stressed above turnover and large business volume 
In computing operating expenses, one must be sure to 
include such items as rent (even though the building is 
owned), salaries to owners, interest of capital invested, etc 

Hard work is an indispensable key to success. Keeping 
everlastingly at one’s task is a prime requisite. Without 
the proper attitude toward one’s job he cannot succeed 
Nevertheless, exact knowledge is becoming more and moré 
essetitial to the working out of one’s salvation in the busi 
ness world. Figures, charts, statistics will not tell one all! 
that he needs to know, unless he interprets them properly 
and then applies the knowledge thus gained Take the 
results of the Harvard study, compare your own state with 
that of the general run, and see wherein lie discrepancies 
Ask yourself: Can I increase my sales volume? Are my 
expenses too high More scientific information about your 
business is constantly needed—digging for the Acre of 
Diamonds in your own backyard is still good, but better 
business education is demanded to carry out this operation 
successfully 

Mr. McNair said that data on the relative costs of trans 
portation by parcel post, express and freight was available 
but was not published in Harvard Bulletin Number 67, 
which deals with the retail stationery trade 

When questioned as to whether interest on capital i 
vested should be charged up to operating expenses, Dr 
McNair said the attitude of the Harvard Bureau was in 
favor of this, although some certified public accountants 
disfavor it, in view of the fact that Federal income tax 
procedure does not consider interest on capital invested 
as operating expense. The justification for the Bureau's 
view is that they are attempting to show the merchant 
whether he is getting a fair return for the risk involved 


in thus investing his capital 


\ rising vote of thanks was given to Dr. McNair at the 
close of his address. Guests at the meeting included Wil- 
liam S. Yeo, past president; F. W. Zurcher, York, Penna., 
and H. Petersen, Philadelphia. Williams & Company, Inc., 
Frankford Stationery Company, and Marx-Lyons Company 
were unanimously elected to active membership. C. M. 
Conger, president of Irving-Pitt Manufacturing Company, 
was present and spoke a few words of appreciation. 

The June meeting of the association will be addressed 
by S. R. Nichols of the Columbia Ritbon and Carbon Com- 
pany on the subject of typewriting supplies.—C. H 

_ 


Boston Stationers April Meeting 

rhe April meeting of the Boston Stationers’ Association 
brought out more active interest, it is said, than ever before 
was in evidence in the history of the organization. Arthur 
Johnson of Johnson's Book Store, Springheld, Mass., gave 
an excellent talk based on his personal experiences, while 
his brother, Roger, associated with him in the same com- 
pany, seconded him very ably with additional comments 
and answers to questions 

[he main body of the discussion, in which all present 
enthusiastically participated, was concerned with the ex- 
tended stock-taking methods now in use in Johnson’s Book 
Store. A reduced inventory, lower expense, increase of 
available space, and various other advantages, have re- 
sulted. Arthur Johnson answered most of the objections 
raised to stock-taking, such as extra work involved, lower 
buying discounts, increased shipping costs, wages for spe- 
cial clerks, difficulty in supplying large orders when the 
stock is low, etc. Of course, in the case of this organiza- 
tion, the ultimate answer to all objections is the increased 
profits effected. 

The practice of having every sales person carry in his 
sales book a blank sheet on which to enter items called 
for that are out of stock, items called for that have not been 
carried, and those on which the stock is low, was sug- 
gested as a means of helping the concern’s buyer to make 
un intelligent decision as to further purchases 

As regards advertising, it was suggested that the use of 
mailing lists, carefully chosen and carefully revised from 
time to time, together with a careful choice of material for 
mailing, is a vital aid in sales promotion for the stationer. 

i.) — 
Stationers’ Square Club’s “1928 Follies” 

The second annual production of the show staged by the 
Stationers’ Square Club of New York City, known this 
the Stationers’ Follies of 1928, was held Friday, 


year as 
April 27, in the auditorium of the Level Club, of New 
York City. \ large number of tickets had been sold 


throughout the trade and a very representative group 
greeted the performance. Despite the inclement weather, a 
number attended, filling the auditorium and crowding 


The twenty-six num- 


lara 
the dance hall after the performance 
bers on the program were all excellent. The entire ensem- 
ble was of a high class, histrionically speaking. and the 
whole show “went over” very well with its appreciative 
audience. No doubt, after the consummation of this year’s 
performance, the Stationers’ Follies will become an annual 
institution. 

[The show was produced under the personal direction of 
Charles Richard Laut. Mort L. O'Connell of L. E. Water- 
man Company was master of ceremonies, and Gerard D. 
White, city representative of Art Steel Company, Inc., acted 
as stage manager Music was furnished by Mr. Laut’s 
orchestra 

The program was quite pretentious, being a sixty-page 
booklet, attractively put up, and containing over fifty pages 
of advertising, instead of educational write-ups, as appeared 


in the program last year. Included in the program is a 
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We 


The Business Office 
of the Future 


T will be Quiet: Typewriter noise, that great 

nuisance of modern business life, will be ban- 
ished forever. 

It will be Oren. The stuffy partitions with their 
bad ventilation, built in the effort to confine 
typewriter noise, will go the way of the noisy type- 
writers. The future business office will be a place 
of fresh air, sunlight and broad open spaces. 

It will be Screntiric IN Its ARRANGEMENT and 
the economical utilization of space. No need any | | 
longer to segregate the typists — away from the ; 
other workers. The executive will have his sec- 
retary beside him and there will be the same 
close association of all related tasks. 

It will be Errictent—beyond the highest stand- 
ards of the past. Pure air, sunlight and quiet, 
that health preserving trio, will insure the highest 
productive capacity of every office worker. 

No imagination is needed to picture the busi- 
ness office of the future — For It HAs ALREADY 
BEGUN To ARRIVE. 
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Remington Typewriter Division 
REMINGTON RAND BUSINESS SERVICE INC, 
374 Broadway, New York, N. Y. 


The Only QUIET Typewriter 





Improved 


Remington Noiseless 
PRODUCT OF REMINGTON RAND 
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short resumé of the history of the Stationers’ Square Club. 

Collins C. Shee, president of the club, was here active for 

the last time, since he has been recently promoted to the 

position of sales manager with his company, the Oakville 

American Pin Division of the Scovill Manufacturing Com- 

pany, to make his headquarters in Waterbury, Conn., after 


the first of May 
_ : 
The Central Travelers Elect Officers 
At the meeting of the Central Travelers Association held 
at Columbus during the recent regional convention the fol- 
lowing officers were elected: President, Harry Nichols, 
Weis Manufacturing Company of Monroe, Mich.; treas- 
urer, B. O. Marlin of the Conklin Pen Company, Toledo; 
first vice-president, Steve Stout, Irving-Pitt Manufactur- 
ing Company, Kansas City, also chairman of the enter- 
tainment committee; second vice-president, W. R. Diehl 
of the Dieh! Office Equipment Company, Columbus, Ohio; 
third vice-president, R. M. Tussing, president Victor Safe 
Company, Marietta, Ohio 
a 
Tenth District Meeting Boosted by Clever Cartoons 
C. E. Hoffhine of Casper, Wyo., regional governor of 
District No. 10, has been distributing to the members of the 


region an unusual and unique bulletin known as the 
‘Teapot Weekly Bull—etin.”” Numbers two and three, of 
volume one, recently came to our attention, the first of 


them being a series of cartoons referring to various indi 


viduals who expect to come to the regional meeting at 
Denver on June 22. One, for example, shows a picture of 
a racing automobile with the caption, “George Horne (of 
Greeley, Colo Alwavs Arrives Ahead of the Gang,” etc 
Another, showing a picture of an aesthetic dancing couple, 
reads: “Those Artistic Birds That Peddle Greeting Cards 
Are Coming.” Still another, showing an old gasoline buggy, 
is entitled: “Robinson and the Other Citizen Are Coming 
in from Golden in Their Model T.’ 

Che same humorous vein is followed in the third bulletin, 


howing a cartoon of Andy Crush, the proverbial diminutive 


s 
lover, being pretty well ballasted by a heavyweight damsel 
entitled, “Miss Denver.” The cartoon goes under the cap 
tion of “Hold Everything!” and is printed in black and 

} bright red. “Hold everything until June 22,” continues the 


subhead—and one unnot fail but hold in his memory the 


vivid portrait of “Miss Denver.” 


Such literature as this should surely serve to stimulate 
nterest in the district convention to be held in June and to 
increase good fellowship among the members 


- a 

7 Central Travelers Elect Officers 
At a meeting of the Central Travelers’ Association, held 
Wallick Hotel, Columbus, Ohio, on Thurs 

i April 27, the followm g otncers were elected President, 
Harry L. Nichols, Weis Manufacturing Company, Monroe, 
Mich.; treasurer, B. O. Martin, The Conklin Pen Company, 
Toledo, Ohio; first vice-president, Steve Stout, Irving-Pitt This W e ] d on Robert’s 


Manufacturing Company, Kansas City, Mo.; second vice 


president, W. R. Diehl, The Diehl Office Equipment Com- Line of Erasers embraces 

ny, Columbus, Ohio; third vice-president, R. M. Tussing, ° 
swaskdent. ‘Tha Wistar Sela Cauca Tin, Ge every wanted kind of 
The secretary of the association will be appointed later eraser—in all necessary 
> ~~ —— 


R. I. Stationers Plan Big July Outin sizes—but in only the 


the Deshler 


de Island Stationers’ Association held its regu-ar 








sieatinn on Age 34, ot Peaviiaaes, 2.4. “hema highest quality. 
attendance Raymond I. Shaw of E. |] freeman Con 
pa *" ket £ resident of the association, occu 
pied the chair, while Mr. Atwell of Preston & Rounds Con 
D { } d ce S< < \ | nd Wednes Weldon Roberts Rubber Co a iela. N J U. A 
day in Tul, vas sé ted for the date f the ssociation 
mot n July w \ : 
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One of 19 Standard Sizes 


—we never thought the line 
would be so easy to sell 


HOOSING the lines you 
c. earry and sell is no easy 

job. Your profits depend on 
spotting the quick, easy sellers 
More than that, you want full 
cooperation from the manufac- 
turer When you sell LIBERTY 
Boxes, you get both of these 
advantages Ask any stationer 
who handles the LIBERTY 
line 











Burley Tebacce Growers Ass'n 


COLLAPSIBLE~— 
Storage Filing Boxes 


“Unexcelled for economical storage filing” 


ri 


materials They have patented advantages which make 

them more satisfactory in use They are used by more 
than 20,000 leading banks and business firms. They are grow- 
ing rapidly in sales every year Make the test in your own 
territory. Find out who already uses these boxes. Ask them 
for their opinion Or better, try out a brief selling cam- 
paign See if LIBERTY Boxes don’t sell quick and easy 
Here is a list of representative users 


TYPES OF USERS 


Armour and Company Chicago 
Burley Tobacco Growers Ass’ n Lexington, Ky. 
Central Alloy Steel Corporation Massillon 
International Harvester Company. . .Chicago 
Equitable Life Insurance Co. of lowa. .Des Gules 
Federal Life Insurance Company 

Insurance Company of North America Paiisdetonte 


I IBERTY Boxes are made of the very highest quality 


Standard Accident Insurance cnagety ... Detroit 
Lee, Higginson and Company New York 
Paine-Webber and Company... ‘ . .Detroit 
5S. W. Straus and Company ade .Chi 

Central Illinois Public Service Co. Springfield 
Central Indiana Gas Company ....Muneie 
Commonwealth Edison Company. . . .. Chicago 
Dallas Power and Light Company .. Dallas 


Chicago & Northwestern Railway Co. . Chicago 
Delaware, Lackawanna & Western Rwy. Co.New York 


Great Northern Railway Company St. Paul 
Pennsylvania Railroad System Philadelphia 
Philadelphia & Reading Railroad Philadelphia 
The Boston Store Chicago 


Denver Dry Goods Company Denver 


Piggly Wiggly Stores, Inc. Memphis 
Kansas City Telephone Company Kansas City 
Northwestern Bell Telephone Co. Omaha 
Chicago Surface Lines . Chicago 
Department of Street Railways . Detroit 
United Railways & Electric Company . Baltimore 
American Express Company New York 








Clip this coupon to your letterhead and ask 
for our proposition to rated stationers. 











BANKERS BOX CO., INC. 
Rand McNally Building Chicago 


Please send me full information egzarding LIBERTY Boxes 


and your proposition to rated stationers 


Name 


Address 
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Outing. The entertainment committee, of which Frank 
Peters is chairman, will be in charge of arrangements for 
Acting President Shaw will have charge 
Several supporting commit- 


games and sports. 
of prizes and transportation. 
tees are being formed to contribute to the success of this 
affair and to make it one long to be remembered. 

The time for future regular meetings was changed to the 
second Monday of each month; the place—the “Green 
Room,” 44 Washington street, Providence. 

0) 


New Members, National Typewriter Dealers’ 
Association 

The April Bulletin of the National Association of Type- 
writer Dealers contains the names of four new members, all 
located in Ohio, as follows: Waltz Typewriter & Adding 
Machine Company (F. C. Waltz), Seventh and Main streets, 
Cincinnati; Cleveland Typewriter Company (Harry Katz), 
1907 East Seventeenth street, Cleveland; Cleveland Calcu- 
lating Company (L. W. Adler), The Arcade, Cleveland; 
Typewriter & Supply Company (A. W. Schlecht), 620 St. 
Clair avenue, Cleveland. 

Le eee 
Annual Horder Picnic June 16 

The annual picnic of Horder’s, Inc., Chicago, Ill, will be 
held June 16 at St. Paul Park in the Cook County Forest Pre- 
serve. Manufacturers associated with the commercial stationery 
field and their representatives are welcome. Some of these ar- 
range their trips to be near Chicago the day of the annual 
Horder picnic, in order to participate. 

Transportation to the picnic grove will be by motorbus and 
private cars. 

- 
Boston Stationers’ Annual Outing, June 9 


The Boston Stationers’ Association will hold, its annual 
outing June 9 at the Ocean House, Swampscott, Mass. Guy 
Hart, Joseph Dixon Crucible Company, will again act as 
chairman of the outing committee, thus insuring the success 
of the event. 

“Tim” Towhill, of 
Boston Stationers’ Golf League, which meets every other 
Thursday on the various links of the city 


“hole-in-one” fame, has organized the 


oe — 


Stationery Credit Managers’ Conference 
The manufacturers’ division of the Stationery, School and 
Office Equipment and Supplies Trade Group of Credit 
Managers will meet in annual conference at Cedar Point, 
Sandusky, Ohio, July 9 to 11. This is a permanent or- 
ganization of credit managers representing the principal 
manufacturers selling the trade indicated. It has been 
particularly active during the past few years and has ac- 
complished some good results through furthering the solu- 
tion of some of the most frequently encountered economic 
problems within the industry. The conference is to be an 
open one, at which all manufacturers having national dis- 
tribution among this class of trade are especially invited 
—_— > 
N. Y. Stationers Hold Amateur Night 
The final meeting of the season for the Stationers Asso- 
ciation of New York was held Monday, May 21, at 6:30 
p. m., at the Drug & Chemical Club, 85 John street, New 
York City. More than 300 attended. The meeting was 


in the nature of an amateur night, and was in charge of 
the entertainment committee, which is composed of Edward 
Gash, chairman; Mort L. O'Connell, Myron A. Stein, 
George Hanna, H. W. Rogers, and J. Milton Van Alst 
The Modern Stationer furnished the song books for the 
occasion, and Henry Armstrong, of “Sweet Adeline” fame, 
took charge of the group singing. 


Hats were furnished by 
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HE Underwood Portable Typewriter has taken its place among modern 
) inventions for saving time and energy. ( 
) In the quiet seclusion of your home or when traveling, whether on business ( 
i or pleasure, this compact, reliable typewriter is a helpful companion. Let 
int, ) swift keys replace the halting, tiring pen. Give freedom, speed and ease to ( 
or ) your writing with the legible type of the Underwood Portable. ( 
ona ) In addition to Underwood superiority in typewriter manufacturing, the popu- ( 
= larity of the Underwood Portable is further increased by the use of CoLor! 
lu ) The Underwood Portable with Four Bank Standard Keyboard is now available ( 
ni ) in a number of harmonious color combinations without additional cost. ( 
ie ) PRICE $60.00—IN U. S. A. ( 
) The new Underwood Portable is on sale at Underwood Offices in the ( 
) brincipal cities. If there is not an Underwood Office near you, write ( 
= ) UNDERWOOD TYPEWRITER COMPANY ( 
2 ) UNDERWOOD BUILDING NEW YORK CITY ( 
UNDERWOOD PORTABLE 
in, as 
; ) es Bank STANDARD KEYBOARD ( 
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A DEPENDABLE ITEM 














~ ) c * : 
| | : Quality always paramount 
o ot 
| \ large percentage of the stationer’s profit today 
sas depends upon rapid turnover—quick profits and 
: = a chance to reinvest his capital. 
= —— t The turnover of @#HPa= Price Books is rapid 
+ + - . . - . . . 
; it as they fit into the business of every institution. 
> ; ; | . . . 
== [hese Books have always been recognized as 








a standard of perfection by executives, salesmen, 
purchasing agents, doctors, lawyers—practically 
every business man can use them to advantage. 
They are accepted by the buying public without 
question or argument. 
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the Dennison Manufacturing Company. The very attrac- 
tive announcements of the occasion, printed in red and 
black in an “imitation embossing” style of printing, were 
furnished by A. Langstadter, Inc. 

The talent for the evening consisted of the following: 
William Henry Reiffert, John Ward & Son, reading; Henry 
W. Riehl, John Ward & Son, song; Miss Schultz and Mr. 
Banks, Allen & Gray, song; Leonard A. Matthews, A. H. 
Denny & Company, entertainer; from Roberts Numbering 
Machine Company were Mrs. Henry Bierman, song bird; 
Raymond Fisher, character actor; Helen Jacobs, toe 
dancer; Frieda Brunning, acrobatic dancer, and Mary Mc- 
Cunchey, whistler; William Bachtler, White & Wyckoff; 
J. F. Chapman, Boorum & Pease, humorist; Ann Samter, 
Union Stationery Company, toe dancer; from J. Thomas 
Hill & Company were Lorna London, Ruth Georgian, and 
Mary Hill; and Anita Furman, House of Eberhard Faber. 
A band was also furnished by H. K. Brewer & Company. 


ee 
Columbus Stationers on Trade Jaunt 

Several stationers of Columbus, Ohio, are members of a 
delegation which will comprise the semi-annual trade tour 
of Columbus business men. This tour is arranged by the 
manufacturers and retailers department of the Columbus 
Chamber of Commerce. Included in the delegation are: 
Ray W. Humphries and Martin Scheibel, The F. J. Heer 
Printing Company; Edson P. Cott, The Cott Printing & 
Index Company. Cecil B. Tracewell, of The Bratton 
Letter & Printing Company, is also a member of the 


delegation. 
> 


Weddings 


Frazee-Snow 

Miss Alice Snow, daughter of Mr. and Mrs. S. L. Frazee, 
was married May 26 at St. Paul’s Episcopal church, Chi- 
cago, to F. C. Snow. A wedding breakfast was served at 
the South Shore Country Club after the ceremony. 

Mr. Snow is manager at Chicago for the Elliott-Fisher 
division of the General Office Equipment Corporation. 

After a honeymoon trip to the Smoky Mountains of Ten- 
nessee, Mr. and Mrs. Snow went to Long Beach, Mich., to 
spend the summer. 

Mr. Snow’s many friends in the office equipment field 
will wish the happy couple unbounded joy in their new 
relationship 

_— 
Franklin-Hoyt 

Miss Jeannette Franklin, of Wilkinsburg, Penna., was 
married in May at Calumet City, Ind., to Dick Hoyt. Mr. 
Hoyt is representative at Hammond, Ind., for the Royal 
Typewriter Company, Inc. The wedding tour included 
visits in Wisconsin and Pittsburgh. Mr. Hoyt had arranged 
for a quiet getaway, but one of the wags of typewriterdom 
at Hammond slipped the info. to a local newspaper. Any- 
how, the friends of the happy couple wish them all the 
happiness in the world, spread over the years. 

a 
Mitchell-Winship 

Miss Winifred Bernice Mitchell was married a few weeks 
ago to Paul McKinstry Winship, at Portland, Ore. Mr. 
Winship is manager at Portland for the L. C. Smith & 
Corona Typewriters Inc., and has hosts of friends who 
wish a happy and long life for the couple 

EN 9 5k 
Merriam-Skinner 

Mrs. Clifford H. Merriam was married at St. Louis, Mo., 
May 5 to Warren S. Skinner, president of the Skinner & 
Kennedy Printing Company. Honolulu was the objective 





of the honeymoon tour 
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Know the Exact Cost! 


HARVEY’S COST KEEP AUTO EX- 
PENSE BOOK gives in understand- 
able language the exact cost of auto 
traveling. Manufacturers employing 
salesmen who travel by auto have 
found the Harvey book a quick guide 
to comparative costs. It answers right 
to the penny, “What does it cost to 
drive this car?” 


Dealers displaying the HARVEY Cost 
Keep Expense Book will find satisfac- 
tory returns. Write for sample and 
discounts. 


FRED W. HARVEY COMPANY 


214 West Genesee Street, Syracuse, N. Y. 
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VELVET 
PENCILS 


The Best Lead Pencil 
that 5 cents will buy 


HE smooth-writing, durable lead 

of the Blue Band VELVET Pencil 
has established a five cent pencil value 
that, today, as when first introduced, 
stands supreme in its field. 


Recognition of this fact is expressed in the 
millions of VELVET users—whose allegiance 
is indicated by the constantly increasing 
sales, which, from the retailers’ standpoint, 
means steady demand, quick turnover with 
a generous profit margin. 

VELVET Pencils are made in the following 
numbers: 

HEX ROUND 

556-1 Very Soft 559-1 Very Soft 

557-2 Soft 559-2 Soft 

557-2%3 Medium 559-3 Hard 

558-3 Hard 

561 Very Hard 


Make sure your stock is adequate in all de- 
grees and keep a Velvet Display assortment 
on your counter. It helps to build sales. 


AMERICAN LEAD PENCIL COMPANY 
S12 GRAND STREET - - HOBOKEN, N. J. 


Makers of the famous VENUS Pencils 
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N. Y. Stationers’ New List of Officers 
The Stationers’ Association of New York, at its May 
meeting, elected the following officers to serve during the 
coming year: President, Louis C. Geils, Corlies, Macy & 
Company, Inc.; first vice-president, George H. Bayer, Ste 
venson & Marsters, Brooklyn; second vice-president 
Edward Gash, George B. Hurd & Compat v, Inc.; secretary, 








LOUIS Cc. GEILS 


William C. Siegert, William C. Siegert, Inc.; treasurer, J. E 
Kilbourne, Corlies, Macy & Company, In 

\ telegram was sent, at the suggestion of James Neary 
ot Geyer’s Stationer and on the unanimous vote of the 


meeting, to A. B. Abrams of the Modern Stationer, regret- 


ting his illness and expressing hope for a speedy recovery. 


— 
Bradley & Scoville Suffer a Second Fire 
Bradley & Scoville, Inc.. New Haven, Conn. suffers 


second fire in recent months in the store at 67-69 Orang 


street May 13 Susiness was handled by telephone until 
the effects of the fire had been rectified Che company’s 
furniture display was located at 6-10 Center street Che 
print shop and bindery at 140-44 Derby avenue was not 


afiected by the fre. 
> 
Harry Cross Cleveland Dictaphone Manager 
Harry Cross, who has been assistant manager at Chicag 
for the Dictaphone Sales Corporation, has been appointes 


manager of the Cleveland branch He succeeds H R 








HARRY CROSS 
Henn, who resigned. Mr. Cross had made a fine record at 
( hicago, displaying executive ability which won promotior 
for him 
F >» Mover has beet 


appointed assistant manager a 


( hicago 
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; illions and Millions of 
Addressograph plates 






AS addressing machine a third of a century ago— but 


what of today? Million dollar corporations have in- 
i vested more than ¢wo hundred thousand dollars for single 
det 
owing uses t© : 
neck the fol 
Check i 


. 
fatowing veeouraPh installations of Addressograph equipment! 
























Merchants on side streets have made the proportionately 
important investment of twenty-five dollars. Throughout 
across section of American life—commercial, industrial,so- 
cial—Addressograph methods serve to save money, s 


operations, save time, increase efficiency and build profits. 


The Addressograph is today a modern business essential. Would it be a 
. profitable investment in your business? You and the other executives and 
Serceyacine maces 
; 


department heads in your organization can quickly determine the answer 
by checking the Profit Analysis Sheet at the left. 


Thousands u thousands of users employ Addressograph 
uipment for imprinting, listing and addressing 165 


istinct business forms 10 to 50 times faster than with 
pen or typewriter and errors are impossible. 











Addres*e, opine en oe 
Labels. Tag 


Bills of \edins- Rewer bills, 
_sogly 


ee 





Our representative has a thorough knowledge of the applications of 
the Addressograph and these forms to your business. He has at his 


command the Addressograph Research Bureau, where proven facts 
and actual plans for expense cutting and profit building methods in 
over 3,000 lines of activities are centralized . . .. . A request from 
you will receive the prompt attention of our Research Bureau. 












Sales and service agencies in the principal cities of the world 


Appressocrarph Company, got W. Van Buren Street, Chicago 
Canada: Toronto, Vancouver, Montreal. European head office and factory: London, England. 
Manujacturers of Graphotype Addressograph Dupligraph Cardograph 





Copyright 1928 


Addressograph Co. 





ar Thomas F. Buckingtom, 
r. 

320 E.- Orange Stes 

Lancaster» Pa- 







Addressogfaph 


PRINTS FROM TYPE 


* More than an Addressing Machine 





Machines for every 
size and kind of business. 
Prices from $20 to $4400. 


e. 
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0 e Announct W2 4 6 
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0 0 
Q 0 
0 0 
. 
; 50-Sheet Refills 3 
0 
0 for FEATHERWEIGHT p 
: . 
, RING MEMO BOOKS y 
i) i) 
TT, 
i here has been a strong demand for REFILLS made with 5 
x ° 2 
Q 50 sheets of paper—100 pages. Tools and dies required 0 
y REFILL OF 25 OR 5O SHEETS, . ; t ‘ y 
i] enone al for the enlarged ring bars have been made and deliveries 0 
0 und to the Ring Bar. Simpl) ‘ if 
0 slide out the old Ring Bar and will begin about the time this announcement appears. if 
0 slide in a new REFILL. :; F 0 
9 The popular 25-SHEET REFILLS will be continued. All 0 
0 Gr, sizes can now be supplied either with 25 sheets or 50 sheets. 4 
r 
5 UW Both sizes fit into any Featherweight Memo cover— they a 
0 a2 2», 0 
> are interchangeable. 
i 
0b “DODD DF With 50 sheets a Featherweight Ring Memo is much $ 
5 thinner and lighter than any other ring , 
. ° ° e 
5 memo book; and with 25 sheets it is less 0 
: U 
0 = than half the thickness of others. 
0 
5 : More than a million Featherweight 
0 " Ring Memos have been sold. The 
u m ; ; . ; 
im x REFILL business is profitable to stationery 
qi m , . 
, 2 stores which carry complete stock of sizes. 
F 
5 When ordering Refills only, specify sizes wanted 
} | by the following numbers: 
| 25-SHEET REFILL 50-SHEET REFILI 
Size of Sheet Number Price for 2 Number Price each 
L j 24, x2 0-25 $.10 0-50 $.10 
24, x3 1-25 1S 1-50 1S 
21 2-25 ‘ -5 , 
25-SHEET REFILLS are packed : “ : 5.25 7 Pe ,~ 
2 in a transparent envelope. 4l4 x 2% 8-25 20 8-50 .20 
50-SHEET REFILLS packed l Complete books with 50-sheet refill inserted will be num- 
im an envelope. bered in the 200’s. For example, No. 112 contains a 25- 
sheet refill; No. 212 will contain a 50-sheet refill. The 
10 ENVELOPES in a box last digit designates the size. 








TRUSSELL MFG. CO. 
23 to 29 Cottage St., Poughkeepsie, N. Y. 
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Milwaukee Firm Gets Good New Site 


Siekert & Baum Stationery Company, of Milwaukee 
Wis., recently announced the removal of their store from 
381 East Water street to 377 East Water street, just twe 
doors south of the former location, with formal opening 
held on Tune 4 his company, founded in 1904 by Ferdi 
nand J. Siekert (deceased July 14, 1922), and Arthur J 
Baum, was first located in the basement of the Railway 
Exchange building on the southeast corner of Broadway 
and Wisconsin avenue. Wood packing cases were first 
drafted into service for shelving and counters 

The new building, which will be occupied in its entirety 
by the company, has an important and valuable site on 
one of the principal business streets of Milwaukee. It has 
a frontage of 28 feet and a depth of 164 feet The building 
is of solid brick construction, five stories high, giving more 
than double the floor space of the former quarters at 381 
East Water street. Display rooms are furnished with the 


most modern fixtures and equipment 


The officers of the company include Arthur J. Baum, 
president; Stafford Siekert, vice-president and treasurer; 
M. C. Siekert, secretary A general invitation is extended 


to visit the company in its new location 











MODERN BUSINESS MACHINES REPAIR SHOP OF THE 
ARKANSAS TYPEWRITER AND EQUIPMENT COMPANY, 
ELDOR ADO, ARK Here in a small town is a service depart- 
ment complete in every particular, prepared to make repairs and 
1djustments on every type of business machine This shop is 
nique in the extent and versatility of its work Many dealers 

sit ir locations do not attempt such work, but send their 
ibs to a y located shops specializing in the particular 
or red rex 








Mun-Kee Circularizes Dealers’ Prospects 


[he Mun-Kee Products Corporation, Newark, N. J., man 
utacturers of stamp pads and ink, recently conducted a 
lirect mail campaign on behalf of their dealers, creating, 

is said, a good impression upon prospective users of 
Mun-Kee products, and producing gratifying results. Three 


ree-sheet mailing pieces, printed in green on cream-col 


red paper, were sent in rotation, captioned on the covers. 
respectively: “Silent Impressions”; “See Others—Compare 
Others—But Use Mun-Kee”’: “Have You a Mun-Kee in 
Your Office?” Each of these contained description of the 
pads and inks, along with an order forn In addition, a 


page letter-circular was sent, showing actual impres- 


sions made from re-inked Mun-Kee pads, and enclosing an 
raer car he ippeal i each case, of cours« vas to take 


, ' 
ne nearest dealer 








Let Us| -SSritist:. 
Tell (C= 


PEERLESS — 


ELDS 
The latest of the well-known 
Peerless Dealer Helps. Carries your 


imprint; supplied free with an order 


for Peerless Keys. A sure and unique 
way ef boosting your sales; @ 
dealer help that lasts in- 
definitely in the hands of 


your customers! 


Let Us 
Show 
You 
How 


—if you’re not 


already one of the ‘‘4,000’’ 


Select company is usually profitable company. 
And in this case it can’t be otherwise, as it rep- 
resents over 4,000 of the most progressive deal- 
ers in Office Equipment, Stationery and Type- 
writer Supplies (an overwhelming majority)— 
who have been told—who have been shown—how 
profitable it is to push Peerless Keys. 























Every member of “the 4,000” soon found out, 
from experience, that Peerless Profits were all 
that we claimed—all that we demonstrated, 
AND MORE! 


For the reason that Peerless quality (the soft but wear- 
resisting rubber in the keys—perfection in their manufac- 
ture) stands supreme, Peerless Keys are most valuable— 
most profitable. 

For the reason that they are the only brand sold through 
dealers, for which consumer demand has been created, 
Peerless Keys are most profitable. 

For the reason that Peerless Dealer cooperation—Peerless 
consumer missionary work for the dealer, is unsurpassed, 
Peerless Keys are most profitable. 

For the reason that they are not sold direct to the con- 


sumer by the manufacturer, who leaves all the consumer 
sales to the dealer, Peerless Keys are most profitable. 


We have but partly outlined the “why” of Peerless Profit. 
We should like to show you “how” this profit is made and 
how it increases. Let us tell you all in detail. Send for 
full data. No obligation. 


PEERLESS KEY COMPANY, INC. 
176 Fulton Street New York City 


Peerless Key Company, Inc., 176 Fulton Street, New York City. 


Kind!y send us, without obligation, details of your profit- 
building plan for dealers, together with sample Peerless 
Key and Erasure Shield, with our imprint. 


NAME . joc ventnecbus laneeeen 








FIRM 
ADDRESS 
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TRY OUR 
NEW 


INVINCIBLE 


Non- Hardening 


PLATENS 


They Cost No More 
than Ordinary Platens 






The Satisfaction they 
Give is 


INCOMPARABLE 


Look for the Trade Mark 
Each Platen is Branded 


“INVINCIBLE” 


24-HOUR 
SERVICE 





AMERICAN 
WRITING MACHINE 
COMPANY 


449-455 Central Ave., Newark, N. J. 
and 21 Principal Cities 


Established 1880 
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J. W. Campbell Company Progressing at Erie 
h 


The J]. W. Campbell Company, which had been located 
at Corry, Penna., until late last year, is now operating at 
21 East Eighth street, Erie Penna Erie is the larger 


the Campbell busi 
field The store 


city of the two, and the development of 
ness necessitated the removal, to widen it 


is almost at the center of the Erie shopping district. Show 
windows face a very busy street. An alley entrance serves 


shipments and deliveries without 


coming through the Eighth street door 


to receive and dispatch 


company’s 
1 


The store 1s a demonstration of one of the 


lines—steel shelving \ complete installation of meta 


shelving 1s a continual reminder to visitors of the utility and 
economy 


it brings. Four salespeople are employed; deliv 


eries are made by the company’s truck. The company is 


agent in northwestern Pennsylvania and south- 
western New 


‘Steel Age” line of filing equipment 


exclusive 
York, comprising thirteen counties, for the 
\ complete line of 
othee furniture and supplies 1s carried, including typewriters, 


adding machines and loose leaf devices 


oe 
“Doc” Day Opens Shop at Fort Madison, Iowa 
Madison 
recently opened its doors under the general manager 
“Doc” Day 


cash registers, and 


Che Fort Cypew riter Exchange, Fort Madison, 


lowa 


ship of selling typewriters, adding machines, 


phonographs, and operating a 


shop handles the Underwood, 


repalt 
shop The new Shipman 


Ward Rebuilt 


“Our phonograph and 


Underwood, and L. C. Smith lines of type 


writers typewriter repair depart 


ments are unusually complete and handy with the 
repair shop near the big front window,” says Mr. Day. 
“Doc” Day, during the past three years, has been operat 
ing the Kerrville Typewriter Exchange, Kerrville, Tex., and 
prior to that had the Kansas City Repair Company, Kansas 
City, Mo Mr. Day 


been either selling or repairing for the ‘big five’ in 


“As tar back as twenty years,” states, 
‘I have 


the typewriter world.” 
> 
An Old Pen Receives Its Just Desserts 
Readers of this journal will no doubt be interested in a 
Howard Hunt Pen Com 
Tex Mr. Mitchell 
your No. 21 Com 


written 


letter recently received by the ( 
from M. D. Mitchell of Houston, 


“I am sending you herewith one of 


pany 
Says, 


panion pens, attached to a card on which I have 


Pensioned after one vear’s continuous service 


This pen has served faithfully over a year’s period of 
hard and continuous service I am sending it to you so 


that you can place it now in the ‘Field of Clover’ or in 


the ‘Hall of Fame’ for old pens that have served well ‘ 
pen that lasts a year, you can bet, is good, and ‘Not a 
Scratch in a Carload.’ 
From the last sentence it is evident that Mr Mitchell 
eads the cigarette advertising 
> 


Walker Equipment Co. Serves Niagara Frontier 


The Walker Equipment Company, which was founded 
November 1, 1927, moved early this year to 221 Jacksor 
building, Buffalo, N. Y The former address was 1328 
Liberty Bank building \. A. Walker, the founder, has 
been in the office equipment business ten years, spending 
that period with The General Fireproofing Company, at the 
home e, Youngstown, Ohio, and from 1923 to 1927 as 
manage of the Cleveland ranch « ‘ 

Lhe company is exclusive representative ror The \ 
Dorn Iron Works Company, the Shelbyville Desk ( 

iny, Tohnson Chair Company, All-Steel-Equipment Con 
pany: a recent acquisition is the school furniture and aud 
torium seating lines of the Nat School equipment 
( pany. A typical dis} f these es is shown in the 
lacks building. Ware se tacil : located at 1 
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And now—De Luxe 


Brilliant, unbreakable, time-tested jet- 
radite combines its rich black with the 
luster of real pearl—and Lifetime® 
takes on a new distinction. 


Here are the points every salesperson 
should remember when talking to a 
prospect concerning, this new Sheaffer 
duo: 


1. It is the most beautiful pen and pencil 
pocket-set in the world—and the most costly. 


2. It immediately labels the person carryin} 
it as a discriminating, chooser of things of high- 
est quality. 


3. Especially does it make an appropriate pift. 


4. A happy discovery enabled a peculiar 
kind of natural fish-pearl to be combined with 
radite, Bivins this beautiful result. 


5. The pen has the unbreakable radite barrel. 
6. Also the sturdy iridium-tipped nib. 


7. And the Lifetime juarantee of faultless 
performance, with no repair charges. 


8. It has the ability to write at first touch and 
yet make easily three clear carbon copies. 


9. The patented lever-filler, Sheaffer's own 
device, insures a thoroughly cleansed and filled 
ink-sack. 


10. Waspalumin, an almost precious metal, 
non-corrosive, light, and yet of jreat tensile 
strenjth, is used in the construction of the 
pressure bar and other parts. 


11. The pencil uses Waspalumin even more 
extensively, especially in the lead carrier, push- 
wire, etc. 


12. Sheaffer pioneered the propel, repel, expel 
pencil—none other has equaled it. 


13. While the lead is held firmly at the time 
of writin, it has play enough at the point to 
prevent jamminj and breaking. This is a dis- 
tinct advantape. 


14. The mechanism of the pencil, in staunch 
material and design, is made to accommodate 
itself to the natural variations in lead sizes. 


15. No part of the pencil mechanism is sol- 
dered, but immovable parts are drawn together 
under high pressure so that they can never 
work loose. 


16. The propel spiral screw is scientifically 
cut from heavy brass tube, on watch-like 
machinery, ivin} it an accuracy attained by 
no other pencil. 


17. The patented bell cap is light in weight, 
yet extra strong. 


18. Lead carrier and eraser are large and can 
be quickly re-supplied. 


19. The interior mechanism is unconditionally 
juaranteed against wear or imperfection for a 
lifetime. 


20. The clip can not come loose—it holds 
pencil securely in pocket and prevents its roll- 


ing, off desk. 


21. Built like a fine watch, invented by a man 
who was formerly a skillful jeweler, it has 
all the mechanical nicety of the finest of fine 
mechanisms. 


22. The pen and the pencil exactly match in 
beauty and faithful performance. 


23. If records of sales mean anything, the 
popularity of this remarkable duo is adding 
tremendously to Sheaffer prestide. 


SHEAFFER'S 


PENCILS: SKR 


W. A. SHEAFFER PEN COMPANY .- 


FORT MADISON, IOWA, U.S. A. 


Reg. U.S. Pat. Off. 
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Identify the Lifetime 
pen by this 
white dot 














Profit records are being 
broken by these beauties 


To anyone who knows the fountain-pen field it is 
clearly evident that Sheaffer has led in making, pens 
and pencils real profit producers for dealers every- 
where. Where the two dollar and a half pen, with its 
small profit, was once the bi, seller, now the De Luxe 
Lifetime® at ten dollars, with its Renerous profit, is 
a sales favorite. Where once the dollar pencil pre- } cite fore aan 
vailed, now the profit-making, Titan, selling at many time pen. in addition, (( 

times that price, is the outstanding, success. Sheaffer . 
has done most to bring, about this favorable dealer 
condition. Sheaffer has pioneered the new range of 
profits. This beautiful new De Luxe duo is evidence. 




















Luxe “Lifetime” pen, $10—pencil, $5. Regular “Lifetime” pen, $8.75 — pencil, $4.25 
Prices sliahtly hidher in Canada 


At better stores everywhere 


SHEAFFER'S 


PENS: PENCILS: SKR 


W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S. A. 

New Y re . . Chicakho ° San Francisco 

W. A. Sheaffer Pen Co. of Canada, Ltd. - Toronto, Ont.— 60-62 Front St., W. 
Wellington, N. Z Sydney, Australia - London—199 Repent St 


© Reg. U.S. Pat. Off. 
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Another Achievement 
The New National Fare Register 


NCE again the problems of a great business field have 
been anticipated and solved. The field is that of 
motor coach lines and interurban electric railways. The 
problems are those connected with the collection of fares. 


The adoption of zone fares, the use of one-man cars, the 
need for accurate, unchangeable records obtained eco- 
nomically and conveniently were the chief problems of the 
transportation field in fare collection. 


The application of forty-six years of experience in the 
manufacture of systems for registering and protecting 
cash receipts to this problem of the transportation field 
resulted in the development of the new National Fare 
Register with its many advantages. 


This new register is being sold and serviced by two hun- 
dred and fifty-two National Cash Register offices. Among 
its rapidly increasing list of users are motor coach lines 
and interurbans in all parts of the country. 





The new National 
Fare Register has ad- 
vantages for owners, 
operators, and  pas- 
sengers which have 
never before been 
available in any form. 


The National Cash Register Company 


Dayton, Ohio 
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Woodstock Branch at St. Paul Increases Space 

The Woodstock Typewriter Company branch at St. Paul, 
Minn... has moved from the ninth floor to the main floor 
fi the Pioneer building Che tirst month in the new loca- 
showed a substantial increase in volume, which augurs 
vell tor the tuture 

Ed Starr, the manager, started with the St. Paul branch 
of the Woodstock Typewriter Company when it opened in 
Mav, 1927. He had spent the three years previous with 

ther typewriter manufacturer at St. Paul. When the 


ranch opened it occupied desk space. Soon more room 
vas needed, and an office was opened on the ninth floor 
of the Pioneer building \ service man was engaged to 
handle outside calls The increase of business required 
ore room, and the new quarters were then arranged. A 


odern repair department is conducted, and there is con- 


ble space for stock. Assisting Mr. Starr are two 


sidefa 
salesmet Laurence McDonnough and Clenens Hagemen. 
<> = 
Why Not “Consign” Machines Bought on Time? 
[The National Association of Typewriter Dealers makes 
the following suggestion to its members, through its April 
bulletin 
“The rendering of a bill passes the title to the customer, 
nd if he refuses to pay, or fails, or skips, the dealer is out 
of luck. But it is an easy matter when selling goods that 
can be identified by serial numbers, such as typewriters and 
idding machines, to retain the title by billing on forms 
reading ‘Delivered on Consignment, or ‘Selected by 
’ (rather than ‘Sold to ———— "). Then; if 
he account becomes undesirable, it is only necessary to 
state that the goods were consigned, and take them back 


bankruptcy cases, the dealer will get his property just 


is if leased, while other creditors wait for partial reimburse 
ment of their claims. Customers, too, rarely notice or 
bject to the forn If they do, remind them that automo 


tles are not sold on open billing, either.” 
- 
Cash Register Dealer Tops April Remington List 
Henry Kass, Inc., 640 Broadway, Albany, N. Y., believes 


ipitalizing sales achievements. A recent bulletin mailed 

»y the Remington Cash Register Company, Inc., carried 
Henry Kass, Inc., at the top of the list for April. Mr. 
Kass took advantage of the opportunity and reproduced 
part this bulletin in a large display advertisement in the 
\lbat Evening News May 7. In the advertisement he 
tates that 1927 was the largest year’s business in his 
six vears’ career in the cash register industry. He 

ilso shows that the first four months of this year exceed the 

nth ’ ] ? 


> - 
R. Doyle, C. P. A., Selling Sundstrands 


General Office Equipment Corporation, New York, 


Ihe 
Y.. announce the addition to their Consolidated Evans 
ithee of G. R. Doyle, certified public account 

ve charge of the sales of the Sundstrand 

ling and kkeeping machines in the city of Evansville 
is formerly director of the accounting service 
il Trade Extension Bureau He 

Simple A unting System” bearing his name 


ted to trade iournals a aumber of articles 


“Listo’”” Manager on Two Months’ Trip 

rles Fk. Wehn, manager of the Listo Pencil Corpora 
npanied by his family, will spend 
May and June in making a trip throughout 


isiting en route the various stationers in the 


hus combining business with pleasure 


STANDARD POSTAL 
PERMIT MACHINE 





Now — You 
can get your 
Standard Postal 


Permit Machine 


for two-thirds 
the former price! 


It’s the same machine you knew 
before — identical with hundreds 
being used daily throughout the 
country — the only change is the 
new lower price. 

The owners of these machines 
know full well the many econ- 
omies and advantages of this 
mailing system. So, also, do 
thousands of others for whom 

rice has been the only barrier. 
t's removed now — and more, 
too — at the new 


Reduced Price 


$445 


complete 


formerly $675 


Automatically feeds, imprints postmark, stamp- 
mark and cancellation marks; counts, seals, and 
stacks mail at the rate of 10,000 pieces an hour. 
No rental charges 


Write for the booklet: 
How to Reduce the Cost of Mailing 


Standard 


MAILING MACHINES CO. 


Agencies in Principal Cities—Service Extended Everywhere 


Revere Boulevard Everett, Mass. 
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ACCO PUNCHES 





CLAMPS 


_ Easy to Operate |__ 
Easy to Sell! 


NLY a slight effort is necessary to oper- 

ate an ACCO PUNCH; the easy action 
of the wrist and fingertips creates the short, 
powerful drive, the brute power and the 
sharp, accurate cut through the paper that 
distinguish the ACCO PUNCH from all 
others. 





And only a slight effort is necessary to sell 
ACCO PUNCHES. Displayed with your 
filing supplies, your loose-leaf ledgers and 
binders, they immediately suggest themselves 
as essential adjuncts. There is an ACCO 
PUNCH for every standard loose-leaf gauge 
and hole and ACCO PUNCHES are guaran- 
teed never to rust, break or get out of order. 


ACCO CLAMPS are as durable, as service- 
able and as mechanically perfect as ACCO 
Punches. Their gripping power increases as 
the jaws open—the Jogical way. This is an 
exclusive ACCO CLAMP feature. Guaran- 
teed to be rust proof in any climate. Made 
with hook in handle for hanging. Three 
sizes—1'%", 2%" and 3%" wide. 


Please bear in mind that ACCO PUNCHES, 
ACCO CLAMPS and all other products of 
the Acco Line are so closely related that a 
sale of one invariably suggests the sale of at 
least one other. This is why Acco Products 
have been aptly termed, ACCO BUSINESS 
BUILDERS. The dealer who features the 
Acco Line puts himself in line for an unusual 
combination of multiplied profits and 
prestige. 


Investigate now. Exceptional selling sugges- 
tions, unusual dealer helps upon request. 


AMERICAN CLIP COMPANY 
Beebe Ave. and William St. _ Long Island City, N. Y. 


EUROPE: CANADA: ARGENTINA: 
Acco Company, Ltd. Acco Canadian Co.,Ltd. Fred Berg & Co. 
18 Whitefriars St 454 King St. W. 448 Sarmiento 


London, E. C. 4 Toronto Buenos Aires 
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Why Not Sell Floor Covering Also? 

A way for the dealer to net more revenue and at the 
same time to render his furniture customers a most useful 
service, is indicated in a recent issue of the “Leopold News,” 
published by the Leopold Desk Company, Burlington, Lowa. 
Captioned “Have You Ever Thought of ‘Tying In’ with 
Those Beautiful Full-Page Advertisements in the Saturday 
Evening Post?” this issue of Leopold’s house-organ tells 
of the benefits of selling new floor coverings along with 
new office furniture. 

The Linoleum Division of the Armstrong Cork Com- 
pany, Lancaster, Penna., cooperates with the Leopold Desk 
Company by furnishing good reproductions of various pat- 
terns of linoleum which they make, along with samples of 
harmonious wall paper, woodwork finish, and drapes. These 
samples of complete room ensembles—to which is to be 
added appropriate furniture, of course—have, it is said, 
been found to be very useful by both manufacturer and 
dealer. 

It would appear that the addition of a few good patterns 
of fioor covering, such as linoleum, involves a relatively 
small outlay of capital for the office furniture dealer. At 
the same time his ability to offer suggestions prepared by 
experts in interior decorating, without charging the decora- 
tor’s fee, should make his services of considerably increased 
value. In addition, such ability on the part of the dealer 
should mean an entering wedge in many cases to the selling 
of complete office outfits. 


> 


Acco Clamps Carry Rust-Proof Guarantee 

The Acco clamps, made by the American Clip Company, 
Long Island City, N. Y., possess rust-proof qualities which 
make them highly desirable for a variety of purposes apart 
from their other valuable features of construction. These 
clamps will resist the onslaughts of damp climates, such as 
the climate in the southern United States and tropical coun- 
tries Acco clamps may also be used by photographers for 
hanging up films and prints to dry. 

These clamps are made in three sizes, one and one-fourth 
inches, two and one-fourth inches and three and one-fourth 
inches wide. ‘hey possess a tenacious gripping power 
which increases as the jaws open. Turned-in jaw edges aid 
still further in gripping by reducing the area over which 
the force is applied. These clamps are made with a hook 
in the handle for hanging 


> 


Consolidated Issues New Stamp Catalogue 

The Consolidated Stamp Manufacturing Company, 8&7 
Maiden Lane, New York, N. Y., have published a new 
catalogue of their complete line, including  self-inking 
stamps, time stamps, numbering machines, notary and cor 
poration seals, stencils, etc. It is a thirty-two page cata 
logue, approximately seven by ten inches, of good quality 
coated paper, and is printed in black, red, and a light blue 
The cover is a dust-colored stiff paper, and shows on the 
back a line of bronze plates, illustrated in black and gold 
The regular pages show clear-cut reproductions of many 
different dies and stamps made by the Consolidated Stamp 
Manufacturing Company. The whole constitutes an attrac- 
tive and useful publication 

>_> — 


New Stationery Store in Chicago Loop 
Dick Cook, who spent five years in Horder’s organiza- 
tion, has organized the Court House and Bankers’ Supply 
Company with an office at 8 South Dearborn street, Chi- 
cago. He started operations about the middle of May and 
felt quite enthusiastic about the results of the first week 


He operates in Chicago and suburban territory. 





- 
. 
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or the customer who wants 
Envelopes fo match his booklet 


OU can usually give your customer the 
r effect of “envelopes to match” his booklet 
by printing the Improved Columbian Clasp. 

: An all-over design to match the booklet 

h will get the result—and without the delay 

2 and high cost of the special run, which 

invariably must be printed anyway. 

’ Not only does this envelope do away with 
the objectionably high cost of making envel- 
opes from stock to match, but it also saves the 
time that must be lost waiting for the made- 

- to-order job. And it automati- 

' cally eliminates the excuses and 

g embarrassments that come with 





<——— 


. . - but objects to their usual high cost / 


printing. It can be used as a second color, 
or can be obscured by using an opaque ink. 

The stock of the Improved Columbian 
Clasp takes type and any kind of cuts of 
not-too-fine detail. Ink dries quickly on it 
— often an important consideration. 

There are 32 convenient sizes. You can 
get the one you want, print and deliver it, 
at once. Then your customer can go ahead 
with addressing while waiting for the de- 
livery of his booklets. 

Your paper merchant has 


Pa _——~ | Improved Columbian Clasps — 
a4 * or write us for the name of a 





unforeseen delays. 

Dollar for dollar, this is a 
way to give your customer a 
sturdier envelope, better able 
. to withstand the ordeal of its 
’ journey through the mail. 

The quiet buff tint of the 
Improved Columbian Clas 


The Improved Columbian Clasp— 
the standard catalog envelope 
Pleasing to the eye, yet made of 
tough and hard-to-tear paper. Flex- 
ible clasp bends without breaking, 
always lines up with flap punch — 
and is firmly anchored at four points 
in a double thickness of paper. 
The name—Improved Columbian 
Clasp —and the size number, are 
always printed on the lower flap. 


nearby distributor. We'll send 
specimens of these envelopes 
design-printed— on request. 


UNITED STATES 
ENVELOPE COM PANY 
The world’s largest manufacturers of envelopes 
SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions 
covering the country 





makes a perfect background for 





UY fie lL 


COLUMBIAN 


¥. 
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Prove a 
CLASP ENVELOPES 
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LAST IMPRESSIONS COUNT 





The first impressions 
made with any Ribbon 
or Carbon are certain to 
be good. 


BUT - After long usage 
Columbia Ribbons and 
Carbons still make clean- 
cut, legible impressions. 


No Matter What Your Requirements, Some Kind 
of Columbia Ribbon or Carbon Will Meet Them 


Samples and Prices on Request 


COLUMBIA 


Ribbon & Carbon Mfg. Co., Inc. 
treet || NEW YORK 


69-71 Wooster Street 
1305 Arch St., FOREIGN--Viale Abruzzi No. 20, 
Milane 119 


Philadelphia, Pa. 
22 Bush Lane, London, 


Dwight Building, 
Kaneas City, Mo. E. C. 4, Englend 


Ani Agencies in all other Principal Cities 





APPLIANCES June, 








192 “J 


Chicago House Supplies Typewriters to World's 
Fair Workers 
Manufacturing Con 


4401-09 


they have 


The 


Rave nswood 


Shipman-Ward pany, 


avenue, Chicago, announce that 


secured the contract to supply rebuilt Underwood type 


writers to the committee in charge of the destiny of the 
Chicago World's Fair of 1933. The committee already has 
and they are using, thus far, 


about seventy-five employees, 


thirty of these machines, with the prospect of adding 
considerable number as the work proceeds 


ae 
I. D. L. President to Visit the Carolinas 
B. H. Roth, president of I. D. L. Manufacturing Corpora- 
York, N. Y., will leave New 


North and South 


tion, 200 Hudson street, New 
York on June 17 to spend two weeks in 
Carolina, where he will visit dealers in the interest of the 
I. D. L. and “Norcor” lines, for the latter of which I. D. I 


has exclusive Eastern representation. “Norcor” is the trad 


name for filmg devices made by the Northern Corrugating 
Company, Green Bay, Wis 
> 
Shipman-Ward Has New Gotham Agency 


The Cohen Twenty 


eighth street, New 


[Typewriter Exchange, 10 West 
York, N. Y., has recently become agent 
for Shipman-Ward semi-rebuilt and rebuilt machines, and 
will also take care of the wholesale and retail business in 
New for the Shipman-Ward 
turing Company, Chicago, III. 

James P. Ward, Jr., 


trip to the Western coast calling on typewriter 


York and vicinity, Manufac 
of Shipman-Ward, left May 7 on an 
automobile 


dealers en route 
<> 


Complete Catalogue of “Norcor” Card Files 

Che Northern Corrugating Company, Stamping Division 
Wis.., a well prepared cata 
logue of its complete “Norcor” line of automatic follow 
block ; 


loose leat 


Green Bay, recently 


published 


filing devices The catalogue is of the 
pebbled 


color. and contains over twenty 


steel card 


variety, with covers ot a gray-greet! 


sheets to 


ty pages), 


each which one of their styles of files is illustrated and 


desc ribe d 
he auto 


Che outstanding feature of the complete line ts t 


follow-block. which comes forward automatically t 
locked in any posi 


so that they 


mati 
hold cards upright, and which can be 


tion to hold cards that have been selected out 


will remain firmly in position above the rest of the fil 


‘ 


Other features include full hinged covers elescopi covers 


double control follower. and concealed lox king de yices 


/ 


Che “Norcor” line of filing devices is less than one vear 


old, and yet approximately twenty different varieties have 
been developed and placed on the market All dies have 
been completed for these products, and the factory, it is 
said, now has a Capacity ofa thousand les daly The 
rapid development of this line constitutes a signal achieve 
ment 

> et ee tl sand pies « thie i re have alread 
been sent to dealers throughout the All interest 
in the line may obtain a copy of this catalogue by writing 
to Green Bay 

a 

Typewriter Dealer Believes in Electric Signs 

Electric signs pay typewriter dealers di dends iccorT 

w tine nanage { ers i rite Lor 
pa $220 Univers Way seattle | stalled 
Neon gas sign advertising | ibles \y Portal 
ilies e tha d bled d the is signe a lare 
contract for new Underwood ftour-bank standard kevboard 
po tables The awzencyv tof the Paciti Northwest was ils 


taken for Alpad typewriter ribbons.—J. ¢ 
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Corona’s New Standard Size Adding Machine 
at just S1OGQ Slightly Higher in the West and Canada 
the plants of L C Smith & ut it has full 10 column accumulative 
[vpewriters Inc comes a ipacity It is amazingly swift, 
new miracle of simplicity—the versatile, long lived. 
Standard Size Corona 10 id : , 
, Machine In it. five hundred ‘0&F0! ‘10 retails at just 
> e formerly thought $100.00. Slightly higher in the 
ounegs ¢ machine de- W est and in Canada Liberal CORONA 7 at $60 
x ; aes —- << les dealers’ discounts are provided. 
mit, GEE Cll Mid ted pace thus i. ' 1 , t} . ad Corona Portable elghs only sixteen pounds 
save d voes to increase size of carn oday OW oUuners are ; o« aioe mere \ the space of a le ter 
> . , P Isv7ino > _ a pies . ¢ ead as repeat and error ey, Nex! 
r parts capitaliz ne this remarkable ma- keyboard non-add key, individual column 
So 5 1nNe OUDO?T leo : 9 y or l non print key seven -« i. Yr 
hine P, upon below will bring central, pen-grins Sey. see oe 
) 9-bank machine ; ou full details. Mail it today. The ideal fast and accurate macking Where 
- ru tabitity ~ equired 


THE STAN DARD SIZE Portable a > n 


Dept. 2-J y Washington St. 
N. ¥ 


CORONA 10 cian ee 


ADDING MACHINE 


with Automatic Subtraction 
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It doesn’t pay to do your own printing unless you can do it well. 
It doesn’t pay unless you can do it cheaply. ROTAPRINT 


enables you to do both. 


In a space only five feet by five feet it 


gives you a complete lithographing department—where you can 
turn out beautifully lithographed letterheads, form letters, adver- 
tising matter, price lists, charts, photographs, drawings, office 


and factory forms. 


You know lithog- 
raphy is the finest type 
of printing. With 
ROTAPRINT it is 
also the cheapest. You 
need no costly cuts, 
electros, stencils, type 
or skilled labor. RO- 
TAPRINT produces 
better printing faster 
and cheaper than any 
other method. 


= =—REINER’S 


Suite 1106 


PACIFIC COAST 

0. C. Haney Corp., Rm. 604, 
149 New Montgomery &t., 
San Francisco, Calif. 


DETROIT 


PACIFIC COAST 

0. C. Haney Corp., 
404 West Ninth St., 
Los Angeles, Calif. 


WASHING ON, D.C. 

NN. M. Mimnix Co., Ine., 
712 Thirteenth St. N. 
Washington, D. C. 


513 Shelby Street, 


We. Detroit, Michigan 








One Park Avenue 


Michigan Rotaprint Corporation, 


ROTAPRINT will 
save you money on 
printing. With ROTA- 
PRINT you can make 
more money with more 
printing. ROTA- 
PRINT pays! Many of 
America’s largest con- 
cerns have adopted 
ROTAPRINT and are 
saving money. You 
can do the same! Write 
and we'll prove it to 
you. 


a F 
COLQ pring INC Ss 
New York, N. Y. 


AGENCIES 


CLEVELAND 

Ohie Rotaprint Corporation, 
Suite 503, Prospect-Fourth Bidg. 
Cleveland, Ohio 


CANADA 

Rotaprint Company, 
52 Spadina Avenue, 
Terento (2) Canada 


CHICAGO 

Chicago Kotaprint Agency, 
810 First National Bank Bidg., 
Chicago, Illinois 


RICHMOND 

Kotaprint Sales Company of Virginia 
“05 Fast Main Street, 

Richmond, Va. 


HARTFORD 

Cennecticut Rotaprint Corporation, 
186 Pearl Street, 

Hartford, Conn. 


TOLEDO CINCINNATI TEXAS ATLANTA ST. LOUIS 

thhie Keotaprint Corporation, Ohie Retaprint Corp., Clark and Courts, Piedmont Rotaprint. Inc., Rotaprint Co. of St. Louls, 
1607 “anton Street, 106 BE. Fourth St., 3rd Fieor, Galveston, Texas 409 Rhodes Building, 804 Pine Street, 

Telede, Ohle Cincinnati, Ohio, Atlanta, Georgia St. Louis, Mo. 
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Massachusetts House Reorganizes 

The Mackie Office Supply Company, Gardner, Mass., 
have reorganized and have opened a salesroom on the sec- 
ond floor of the Chamber of Commerce building, 299 Cen- 
tral street 

[he company have purchased the entire office supply de- 
They will 
Among the products han- 
dled are those of Yawman & Erbe Manufacturing Com- 
pany, National Blank Book Company, Dennison Manufac- 
turing Company, Sanford Manufacturing Company, L. C. 
Smith & Corona Typewriters, Inc., Cutler Desk Company, 


partment of the Gardner Paper House, Inc 
specialize in office equipment 


Portable Adding Machine Company, and P. Derby & Com- 
pany, Inc 
George P. Mackie has been in the office supply field for 
some twenty years Manufacturers are invited to send 
catalogs and agency propositions 
- 


One o’Clock Closing by Seattle Typewriter Men 

Members of the Seattle Typewriter Dealers’ Association, 
putting into practice an agreement reached at the last 
weekly meeting in April, will close at 1 o'clock Satur 
day afternoons during the months of May, June, July and 
\ugust [wo members signed the agreement with a reser 
vation to start the Saturday closing the second week in 
lune, due to their inability to adjust their affairs until that 
late 

At recent 


included the practice of government departments accepting 


gatherings of the organization topics discussed 
bids of dealers not established; the allowing of rentals on 
the purchase of machines; and the problem of stopping 
certam individuals trom picking up typewriters for repair 
nd using the name otf at established irm when doing so 
Henry Simler, vice-president and general sales manager 
the American Writing Machine Company, Newark, N 


, and Charles Jj. Gregory, Seattle manager of the firm’s 


newest branch, were guests at the meeting May 1 The 
cials agreed to co-operate with the local association in 
regard to rental rate sales and exchange of lost and 


let 1 achines 
= -— 


Utica Typewriter & Supply Co. in New Quarters 


The Utica Typewriter & Supply Company, located for the 


past six vears at 111 Foster building, Utica, New York, 
‘ ecessar move into larger quarters in 
ler to carry more stock from which to make immediate 
ery i well as t re ( wetter facilities for the 
i\ mer i dise 
The new lo ito! iS at 7 Blandina street, where the com 
" ge modet store and warehouse connection, 
ike « wholesale trade lo their 
pewriters dding, dictating, and other office ma 
nes, thev have rdde several other lines including wood 
é é da mplete line of a popular 
ike of sates Thev will have. it is claimed, the largest 
e ¢ : é i New York 
The cor pal has made irrangements with the Central 
New York \ r the delivery equipment 
] vhen espe tal \ quick Service 18 desired This 
vas inaugurat \pril 17, when the first shipment 
ide. consisting bai typewriters carried to Nor 
ary 
on 
Moseley Progresses with Remington Rand 
( Moseley, manager of the Remington typewriter 
Wrest ot the Reminet . Rand Business Ne It + 
Ark vas transferred February 1 trom the 
R ( inv’s amt Sy} gheld 
M H Ss ST i i i i int 
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THE DEALER WHO 
DOES HIS OWN 
REBUILDING— 
OR ADJUSTING— 


SEMI-REBUILT 
UNDERWOODS\,__< 


will enable you to cut 
shop costs and will give 
you a machine 90% ad- 
justed, leaving only 
10°. for you to adjust, 
with guaranteed new 
parts at a very low cost. 
You will have an Un- 
derwood of unequalled 
appearance both 
in enamel and , 
nickel. It willen- ge 
able you to sell ™ 
these machines at a 
higher retail price. 


SEMI-REBUILDINGJ ._ 


Send us your rough Underwoods and we 
will do the same job of Semi-Rebuilding 
as we do on the Semi-Rebuilts we sell. 
This will give you more time to work on 
other makes of machines. We pay the ex- 
press one way. 


EXCHANGES 


We will exchange our Semi-Rebuilts for your 
rough Underwoods, under just the same plan as 
we do on our regular rebuilding exchange. This 
unables you to move and to exchange odd type 
models of Underwoods and keep your stock 
moving. Send today for our price list of 9 kinds 
of service explaining all these features. 


OTHER SERVICES 


100% Rebuilt Underwoods Rental Underwoods 
100% Rebuilding Rough Underwoods 
Instalment Financing Underwood Parts 


SHIPMAN - WARD 
MFG. CO. 


Eat. 1892 
A-177 Shipman Building 4401 Ravenswood Ave. 
CHICAGO, ILL. 
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Does 

Every Article 
on Your Shelves 
Pay an Honest 
Rent a eo «4 4 


| } iper x ac s that 
f than K irg watermarked), but 
t ‘ iv a t the space they 


KAMARG 


WATER MARKED 


the paper for reproducing machines 





r 
t t ' ly ts a ‘ tt 
’ pic ' for 
t if : i way 
tant iemand It r advantages 
ant eat t sually absorb- 
t k iry } f t y perfect 
Ka (watermarked ta ible tron 
4 } } pai cit Writ 
book and na f arest distributor 
‘Pen Plus” 
(watermarked) 
A new rdd n t Kamargo 
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mer 1 for h gra Avail 
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KAMARGO MILLS 
KNOWLTON BROTHERS 


Founded 1808 


WATERTOWN ® NEW YORK 
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Boorum & Pease Company of Chicago Moves 

The Boorum & Pease Company, Chicago, which had 
been located at 21 East Austin avenue several years, moved 
June 1 to 500-30 South Throop street, at Harrison. The 
branch and warchouse is on the second floor, where twice 
the space of the Austin avenue address is occupied. The 
increasing business in the Chicago territory has made ex- 
pansion necessary. <A hearty invitation is extended by 
E. T. Battey, manager, to visiting stationers. They are 
welcome to make the Boorum & Pease oftice headquarters 
while in Chicago, and to use the facilities of the office 

The stock rooms of the new warehouse will be equipped 
with steel shelving. Larger offices will be arranged, 
equipped throughout with new furniture 

The Boorum & Pease Company has conducted a branch 
at Chicago many years, with a display room in the Repub- 
lic building. When Mr. Battey took charge of the territory 
he sensed the need for stocks in Chicago to serve the trade 
in the central west. Space was taken at 21 East Austin 
avenue, which is north of the river, a few blocks away 
from the loop district. The new warehouse is on the west 
side, readily accessible by street car and elevated road 
It is in convenient reach of many railroad freight houses, 
assuring good service in the receipt of stock and the dis 
patch of customers’ orders 

Aliana 
G. O. E. C. Has New Home at Beaumont 

The branch of the General Office Equipment Corpora- 

tion in Beaumont, Tex., has been moved to the ground 


floor of the San Jacinto Life Insurance building, 364 Fann 


street This building is located at one of the busiest cor 
ners of the city, in the heart of the business district 

r. E. Harrison, the manager, says that Beaumont is one 
of the tastest growing cities of its siz the south lt 
moving from 736 Pearl street to the new location Mr. Har 


rison secured an office which is in keeping with the Elhott 
Fisher and Sundstrand machines which he handles he 
new location has brought an increase of business for Mr 


Harrison 


a 
Philadelphia House Incorporates 
The Othce Machinery Company, 216 South Elevent 


street, Philadelphia, Penna., was incorporated on April 13 


of this year The company was originate din 1909 byw Fred 
eric Collins, Jr.. and operated until three years ago under 
the name of Collins Office Machinery Company For the 
last three vears since Mr. Collins’ death it has been known 
is the Office Machinery Company 

The ofthcers of the corporation ar¢ | I Muhler. Tr 
president: E. Kocher, vice-president, and Mrs. E. G. Mul 
ler, treasurer. Mr. Kocher has been manager of the busi 
ness since Mr. Collins’ death. and holds the same positi 
under the incorporation 

The company are distributors : irrett adding 
machine and the Add-Index line, also agents for the new 
Coinaudit machine 

ae 

American Writing Machine Opens Seattle Branch 

Marking a turther expansion of a national retail and 
vholesal« policy the Americar Writing Machine Company 
of Newark. N. i = has opened a brancl it SUS Second ave 
nue Seattle Charles ] (sregory, local manager has beet 
wit! thre m is ma iw ( stores s irw< es 

the | t d states 

[he opening of the store was supervised by S) 
‘ vice resident and ae i sales “ 

1 he v store 1s ct " locat S S S t 

s and cies t the i ~ r n g 
rmu ‘ \ Mi (sree i he . 
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AN X-RAY OF YOUR BUSINESS 


1+ CVELY day at nine 


All the facts and figures you need to 
know brought to your notice daily 


ERE is a method that uncovers inefficiency 
... that sends a piercing light into the very 
vitals of vour business. 

Figures and facts that you need to know—now, 
today—cannot avoid its powerful glare . . . cannot 
hide away unseen and unsuspected, gnawing away 
at your profits. 

The activities of every department are recorded 
from day to day, week to week, and month to 
month. And each morning at nine all these vital 
figures are placed on your desk . . . focused in a 
single, simple, understandable report. A report 
which enables you to tell at a glance whether 
business is going ahead, slipping or standing still. 

Elliott-Fisher accounting-writing equipment is 
doing this highly efficient job for thousands of 


Elhiott-Fisher 


FLAT SURFACE ACCOUNTING-WRITING MACHINES 
Product of 


Cprer Obie Feuipment (poration 


342 Madison Avenue, New York 


MACHINES 


ALSO MAKERS OF SUNDSTRAND ADDING-FIGURING 


businesses, and it can easily be applied to yours. 
Without adding a man to your payroll, or in any 
way complicating any system you may be using, 
Elliott-Fisher can be quickly adapted to your 
business. 

Almost beyond belief, Elliott-Fisher will improve 
your present methods and combine the most 
complicated accounting details into a system of 
remarkable simplicity. 

The story can be quickly told — the method con- 
vincingly demonstrated. Let us send our repre- 
sentative. Hand the coupon below to your secre- 
tary and ask her to fill it in and mail. The coupon 
also brings full, descrip- 
tive information. 









Genera! Office Eauipment Corporation 
342 Madison Avenue, New York City 
Gentlemen: Kindly tell me how Elliott-Fisher 


can give me closer control of my business. 





Name 


Address 
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Punches and Rolls Eyelet 
In One Operation 


“Wunaxion” No. 130 punches the paper and 
rolls the eyelet in one operation. Sliding gauge 
in the throat regulates the distance from the edge 
of the paper. 

Spring action, compound leverage, full nickel 
plated. Made in 6-inch only. Packed one tool 
and small box of standard stainless eyelets in a 
handy office kit. $2.00 retail. 





BERNARD 


TRADE MARK REC 


STATIONERS 


OOcS 


Made by the Makers of 
TRIUMPH EYELET PUNCHES 


THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONN. 











Districts 6 and 7 at Des Moines, June 5-6 

All stationers of districts 6 and 7 of the National Asso 
ciation of Stationers, Office Outfitters and Manufacturers, 
should without fail be at the regional meeting to be held 
at Des Moines, Iowa, June 5 and 6. An excellent program 
has been arranged, including a golf tournament at the 
Hyperion Club, and a special program for the ladies. 
Among the speakers who will be heard are Woodson P. 
Waddy, president of the National Association; Hon. W. L 
Harding, ex-governor of Iowa; C. A. Natzhammer, sales 
manager of the Northwestern Furniture Company, Mil- 
waukee, Wis.; and W. J. Goodman, Horder’s, Inc., Chicago, 
Ill. This group, however, by no means exhausts the list. 

The Northwestern Travelers’ Club will entertain Wednes 
day afternoon and evening, and a splendid time is promised. 
In the afternoon there will be stunts, cards, golf and bath 
ing. A delightful ending of the two days will be the in 
formal dance and cabaret in the evening, with a special 
“Travelers’ Feature Act” that will cap the whole enter 
tainment. 

An interesting piece of literature has been sent out urging 
all to attend. “Be on Deck” it is captioned, and shows a 
ship with many passengers looking over the rails in the 
direction of a number of buoys—each of these being labeled 
with the name of one of the principal speakers—which pre 
sumably will act as very good guides for the voyagers. 

District Number 6 comprises Illinois (except East St. 
Louis), Wisconsin and the Northern Peninsula of Michigan, 
and is presided over by Sidney E. Collins, 58 East Wash- 
ington street, Chicago, Ill. The governor of District Num- 
ber 7, which includes Minnesota, Iowa, Nebraska and the 
Dakotas, is Sterley F. Jerue, 135 East Fifth street, St 
Paul, Minn 

_> 
Seattle Stationers Show Striking Signs 

[Two Seattle stationers have installed novel Neon gas 
signs within the last few months. 

Lowman and Hanford’s sign shows two leaves of an 
opened ledger, with a large quill pen pointing down to 
the center of one of the pages [he outline of the book 
and pen are in green with the words, “Lowman and Han 
ford” in red across the face of both pages and “Stationers” 
in the “feather” part of the pen 

[rick and Murray's sign is egg-shaped, outlined in blue 
with the words, “Trick and Murray” at top and “In a 
Hurray” on botton in red. The firm’s trademark of a deliv 
ery boy hurrying with an order is painted in the center 

ey: 
Ss 
Some Stationer Golf Association Winners 
The Stationers’ Golf Association of New York, N. Y 


announce the winners of a tournament held recently at 


Richmond County Country Club: Class A, C. A. Meyers, 
first, and A. G. M. Stavely, second: Class B, L. H. Traver- 
nier, first, and E. M. Daus, second; Class C, R. J. Urmston, 
first, and Morris Popper, second 

Two tournaments were held during the month of May- 
one at Queens Valley Country Club, Forest Hills, L. L., on 


Tuesday, May 8; the other at Dunwoodie on Thursday, May 


24 Results of these were not available at the time of 
writing 
> 
G. Bruhl Back After Latin-American Trip 
G. Bruhl, export manager of the Old Town Ribbon & 


Carbon Company, Inc., Johnson and Prince streets, New 


1 


York, N. Y., recently returned to this country after having 


' 


spent nine weeks in making a trip through the Latin-Amer- 
ican countries. He called upon the old 


customers of the 
company, and made a number of new connections, which 


it is hoped, will prove very profitable for all concerned 


Sh OS ie 1, 


hans 


oy" 
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said 
“Graduation” 


When We Asked 1000 Dealers— 


“At What Season Would Additional 
Advertising Support be Most 
Helpful to You?” 


We have therefore contracted for 
EXTRA advertising for May and 
June, in addition to our regular 
schedules, to feature Parker products 
for Graduation, Birthday Gifts, Golf 
and Bridge Prizes, etc., including 


Full pages in 31 Newspapers. 


also 


Large Ads at frequent inter- 
vals in 159 Newspapers. 


and 


Four Color Pages in The 
Saturday Evening Post, Lib- 
erty and American Magazine. 


Giving a Total Circulation of Over 
100,000,000 


This SPECIAL Advertising Drive 
cannot help but mean increased sales 
and profits for Parker dealers. Make 
the most of it. Be sure your Parker 
stocks are in shape to properly take 
care of the public’s requirements 
and send for the “tie ups” we have 
prepared for you—Window and 
Counter Displays, Newspaper Ads, 












Attractive Gitt Box included . 

ead chap Cnnctalilaiamina Circulars, DISPLAY, ADVERTISE, 
$8, ay oe os. Seid sep- and TALK Parker Products and 
arately, if desired —Over-size , . 

Pen, $7; Junior or Lady size, you'll see your pen business GROW. 
$5. Parker Duofold Pencils to 


correspond, $4, $3.50, and $3. THE PARKER PEN COMPANY, |ANESVILLE, WISCONSIN 


Parker 


Parker Duofold \ 1D tt 
$8.75 to $100.00 > ue @ 








Desk Sets 








He refers to Parker’s analysis 


oe Expense 
Turnover ana Profit 


in the retail selling of fountain pens 


Based on Stationery and Jewelry Surveys made by 
The Bureau of Business Research, Harvard University. 


Do von Know 


e 
The one right way to 
figure turn-over. 


o 
@ 
What the Harvard Survey 


revealed on the relation 
of stock turn to expense 
and profit. 

9° 


oe 
Which stores make the 
most net profit—those 
with a high average gross 
margin —or those with a 
fast turn-over. 


4 


o 
The average net profit 
made by firms in your 
line of business. 


A 


How other stores are in- 

creasing sales and profits 

in their pen departments. 
9 


es 
Let us show you the an- 
swers to these and many 
other questions of vital 
.mportance to you. 


Stationers and Jewelers are getting a NEW 
insight into problems that affect their business, 
NEW ideas for cutting down expense and in- 
creasing profits, from the facts and figures we 
have compiled from our own investigations and 
the Harvard University Surveys. 


Those that have seen and studied this analysis 
pronounce it the most instructive and helpful 
material they have ever seen. 


It includes charts and diagrams on operating 
expenses, salaries, rent, interest charges, etc., on 
margins and profits (gross and net), also data on 
consumer preferences (present and future) and 
proven merchandising and selling plans. 


A Parker representative will be glad to show 
you this analysis and explain its application to 
your business. You are bound to benefit —as 
others have—by comparing the figures on expen- 
ses, turn-over and profits with your own, and by 
learning of New Methods others are using suc- 


cessfully. 


Write us now when you would like our rep- 
resentative to call. No obligation. 


THE PARKER PEN COMPANY, JANESVILLE, WISCONSIN 
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Tenacity Builds Fine New Factory 

Pressure for more space to enable them to meet the increas- 
ing requirements of their business has resulted in the con- 
struction of a fine new factory building by the Tenacity 
Manufacturing Company of Cincinnati, manufacturers of the 
Tenacity line of loose leaf metal devices. Hubert Auburn, 
secretary and general manager of the company, states that 
they expect to be in production in their new plant about the 
middle of July. 

Che new factory ts a one and two story structure, ninety 
by one hundred and sixty feet. It is to be lighted by a 
monitor extending the full length of the building as well 
as by windows on all sides. The structure will be of wire- 
cut brick with stone trimmings and steel openings and will 
be equipped with the latest machines and _ efficiency 
appliance Ss 

[The Tenacity Manufacturing Company was organized 
and incorporated in 1913. George B. Riley is president; 
Jos. A. Verkamp is vice-president; Hubert Auburn is sec- 
retary and treasurer and Hubert W. Miller is sales mana- 
ger. Mr. Riley and Mr. Auburn have been identified with 
the company in their respective positions for fourteen years. 
All of the officers, salesmen, superintendents and foremen 
are stockholders of the company. The company states that 
it has on its staff in an advisory capacity, a man to whom 
the loose leaf metal industry owes many of its inventions. 
Among many patents which he holds on loose leaf devices 
is one of the oldest patents on ring metals and ring metal 
construction 

fe — 
George L. McCarthy—Banker-Inventor 

In the “New Machines and Devices” section of this issue 
the Recordak is described—a machine for rapid photograph- 
ing of cancelled checks in banks. The inventor of the 
McCarthy, has been in the banking 
He has been for the past ten 


Recordak, George L. 
business from his youth up 
years an officer of the Empire Trust Company, Manhattan, 
New York City, most recently serving as vice-president. 
His invention grew out of his appreciation of the weakness 
of banks’ records of paid checks, and is calculated to pro- 
vide a method of keeping a fraud-proof and loss-proof rec 
ord of checks. 

It is interesting to note that his first inspiration came 
from observing a slow-motion picture of a baseball being 
thrown, which gave him the idea of photographing checks. 
he &rst big discovery came only after a number of months 
of experimentation, when he finally found that checks could 
be successfully photographed by means of an intermittent 
stop system while they were momentarily at rest. He 
worked for several years and spent some six thousand dol- 
lars before the final important idea came to him—namely, 
to synchronize the device with an adding machine, making 
it possible for the adding machine operator to handle this 
machine along with the Recordak. 

He secured the co-operation of the Eastman Kodak Com- 
pany in developing the photographic details of the machine, 
such as photographing blue ink and numerous other details 
of importance. That company now has acquired the thirty 
patents granted on the device, and has formed a million 
dollar subsidiary, to be known as the Recordak Company, 
tor the manufacture and distribution of this device. F. W 
Lovejoy, vice-president of the Eastman Kodak Company, 
is president of the new company, while Mr. McCarthy as 
sumes the duties of vice-president and general manager 
L. B. Jones, another vice-president of Eastman Kodak, has 
been elected treasurer. The development of this new sub 
sidiary is in line with Eastman’s policy of expanding by 
developing new uses for its products. 

>--— 


Sa-Fax 


It is always easier to make a break than to mend it 
(The Meilink Steel Safe Company) 
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Attractive window display material, free, makes it easy 
for you to have an effective showing of Rand M€Nally 
Auto Road Maps and Auto Road Atlases. 


.  « for Rand M¢Nally 
Auto Road Maps and Atlases 


ET quick, extra profits with this 
year’s new Rand M¢Nally Auto 
Road Atlas and Maps! 

Over 21,000,000 cars are on the 
road this summer—the biggest 
motoring season ever known. And 
people must have correct, up-to-date 
map information. 

Think how many right in your 
community will depend on buying at 
yourstore. Here’s business easy to get! 

What other products you sell are 
so timely? What others offer such 
immediate, profitable returns? 

In featuring the Rand M¢Nally 
Auto Road Atlas and Maps you have 
these additional advantages: 

The support of the greatest na- 
tional advertising campaign run by 
any map maker! Road Maps and 
Atlases known to everyone! 

Attractive display material—free! 
Newest designed posters, banners 
and show cards that are proved sales 
producers. 

Liberal discount! A generous 
margin that brings good profits even 
for small outlets. 

Order an adequate supply imme- 
diately. Wire or write us direct—today! 


IRAND MSNALLY & GOMPANY 
Map Headquarters 





‘The rush has begun! 


Dept. T-15 
270 Madison Avenue 536 S. Clark Street 559 Mission Street 
New York Chicago San Francisco 


86 OFFIC 


SPT ttt ttt tt tt 


Pee ere Ter rT ett 


OF OOe wee eee 


TIttitt tt Tee 
coaeeeseeesione che 


TT ces tees 


ere. frees 


eee ee ae ee 
sere tee 


: 





Are you gambling 





APPLIANCES June, 1928 


© eee thee 
eeeereneer 


with rebuilt machines? 


Granted that there is uncertainty 
in all business, isn’t it dangerous 
to include unnecessary uncer- 
tainties? Buying job lots of type- 
writers is risky even if you exer- 
cise constant supervision and in- 
spection, requiring time that 
should be spent in building up 
sales. 


In assuring the quality of your 
stock at the outset by using 
MASTERGRADES, you protect 
your good will account and are 
able to concentrate on your cam- 
paign for new business. 


MASTERGRADE 
UNDERWOODS 





The position of Wholesale Type- 
writer Company in the field of re- 
builts is unique. Our factory and 
inspection systems eliminate un- 
certainty and assure absolute sat- 
isfaction every time. May we 
tell you more about this satis- 
factory service? 


The Wholesale Typewriter Co. 


Exclusive Distributor { Mastergrade 
Remanufactured LU nderwoods and Largest 
Wholesale Distributor im the World 


428-430 Broadway 


COTE SE POTN WE Fe EE ROO e Cee OU OR Ee ee ee ee ee eee 
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New York, N. Y. 
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Chair Man Visits West 


F. Y. Brown, sales promotion manager of P. Derby & Com- 
pany, Inc., chair manufacturers of Gardner, Mass., recently 
called on Office Appliances in the course of a four weeks’ 
vistt to the trade in the central west. He went as far north 
as Minneapolis and south to St. Louis, covering intermediate 
points also. 

_ 
Carrying the Message to Garcia 

Che man who carried the message to Garcia probably 
didn’t hop freight trains to perform his mission—but he 
might have done so if they offered a convenient oppor- 
tunity 

William E. Pickering, Southwestern representative for 
the S. E. & M. Vernon Company, Inc., 65 Duane street, 
New York, N. Y., recently set out to attend the Whole- 
salers’ Convention at West Baden Springs, Ind. He went 
from Louisville, Ky., to Mitchell, Ind., where he missed 
the last train to West Baden. Not to be foiled, however, 
in his attempt to arrive on time he hopped a freight clear 
into West Baden, arriving on time and keeping an engage 


ment with Arthur Lawless of the home office, who awaited 


him 
Interesting “Blank Book News” of Columbus Firm 

[The Columbus Blank Book Mfg. Co., 311-321 South 
High street, Columbus, Ohio, blank book manufacturers 
and dealers in general stationery, publish “in the interest of 
good business” a little monthly news sheet known as The 
Blank Book News. The May issue contains several useful 
suggestions. Under “Sales That Are Lost” the following 
reasons for lost sales are suggested Indifference of sales 
people; attempts at substitution; errors in billing; slow de- 
liveries; Over-insistence on the part of clerks; unnecessary 
delays in being waited upon; tactless policies; general bad 
management; ignorance about goods, and refusal to ex- 
change. “Check up,” it adds, “how many customers have 
been ‘killed’ and then if possible find the reason why 
Many times these slaughtered customers can be revived and 
placed on the productive list.” 

An item on “The Age of Chances” gives youth its place 
in the world. “This is the day of youth. Youth guided an 
airplane from America to Europe and youth has flown 
again from Ireland to America. Youth has created demands 
for new things. Youth has stepped up the world. The 
church, the manufacturer, the business man who fails to 


consider youth will soon be swallowed up in the rapid 


changes of the present age. Consider vouth and succeed.” 

Another item suggests the folly of the sales argument 
You're all wrong.” Immediately the prospect bristles 
when confronted with this. He's right—he’s already de 
cided on that, and such a blunt attack only fortifies his 


opinion the more 
an 
Listo Pencil Window Demonstration a Success 
Che window demonstration of the Listo Pencil Corpora 
f 


tion of Alameda, Calit.. which was successfully shown re 


cently in San Francisco, has been moved to Los Angeles 
where it has been shown lately in the windows of the H. S 
Crocker Company the Stationers Corporation. Schwa 
bacher-Frey Company and the Grimes-Stassforth Company 
A second exhibit has been prepared and will appear in the 
windows of the J. K. Gill Company, Portland; M. R. Mar- 
tin, Tacoma: Lowman & Hanford Company and Trick & 
Murray, Inc., of Seattle, and other stationery stores 
the northwest 

f has E Wehn manager ort the | isto Pen a orpora 
tion Alameda, Cah | 
spend May and June visiting the northwest stationers, com 


ining business with 
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S THE PAYEES NAME 








You KNOW 
it’s a 
SAFE-GUARD 


because 


Oversized handie, 
pitched for light, 
silent action and 
slung low on ma- 
chine. 


Check Shelf in same 
line of vision as the 
keyboard. 


no other 
check writer 


can protect 


Check feeds to exact 
printing position by 
gravity. 


the Payee’s Name 
AUTOMATICALLY 
while writing 


the amount. 


Keys center posi - 
tively on amount de- 
sired, assuring per- =} . 
~~ : : s Width, 5 inches. 
fect alignment. Jena Length, 11 inches. 
ae ona Height, 6 inches. 


ac 


The New a 


Instant Safe-Guard 
Stops ERRORS 


ee 
=) 
L- ~ 


Triple Accuracy is found ALONE in this machine: 


1. Multiple Keyboard Control 
. Individual Column Correction Keys 
. Amount seen before printing 


wh 


Easy quiet operation, gravity feed for quick centering of check, and 
automatic protection of payee’s name, contribute to greatest speed as 
well as accuracy for the Instant Safe-guard. 


Watch the Instant Safe-guard win on Demonstration 
Some Territories Still Open for the Right Man. 


SAFE-GUARD CHECK WRITER CORPORATION, LANSDALE, PA. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers, Office Outfitters and Manufacturers 








OFFICERS : 


Woodson P. Waddy, President, Richmond, Va.; Richard B. Carter, First Vice-President, Boston, Mass; Arthur C. Moench, 
Second Vice-President, San Francisco, Calif.; Charles M. Marshall, Third Vice-President, Atlanta, Ga.; Roy J. Simpson, Fourth 
Vice-President, Chicago, Ill.; Harry G. Horder, Treasurer, Chicago, Jil. 


REGIONAL GOVERNORS 


District Ne. 1. J. F. Mol- District No. 5. Carl M. 
loy, Meriden, Connecticut. Schutz, Browne - Morse 
Company, uskegon, 

District No. 2. Richard B. — 


Lockwood, Millington 

Lockwood, Buffalo, N. Y. District No. 6. Sidney E. 
District No. 3. Francis B. Collins, Automatic Pencil 

Irwin, James Hogan Co., Sharpener Company, Chi- 


Ltd., Philadelphia, Penn- cago, Illinois. 


eptvanta. District No. 7. a F. 
District No. 4 A. W. Me- Jerue, McClain & ed- 
clure, The McClure Office man Co., St. Paul, Minn- 


Equipment Co., Macon, Ga. esota. 





REGIONAL GOVERNORS 


District No. & 8S. B. Hud- District No. 11. James 8. 


son, The Star Printery, Ball. Kilham Stationery 
Muskogee, Oklahoma. ¢ Printing Co., Portland, 
regon. 


District No. 9 E. Clifton 
Wilson, Wilson Stationery District No. 12. Howell D. 
& Printing Co., Houston, Melvin, Melvin, Roberts & 
Texas. Horwarth, San Jose, Cali- 
fornia. 


District No. 10. Cc E. 
Hoffhine, Hoffhine Print- District No. 13. William F 
ing & Stationery Co., Dawson, Chas. F. Dawson, 
Casper, Wyoming. Ltd., Montreal, Canada. 


SECRETARY'S OFFICE—4! Park Row, New York, GENERAL OFFICE and INFORMATION BUREAU—403-405 Conway Building, Chicago 
Twenty-Third Annual Convention Will be Held October 8 to 11, Inclusive, at West Baden Springs Hotel, West Baden, Indiana. 


Twelfth District Regional Meeting in San Francisco 

National President Woodson P. Waddy and former Re- 
gional Governor Carl M. Schutz, augmented by twelve or 
fifteen other practical merchandising specialists, will be the 
speakers at the Twelfth District Convention to be held in 
the Roof Garden of the Whitcomb hotel at San Francisco 
on Thursday and Friday, June 14 and 15. Howell D. Mel- 
vin, Regional Governor of the Twelfth District, states that 
this year’s program will be quite as instructive and inter- 
esting as that of last vear. The discussions will concern 
matters of vital importance both to the stationer and the 
manufacturer. 

Meetings will be continuous from 9:30 to 5:00 o'clock 
each day with an hour and a half recess at noon for group 
luncheons and closing with a banquet Friday night. 

Everything possible is being done to make this conven- 
tion both instructive and entertaining and the sessions will 
be open to dealers, manufacturers, manufacturers’ agents, 
traveling salesmen and both men and women employees 
In fact, everyone connected in any way with the stationery 
business is urgently requested to be present. 

It is expected that a number of outstanding easterners 
who for years have been very closely connected with organ- 
ization work will be able to arrange their vacations so that 
they may take part in this convention. Their names, how- 
ever, cannot be mentioned at this time. 

The following is a partial list of subjects that have been 
placed on the program: 

Present Day Tendencies in Retail Selling. 

Relation of the Credit Department to Sales. 

How to Advertise the Stationery Business. 

Developing Better Salesmen. 

Dissatished Customers and Returned Merchandise. 

Billing and Deliveries. 

Window Display. 

High Overhead in Relation to Salesmen’s Salaries. 

Are Chain and Specialty Stores Real Menaces? 

Selling Filing Supplies and Equipment. 

Greeting Card and Gift Departments. 


Rapid Turnover and Reduced Inventories. 

Interior Displays. 

Are Office Furniture Departments in Stationery Stores 
Profitable? 

Record Protection Against Fire Losses. 


Eliminating Competition in Office Furniture Selling. 

Two meetings will be held this year in District Number 
Twelve, which comprises the states of California, Nevada 
and Arizona. The second meeting will take place Monday 
evening, June 18, at the Alexandria hotel, Los Angeles, and 
Lieutenant Governor Joseph E. Harvey is working hard to 
get out a very large attendance. An interesting and enter- 
taining program has been prepared and a general invitation 
is extended to all connected with the stationery industry to 


be present. 
ss 


Pacific Stationers’ Annual Convention 

The Pacific Northwest Stationers’ Assocation will stage 
its annual convention in Portland, Ore., June 10, 11, and 12, 
the latter two dates coinciding with the first two of the far- 
famed Rose Festival, which is an outstanding annual event 
in that city. It is hoped that those in attendance will thus 
“kill two birds with one stone” by availing themselves of 
the opportunity afforded to attend both the convention and 
Portland’s classic six-day festival. A new pageant has been 
written for the latter, known as “Where Rolls the Oregon,” 
to be produced in a huge outdoor stadium, where a volcano, 
the Columbia River, and the Bridge of the Gods will be re- 
produced on a scale to provide the setting for hundreds of 
actors. 

The local committee in charge of arrangements for the 
meeting is also planning a number of additional features 
of interest and profit to those who attend. The general 
committee, selected by E. J. Chapman, president of the 
Portland association, which in turn selects sub-committees, 
is composed of the following: J. A. Ball, Kilham Stationery 
& Printing Company; Charles Helwig, Helwig-Chapman 
Company; Charles Heppner, J. K. Gill Company; Milton 
Marlewitz, Bushon & Company; Harry Berry, Irwin-Hod- 
son Company, and Mr. George of Klumpp’s, Inc. The 
budget committee is made up of Barney May, Bushong & 
Company, chairman; J. A. Ball, Kilham Stationery & Sup- 
ply Company; Harry Berry, Irwin-Hodson Company. 

<————— 
Reminder to Typewriter Men 

Typewriter dealers in every part of the United States are 
requested to take notice that the Annual Meeting of the Na- 
tional Typewriter Dealers’ Association will take place at Cleve- 
land, Ohio, August 20, 21 and 22. F. McBurney, president of 
the Cleveland Typewriter and Adding Machine Dealers’ As- 
sociation, with a strong staff of committees, is working hard 
for a successful meeting. 





aa 


eee ie 


ee 


~~ 





TRY 


B”* 


d 


n 


a T se > Ww FP 1 is 















June, 1928 OFFICE APPLIANCES 























THROWN TO THE WIND 


This company spends a great many thousands of 
dollars every year in general advertising. A substan- 
tial part of it is thrown to the wind—that chance 
may carry it where it will get attention. We must 
cannonade our messages to every possible user of 
duplicating devices. We must maintain a world-wide 
reputation. But for the getting of immediate sales there 
is an infinitely more direct way. The Mimeograph is 
the great duplicator of typewritten letters, announce- 
ments, bulletins, etc., in which may also be easily 
included tracings of maps, plans and designs. The work 
is done at high speed and accurately, at a very 
small cost and privately, without skilled help. And every 
message it duplicates can be sent directly to the person to 
whom it should go. Little waste there! In direct selling the 
world over the Mimeograph is a mighty and economical factor. 
Get particulars from the A. B. Dick Company, Chicago— 
// or from branch in almost every large city. Dealers everywhere. 


'MIMEOGRAPH 
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Fatigue can tie up the most valuable pair of hands 


in your office 


quik ly thousand times a day the delicate nerve centers in he Lc st the 
. Ball Bearing Office 

fingertips are shocked as her typewriter keys hit bottom. The ; ~ 
’ ‘ Machine. Its hght 
result isa stead) drain or nervous enere\ that lay even result in touch. eas action 
Functional Neurosis per ease 
ul 1cé¢ 


his never happens with an L C Smith. Its ball-bearing action 


is supremely easy, light and switt—and the kevs never touch bottom 


We have prepared a brief explanation of the effect of fatigue on 
stenographic costs that will be interesting alike to those who 1 


tvpewriters and those who sell them. You can obtain a copy by 





writing to the address below 


I. C Smith & Corona Typewriters Inc 
Boencmee Mew Wes . Rent s a¢ Svracnuse. Groton and Cortland. N° 


ry Our e Bar Bran Fon _ 2 bY aby doe 
Sp 


« ‘Gees, a. 
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(New Machines—Continued from Page 31) 
More Miles for This “Oversize” Eraser 
Venus lead pencil No. 3830, made by the American Lead 
Pencil Company, 220 Fifth avenue, New York, N. Y., is 
ving furnished with an “Oversize” eraser, 5/16 of 
an inch in diameter, made of soft, pliable red rubber pre- 
pared after a special formula. This pencil is of the same 
quality as Venus drawing pencils, the lead, it is said, being 


smootl rm, and non-crumbling. The advantage of the 


En Pencil Co. NewYork 3830 NO2 





ILLUSTRATION OF OVERSIZE ERASER NOW SUP- 
PLIED ON VENUS LEAD PENCIL NO. 3830 OF THE 
AMERICAN LEAD PENCIL COMPANY 


larger size eraser 1s twofold to enable the user to erase 
a larger surtace, and to make it last the lifetime of the 
pencil. It is made in the characteristic Venus finish—the 
green waterti ark 


Number 3830 is made 


five degrees: Number 1, very 
soft: Number 2, soft; Number 224, medium; Number 3, 
hard; Number 4, very hard his range is said to meet all 
th 


requiren ents of LOSE who draw or write 


Novel selling he Ips are available for stationers who desire 


stil te sales on this item. This display material, as 
well as prices, may be had on application to the New York 
ead 
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B & P New Note-Book Display Case 
& Pease, New York, N. Y., very recently pro 


dealer elp shown here, and are now able t 


their dealers It is a new note-book case for 





& P NOTE-BOOK CASE 


I S Mi I n all-metal, f live 
gre I k and gold. I ll a late 
os mat s 174 books, and is given free with a minimum 
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340 Hudson Street, 


Munson Quality 


Appreciated 


HE undisputed proof of 

recognition in an article 
of merit is its continuous 
growth in sales and constantly 
widening market. 


These facts, everywhere re- 
flected in the trade, indicate 
that Munson International 
Rubber Typewriter Keys are 
not only known for their 
Quality but are extensively 
used because of their Quality. 


No free goods nor premiums 
are offered with Munson Keys. 
Highest grade materials and 
superior workmanship have 
earned the reputation of 
Quality, which moves the mer- 
chandise from your shelves 
with the minimum of effort. 


MHA 


Munson Supply Company 


The Largest Rubber Key 
Factory in the World 














ONE GRADE 
KEY ONLY— 
THE BEST 


NEW YORK 
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ew Embossed 
FOX Work Folio 


SELLS BIG 


Hk FOX Embossed W ork Folio No. 294 
p pet a convenient temporary file for 
memos, correspondence, orders and similar 
detail. Contains six compartments with ex- 
pansion back feature. Six index tabs per- 
mit classification of compartments for 
ready reference. Covers are heavy binding 
board covered with imitation brown Spanish 
leather \ handy work distributor that 
every business man will want for his desk. 
No. 295—Same as above with 10 pockets. 


Send for com- 
plete catalog 


GEO. E. FOX & Co. 


325 W. Ohio St. 


A. H. Denny, 356 Broadway, New York 
New York Representative 
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order of $120 list Dealers interested 


Products, Inc., 1188 Main street, Bridge; 


tically every stapling requirement, an 





Finger moistener, is now one of the exclusive members of 





CHICAGO 











June, 1928 


mak‘ng use of 


this aid may correspond with their local representative or 


write Boorum & Pease, 349 Broadway. New York City 


> 


Neva-Clog Duplex Desk Stapler 


This new duplex desk stapler, made by the Neva-Clog 


Conn., is said 


i 


to be simple, quick, easy, efficient, and sure in its operation 


lis stapler is flexible enough, it is claimed, to meet prac- 
yet 1s rugged and 


constructed in every detail. It is also said to operate 


under severe conditions without jamming r getting out 





NEVA-CLOG DESK STAPLING MACHINE 


order. For deep work it may be removed from its base 


and quickly attached to a 10-inch extension. When de 
tached from its base, it may be used for putting labels on 
boxes or other flat work. The Neva-Clog Duplex Desk 
Stapler is made of heavy gauge metals throughout, a 
curately fitted and tested. Wearing parts are hardened and 


ground. It is easily reloaded when empty 


> 


A New Sengbusch Moistener. 


Che Ideal Junior moistener, formerly known as the Cook 


Sengbusch line. This moistener—an illustration ap- 


pears herewith—is made of the finest quality of pure white 


china. It is two and one-half inches long and two and one- 





IDEAL JUNIOR MOISTENER 


eighth inches wide and retails for a very moderate price 
It is a small edition of the Sengbusch Ideal moistener and 
is designed to capture the volume business of those who 


ant an efficient moistener for light work 


8 
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Horder’s Features Only 
Profit-Paying Lines 


Study this powerful window for Autopoint—the world’s 
fastest-selling pencil 


ORDER’S have studied what pays to display, what does 

not. Their windows are their greatest sales-makers. So 

what you see in Horder’s, you can know is a profit-paying line. 

Horder's display department knows how to display goods, 

too. This window, one of a series they are running on Auto- 

point, is a sales-compelling window. It tempts people to come 
in and ask to see an Autopoint. 

Whoever sees it, and tries it—wants it. And an owner is 











Better Pencil” 
Made of Bakelite 
AUTOPOINT COMPANY 


4619 Ravenswood Avenue, Chicago, Illinois 


always a booster. Buyers are always prospects for more ex- 
pensive numbers. The wide range of color effects, the numer- 
ous models and styles, make it a line of many selling points. 


Ask your wholesaler’s salesman, or write us. Get the partic- 


ulars on this pencil that is making history in the pencil business. 





3 Big Features 


1 Cannot “jam”—protected by patent. But one simple 
moving part. Nothing to go wrong. No repairs. 

2 Bakelite barrel, beautiful onyx-like, light-weight 
material. 


3 Perfect balance—not “topheavy” 
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a. DEALER — 
-¥\\ ALLEN - 


ADDING | 

~ BOOKKEEPING |, > 
AND CALCULATING «| 

_ MACHINES ] 


4 Machine for °° 
Parachine for ee” ) 


WHY DEALERS ARE ANXIOUS 
fo Secure an 
ALLEN-WALES FRANCHISE 


® Because they are thus privileged to sell the best possible 
adding, calculating and bookkeeping machines that the most 
experienced builders can produce. @ Because each machine 
is of highest quality, designed with exclusive features that 
greatly reduce sales resistance. @ Because each machine 1s 
moderately priced to minimize competition. @ Because greater 
profits are secured than through handling any other line. 
® Because dealer helps are timely and effective. © Because 
our comprehensive advertising campaign will focus favorable 
attention on Allen-Wales machines. @ Because great local 
prestige will accrue to the fortunate representative who secures 
an exclusive Allen-Wales local selling right. 


r ‘rite at once and ask how you can need 


an Allen-Wales Franchise for your town 


ALLEN-WALES CORPORATION 
233 Spring Street, New York, N. Y. 
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“Bureau” and Office 


[he frequent use of the word “bureau” in these columns 
when referring to European practice, makes the origin of 
this usage mteresting Che following is reprinted from The 
Kablegram 

Bureau—Words often alter their meaning in going from 
one language to another, and in the end acquire a signih- 
ance so far removed from the original root that every link 
in the chain is needed to explain how the change came 
about. Such a much-traveled word is “bureau.” 

The first form of this word was the Greek “pur,” mean 
ing fire Then the Latins took up the word, converting 

into “burrus meaning fiery red When the French 
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NEW FACTORY AND OFFICE BUILDING AMERICAN 
LEAD PENCIL COMPANY To this fine new structure the 


ompal! has moved its offices. The building is at 500 Willow 
avenue Hoboker N. J The company will retain its sales 
oms at i Fifth avenue New York City An item con- 


ed in the May issue 








idopted the tert they modihed it to “burre and the color 
to reddis] row! Later, as the Old French “burel,” it 
came to meal \ thicke « urse cloath. of a brown russet or 
darke, mingled colour As this cloth was used to cover 
writing desks. the word in the form of “bureau” was gradu 
ally broadened in its meaning to include the desk itself, and, 
is a further extension. the room where such desks were 
kept Finally, as these rooms were often used by depart 
g ent. the word “bureau” came to designate 
~« 
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—written in a very “human way” 
—and filled with most interesting 
information—for dealers who have 
handled all types of loose leaf 


binders. “A Primer on Loose 
1») 


Leat for Grown Ups! 
We’ll venture to say that you’ll read it 
at one sitting—everyone likes the frank- 
ness of facts, “pro and con.” Write for 
your copy now—it’s yours by mail for 
the asking. 

FLExI-PosT 

REG. U.S. PAT. OFF. 
—provides Unlimited Capacity—Two- 
Inch Working Space—Direct Screw 
Compression—N on-Protruding Posts— 
the greatest combination of advantages 
found in any loose leaf binder in the 
world. 





Write for dealer’s arrangement on 
I'texi-Posr Binders—Faultless Visible 
Records and other Loose Leaf Books in 
the complete Faultless Line. 


STATIONERS LOOSE LEAF CO. 


Chicago MILWAUKEE New York 






—note che exclusive prin- 


ciple of flexible link posts. 
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The “DANDY” 


— The “Apsco” Model that 
“‘feeds itself’’ 


$600 





The “Dandy” is nationally advertised in 
The Saturday Evening Post, System, Nor- 
mal Instructor, Primary Education and 
other School and General Mediums. It 
has every famous ““APSCO” feature in- 
cluding the convenient and waste saving 
Automatic Feed. 


Every Dealer can sell the ‘‘Dandy’’ 
to those customers who always 
want “‘The Best’’ 





For general purposes and especially in the 
HOME, there’s always the fast selling model 


The “CHICAGO” 


—the famous Dollar Pencil Sharpener 


WRITE FOR CATALOG 


Automatic Pencil Sharpener Co. 
CHICAGO ILLINOIS 
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Horder’s Concludes 1928 Accounting “School” 

Horder’s, Inc., 236 W. Lake street, Chicago, Ill., on May 
15 celebrated the close of a fifteen weeks’ course in ac- 
counting, advertising and salesmanship, by a banquet held 
in Stevens Restaurant, Chicago, to which all the members 
of Horder's sales organization were invited 

This is the second year that Horder’s have had such a 
course as this. During 1927 and 1928, 25 men each were 
selected to take the course. The number is limited, to give 
the best efficiency in teaching. The group this year met 
twice a week, for thirty hour lessons, taking each time a half 
hour of the company’s time and giving a half hour of their 
own. The instructor this year was William R. Castenholz, 
A. M., C. P. A., director of the Department of Higher Ac- 
counting of La Salle Extension University, Chicago. The 
text book employed was “Elements and Principles of Ac- 
counting,” published by the La Salle Extension University. 
The first two-thirds of the course was devoted to a study of 
accounting—adapted, however, to the needs of Horder’s sales 
force. The final one-third of the course was given over to a 
discussion of the use of specific accounting forms sold by 
Horder’s, as they apply to different businesses. Advertis- 
ing and salesmanship also occupied part of the time during 
the latter part of the course. 

The theory upon which this practice has been based is 
that, since accounting forms the basis of office practice, all 
members of a sales force in an office outfitting concern 
should be thoroughly acquainted with the appearance of 
every available record form, its use, and its application to 
specific businesses. The salesman should be able to recom- 
mend to a man the best method of accounting for his par- 
ticular business. The course is not calculated to make 
men expert accountants. It should, at least, enable a sales- 
man to understand a customer’s problems, make him a 
better listener, and enable him to identify the customer’s 
needs so that he may turn him over to the proper specialty 
man. In short, a salesman should be trained to recognize 
a prospect and for what he is a prospect, even though the 
salesman himself be not personally equipped to give the 
service and expert advice required. Horder’s have a “Sys- 
tems Advisory Department” in charge of graduate ac- 
countants who are thoroughly experienced in system work. 
Somebody, however, must refer the prospects to this de- 
partment. 

At the final banquet Lawrence L. Smith, vice-president 
of Kling-Gibson Company, advertising agents who carry 
accounts of some of the large concerns in the stationery 
field, spoke on “Advertising from the Salesman’s View- 
point.” He emphasized the contemporary conception of 
advertising as being an integral part of the sales process. 
Advertising, although of varying importance in different 
situations, serves to carry prospects from their original 
indifference in the direction of the final step of purchasing. 
In the case of the mail order house, their catalogue goes 
practically “the whole hog” in carrying prospective cus- 
tomers over the sales peak to the final act of buying. It 
is the duty of every one who has any kind of selling task, 
to learn just how far prospects have been carried by adver- 
tising—whether to the point of mere attracted attention, of 
aroused interest, or of excited desire, etc. Thus “tying up” 
with advertising, the salesman knows where to continue in 
the effort to incite action, and consequently finds advertts- 
ing very beneficial. If he fails to do this, however, adver- 
tising will undoubtedly come to appear to him quite 
meaningless and profitless. 

R. E. Runzheimer, director of the Department of Modern 
Salesmanship of the La Salle Extension University, gave an 
inspirational talk on “The Greatest Thing in Business,” 
devoting a major portion of his time to an elaboration of 
a vivid illustration taken from the life of Jean Valjean as 
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Better merchandising of better merchandise means greater satisfaction i 
for everybody : C ) 
- / “~ 
jee Published by the Esterbrook Pen Co., Camden, N. J. ) OP Be 
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Open window sedson— 


brings fresh demand 
for Ball Bearing clips! 


HE first warm days—open windows— 

gusts of wind—papers go flying! Offices 
send boys scurrying to the nearest stationers 
for clips and paper weights. 


Now is the time to show these products 
and sell them actively. Why not plan a 
window around this idea? Show an office 
scene having a strong electric fan behind a 
false-work open window sash. Show papers 
fluttering, but he/d fast by weights and clips. 
It will be an attention compelling display! 


A simple card will complete the selling 
punch of this idea. Letter it yourself —with 
a Drawlet Pen. Something like the card on 
the right is easy to do and very effective. 


Have you a SUFFICIENT supply 
of Esterbrook Ball Bearing Clips? 


























Capitalize the approaching vacation season 





i Here’s How! 


There are a great many things which the vaca- 












a tionist forgets until he needs them. You can 
get a lot of this business by reminding him 





through show cards, window displays, etc., of 








those things. 


Pens and writing paper are among them. 
Why not letter a card yourself with a Drawlet 
Pen— it's surprisingly easy—reminding him to 
get them at your store? 

















CYAKE ALONG 
« Supply of 


Esterbrook Pens 
and 


Really enjoy your Vacation 
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n Two Months-- 
| This Pencil Has Won 


Tremendous Popularity 
The New 


Dur-O-Lire 
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No Pencil Ever Did This Before 
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It loads at the 
neck of tip 


4 Comagiete line 
of style and 
shapes in several 


beautiful colors , 
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50 cents to $3.50 Loads P W/ Se 
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Or it loads at point 





IMPROVED 
FEATURES 





Put " and it's a “push-n-pull”’—lead always gripped —lead 
l ush and Pull protected and out of sight when not in use 
lead is protect 
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oe eee TO pencil ever offered to tained in any other way. 
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3 Unbreakable Push-N Pull “ ra omy sa ae barrel material known—Dur-O-Lite. 
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portrayed in “Les Miserables.” The speaker pointed out, 
in an address which exploited his finest powers of descrip- 
tion, that Jean, despite the great obstacles which confronted 
him, eventually became successful, while others, who were 
born, so to speak, with golden spoons in their mouths, 
failed to achieve success. What is the greatest thing in 
business? The influence of one personality upon another. 
It is this which, above all else, carries a man through the 
storm and the dark valleys to the final pinnacles of achieve- 
ment. Mr. Runzheimer concluded his address with a brief 
review of the “Ten Commandments of Salesmanship,” 
which are well worth practicing. 

The pleasant and profitable evening was concluded with 
the showing of a two-reel motion picture on “The World 
fr Paper.” It was shown through the courtesy of the 
General Electric Company 

-_ 
Ringside Seats at Cargill's 

The Cargill Company, Houston, Tex., will be close to 
the Democratic party during the national convention. The 
convention hall constructed for this event is a stone’s throw 
from the company’s store, according to The “Y and E” 
Idea, published by the Yawman and Erbe Manufacturing 


Company 


an 
E. J. Kelly Madison Manager for Dictaphone 
A. E. Blackstone, district manager at Chicago for the 


Dictaphone Sales Corporation, announces the appointment 


of E | Kelly as manager at Madison, Wis Mr Kelly 
had been connected with the Chicago branch about six 
vears, with experience in both service and sales work. He 


is well known and well liked in the office equipment indus 


— 





" s a broad understanding of the possibilities ot 
nachine dictation in the modern ofhce 
Mr Kelly succeeds | M. Conlee, who had beet sales 
Lge Madison for The Dictaphone the past ten years 
Vf ( s resigne< 


> 
Klemath Falls, Ore., Publishes Record Paper 


Office Appliances sent us a pv of the Eve 
¢ Herald of Klat Falls, Ore., dated May 10, which 
78 pages It sa Railroad Editi n,” iccording 
captior celebrating the recent completion of a 
N Pacifi R i e( ne 
} é Tt sis i ] rg 
— S1ve cWwsil ( ‘ ie ot 

r du ‘ ind ire 
g H l \lamat New eratior 
) AY , go seve . ff each 
] is 337 
é Kla 67 lumns 
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New speed! 
New ease of operation! 
New adaptability! 
Unmatched Value! 


The new 


CENTURY 
PROTECTOGRAPH 











TS superlative speed alone will win preference for 
| it in every modern office. But in this new Todd 
machine there are many more superiorities—a fine 
balance and convenient, untiring leverage; easy 
visibility with quickly read indicators and dial; a 
simple adaptability to a variety of business needs— 
and a value that is unprecedented in a moderately 
priced check writer. 

You can best judge this new machine by a demon- 
stration. See for yourself how much faster and 
easier it operates. How it can be quickly adapted 
to amount-write practically any document. How 
much more accurately and perfectly it imprints. 
What a fine-looking and splendidly made machine 
it is. The Todd office in your city will send a rep- 
resentative. 


Todd Expansion Creates Opportunity for Salesmen 


National advertising identifes the Todd name with the 
protection of bank accounts—business and personal. New 
models are being made for a constantly widening market. 
This era of expansion means opportunities for men who 
can qualify to represent a progressive organization. If you 
are interested, write to us at once. The Todd Company, 
Protectograph Division. (Est. 1899), 1129 University Ave., 
Rochester, N. Y. Sole makers of the Protectograph, Super-Safety 
Checks and Todd Greenbac Checks 


TODD SYSTEM 
F CHECK PROTECTION 


O 


The Proetectograph + ninates a large percentage of all 
k frauds by preventing raised amounts. 


Todd Greenbac Checks with their patented self-can- 
celing features, prevent change f payee’s name, date 
nd number and “counterfeiting.” 


Standard Forgery Bonds over the remaining check- 
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NEW PRESIDENT SUITE OF LEOPOLD DESK COMPANY, BURLINGTON, IOWA A fine example of 


high grade equipment arranged for executive offices giving comfort and beauty. This suite is mar of walnut 
in handsome period style and is an admirable example of the trend of furniture for the finer offices in this country 
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A FINE EXAMPLE OF A DIRECTORS’ TABLE INSTALLATION.—The table is a 
product of Henry L. Guth Associates, Allentown, Pa The color effects were very in 
pressive but could not be shown ir the photographs. 
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Picture on the Front Cover is that of a ‘‘Clemco” Da Vinci Suite office installation made through 
Marshall Field & Company in the office of Joseph Rosenberg, an attorney in the First National 
Bank Building, Chicago 

Illustrations on the frontispiece, page 12, are: An Office Interior at the top, Designed and Built by 
the Macey Company, Grand Rapids, and a Room in the City Hall at Asheville, N. C. (bottom 
picture), equipped with chairs made by the Sikes Company of Philadelphia 


tS 
Ae 0 


ks —— a 








ae 





June, 1928 OFFICE 


APPLIANCES 











vassing * 
Furniture #¢ 





the Modern Office # 
Ways of Selling it ¢ 
Furniture Opinion +¢ 
niture Business # 
Grow + 


(( OFFICE FURNITURE ) 


|| wood and steel | 


|| A Special Section for the Dealer, in which Department the 
Following Articles are Presented: 


Outlook in Office Furniture Trade ¢# 
Prominent Hoosier Stationer on Office 

Some Suggestions on Phases of the | 
Office Furniture Business 
sciousness and Posture Chairs 
Wood Furniture and Some 


Developing an Office Fur- 
Making Office Furniture Sales 
Location and Arrangement of the 
Office Furniture Department 


he ” fy) 


. 





\ 


/ 


Cold Can- 





+ “Posture Con- | 
+ Ensemble of | 


Cross Section of Office 


Also many interesting pictures and the 
attractively displayed advertisements of 
one hundred and two manufacturers 



































Outlook in Office Furniture Trade 


Dealers in This Commodity Fortunate Because Identified with Pro- 
gressive Tendencies and in Touch with an Art in Which Beauty Goes 
Hand in Hand with Utility in Supplying a Basic Need 


HE manufacture and selling of office furniture is a 
"| x0 line of business in which to be engaged. It is 
good in many ways, but above all, from the viewpoint 
ot the dealer, it is a good commercial proposition when 
handled rightly. Generally speaking, present conditions 
seem to be good and a brightening future looms for this 
industry 
While the population of the United States as a whole 
is growing, urban population is increasing by leaps and 
bounds. In almost every city of any considerable size the 
districts devoted to business resound at fairly frequent in- 
tervals with the sounds of pneumatic riveting machines put- 
ting together the great steel uprights and girders which 
constitute the framework of office buildings. In the course 
of a year it is rather more than probable that several hun- 
dred office buildings of various sizes will reach completion. 


Many are rented from basement to topmost story almost 
before the final rivet is set, and the rest are filled soon after 
completion. Thus every year thousands of new office rooms 
and suites are thrown open for rental and filled with ten- 
ants, some new, but the greater number made up of estab- 
lished concerns who have moved from former offices into 
newer, more convenient premises. Every new concern 
organized, every removal of an older concern—every young 
doctor or lawyer, or new insurance or real estate office— 
every new store, every concern which outgrew its old quar- 
ters—is not only a potential buyer of office furniture, but 
is almost certainly a buyer for something in the line. Many 
know precisely what they want in order to carry out plans 
already established; many more desire new equipment to 
match their old; some want new furniture, rugs and cur- 
tains throughout—and each and every one of these concerns 
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is a certain market for some dealer in office furniture and 
supplies. There is no escaping the fact that sooner or 
later they must all be in the market with the exception 
of those who fail or who liquidate by reason of other 
causes. 

The people of the United States exhibit greater social 
mobility than any other people in the world. This is of 
two kinds—first, removals from one geographic area to 
another; and second, shifting from one position in the 


economic or other scale to a higher or lower. There is 
more “ascending and descending on the ladder” in this 
country than in any other part of the world. And as- 


suredly, ascending in the economic scale very often implies 
the other type of social mobility, viz., moving from one 
geographical area to another. 

Out of all this the wide-awake office furniture dealer reaps 
the first sales. If he is strong, vigorous and intelligent, he 
sells the service and satisfaction which reside in the pos- 
session and use of the goods he offers—and gets his price; 
if he is weak and fearful, he begins to figure discounts to 
meet the prices someone tells him his competitor is quoting. 

It is asserted that our commercial and industrial mobility 
are increasing, which is a good thing for office equipment 
sales. With all our moving from place to place and from 
office to office it does not appear that old offices are left 
vacant. They, too, are soon filled. 

One can hardly picture conditions better calculated to 
produce a lively demand for office furniture than those 
which now exist in our country. And it is a happy augury 
that at no time have the members of the office equipment 
industry given so much attention to the principles of bus 
iness as they are devoting to that subject today. The har- 
vest is ripe and the sickle is being sharpened 

The Better Office Idea 

In recent years there has been what may be termed a 
realignment of the office furniture business, resulting, 
perhaps, from well-directed efforts by manufacturers and 
dealers to create new designs which shall preserve and 
enhance the practical features of the older styles and add 
a few of the graces characteristic of some of the luxurious 
periods of the past. We seem to have revolted from the 
severely plain, and even in our less expensive products to 
be seeking something that will not offend by its absolute 
hardness of line. In most desks, however practical and 


plain, we find some newer touch even if it is only in a 


_ livelier design of hardware, while in the expensive period 


suites “the sky's the limit,” in the idiom of what Irvin S 
Cobb calls “the great American game of poker.” 

The more expensive modern period suites we have seen 
are far more satisfactory to the eve than most of the 
designs of other periods. The creators seem to have taken 
the better, more conservative work of the older masters 
and to have applied it in the creation of something new in 
furniture construction It is modern to the last degree 
and yet it embodies chaste, beautiful design that is every 
thing which satisfies the senses. 

Che development of the idea of beautifying offices by the 
use of matched suites’ brings in the idea of interior decora 
tion. Many dealers have seen the handwriting on the wall 
and have made arrangements with picture houses, rug 
houses, drapers and the like so that they can not only 
supply the finest office furniture, but can give expert service 
in outhtting the entire office. This opens up a large field 
for the office furniture specialist—a field in which price 
competition is of minor importance and where quality is 
everything. Quality competition is competition on the 


highest possible plane and affords room for everyone who 


has the courage and good taste to undertake it 


The Advancement of Steel 


Another feature of the office furniture industrv in its 


process of realignment is the coming of the steel desk. 
The dealer must readjust himself to get his due proportion 
of this business, for the steel desk is no longer the plain, 
cold proposition of a few years ago, but has been greatly 
improved, beautified and brought up to date. 

The possession of reasonably ornate office furniture does 
not imply that the dealer must sell less of the plainer types. 
The bulk of the furniture sales will always be in plain 
desks. Many people will never buy anything but the good 
old commercial grade, which now-a-days is sightly as well 
as good and not at all disturbing to the eye of the beholder. 

The steel desk has a definite function, but there are still 
those who want and will always want wooden desks. The 
finer suite will go into private offices, into offices of bank 
presidents, corporation executives and others, but the open 
offices will have plainer equipment. The dealer’s problem 
is to select those things which he must sell in their right 
proportion to make a well balanced stock. 

Many commercial offices are not possible as customers 
for period furniture. In short, period furniture and stand- 
ard designs will continue to sell side by side with the 
greater bulk of the demand for standard products. As to 
wood and steel, both have their points of excellence and 
we refrain from making comparison of the relative values. 
There is certainly no immediate prospect that either steel 
or wood furniture will occupy the entire field. Both will 
be carried along together without undue friction. 

The same is true of chairs. Posture chairs do not indicate 
any hope or intention of eliminating standard straight- 
backed and swivel chairs from the market. Perhaps the 
idea of comfort is one which commends itself so un- 
equivocally to people generally that in the manufacture of 
even the most ordinary chair the question of its comfort 
will be taken into consideration more and more. This is 
only a good effect, so far as we are able to judge. But the 
chairs that the trade usually understands the term posture 
chairs to refer to, can hardly be expected to occupy the 
whole field. And, when one stops to think about it, who- 
ever said they would?—which is another way of saying 
that the more conventional and standard types of chair will 
share the field with the newer posture chairs. 

What is the significance of the above, for the dealer and 
the manufacturer? First, that business expansion is one 
of the most important reasons for buying office furniture, 
and consequently constitutes a motive which the dealer 
should play upon in his attempt to create demand for more 
and better furniture. When business men and firms move 
is one of the best times to sell new furniture. Second, 
dealers must recognize the fact that for a number of 
variant styles of furniture business is good and that it will 
probably continue to be good. Therefore, it behooves the 
dealer to stock as wide a variety as seems necessary to 
meet local demands 

Manufacturers, it is observed, did not discontinue making 
standard furniture after producing some period styles 
Chey did not discontinue their established lines of chairs, 
once they produced posture chairs. Nor did they entirely 
substitute steel for wood, once articles made of the former 
were put into production. In other words, the development 
of the office furniture industry has not demonstrated any 
one single trend to such an extent that manufacturers gen- 
erally have been willing to put all their eggs into one 
basket. They have simply added new lines and increased 
the variety which is available to consumers And dealers, 
to recall Patrick Henry, “may follow their example.” It is 
to their profit to do so, for the present condition of general 


business indicates great available markets for all kinds of 


office furniture—markets which will go to those dealers 


who can give the service demanded hv the users of that 


furniture 
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IMPRESSIVE EXAMPLE OF ATTRACTIVE OFFICE FURNITURE WITH PROPER 
ate ROOM DECORATIONS CARPETS CURTAINS, FIXTURES AND ACCESSORIES, ALL 
: FURNISHED BY THE DEALER Photograph courtesy of the Macey Company, Grand Rapids, 
ni Michigar 


: Ensemble of the Modern Office 




















- How Appropriately to Furnish and Decorate Suites and Offices 
f the Present Day.—By Ronald G. Burns, Advertising Man- 
ing ager, The Macey Company, Grand Rapids 


d 

ne OR mat vears t siness office has nor received clever and well informed office equipment salesman points 
re the attention it has properly merited—business men _ out the fallacy that well fitted offices need be as expensive 
ilet generally have looked upon it as a sort of necessary as they might have been led to believe. And thus we come 
re evil i rk Sho} Seldos has it been planned to serve to the subject ot great interest to every distributor of 
‘ ts rightful and full purpose i place of usefulness, in which quality office furniture—there is a wide and undeveloped 
vork and more of it—a place of dignity and market awaiting your energies—one that will increase your 
successful executive may greet his busi sales volume, and what is more to the point, one that will 

ght setting a place where the solidity, pay handsome pronts 
usiness may be reflected to In preparing to take advantage of this new market for 
contact with it finer offices, the retail distributor will find it necessary to 
he real importance of a prop operate along entirely different lines than he has been ac- 
g s usually the first point of con customed to utilize in selling the commercial grades of 
een t pros t or customer and the house, files, desks, chairs and stationery The unit of sale will 
irs never either ll to transact business. It is the place range from a complete suite of furniture, to the furnish- 
ns are consummated—and the _ ing of a suite of offices, reception room, and all. And the 
e! mpr made by the office on the visitor can be either furniture will be only a part of the installation. Rugs, 
é rect effect on the deal in ques- draperies, paintings, desk sets, odd pieces, tapestries, and 
where executive and employee many other accessaries will be necessary, to properly com- 
waking hours—it can cer plete the setting. A working knowledge of color schemes, 
ne t treme! earing on their daily work furniture arrangements and what might properly be termed 
t averse to changing this as commercial interior decorating now comes to be neces- 

of inadequate furnished sary, in the experience of a modern office outfitter 

: ihees \ matter of fact, there is a well defined move All this may, at first thought, sound difficult and per 
f everywhere to improve and haps even unnecessary. Those who have had experience 
ng up-t ite the ay rance of their business homes in this specialized field, however, will assure you that noth- 
When t mportant tter is placed before them, in the ing is more important than this so-called commercial in- 
ght light, they welcome every suggestion and help of terior decorating and that it is comparatively simple to 
And the ! rt liar interested when the handk Certain fundamentals mav be followed and from 
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lessons already taught by experience, an endeavor will be 
made to outline some helps that may be of assistance to 
those interested. 

Basic Principles Outlined 

Of the first importance, naturally, will be the lines of 
furniture that the distributor will handle and control. Just 
any kind of office furniture will not do. The pieces must 
be properly designed; built of correct woods and combina- 
tions of woods; there must be a wide selection of patterns 
and pieces for'every practical and decorative use; there 
must be a correct type of furniture for every size and kind 
of office. The selection of executive office furniture lines 
should be considered most carefully because upon this 
cornerstone you build the success of your future efforts. 
It is well to remember in connection with the furniture, 
that the modern office is undergoing the same revolutionary 
change as did homes just a few years’ back. Now-a-days 
offices should have a home like atmosphere of a masculine 
nature. Avoid barren, cold arrangements. Get away from 
stereotyped furniture. Inject design and color. No longer 
need a desk be square and austere and built all of mahogany 
or walnut. Just as the round golden oak dining tables were 
replaced by correct period creations with inlays, carvings, 
turnings, flutings, and panels, and historically correct woods, 
so also, has the old style desk undergone a revolutionary 
change. 

Next in order of importance is the display room. While 
it is true that 90 per cent of the sales will be created in 
the prospect's office, it is just as certain that they will be 
eompleted and closed only after a visit to the display floor. 
Thus does the sales room become of prime importance. 
Executive furniture should be displayed in the proper set- 
ting—on floor covering of correct texture and color that 
will enhance its appearance and not detract from design, 
carvings and other points of interest in the furniture itself. 
Groupings of related pieces should be surrounded with 
accessories to give a completed and natural appearance, 
such as lamps, desk sets, throw rugs, tapestry pieces, a 
painting, etc. Ample room should be provided so that 
every piece may be viewed from every side. The backs 
and ends of desks today are as beautiful as the fronts or 
tops and advantage should be taken of this sales appeal. 
Walls should be carefully treated to show furniture to 
best advantage and give warmth to the whole setting. 
Lighting fixtures come in for their share of thought and 
should provide proper light to eliminate glare and bring 
into relief every piece of furniture. They should also be 
decorative. Windows also will add to or detract from a 
fine showroom. Here draperies do their part in the decora- 
tive scheme. Fabrics should be masculine and harmonious— 
draping must be suitable and effective. 


Unquestionably the next step is not easy—the building 
up of a sales force to sell the idea of modern offices. This 
is an extremely broad subject and much may be said about 
it that space in. this article will not permit. A different 
type of salesman will be‘required than has in the past sold 
office furniture. His work will lead him into highly spe- 
cialized problems and among business men at the head of 
every field of enterprise. He will need to be of a type that 
inspires confidence among executives; a man who knows 
what an office requires after he has had a chance to analyze 
it, and who can confidently make recommendations as to 
color schemes, furniture arrangements, selection of designs 
and draperies. Remember always that this man will not 
sell just so many pieces of office furniture, but the basic 
idea of a fine office. 

Having disposed of the three first steps—selection of 
lines, éstablishing ,of display rooms and organization of 
selling force—now comes another big factor—the angle of 
properly outfitting and decorating the office. Here certain 
basic principles will serve as a guide. In nearly every case 
the office to be outfitted is a man’s room. The size of the 
room, often the size of the occupant, may govern the selec- 
tion ‘of the furniture. The floor covering should be sub- 
stantial; neutral in'color. Darker colors appear at the base 
of a room and harmonious and often contrasting lighter 
colors appear in places higher up in the room. Drapery 
fabrics should be masculine, lamps should be also. Paint- 
ings should be of subjects suitable for a man’s office. 
Tapestries are often appropriate. The architecture of the 
building influences the texture of walls and often the color- 
ing of drapes, walls, and window treatment. The grouping 
of furniture should be made with an eye to efficient work- 
ing conditions and with due consideration for light. And, 
of course, the finished office should present an harmonious 
whole, effective as a room and as a method of expressing 
the occupant’s personality. It should likewise be appro- 
priate to his particular business. 

Occasionally this impression exists that this specialized 
merchandising of executive office furniture will be at the 
sacrifice of the sale of more lines such as files, commercial 
grade desks, filing systems, stationery, etc. Quite to the 
contrary. The one big reward, in addition to the monetary 
profit in the sale, is that in building a really fine office 
setting for an executive, at a price he wishes to pay, a 
powerful friend is made, one who will always remember 
the service. When this man needs the other implements 
of business, more than likely he will remember the source 
as the same he used in fitting up his business home. 

And this is the idea of how to build up a successful office 
furniture business, now proven and not theoretical, among 
aggressive retail office furniture distributors, everywhere 
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“Posture Consciousness” and Posture Chairs 





Discussing the Awakening Public Interest in 

Posture, the Relation of Posture to Health 

and Efficiency, and the Role of the Posture 

Chair in Solving the Problem of Correct 
Seating 


HE question of posture is not new To judge trom 


the sculpture of the Greeks, they must have been in- 





terested in good posture—at least in so far as it made 
for riore artistic appearance of the human form Sut like 
other things under the sun which are not new, the subject 
of posture has until recently been crowded out of the pub- 
lic’s consciousness by a multitude of other interests which 
have occupied the limelight. 

Posture An Esthetic Concern to the Ancients 





Proper posture was to the ancients, we fancy, mainly a ‘ a 4 

_ as —— matter of artistic consideration. But the ancients had tew POSTUR-CHAIR OF THE 
POSTURE CHAIR OF I . TOLEDO METAL FURNI 
DERBY & CO., GARDNER of the advantages of modern knowledge of anatomy and TURE COMPANY WHO 
WERE THE FIRST TO 


MASS WITH PATENTED physiology Today the knowledge of the relation of pos 


IR 
SADDLE SEAT PRODUCE A METAL POS 


ture to health and efficiency is the main reason for the TURE CHAIR 
recent outbreak of interest in the whole subject of posture 
Che campaign engendered by public health experts and by 
those physicians interested more in preventive than in cura- 
tive medicine, has taken root in the minds of people gen- 
erally—so that they have come to realize the contemporary 
application of the old adage: “An ounce of prevention is 
worth a pound of cure.” 
Preventive Medicine Stresses Posture Today 

\mong the significant aspects of preventive medicine and 
hygiene, the matter of proper posture looms large. It has, 
however, been one of the last questions to be given serious 
consideration by men in commerce and industry. Dr. J. R. 
Garner, president of the American Association of Railway 
Surgeons, in his presidential address on “Posture and Man 
Power,” delivered at Chicago on November 2, 1927, said 
“As regards lighting and ventilation, the application of nu 
merous safety appliances and devices, even the examination 
of applicants to determine their physical fitness for work, 
much has been done, for the employer has awakened to a 


recognition of the fact that these matters either add to or 





reduce the cost of his production in direct proportion as he 


heeds or ignores then Every attachment rendering his _ - 

POSTURE CHAIR MODEL machines more effective, increasing his output, or minimiz ‘X 69% PERFECT POS 
OF THE ¢ A. COOK COM } ' . , TURE CHAIR MADE BY 
PANY, ASHLAND, MASS ing his waste, is brought into play by the wise industrial THE SIKES COMPANY 

head This bemng true it is amazing how small importance PHILADELPHIA 


has. been attached to the posture of those who toil from 
morning until night seated upon a device in the construc 
tion of which no thought has been given to its relationship 
with the worker's anatomy Che greatest of all machines 
the human body—has been permitted to operate with little 
or no thought as to proper alignment because th 
tion of those higher up has not been directed to t 
that proper posture tends to eliminate fatigue and there- 
tore promote efhcrency 

Interest in Posture Has Been Greatly Stimulated in 

Recent Years 

[here is no question today, however, that the publi 
generally is becoming conscious of posture and its im 
portance Publicity is being given the subject in the 
newspapers, in the well-known weekly journals whose read 
ers run into millions, in the health and pseudo-health jour 


nals, and in those trade journals which may conceivably 





be interested in the subject 
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ing Dr. Garner again, “of all persons engaged in the various 
forms of industry fully 50 per cent work while seated. 


To these a work day usually represents eight hours—some- 
times more—spent before a desk, table, stand, typewriter, 
telegraph key, machine, or other device, while seated upon 
a bench, stool, or chair, provided by the employer, more 
often than otherwise with no thought beyond than that it 
offers a seat.” 

Economic World Only Recently Interested in Posture 

The reasons why posture, in its relation to economic effi- 
ciency, has been relatively slow to be considered, are not 
easy to determine. Probably a chief reason is that the loss 
of work which results from fatigue due to poor posture is 
very difficult to visualize and to get a specific measure on. 
The increased efficiency of machines resulting from cer- 
tain changes in their mechanism or equipment can be 
easily perceived. The need of preventing industrial acci- 
dents is brought home to the executive by the sight of a 
bad injury to or the death of a worker. But a campaign 
against fatigue and its causes proceeds slowly-—fatigue is 
dificult to see, it is often supposed to be largely a matter 
of will power, and seems altogether too intangible to “sell” 
a man on. He can be much more easily sold on a too! 
which will increase production. 

Another reason for the relatively late development of 
“posture consciousness” on the part of the public and of 
business executives generally, is seen from a study of the 
history of the chair. P. Derby & Company, chair manu- 
facturers of Gardner, Mass., in a semi-humorous little 
treatise on “Chair History Since Adam,” say, not without 
considerable truth, that “Old Lady Etiquette ruled that 
Man should stand when ladies were about. so Man 
stood always, and Woman wore so much paraphernalia 
amidships that she couldn't get near enough a chair to find 
out much about it. So neither, therefore, had any basis 
for complaint Sut when Woman's dress began to get 
back to nature and Man’s feet began to tire, there were 
more or less hues or cries about what a lamentable thing 
a hair was 

In a more serious vein, an Eastern designer of a 
chair made by an Ohio concern says that “there is little 
doubt but that the primitive use of a chair was for bodily 
relaxation, working in chairs being the exception.” In short, 
the modern development of machinery of every kind, in- 
cluding office machinery. the development of modern meth- 
ods of large scale production where the work is brought 
to the man rather than the man’s going to the work, has 
resulted in a much greater use of the chair as a necessary 
tool in commerce and industry. And the emergence of 
the human form from its encasement of mysteriously un- 
anatomical garb into a thing of natural lines and curves, 
has made for a demand, which will be increasingly heard, 
for chairs which fit the human body rather than which 
make the body somehow fit them. 

Posture Does Influence Economic Efficiency 

Several studies have been made, as a matter of fact, 
which indicate that posture very definitely influences the 
worker's efficiency Data is not yet available from the 
Metropolitan Life Insurance Company, which has been 
making such a study [The Department of Commerce is 
quoted by an Illinois manufacturer of chairs as saying that 
rage loss from “dead minutes” in a day is 25 per 
ent, adding that the headaches, backaches, the tired feel 


ings, etc., which result from poor posture, play an impor- 


tant role in causing such loss of time Dr. Garner tells 
of studies ng been made of posture in a number of 
in l istrial plat ts thre ug! out the country wl ere workers 
are sedentary It is universally found.” he states. “that 
where posture has beet riven consideration the emplover 
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plant where over one hundred women worked, under the 
managership of a woman of unusual ability and fore- 
thought who has considered this subject, this manager 
effected an improvement of posture, through equipment 
and education, and thereby reduced the loss of time of the 
girls between 50 and 60 per cent. 

The reasons for posture chairs should now seem quite 
apparent. And the history of their development is, gen- 
erally speaking, quite recent. It is the history of the at- 
tempt to make chairs which will actually “fit” the human 
body in its natural form. One Eastern manufacturer 
speaks of his “scientifically designed correct posture chair” 
which he has been selling for “upwards of thirty-one 
years.” He has been co-operating during that period, he 
states, with leading medical men and societies that have 
been working to educate workers to see the advantages 
to be obtained by assuming a correct posture attitude. 
During the early part of the past thirty-one years, a few 
brave pioneers have come forth with chairs calculated to 
fit the human body. The larger number of self-styled pos- 
ture chairs, however, has been produced in the past ten 
years in which period has been developed a general interest. 


The Theory of the Posture Chair 

A well-known office management specialist, as far back 
as 1918, proceeded upon the theory that a chair has always 
been thought of as something to relax in—that “despite 
the teachings of public schools, gymnasiums, and the like, 
as to correct postures, the office worker almost in- 
variably assumes a wrong sitting posture while at work. 
In my opinion, he states, “this is due to the fact that cor- 
rect posture at first requires some physical effort, and few 
persons can hold their muscles in the position required for 
any great length of time.” 

It might be stated, in accord with this hypothesis, that 
perhaps proper posture can be maintained in any chair— 
although this seems unlikely if the seat is too high or too 
deep—but the fact is that people don’t maintain it. Indeed, 
according to Philip Lewin, “poor posture is definitely on 
the increase, and there is no doubt that it adds greatly to 
the stress and strain of life; it also exposes the individual 
to the possibility of superinduced infection.” 

The solution, then, so far as sitting posture is concerned, 
is unquestionably the wide distribution of those chairs 
which enable their occupants to relax and still preserve the 
correct posture with the least possible effort. 

Posture Chair Construction—the Back 

In regard to the construction of posture chairs, the form 
of two parts seem to be given main consideration: the 
back, and the seat. The general experience of manufac- 
turers has been that full back with a standard or com- 
posite curve which will fit all persons, is quite out of the 
question. Consequently, the back is generally built with 
one or two adjustable pads, one of which fits the small of 
the back of its occupant. At least one manufacturer makes 
a chair with a back which “follows” the worker as he 
leans forward, tending to cause him to compensate for this 
forward pressure by leaning back against the pad. The 
“follow” of the back on this particular chair is adjustable 
for pressure and space range. Orrin G. Sherman states 
that the back rest should be curved to receive the shape of 
the back, with preferably a double curvature both up and 
down and from side to side. 

Posture Chair Construction—the Seat 

The making of a seat which will “fit” all workers seems 
much more within the range of possibilities. One designer, 
now located in New York City, constructed such a seat by 
getting the composite result of a number of persons sitting 
in a soft plastic clay matrix, which finally took on a shape 
that was little changed by any single person’s sitting in it. 
\ New England manufacturer makes a patented “saddle 
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seat” designed by an orthopedic specialist and said to be a 
pioneer production in this line. Its object is to enable 
the occupant of the chair to sit back and maintain an erect 
position against. the back of the chair rather than sit for- 
ward too far. There has been a general attempt to make 
a seat which is designed to distribute the pressure of the 
body, and to keep the person sitting at the back of the 
chair, by making sloughing uncomfortable. It has gen- 
erally been recognized, too, that a seat should be not too 
deep—one man suggests 14 inches, while another believes 
that only 11 inches is sufficient. This prevents the front of 
the chair from catching the occupant beneath the knee and 
exerting pressure on the lower front portion of the thigh. 
Height of the seat from the floor is also important, being 
adjustable, so far as is known, in all posture chairs, to en- 
able the feet to come flat on the floor. One company sug- 
wests that the front of the chair should be two inches higher 
than the measurement on the back of the occupant’s leg, 
from heel to knee joint. If the legs are too short to reach 
the floor (as is true at times in ordinary non-adjustable 
chairs), the worker attempts to overcome the deficiency by 
hooking the heels of the shoes in the rungs of the chair. 
This retards circulation, and produces a numbness and 
tingling which may have serious results, among which may 
be mentioned enlargement of the veins in feet and ankles, 
and even ip varicose veins. 
Some General Features 

Posture chairs are constructed of both wood and steel. 
It is generally recognized that the seat should swivel but 
not tilt back. The piece supporting the back-rest may sway 
backward somewhat The space between the back-rest 
and the seat is usually left open-—although not always— 
for the purpose of obviating obstruction to the gluteal 
muscles. Most of the chairs, too, give free movement to 
the arms and do not provide arm rests of any kind. They 
are made for a variety of workers, too, one company ad- 
vertising such chairs for stenographers, billing clerks, book- 
keepers, factory workers, linotype operators, and miscel- 
laneous office use 

The Problem of the Posture Chair is Now Largely 

One of Merchandising 

The manufacturers seem to have done their part pretty 
well. There are good lines among which any dealer can 
choose, and not go far wrong. The problem of the pos- 
ture chair now seems to be mainly one of merchandising. 
Its value has been proven, and its construction pretty well 
perfected. It now remains for the dealer to sell himself 


on them, and then to sell his public. He can tie up with the 
national publicity—both editorial and paid advertising— 
being given to posture and to posture seating, if he only 
sees the possibilities which are open to him. 

Out of 38 replies to a question on posture chairs which 
appeared on Office Appliance’s recent furniture ques- 
tionnaire, 27 dealers indicated that there was a definite in- 
crease in interest in their communities, and four said it 
was but slight. Only seven replied in the negative. There 
seems to be a certain amount of conservatism, however, on 
the part of dealers to try to push them. At least three 
of them indicate a failure to sell posture chairs, although 
they have made an effort. Some feel that much education 
is yet necessary. Others say posture chairs are, at present, 
specialties—which they no doubt are. In general there 
seems to be quite too much lack of enthusiasm over the 
prospects of selling not chairs but “seating equipment” 
and the idea of proper posture, with all that it entails 
physiologically, to the general public. Some dealers are not 
even sold themselves on the posture chair, one man stat- 
ing that selling them is a matter of “high pressure sales- 
manship,” overlooking entirely their positive and proven 
merits. To such an one it might be said that of course 
there are posture chairs and posture chairs—and he might 
be right about some—surely not about posture chairs as a 
whole. 

The value of good posture and the important part played 
by some of the posture chairs now available, has passed 
the stage where it can be called buncombe. But every- 
thing has to be sold to the public. One of the most im- 
portant ideas in the whole realm of health had to be sold 
to the public—to-wit, the germ theory, with the resultant 
sanitary practices which were enjoined upon a people al- 
ready too much accustomed to filth, Even today constant 
reminders are necessary and strict enforcement of ordi- 
nances are required to keep people within bounds in their 
unsanitariness. So too, the idea of posture must be sold, 
and—since a large majority of people sit during a good 
many waking hours—posture seating is needed, whether the 
sitters are conscious of it or not. 

The stage is set. The public is more receptive than ever 
before, and it remains for dealers to turn public interest 
into desire and resultant action. If no dealer in a given 
community will handle posture chairs, the manufacturers 
will be obliged to send their own representatives into such 
places to exploit the available markets. Who will push 


the posture chair idea in your community? 


Chairs and Group Insurance Rates 


In an article entitled “Office Chair Psychology,” appearing on 
pages 34 and 35 of the April issue, the following statement appeared: 

“.... certain insurance companies are already giving preferential 
rates on blanket insurance to plants having proper seating equipment.” 

This statement was based on information (which may have been 
misinterpreted ) given to the writer of the article by a prominent author- 
ity. Inquiries since made in certain insurance circles fail to disclose 
the name of any company giving such preferential rates. Nor does 
investigation among companies said to receive such rates yield affirma- 
tive information. Inquiry does indicate, however, considerable interest 
in the subject of the importance of scientific seating equipment in its 
relation to the health and efficiency of office and industrial workers. 
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ON THE LEFT.—A recent installation by the Hoosier Desk Company, Jasper. Ind ON THE RIGHT 
Charming young Miss first on the job hangs her bonnet and coat on the Sanymetal costumer 
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ON THE LEFT.—Office of the Furnas Office Furniture Company. Indianapolis, Ind., showing an installation 
heir special furniture. ON THE RIGHT Installation of Toledo Metal Furniture Company chairs (No. 156) 
e cafeteria of the Broadway Junior zh school at Toledo, O Tables are also of steel, with linoleum tops. 
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Cross Section of Office Furniture Opinion 





Being a Review of Replies to a Questionnaire Sent to About 120 of the Leading 
Stationery Houses of the United States on Pertinent Points Concerning the O fice 
Furniture Department 


ARLY in May Office Appliances sent out to a selected 

list of the most prominent stationers in the country, 

twenty questions covering the possibilities of the 
Office Furniture Department in the stationery store. The 
questions covered many of the most pertinent poblems 
with which the stationers have to contend. Considerably 
over thirty-three and one-third per cent, in fact about forty 
per cent responded to this questionnaire and out of these 
responses we have been able to draw a few conclusions that 
dealers throughout the country generally may find of in 
terest. Queries and comments follow 

Question No. 1.—“Do you handle office furniture in a 
special department more or less segregated from the rest of 
the store?” 

In the main we find that dealers who do segregate their 
office furniture department to be about seventy-five per cent 
of the total number replying to the questionnair« Some 
handle their office furniture departments in a separate build- 
ing. One dealer is situated so that his office furniture store 
ind his stationery store are connected in the middle, one 
opening on one street and the other on another 

Question No. 2.—“We assume that the presence of your 
office furniture stock attracts a certain amount of trade to 
other departments. Will vou venture an opinion as to how 
much additional trade is thus added?” 

To this question forty dealers responded Fourteen of 
the number quoted figures which ran as follows: Trade 
added 25 per cent, 3 per cent, a possible 10 per cent, 20 
per cent, 10 per cent, 75 per cent, qualified by the statement 
that 75 per cent of the newcomers to whom the store sold 


furniture bought other merchandise; 5 per cent, 45 per cent, 


10 per cent, 10 per cent, 10 per cent, 10 per cent and 5 per 
cent. Estimates, therefore, range from a possible 75 per 
cent down to 3 per cent. (Other answers are as follows: 


Not much. It is the other way around.” “Yes and no.” 
A little.” “Very little.” “Yes.” “A new firm opening 
up first purchases desks and chairs, then stationery and then 
printing Office furniture thus attracts additional business 
Our office furniture sales represent almost that volume of 
our business. A greater portion of our advertising and sales 
efforts are put back of this department which has a helpful 
sales value in connection with other departments.” “Office 
furniture attractively displayed results in the sale of many 
items in the stationery department.” “The additional trade 
secured through the sale of furniture generally comes from 
necessary requirements of the new office when furniture is 
ving installed in the first place Items such as waste 
baskets, seat cushions, desk pads, ink stands, pens, pencils, 
rulers, bookkeeping systems, posting machine trays and 
supplies and filing cabinets, all come under the extra sales 
as a result of selling furniture “Our furniture is located 

the rear of the store and customers must pass through 
the stationery department to reach the furniture display 
This traffic is bound to aid stationery sales. The outside 
salesman for the furniture department following leads often 
sells a complete office equipment outfit to a new business 
opening up and naturally falls heir to the stationery neces- 
sary to complete the office.” “Each department attracts to 


the other.” “We are in a position to outfit an office com 


pletely and the departments work for the mutual advantage 


of each other. Sometimes furniture will produce printing 
and stationery and sometimes printing or manufacturing 
needs will produce furniture sales.” “In the case of new 
stores opening in our city, we try to sell them furniture, 
stationery and printing. The account is then turned over 
to the regular man in the territory and the customer be- 
comes permanent if properly handled.” 

The dealers answering the above question were appar 
ently hesitant to give definite figures. One dealer said that 
stationery helped office furniture and others were non-com 
mittal. 

Question No. 3.—‘“Assuming that you feature specially 
matched suites in period style, please tell us if you have ar 
rangements with rug and picture houses for the complete 
furnishing of offices and how the details are worked out.” 

\ comparatively small percentage of dealers apparently 
have gone into interior decoration. Some work with an inte- 
rior decorator and others buy rugs outright and resell them 
Others go to local jobbers for the articles required in par- 
ticular instances to complete orders. One dealer has an ar- 
rangement with a wholesale rug house to display and sell 
ill types of office rugs. Another dealer has an arrangement 
with a department store to supply floor coverings and 
draperies and says that the arrangement proves satisfac- 
tory. The department store in turn gives the office furni- 
ture man leads that result in sales 

The conclusion here is that a majority of dealers either 
handle rugs and drapes outright or are ready to see that 
the customer is supplied with this necessary part of his 
equipment, in some way or other that will react favorably 
upon his business 

Question No. 4.—Is it feasible to require salesmen to 
study aesthetic values in office furniture, such as color, de 
sign harmonies, and relation of the different units affecting 
grouping? Where can the ambitious salesman get such 
knowledge?” 

Since only forty-one dealers out of the more than a 
dred approached took the trouble to reply to this question, 
we conclude that only a minor percentage of dealers have 


given serious consideration to this phase of the office furni- 


ture business Those, of course. who don't go in for 


» considera 


matched suites would be somewhat indifferent t 
tions of aesthetic value; but those who do handle the 
matched suites and period designs are keenly interested in 
giving themselves and their salesmen as wide a knowledge 
of the subject as possible 

Eleven out of the fortv-one persons replying answered 
“Yes” either unequivocally or with reservations; three did 
not reply to the first section of the question at all, and 
fourteen answered “No.” Various replies took care of the 
rest, such as the influence of the size of the town: difficulty 
of interesting salesmen: no calls for such knowledge; lack 
of experience not warranting attempt to answer, etc 

To the second question, there were various replies, such 
as applying suggestions in publications on home decora- 
tion: getting knowledge through observation; from reading 
of books and periodicals: a trip to Grand Rapids: instruction 
from salesmen of period furniture makers; study of the use 
rather than the construction of the furniture 4 southern 


dealer savs the answer to the question depends on the charac- 
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ter of the trade. In larger centers studious salesmen would 
find expert knowledge desirable. In most moderate sized 
cities it would not do to spend much time in educating sales- 
men along aesthetic lines. Furthermore, it would be difficult to 
find men suitable for such service since one should have a 
certain natural gift for such work. Catalogs were also sug- 
gested as a means of getting necessary knowledge of period 
lines, also interior decorating house organs and library 
books. One dealer recommended the study of “Pointers 
in Planning an Office,” a publication by the Clemetsen 
Company. A southern dealer suggests the study of Edgar 
Allen Poe’s “Philosophy of Furniture.” The study of trade 
magazines and factory literature was recommended. A well 
known house in Seattle believes that if salesmen would 
somehow study aesthetic values it would tend to lessen 
competition through personal service. 

Here is a phase of the office furniture situation in which 
manufacturers who are promoting the sale of office furni- 
ture in designs which must harmonize with interior decora- 
tion may have occasion to do something to increase the 
popularity of study in this subject. It might be well for 
the manufacturers to get up some aids to selling goods 
of this type along educational lines. 

Question No. 5.—“Is your office furniture business prin- 
cipally devoted to the equipment of offices complete or do 
you find your greatest volume in individual sales of desks, 
chairs, files, etc?” 

[he majority of the dealers responding reported that 
they found their greatest volume in individual pieces. A 
few estimated the proportion as being about equal, while 
five only out of the number responding found their greatest 
sales values in complete equipment. A Newark house draws 
eighty per cent of its sales from old customers requiring 
additional equipment. A Seattle dealer says seventy-five 
per cent of his sales are in individual pieces and twenty-five 
per cent in completely equipped offices. A Memphis man 
estimates that his complete equipment sales come to a 
larger figure than individual sales, but that the latter pay a 
wider profit margin. One or two of the dealers who esti- 
mated the amount of their two classes of stock as about 
equal, pointed out that the larger investment in that case 
was in the more highly priced lines. 

Question No. 6.—‘“In what proportion do you divide your 
stock as between the medium and higher grades of office 
furniture. Why?” 

In answer to this question the majority replied that a 
larger proportion of their stock was of the medium grade, 
but a substantial number had high grades predominating. 
Many, on account of special conditions, feature the lower 
grades and there are thousands of offices where the buyer 
must content himself with the best he can get for the 
smallest sum. One dealer makes an interesting comment 
He says that fully three-fourths of his stock is in high grade 
lines because it is easier to sell and there are many more 
arguments in favor of it. Another dealer, who handles 
seventy-five per cent of the medium grades and twenty-five 
per cent of the high grades, gives the assurance that repeat 
business is better than the original installation. Another 
dealer divides his stock into eighty per cent steel and 
twenty per cent cheap wood 


this comment “We do not try to sell medium or low 


grades. Another dealer makes 


grade furniture as it requires the same amount of salesman- 
ship and in most instances better grades can be sold and 
give greater satisfaction.” Over against this view is the 
tact that several dealers report selling medium grades ex- 
clusively and the majority lay principal emphasis upon the 
medium grades. In the west, one dealer reports that the 
medium grades fill the demands of the ordinary office man, 


and this is apparently true in many other sections of the 


country. 
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Question No. 7.—“Do you accept used furniture? If so, 
how do you arrive at the right allowance and do you dis- 
pose of used furniture profitably?” 

The answers to this question disclosed the fact that there 
is apparently no regular practice, but that the majority of 
dealers do dispose of used furniture at a profitable price. 
There are various opinions as to the desirability of handling 
used furniture. Some dealers regard it as unfortunate that 
they have to do so, while others are positive that it is a 
good thing and they make a profit on it. Several said that 
there is a good demand for good used furniture, while still 
another dealer is positive that no matter what others may 
think, nobody makes a profit on this class of goods. Some 
dealers sell this type of furniture to users outright and one 
or two report that they sell it to second-hand dealers. It 
is necessary to make the smallest possible allowance in 
order to be able to sell used pieces at a profit. This is a 
general practice. One dealer places sixty-six and two- 
thirds per cent as a minimum markup. 

Question No. 8.—“Do you or do you not find an increas- 
ing interest in steel desks?” 

Practically all the dealers replying answered in the af- 
firmative, and only five answered “No.” A southern dealer 
who reports a rapidly increasing interest in steel, thinks 
that steel will eventually replace wood desks in a certain 
special class, but that there will always be more wood desks 
sold in the general run of things because wood can be made 
not only in a very cheap grade, but in the most expensive 
suites. 

Question No. 9.—‘‘Do you arrange all office furniture lines 
in one general display or do you show them in office or 
suite arrangement?” 

Eighteen dealers, or nearly fifty-five per cent of the num- 
ber replying to this particular question, stated that they ar- 
ranged their office furniture in suites exclusively, or in a 
general display with suites. The remaining dealers stated 
that their office furniture department consisted of one gen- 
eral display. It is to be observed that a great many dealers 
would show their goods in a combination of general display 
and suite formation if their store space permitted such an 
arrangement. One dealer gets around the difficulty of hav- 
ing no room in his store for special displays by maintaining 
a model office in one of the office buildings in his city. 

It is the general opinion, however, that it is advantageous 
to be able to show goods in suites as well as in general 
display at the same time, thus reaping the advantages of 
both methods and enabling the dealer to show special dis- 
plays from time to time for the benefit of particular cus- 
tomers. 

Question No. 10.—“Do you find increasing interest in 
posture chairs? Could greater interest be profitably created 
in your community?” 

More than half of the dealers answering this question re- 
plied in the affirmative to both parts of the query. Those 
who were not decided in the affirmative view were not unani- 
mous in their convictions, for many of them were open to 
argument on the subject, some confessing that there is now 
some interest and that greater interest could be profitably 
created. Only one dealer came out in direct opposition to 
the posture chair idea. The reason why more dealers do 
not feature this type of chair is that the public is not yet 
completely sold on the advantages of correct seating. The 
field is large and considerable work is yet to be done. 

Question No. 11.—What sort of advertising do you find 
best—newspaper, street car, bill board or direct mail? 

The majority of the dealers answering the foregoing 
query, in fact about seventy-five per cent of them, use 
direct by mail methods to advertise their businesses and 
about two-thirds of this number also use newspaper adver- 
tising. Only two of the dealers responding confine their 
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advertising to newspapers exclusively. A fair proportion, 
about one-seventh of the whole number, stated that they 
made use of bill boards as one of their advertising me- 
diums, combining them with other Curiously, 
most of the dealers forgot to mention their show windows, 
which are really the most profitable means of advertising. 
One dealer is certain that while he is obliged to use news- 
papers and direct mail, his salesmen who go out after the 
Blotters are distributed 


methods. 


business bring in the best results. 
by one dealer twice a month and also special mailing mat- 
It seems to be the consensus of opinion 
best 


ter is sent out. 
that direct mail and newspaper advertising are the 


methods 


Question No. 12.—“In what way do you use advertising 


literature supplied by office furniture manufacturers? Does 
it pay?” 
That it does pay is evidenced by the fact that nearly 


seventy-five per cent of the dealers who responded assure 
us that the use of such matter is profitable. One qualifies 
this by saying that probably it does not pay in immediate 
returns, but is profitable over a period. One dealer, when 
possible, arranges with the manufacturer to print a 
page circular with the dealer's letterhead thereon and mail 
it to This, he results. 


Most of the dealers answering send out direct by mail ad- 


two 


a special list says, gets the best 
vertising and use the smaller pieces as envelope stuffers. 
It is suggested that manufacturers have more of their ad- 
vertising prepared by agencies who can give them expert 
counsel. A Lou'siana house who distributes matter sent by 
the manufacturer sends it because of a sense of duty, but 
Another dealer says that the manu- 


He sug- 


do not believe it pays. 
facturer puts insufficient emphasis on the dealer 
gests making advertising literature on a co-operative basis, 
fiftv per cent of the space to illustrate and describe the type 
of the product and its uses and fifty per cent the dealer's 
business location, policies, etc. A dealer in New England 
compliments the steel manufacturers on their enterprise 
in supplving advertising and wishes he could get some help 
along the same lines from chair and wood desk manufac- 
turers 

Question No. 13.—“Do you stock 
or do you concentrate on single 


competing lines of 
desks, cabinets, chairs, etc., 
lines in the respective divisions?” 

More than half of the dealers replying, stated in effect 
that they concentrated on single lines in the respective di- 
Only 


peting lines 


four dealers replied that they carried com- 


Visions. 
Some of them make it a point to concentrate 
manufacturers making 


among the several 


for instance, they carry a cheap line 


in their grades 
the grade they want 
by one manufacturer, a better line by another and a still 
hetter line by a third. The general op‘nion seems to be that 
the dealer should concentrate on one line in its class or as 
one dealer put it, “We concentrate on single lines in the re- 
He says that this makes each account 
Finally 


spective divisions.” 
more valuable to the 
dealer says that he handles several lines, selecting items 
He makes this pertinent statement: 


factories represented. one 
that do not compete 
“Monopolies prove that competition is death.” 

Question No. 14. 
ment? How are such accidents customarily dealt with?” 


“Are many goods damaged in ship- 


A slight majority of the dealers replying answered that 
About 
twenty-five per cent said that considerable damage is done 
their various 


there was little damage done to goods in shipment. 


and the remainder modified statements in 


Claims apparently are mostly dealt with by adjust 


ways 
ment with railroad companies and manufacturers. Some 
dealers repair damaged furniture when not too badly 


harmed and sell it at a reduced figure by arrangement with 


the manufacturer. We were assured in several cases that 
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dealers find the manufacturers packing goods more securely. 
One dealer made a serious complaint against the careless- 
ness and roughness of the railroad companies’ employes in 
handling valuable goods. 

Question No. 15.—‘“Is your furniture department increas- 
ing or decreasing in its relative importance to the rest of 
your business? Why?” 

Three-fourths of those replying definitely answered in 
the affirmative. Five said that the same proportion was 
maintained year after year and a small minority reported a 
decrease in the relative importance of sales. Several rea- 
sons are given for increase in the importance of the furni- 
ture department, such as greater concentration of sales 
effort, sale of more large orders, the tendency towards 
better equipped offices and higher grades of furniture. One 
dealer bases his increased business on his filing cabinet 
sales. Another attempts to account for it by 
chain store competition which does not enter into the fur- 


A southern dealer frankly and humorously at- 


reference to 


niture field. 


tributes the increase in his furniture business to the fact 
that he has been asleep, but has now awakened. Of the 
small number of concerns reporting a decrease, direct fac- 
tory competition is given as a cause in two cases, and two 
others take the view that lack of price policy on the part of 


dealers in their territories is responsible for the decrease. 
Question No. 16.—"“Do 
that customers satisfaction 
supplied with accessories?” 
All but four of the replies received were in the affirma- 


your sales to see 


kept properly 


you follow up 


receive and are 


ative and the four answering negatively admit an urge to do 
better. Several of those who do follow up their sales are 
apparently a little weak about it and not particularly well 
satished with themselves, believing that they should do bet- 
ter in this respect, which appears to be a healthy state of 
mind which has at least a germ of hope in it. Most dealers 
try to follow the policy of the Tennessee man who says, 
“When though it 


may be only a desk or a chair, our salesmen always follow 


we make a sale of office furniture, even 


up the installation to see if satisfaction has been rendered. 
This frequently results in other business, especially where 
customers have overlooked items and it pays anyway in the 
psychological effect upon the customer, showing that our 
interest extends beyond the mere exchange of goods for 
The method generally followed is that the sales- 
back \ dealer 


inquiry among employes 


money 


sale calls successful 
that 


of the customer is helpful, as well as a visit to the execu- 


man who makes the 


in Illinois suggests casual 


tive who made the purchase 
Question No. 17.—‘What is 


prospects - 


your method of obtaining 


The majority of the replies indicate a general belief that 
“cold canvassing” or “door to door” solicitation is very im- 
portant in obtaining prospects. The next in importance ap- 
pears to be watching for new arrivals, moves, fires, enlarge- 
ments of space and one man even reported that he watches 
include attention to 


for burglaries. The methods followed 


newspaper items, reports from local Chambers of Com- 


merce, information from office building managers, informa- 
tion from trade papers and other periodicals, leads from 
customers, friends and salesmen in other departments in the 
made 


one of the factors 


\ New Jersey dealer 


same store. Direct mail js also 


effective by the use of return cards 
pays for daily reports from people who obtain data on con- 
rental. An obtains sales 


and Ohio dealer 


prospects through repeat business and on account of former 


struction space 
orders and service they have rendered following up new 
Only two of the dealers definitely reported a 
Office 


enterprises. 
lack of system in the matter of securing prospects. 


(Continued on page 193.) 
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When 


you turn this page you enter a type and illustra- 
tion exposition of modern office furniture displayed 
for your interest by nearly all of the leading 
manufacturers in this country. Upon these lines 
principally has been built the office furniture 
business which has so greatly influenced the growth 
and prestige of the commercial stationery business. 


\\ ith the products here shown has been established, 
in the main, the successful office furniture depart- 
ments which in many cases constitute more than 
half of the dealers total sales. 


Here are illustrated in units and in groups the best 
things in wood and steel, the higher artistic 
expressions of design and craftsmanship and those 
plainer numbers, the “‘bread and butter lines,” 
from which latter comes more than 60% of the 
total general business 


Office furniture is the service partner of office 
machines of every kind. It functions as a con- 
venience and economy in every business and 
contributes comfort, beauty and atmosphere to 
every office. It is the first purchase made for 
every new office. [he dealer who makes that sale 
has opened the way for much other business. 


The lines illustrated on the following pages are 
recommended for the careful attention of all dealers. 
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Distinctly for offices of the better class. 
The medium employed is choice Walnut, with 
carvings of Solid Walnut, inlays of Ebony and inlays 
and overlays of stout English Oak. The design is a 
masterly blend of classic Greek and pure Tudor 
- - - beautifully correct in every detail of its 
expressive carvings, arched panels and stately fluted 
Corinthian columns. 

THE PRESIDENT Suite is complete with desk, tables, 
chairs, costumer and waste basket. En Suite 
occasional chairs and settee and proper floor cover- 
ings, drapes, lamps and similar fitments have been 


provided - - - j 
1ZJeopold 
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The New Security Transfer Case 


when once on your floor 
will sell itself 
























Low Cost 
ew Design— More Capacity 
Sza2 ble 10 Stack 


He is a superior transfercase—four A big 27-1/16 inches of clear filing 
rollers, easy action, with exceptional space — increased economy and efficiency 
Capacity. im every Case. 

The buyer with an eye for values will | Every constructional refinement. Protec- 
at once appreciate the many improved _ tion from fire, water, dust and rodents. 






features of this new design. Made in the standard invoice, letter and 
Highest quality in material and work- legal cap sizes. 
manship, yet most moderately priced. Ready for prompt shipment. 

Write for descriptive literature 
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Specialty features that lift 
sales froma price basis 





BRINGS DEAD 





sOHNSOy 


Pos FuaiR 








MINUTES TO LIFE 








Promptness brings a premium. 
for your town without delay. 


WIRE OR SEND COUPON FOR FRANCHISE INFORMATION 


Get the franchise data on Pos-Chair 
Here is the greatest aid to re-equip- 


ment business that has been offered to dealers in years—National 
advertising, sales training, news column appeal are only a few of the 


factors in your favor. 


Dealers agree that a real posture 
chair is an ideal key to office re 
equipment. The problem has 
been to get one. 





Scores of posture chairs have 
boasted scores of adjustment features. All 
have lacked one. The very one needed to 
make such a chair practical. 


Now it is available exclusively in the Johnson 
Pos-Chair. It is the patented spring hinge 
that automatically keeps the back support 
snugly conformed to the spinal curve. 


Regardless of flexibility in the motion of the 
back support, a posture chair is of little value 
unless conformation to the spinal curve is 
just as flexible. 


That exclusive feature of Pos-Chair makes it 
the ideal chair with which to completely re- 
place present seating methods for clerical 


workers. Even previous posture chairs! 


In addition to this automatic adjustment of 


Act now! 


Pos-Chair are four-manual adjustments that 
custom fit this chair to any occupant. 


It is an ideal chair to demonstrate because the 
occupant feels the difference immediately. 
And any office manager can see it. 





We have prepared for your sales force a 
special technique of demonstration. It is easy 
to learn. It makes your men authorities on 
proper seating. That lends prestige to their 
contact with your customers. 


Send for the facts on Pos-Chair without 
delay. Hear the full story. It offers a 
splendid chance to tone up your entire selling 
scheme. 
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National Advertising - - - - Sales Training 

















A patented spring 
joint, an exclusive 
Pos-Chair feature al- 
lows back support in 
all sitting positions to 
conform exactly to 
the spinal curve. 

A spine prop! The only 


one that's fiexible. 




















Back support that /fol- 
lews the body moverents 
depends on tlt adjust- 
ed to fit the individual, 








Pressure of back sup- 
port can be adjusted 
to occupant's weight 
and preference 


































Page advertisements throughout 1928 
in Saturday Evening Post and Lit- 
erary Digest. See Saturday Post of 
June 2, 1928. 


Retail selling schools conducted right 
in your own organization. Special- 
ized training for salesmen you send 
to the factory. 


Direct mail and local advertising 
material and co-operation supplied to 
help you develop leads. 





Direct leads furnished to you from 
the national advertising. 


Campaign programs under supervision 
of factory representative provided to 
develop sales. 


Nh WwW N 





An opportunity to act now to secure 
this profitable franchise. 


Don’t delay. We have the en- 
tire Pos-Chair program sum- 
marized in attractive form for 
your consideration. It will be 
presented where possible in 
personal interview. Get the 
full facts, It’s just good busi- 
ness. Wire or mail coupon 


today . 


JOHNSON CHAIR CO. 


4401 W. North Ave. 
CHICAGO ILLINOIS 











THE JOHNSON CHAIR COMPANY 


4401 West North Avenue, Chicago, Illinois. 
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Housing 


One Million 
Records 


Chicago Salesrooms and Warehouse: 
133-135 W. Lake Street 
Telephone: Central 0645 
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To serve its clients efficiently, the Commer- 
cial Reference Co., of Philadelphia, must have 
the most approved filing facilities. 


Steadily adding new units as needs de- 
mand, it now has a battery of 35 six-drawer 
Columbia files for 6x9 cards. They house 
over a million records! 


Day after day the drawers of these sturdy 
files glide in and out on Columbia progres- 
sive roller bearing suspensions, carrying 
their valuable cargo of confidential credit in- 
formation. 


Here is evidence of the high degree of fil- 
ing satisfaction that Columbia is rendering 
large users. To the aggressive dealer this is 
a fact for careful consideration. 


Columbia Steel Equipment Company 


Office and Showroom P. O. Box 2244 
1735 Chestnut Street Philadelphia, Pa. 





COLUMBIA 


A QUALITY LINE OF STEEL OFFICE EQUIPMENT 
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Polar Practical Office Articles 


During these days when the prosperous business man buys office fittings which add charm and beauty 
to his office the same as he does for his home, POLAR PRACTICAL OFFICE ARTICLES ARE IN 
LINE to meet this prevailing demand with a varied assortment of new 


PERIOD DESK PADS CUSHIONS IN 4 COLORS HIGHLY DECORATED FOLDING SCREENS 
DE LUXE DESK PADS LEATHER COVERED LETTER TRAYS PERIOD STYLE WASTE BASKETS 
CONFERENCE TABLE DESK PADS PERIOD STYLE LETTER TRAYS AND MANY OTHER NEW ITEMS 


“De Luxe” Linoleum Desk Pads New Period Style Letter Tray 


HAND TOOLED LEATHER PANELS 


Carefully Designed to Harmonize with the Character Desks of Today, 
Lending Much Beauty to the Well-Furnished Executive Office 


1 
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Designed and finished to lend the necessary character on a 
period or suite desk. No. 29P—Walnut or Mahogany 
; : ‘ ...++.Price $8.00 


Gre 
A 


Leather Covered Letter Trays 


tk >> <a, 





No. 2438B—Size, 24” wide x 38” long; writing space 24” x 28” 
Hand Tooled Leather Panels, 5” wide. Price $20.00 


Period Desk Pads (4 Styles) 







Fully covered with fine leather to correspond with the 
many leather panel desk pads. 4 Colors—Brown, 
Green, Wine Red, Blue. No. 19LT....Price $13.00 


Upholstered Chair Cushions 


INTERLACED HAIR FILLED 


Made in Brown, Green, Black or Maroon in Either 
Genuine or Imitation Leather 


~ s 261 j Size, 34” long x 20” wide; writing space 24” x 20” 
No ~~ Price $9.00 
Ne 264 ' Leather Side Panels 5” wide 


Straight Side Panel Desk Pads 





OUR NEW CATALOGUE now on 


the press will soon be ready for you. To insure 
getting your copy, fill in this coupon: 


Freee eee @SeeGeeseeesaGoeananaeesoaaeeoas 


POLAR MFG. CO.., 
119-125 No. 4th St., Philadelphia, Penna. 


Send us your new catalog as soon as it is ready 
for distribution. 


Polar Mfe. Co. es 


119-125 No. 4th St. Philadelphia, Pa. COCR HHH HHO SERS EEE HEHEHE HEHEHE OTE MEETS 
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Dealers get the Business 
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Mr. Caldwell’s letter emphasizes a sales point of unusual 
importance to every office equipment dealer. 

And his successful record in equipping Pittsburgh's lead- 
ing businesses with GF Allsteel is additional evidence 
of what progressive dealers are doing with the GF 
franchise. 

The All-Steel Equipment Company and GF are both 
recognized as leaders in Pittsburgh. 


THE GENERAL FIREPROOFING CO. 
YOUNGSTOWN, OHIO 


Export Department 438 Broadway, New York City 
Cable Address (,enfire New York 


Canadian Plant Terento, Ontario 
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The magnificent new offices of the Pittsburgh Press are equipped 


throughout with GF Alilsteel. 


Beauty and utility are outstanding 


in every department of this great newspaper's business home. 


Installations like this show the 


possibilities of the complete line of 
GF EQUIPMENT 


The GF dealer is in position to 
fulfill every business requirement 
and answer every question to the 
prospective customer ’s satisfac- 
tion. 


Beauty, utility, long life—these are 
the permanent features that make 
GF equipment 
preferred by 
careful buyers 
everywhere. 






They are quick to see the advantage 
of installing equipment that is per- 
fect now, and stays perfect, without 
upkeep expense, after years of hard 
daily usage. 


GF will welcome an opportunity to 
discuss with you a dealer franchise. 
There are still a 
Y few desirable 
territories open 
Write today. 






COMPLETE LINE OI 
OFFICE EQUIPMENT 
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The two articles illustrated on this page are members of the new 
Executive line of Dietz desks and tables. 


This new line has genuine walnut exteriors and interiors as well. 
Note the massive, yet graceful appearance. It carries a strong 
appeal to those who are interested in quality furniture. 


The Dietz line includes five complete grades of desks and tables. 

These various grades are sufficient to meet all your requirements. 

All writing beds, including table tops, are finished with lacquer 
the ever lasting, beautiful finish. 


Our new catalog is fresh from the press. Write for your copy. 


The Logical Line for Your Trade 
The Shipping Point Convenient to You 
Freight and Time Saved are Added Profits. 


The J. F. Dietz Co. 


Makers of good desks since 1881 
CINCINNATI, OHIO 





CRRA AES ASRS AEE AOR ACESS 


7) 








be 


\\ 
Os 
SPR Ee — gene | 


r 4 
> 


yj 


) 


‘ 
View 


) 


.) 
% 


> 


aS 


SEX 


& 
4) 
LASS 


By 


( 


¥ 


i 


> 


t 


i 


“¢ 


% 


7 


4 


he 


re) 


\ 


r 4 
VAS 


y) 
> 


ae 


(¢; 


PG 


i») 


< 
= 
4 


Bxs 


0642 
My 


LZ 


SY 
ANN 


7X 
Ss 


ee yp.) 


‘\ yi 
v DA 


J ) 
S 
maT, 


< 


i) 


as 


™ 


Bs 


rd 


» 


ue 


as 


| oo 


ae 


as 


SS 
ie) 


: ey 


2 


» 
yy, 


y) 


Y 


™>. 
ie 
m4 


*) i 


aS 

ea 
oy 
MU, 


IS: 





Lo 
< 
x 


June, 1928 OFFICE APPLIANCES 125 


= 





BSSRSS 


4 








1 


SG 


Steel Shelving . . . Lockers . . . Cabi- 
nets... Counters ... Steelart Folding 
Tables and Chairs... General Steel 
Storage Equipment and Steel Furni- 
ture. The Lyon name and trade mark 
attest the strength, finish, usefulness 


OM es 





age tee is as saleable 


in offices as in small stores, 
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“ 


2 and durability of Lyon Tete veraee > where it will give protection, 
S) in steel and under lock, to 
ssi valuable items of stock. In 
FA) > offices, Counter-hi is a hand- 
3} some and convenient steel 
ig cabinet, whether several are used 
>) 


together as a counter or separately 


as individual cabinets. In Coun- 


LS 


“ 


iC ; ter-hi, three shelves provide 13!: 
S,) sq. ft. of storage room and more 
iG ; 

< shelves can be furnished. Coun- 
~ Ap) . 

te ter-hi can be sold for many places 

; ; 
Ss where a taller cabinet would not 


4 


fit. Durably and beautifully finished 


LOS 


in mahogany, walnut, oak, white, 


: 
ea 
&) 
— 


a 


ivory gray or dark green—to fit 


SG 


into any office. National advertis- 
ing constantly tells how Lyon 
Steel Cabinets meet every office 


storage need. Write for sales in- 
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FA. LY ON 
S METAL PRODUCTS, 

ae INCORPORATED 

) Aurora, ILLinots 

Ig Successors to: 

YN Duranpb Steet Locker Co. 

ig Chicago Heights, Ill. 

S) Lyon Merattic Merc. Co. 


Aurora, Ill. 
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Spindles of back rest 
arecurvedand 
rounded to conform 
to the «pine 


Seat is aleo shallow so 
that front of chair 


will not interfere with 
normal blood circu 
lation 


Seat has deep, form 
fitting saddle, neces 


sitating correct, yet 
comfortable sitting 
position 


S Convenient hand 
wheel for quick ad 


justment of tilting 
ecat spring 


i 
The De Luxe Model 


The Milwaukee Anatomic-Comfon 
Chair can also be had with uphol- 
stered back as illustrated if desired 





OFFICE 


he Fastest 





Rounded top cross 
slat conforms per 
fectly to the contour 
of user's back, giving 
correct - where 
it is neede 


All edges and corners 
are rounded to pre 

vent rubbing or 
ecratching shoes or 
damaging clothing 
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| O There is no 
possibility of 


pinching hands 
or catching clothing be- 
tween chair back and seat. 


Hand wheel adjust- 
ment for raising or 
lowering back-rest for 
different heights of 


Thumb screw for ad 
justing spindle back- 
rest forward or back- 
ward 


7 Small thumb nut to 


permit raising or 
lowering of chair seat 
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Every individual professional or business 
man or firm in your community is a live 
prospect for the wonderful new .. . 


Milwaukee Anatomic-COMFORT CHAIR 


The old-fashioned desk chair must go! 
After a hundred years its sins and 
iniquities have been revealed. 


Offering, as it does, all the comfort of 
a straight-jacket, none will mourn its 
passing. 

But that is not all! The common type 
of light desk chair is today under 
indictment by medical authorities for 
developing wrong body postures, the 
direct cause of much illness and actual 
suffering among men and women work- 
ers in offices, shops and schools. 


Comparing with old style desk chairs 
as the typewriter compares with the 
pen, the remarkablenew MILWAUKEE 
ANATOMIC-COMFORT CHAIR is 
the perfect solution of this problem. 
It is an improvement that had to come, 
conforming to physical needs as re- 
vealed by modern scientific and hygienic 
knowledge. 


Here is the opportunity of a lifetime 
for live dealers in office furniture and 
equipment. Consider it carefully. Then 
act promptly—before it is too late. 


THE MILWAUKEE CHAIR COMPANY 


666 Lake Shore Drive 


Even though you may not include 
office furniture in your line, you can 
increase your profits tremendously by 
featuring the Milwaukee Anatomic- 
Comfort Chair, the fastest selling spe- 
cialty in years, the chair that sells itself. 


Read every word of the description 
on the opposite page. You will quickly 
see why many of the country’s largest 
employers of office workers consider 
their purchases of hundreds and thou- 
sands of these wonderful chairs a splen- 
did investment sure to yield big returns. 


Made of solid walnut, mahogany, oak 
and birch, the Milwaukee Anatomic- 
Comfort Chair with all its wonderful 
new features actually costs no more 
than old style chairs. 


Seller in Years 


OFFICE SEATING REVOLUTIONIZED! 








Some rich territory 


Milwaukee 


is still open— || Anatomic-Comfort | 
many important Chairs have been | 
towns and cities. ADOPTED | 
Write quick for AS STANDARD | 
particulars and our EQUIPMENT | 


unusual money-mak- by 
ing proposition. 





Chicago, Illinois 


The Crane Company, | 
Sears-Roebuck & Co., 
and many other nation- 
ally known institutions | 








eS ee OT SS = Ee  ™ 


127 














128 OFFICE APPLIANCES June, 1928 


Bridsing All 





/rom Period Beauk 
oe MYRTLE Line 











A New Note of Beauty 


The new Myrtle 3000 series, in Walnut, backs our 
belief that a new note of beauty has entered the of- 
fice appliance field of today. 


Superbly designed and soundly executed, the beau- 
tiful center matched Walnut and gleaming striped 
Walnut surfaces unite with the graceful posts and 
massive top in producing a desk that has beauty for 

its keynote and dignity for its watchword. 4 





Write or wire for full details on this 3000 series or 
ask for the consolidated Myrtle and Alma catalogue 


New York Warehouse 
Pier 21, East River 
J.Wallace, Representative 


MYRTLE DESK COMPANY 


High Point, North Carolina 
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Alma 1000-1100 Series 


1100 Mahogany and Walnut 


For Low-Priced Utility 


Alma does not claim to make the best desks—they do 
claim the best desks for the money. 


Joined with the Myrtle line for buying convenience, 
desk buyers can obtain in Alma and Myrtle every re- 
quirement from period beauty to strictest utility—all 
priced for generous profit and speedy turnover. 

Alma desks such as the 1000 series shown in Oak (1100 
series in mahogany or walnut) are good looking, sturdy 


desks at low prices, difficult to reconcile with their selling 
appeal and wearing qualities. 

Write for prices or send for the Alma 

and Myrtle consolidated catalogue 


= 
; 
— 
\ New York Warehouse 
- 
9 
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Pier 21, East River 
J.Wallace, Representative 


th ALMA FURNITURE COMPANY 


High Point, North Carolina 
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When the 
siren sounds 


When the siren sounds, the man with 
ample protection can smile with satisfac- 
tion—not over the other fellows’ fire, but 
at the fact that if it were his own place, he 
would have no worries. 


The man with SCHWAB protection has 
a right to smilee SCHWAB safes are 
accurately gauged to cope with surround- 
ing fire hazards. They bear the under- 
writers’ label for the most exacting tests 


known. 


SCHWAB has a plan, too, for selling 
these safes. The plan is as good as the 
safes and the two make a remarkable com- 
bination for any good dealer. Full details 


on request. 


The Schwab Safe Co. 


LAFAYETTE, IND. 
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office of Dr. H. r, President and Gen. Mgr. of the Northern 
1, Indiana nstallation made by Tribe of K. Hammond and 


Irchitect hil JS Smith, Chicago. 


EVIDENT VALUE 


The fineness of ““CLEMCO"”™ Desks and Office Suites is apparent at 
once to dealer and to buyer. 

Each “CLEMCO’ piece is built of carefully selected matched woods 
by skilled workmen backed by an experience of more than twenty- 
seven years of fine office furniture manufacture. 

\ wide range of styles, and prices provides a ‘“‘CLEMCO™ Suite to 
fit every taste and purse. A comprehensive sales and advertising 
program has built a deserved prestige for the ““CLEMCO”™ name. 

\ request on your letterhead will bring an interesting outline of 
“CLEMCO" possibilities for you . . . again an evident value. 


THE CLEMETSEN CO. 


Makers of a Complete and an Exceptional Line of Desks and 
Fine Office Suites for Business, Bank and Professional Use 


3403 West Division Street Chicago, Illinois 
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A Line as Wide as 
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Your Market 























The Art Metal Line 
enables the dealer to 
make the most of 
every sales opportunity 


GOOD equipment job all sewed up—and 

then the dealer finds that his line does not 

cover certain requirements! Result—the entire 
sale lost. 

With Art Metal, you can carry through to the 
end. The world’s most diversified line of office 
equipment will never leave you at a loss to 
supply the demands of any customer, large or 
small. 


From filing cases to the finest executive suites, 





JAMESTOWN 


a 
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Beautiful Art Metal ExecutiveSuite in the 
office of the Presideni of the Westinghouse 
Electric and Manufacturing Co., Pitts- 
burgh, Pa. This is an example of the high 
standard of appearance developed in Art 
Metal Steel Office Furniture. 


~ » 7 


The Engineering Vault of the Westing- 
house Electric and Manufacturing Co., 
Pittsburgh, Pa. Art Metal also supplied 
the efficient filing equipment for all de- 
partments in the new Westinghouse offices. 


the Art Metal Line covers every office need. 
Whether the user be small or large, the Art Metal 
Dealer has the advantage of a market-wide line. 


Besides the superiority and beauty of Art Metal, 
its selling franchise carries a generous resale mat- 
gin. Art Metal is always ready to give the dealer 
every aid with difficult jobs and in the systematic 
development of his territory. 


If the Art Metal franchise is open in your city, 
write NOW for full information. 
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NEW YORK 


Fire Safes, Steel Desks, Filing Cabinets, Vertical Files, Steel Book Cases, Steel Shelving. 
Plan Files, Transfer Cases, Steel Office and Vault Tables. 


June, 1928 
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pecializing 




















In these five convinc- ?*- 


ing ways, the Oxford 2 
line demonstrates the 
distinct advantages 
of intelligent special- 
ization. 





rar. ore. 


FILIN 


makes such a difference! 


Extra Quality—the best that finest material and spe- 
cialized workmanship can produce. 


Advantage in Finish—Thoroughness—Completeness— 
including every worthwhile refinement and improvement. 


Specialized Production Service—obtained from an or- 
ganization that knows how, and can handle quickly, any 
possible requirement. 


Careful selection of grades and price ranges, based on 
feeling the pulse of the buying public. 


And finally, the highly attractive and profitable Oxford 
Merchandising Service for Dealers. This service has 
produced excellent results for many dealers, whose 
names will be given as references on request. They will 
tell you from their own experience that “the Oxford 
line is the line that sells.” 


OXFORD FILING SUPPLY CO. 


S U P r L I EK S 500 Driggs Avenue Brooklyn, N. Y. 
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Cuspidors for 
Every Purpose 


Because we specialize in cuspi- 
dors, we are prepared to furnish al- 
most any style, material and finish 
—cuspidor suitable for every pur- 
pose. 


















Offices, stores, public buildings, 
hospitals, etc.—in the Ireland and 
Matthews line you will find the right 
cuspidor for every need. Volume 
production of quality cuspidors 
makes for favorable prices and suit- 
able profits. 


For full details of styles, materials 
and prices, write us today. 
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MAT 3-CO 
DETROIT ~ 


1500 Beard Avenue 
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Service is not the only 
consideration in buying now. 





The Macey Line 
consists of Steel 
Files, Steel Desks, 
FilingEquipment 
Supplies, Section- 
al Bookcases and 
Matched Office 


Suites. Catalogs 
sent on request. 


THE 


MACEY 


Times are changing. 


The business man, a few years 
back, bought largely on the 
basis of service. He wanted 
a desk or a chair that would 
last—that would serve his pur- 
pose, at not too great an ex- 
pense. 


Today the business man wants 
more than service. 


He still demands that same 
measure of quality, but he 
wants more for his money. He 
wants the added feature of at- 


COMPANY 


tractiveness. He wants a better 
appearing office. 


Furniture had to keep pace. 
With the result that matched 
office suites are now becoming 
as common as ordinary furni- 
ture used to be. 


The changing times have 
opened a large market to deal- 
ers with vision and energy. 
The Macey line can help you. 
Will you let it? The easiest 
way to begin is by asking for 
catalogs now. 





GRAND RAPIDS, MICH. 
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OFFICE Need DIRECTORS 
TABLES ae TABLES 


Popular — 


For Better Offices 


This table which we call Samson 
336 is a ready seller among Sam- 
son dealers. It is attractively 
designed and finished. The mate- 
rial is walnut. It is serviceable 
and well suited to the office and 
directors’ room. This table has 
a sales appeal that helps sell the 
dealers’ other furniture lines. 


The Samson line is composed of 
a variety of styles, sizes and prices 
that fit every requirement for 
offices, directors’ rooms and 
schools. Our stock line is com- 
plete but in addition we make 
special tables at prices which 
dealers appreciate. 


A copy of our new green catalog 
No. 27 showing the table illus- 
trated above and others of the 
Samson line, will be yours for 
the asking. 


Mutschler Brothers Co. 


NAPPANEE, IND. 
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NRINGAN CLEVE 
MEENAL “4Npy 


group, now receiving tenants, 

there have already been some 
notable Van Dorn transfer case 
installations. One is a battery of 62 
sections, each section containing 48 
drawers, a total of 2976 drawers. 
A second battery of 68 sections of 
24 drawers each numbers 1632 
drawers in all. Still another assembly 
contains 336 drawers, in 21 sections. 


I: the new Cleveland Terminal 


Van Dorn steel transfer cases give 
your inactive records adequate pro- 
tection while keeping them neatly 
indexed in the same efficient order 
as when they were current. Large 
capacity, low cost, and special inter- 
locking space-saving construction 
makes Van Dorn transfer cases 
the most economical method of 
storing records. 





STORAGE 
EQUIPMENT 





THE VAN DORN IRON WORKS COMPANY ; CLEVELAND, OHIO 
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Announcing 


THE EXECUTIVE C GRADE 


1 NEW LIN} 











OF HOOSIER 





DESKS—RBUIL'1I 
PHOROUGH AND 
CHARACTERIZI 
ARE CAREFULLY 
SPECIAL Cl 
1 NEW 


THE SAMI 
WHICH 


IRU} CLI 
EXCLUSIV] 





LR THRI 
CONSTRUG 





HAVING 

TION FEATURES 
NEW PATTERNS 

DESIGNED AND AFFORD 


APPEAL TO A 
ASS OF TRADE, OPENING UP TO PROGRESSIVI 
AVENUE OF PROFTI 











ALL HOOSIER 








DESKS PHESI 












UNUSLAI 




















DEALERS 












STYLI QUALITY 
MEASURE 
Iwo 








AND VALUI 
PATTERNS ARI 
PATTERNS, IN 
PHYSICIANS’ OR 








ARE PROVIDED 
MADE IN 
THE 26 INCH 
DENTISTS’ 


IN A 
STANDARD OFFIC! 
DEPTH, ESPECIALLY 
OFFICES, BEAUTY 





GENEROUS 
SIZES, WITH 


APPEALING 
SHOPS AND HOMES 









FOR 










| | 


rile us for 





— on 
further particulars and price lis 
mation furnished promptly on request 


HOOSIER DESK CO., Jasper, Ind. 
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Lead the way- 


he Uhl | { ofh ‘ july nent plonecre 1 the Way Io! teel pos- 
hair 1 along correct | to produc increased ofhce 

Years of research work and extensive in- 

ind health conditions conducted 

wn phy clans, surgeons, hygieni ts and other cX- 


tion with our mechanical engineers turn hed the 


When the UHL “Postur” chair was brought out, the 


idea of co 


n gi en little seriou onsideration The line 
g lea has sp g smen. The UHL 
P is ; t poste hair an 
\ Po I 
I vith i ler 
ff i t! idva y | lic 
ting I wide-awake 
c 


THE 
TOLEDO METAL FURNITURE CO. 


1408 HASTINGS STREET 


TOLEDO, OHIO 








UHL “POSTUR” CHAIRS 











MADE TOLEDO 
musa UAL ST OnIO 
THE TOLEDO METAL FURNITURE CO 


BY 
AMERICAN 











We have many imita- 
tors, but all Posture 
Chairs approved by the 
American Posture 
League bear this label 


Watch for the label. 
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The Dealer that Sells 





is selling a steel safe built by the 


PIONEERS 


of the steel safe. An aggressive manufacturer whose safes are continually 


IMPROVED 


by constant research and the development of betterments that will contribute 


REPUTATION 


made by Meilink Steel Safes in the field of actual service for over a decade 
of years. This reputation is founded on the experience of our product in 
hundreds of actual fires and burglaries which have all contributed to our 
record of 


Better Protection 


The Meilink Steel Safe Co. Toledo, Ohio 


Manufacturers of a complete line of ‘*‘A’’ and ‘‘B’’ label steel safes together with all sizes of 
Hercules Steel Safes for the lesser fire risks. Our dealers also have available in the Meilink 
line fire proof vault doors and burglar proof chests. Perhaps your city is still open, a line 
from you will start correspondence. 


June, 


1928 
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THE COMPLETE 
BERLOY LINE 


Steel Desks ind Tables 
Steel Filing Cases 


Transter Unit 
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Storage Cabinets 

Wardr ibe Cabinets 

Desk Cabinet 

\ ard It dex ases 

Insulated Cabine 

B Label sates 

Plan Drawer Unit 
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KNOW 
OUR 


PURPOSE 


CAREFULLY organized, mer- 
chandising plan to increase volume 
without increasing overhead. 


This plan has proven a sales revelation 
to each new Berloy Agent. It has put 
into smooth operation a concentrated 
effort that is producing enthusiastic 
results. 


The entire Berloy Organization is back 
of this “600” Plan—600 Picked Mer- 
chants. It works. It goes forward con- 
stantly. It does not die in a few 
months. It corrects, instructs, follows 
through in a co-partnership of produc- 
tive selling methods. 


If you are looking for sound selling 
ideas that will increase your volume and 
enable you to establish yourself as the 
logical source of steel office equipment 
in your locality, clip and mail the cou- 
pon below and our representative will 
arrange an interview. 


THE BERGER 
MANUFACTURING CO. 


CANTON OHIO 





THE BERGER MFG. CO., 
Canton, Ohio 


We would like to hear more 
about vour “600” Plan. 


Individual ..... 
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Ordinary Chairs The Sikes x 69% 
Afford no Back Gives Complete, 
Support for Comfortable Sup- 
| the Busy port and Promotes 
| Worker Efficiency 
| | 
| | 
’ 
’ 
’ 
’ 
; 
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; 
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Pictures that Explain | 

the ‘Tremendous Popularity of the 


SIKES hang 
Pertect Posture_ 
. hair 


It you are not now 1n a position to turnish 
| ] j : 

your customers with nis nationally aqdvel 

tised, remarkal rhe lit le wage and space saver, 


write us concerning a Sikes B “ancnise. 


— 


K 
SN 


SIKES COMPANY 


Chairmakers for more than 60 Years 


PHILADELPHIA 
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Beautiful, distinctive, highly developed 
Metal Desks for fine offices---and the 
prices are no higher than those asked 


for good wood desks! 


ECAUSE the Jamestown Metal 
Lesk Company offers a superior 
product which, through large produc- 
tion and more scientific factory meth- 
ods, can be sold at popular prices— 
its representatives enjoy an unprec- 
edented opportunity for profitable 
merchandising 
The Jamestown Metal Desk is made 
of sturdy, enduring, fire resisting steel 


interlined with asbestos. Its many 
exclusive features aiding office effi- 
ciency have made it the chdice of a 
host of large Companies whose orders 
in some instances have reached into 
thousands. 

You can sell this beautiful highly 
developed desk. 

Ask for information. Exclusive ter- 
ritories are being allotted. 


JAMESTOWN METAL DESK COMPANY, Inc. 


JAMESTOWN, NEW YORK 





143 


J) 


aE Ea LS. STP Sa La a are we Sdpitietesnmemecnny 














144 OFFICE APPLIANCES June, 1928 





KKK KKK KK KKK KK KK RK KK RR KKK KK KKK KKK KKK KKK KKK KK 





1a 


POR 





ORPIN 
DESKS 


Attractive Designs 
are worth more — 


These beautiful desks of genuine 
mahogany and walnut enable the 
dealer to open a new field without 
disturbing his established busi- 
ness. They make a definite appeal 
to studios, shops and persons car- 
rying on considerable personal or 
business correspondence at home. 
They are worth more but don’t 
cost any more. The manufactur- 
ing policy governing their produc- 
tion has resulted in a line of ma- 


hogany desks at prices rivalling ORPIN DESK CoO. 


combination woods. 
121 Medford Street 


Orpin has made genuine mahog- CHARLESTOWN, MASS. 
any practical for any office. To 

view an Orpin mahogany desk is 

to sense instantly the quality. Ask 

us for details—you’ll be pleasantly 

surprised. 
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Patented Construction 


enable the dealer to follow through to sales with the least 
resistance because Mosler Safes are of radically improved 
design, construction, and finish, and embody the greatest 
number of new and exclusive protective features. 







UNDERWRITERS LABORATORIES 4 





MOSLER SAFES 


have been awarded the 
Underwriters’ Labora- 
tories’ ‘‘A’’ and ‘‘B”’ 
Labels for fire-resistance 
and the Underwriters’ 
Laboratories ‘‘T-20’’ 
Burglary Label. 














CK RK 








Factories: Hamilton, Ohio 


OSLER SAFES are built in 

a complete range of sizes. 
The large assortment of metal fil- 
ing units can be used in these 
safes in combination with circular 
or rectangular door steel money 
chests, if desired, thus enabling 
MOSLER dealers to meet the 
demands of any business, large or 
small 


MOSLER SAFES reflect the 


3 THE MOSLER SAFE CO., 315 BROADWAY, NEW YORK. NY ¢ 


cumulative experience of more 
than 75 years devoted to building 
the highest type protective equip- 
ment which is in general use 
throughout the world—a _ record 
and prestige of inestimable value 
to every MOSLER dealer. 


We will be pleased to consider 
applications from dealers for our 
exclusive selling franchise in terri- 
tories not already assigned. 





The Largest and Most Complete Safe Works in the World Pe. 








MOSLER has meant Safes and Safety for more than 75 years 
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STORAGE and FILE CABINETS of STEEL 


Here is an assortment of filing and storage 
cabinets attractive both to retailer and user. 
There is variety sufficient for average business 
requirements, and yet not such a multitude of 
units with fine distinctions as to involve a big 
stock expense. 








The No 1200 add-a-unit sect ns ir¢ espe ally 
convenient for small firms requiring file sp 
various shapes and dimensions or for various de 
partment files of larger concerns \ wide variety 
ctior 1 Idi 
"an ed 
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le etyvlene and N 544 ! it 1 
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| ire I lega electr rt 
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ine I 





Whether or not you are now handling 
steel filing equipment, you should investi- 
gate BENTSON; short lines often hold 
long opportunities. Write for catalog. 


The Bentson Mfg. Company, Aurora, Ill. 


New York Representative, A. H. Denny, Inc., 356 Broadway 


near Leonard St. 


BENTSON 














ee 





OFFICE APPLIANCES 147 





Englewood Walnut Desk No. 8266 


Englewood offers you 
neater appearance 


Your customer’s first consideration is appearance. The 
neat trim lines of Englewood Desks help you close 
orders. Sy The careful selection of veneers 
enables you to offer your customer a 
better looking desk. The first desk 
will convince you. “jy Write 
today for illustrations and 
dealer’s proposition. 


Englewood 
Desk Co. 


58th and Lowe Ave. 


CHICAGO 
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STEEL and WOOD 
TRANSFER STORAGE CASES 


WOOD CASES -._ substantially constructed of basswood 
mahogany paper covered. 
Letter—Cap—Bill sizes are stocked. 







METAL CASES - made of heavy gauge steel—black japan finish. 
Stocked in letter size only. Other sizes to order. 






Transfer Storage Cases are profitable particularly at ““TRANSFER TIME” 





Send for descriptive folder and quantity prices. 





VERTICAL FILE FOLDERS—Price list No. 1027 and complete set of samples 
mailed promptly upon request. 


ROCKWELL-BARNES COMPANY 


1511 West 38th Street Chicago, IIl. 










BENTLEY-GERWIG DESKS 


Built for Lifetime Service 
INDUCE THE PURCHASE 


The dealer who demonstrates B and G value appeals to the common 


The | Heavy sense of practical business men He offers practical quality for 
Panel Line constant, every day employment. No weak spots in B and G desks 
HIT THE Ask for proof. Our new catalogue is ready — send for it 
PANEL 
. . 7 
THEN Bentley and Gerwig Furniture Co. Parkersburg, W. Va. 


4 DECIDE 














Advertising 
Circulars 
Produce Orders 


Read this from a 
Michigan Dealer: 


"Your Redi-Rack Ciuculars 

have sold several orders 

for us——four in one place. 
mprint another 500 


Dp? 


Please 
for us." 


Circulars consistently distributed, 
thru your mal! and packages, reach 
those who are naturally interested 
No waste circulation advertising by 
this direct method And all our 
circulars come to you imprinted and 
folded ready to ise Ask to see 


complete set 


The We Manufacturing Co. 


162 Union Street 


Monroe - Michigan 



































Sf ils 
Redi-Racks 


Provide an arrangement of Desk Letter 
Trays which will meet the special and 
varied requirements of the user. Outfit 
consists of wooden base with metal holding 
frame firmly attached, and either three or 
four Letter or Cap size desk trays in 
finishes to harmonize with desk. Redi- 
Racks are used closed or open. Closed, 
they are more dust-proof and trays can 
be removed or inserted as desired. A 
slight backward push on upper tray slants 
the metal frame making Redi- Rack open. 
When open, 





Four 
Tray 
Redi-Rack 


Open Papers May Be Quickly 
Inserted and Easily Removed 








Four Tray 
Redi - Rack 
Closed 









The New Two Tray 
Redi-Rack 


Is the result of repeated requests for an arrangement 
two high. Metal frame is attached to the lower tray, 
fit thus allowing upper tray to be angled backward and also 
removed as desired. Note the new style label holder cut 













M out of the front of tray. All Redi- Rack trays now have 

in this improved type of label holder. Made in Letter and Two Tray 
a- Cap sizes in the regular Light Oak, Mahogany and Wal- Redi-Rack 
d, nut finishes. 

in 

A 

ts 

n. 


Any Tray Can Be Removed or 
Inserted Without Disturbing 
the Others 








Three Tray 
Redi-Rack 
Open 
























Demonstrate 
the Wearing Qualities of 
Wiebe 


Scrap Books 


With the Unbreakable Backs 
















And it will help wonderfully in making the sale. 
Where Scrap Books start wearing the quickest 
we have made this point the strongest. Solid 
wood backs, with the leaves glued and nailed 
into grooves, puts long life and satisfaction into 
this incomparable line. Our handsome No. 26 
circular will help to sell. How many can you 
use imprinted and folded ready to distribute? 











The f (2 Manufacturing Co. 


162 Union Street, Monroe, Michigan 







NEW YORK CHICAGO 
A. H. Deany, In Associated Stationers Supply Co 
Franklin Street 















86 Broadway 
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STEEL for 


permanent service 


C-K metal parts for swivel 
chairs are of all steel; they have 
all the rigidity and firmness of 
the old type and many further 
advantages; formed steel is 
tough —C-K spiders do not 
break—C-K base flanges do not 
chip off—C-K base castings are 
formed identical in size and do 
not give way when the legs are 
forced into place. C-K chair 
irons are lighter, stronger and 
smoother for finishing. 


Make sure that the chairs you 
sell are C-K equipped. 
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ReeenaL No. 468 All- 

sielelele Steel Office 
‘ Chair Iron 
made in four 
standard sizes 
—12%%", 13%”, 
14% and 
15%” between 
centers of 
holes on spi- 
der arms. 
Made under 
our own 
patents. 


COLLIER-KEYWORTH Co. 


GARDNER, MASS. 


CK) 




















‘Guardian 
CASTER 


CANVAS CUSHION 





\ 
| ~ Write for full 
| TREAD YN 3 ©; Information 
at ivine Brothers (6mpan 
NO RUBBER OR FELT TO DETERIORATE »S | ‘Weies. “(Oe a ' 














Perfect Swiveling 
ROLLS AND SWIVELS WITHOUT 
STICKING OR EFFORT 







Indestructible 
OUTLASTING MANY TIMES FELT 
RUBBER OR COMPOSITION 


Does not Mar or Deface 
FINEST WOOD SURFACE, MOSAIC OR 
FLOOR COVERINGS 








Quiet in Operation 
GLIDES OVER FLOORS NOISELESSLY 


+ 











|. The EVERLASTING SWIVEL CASTER. 
‘for Office Chairs « 
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Her head 





works better 
When her he 


eX on 


IS properly supported 








This ts No. 1 Stenographer’s chair 
swivel) —genuine Spanish leather up- 
holstering; hair padding; Rubrotd oil- 

casters standerd lolive green finish: 


ess 
’ i , 
tht 17” to 2 1’ 
eligi lO 24% 


CIENTIFICALLY 

correct seating costs 
no more and _ increases 
the efhiciency of office or 
factory workers. Let us 
send you our catalog and 
prices on the 


fle 


The 
Fritz-Cross Company 
Manufacturers 


Guardian Life Building 
Saint Paul, Minnesota 
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Sell Kumfort Kushions 
with the beveled edge 


FO+OC+O+ 040404040404 040404+04 





Kumfort Kushins are the original beveled 
edge cushions. The beveled edge presents 
a handsome, finished appearance, unequalled 
in any other cushion. 

And the cover of felt over the resilient 
sponge rubber can never be separated from 
the base at any point. 

You'll like Kumfort Kushins. You'll like 
the way one sale leads to another. 


Featheredge Rubber Co. 


342 W. Huron Street 
CHICAGO, ILL. 
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DOUBLE WRITING DESK 


SF OFOFOFOFHOHOHOH OHO HOF OHO HOH OHO HOFOSOHOHSHEOHOH+OSOH+S¢O+O+OS+SO 


FOFCO+O+OC+O+O+O+O+O+O+ O+O+O+E+8 


No. 1405 Double Writing Desk 





Just what you have 
been looking for @  1405-A 
eg 


and the price is right 
Write for full description and price. 


Our new number 21 catalog shows full line DESKS, 
SCREENS and COSTUMERS. Do you wish copy? 


George L. Lamb 


Manufacturer 
Nappanee Indiana 
EXHIBIT American Furniture Mart, 666 Lake Shore 
Drive, Chicago, and New York Furniture Exchange, 
206 Lexington Ave., at 33rd St. 








- 


i) 


1928 


» 4 
« 
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101 YEARS OF MANUFACTURING EXPERIENCE 


¢ > 











This chair is 
No. C 3004 CX 


There is a swivel 
chair to match 




















\, / 


STYLE AND STAMINA 
"THIS modern H-W chair has the style 


that better offices demand today— 
and the stamina to serve which every 
purchasing agent seeks. Of course, it 
is guaranteed by Heywood-Wakefield 
—and, of course, it will make money 
for you. 



















Baltimore, Md. Los Angeles, Calif. 








Boston, Mass New York, N. Y 
Buffalo, N. Y. Philadelphia, Pa 
Chicago, IIL. Portland, Oregon 
Kansas City, Mo. St. Louis, Mo. 






San Francisco, Calif. 









A 
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Sell the 
NON-SPILLABLE 


Office Executives 


You can sell the BOYLE 
SMOKER at $7.85 and 


make a liberal profit. 











FIVE LACQUER COLORS 


Chinese Red ade Green 
Japanese Blue Walnut Brown 
Mahogany Maroon 


(Patent 
Applied 


or) 








ALL STEEL 
NO ASHES—NO ODOR 
SAFE—CLEAN—DURABLE 


Order an assortment of a half 
dozen or a dozen and see how 
quickly they sell 


Prompt shipments to 
rated firms. 


T HE BOYLE SMOKER COMPANY 
INDIANAPOLIS, INDIANA 
OUR PRODUCT INFRINGES NO PATENT 

















Gas” y F or 
Pd eye 
~~ Every Filing 


Requirement 


The Steelcase line of filing cabi- 
nets, ranging from single drawer to 
five drawer, puts you in a position 
to fill any filing requirement that 
modern business may demand 
The line is quality throughout 
complete in every detail— and a 
profit maker always. Finishes, the 
usual high grade Steelcase stand- 
ard — the best! 


Drop us a line and we will promptly 
tell you why the complete Steelcase 
line of filing cabinets holds unusual 
profit possibilities for you 


Metal Office Furniture Company 
Grand Rapids, 
Michigan 
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COMPLETE CARD COVERAGE 





No Gaps in 
the F. E. Bee-line 


Thousands of card forms 
ledger cards, signature 
cards, safety deposit rec- 
ord cards, stock record 
cards, library cards- 
cards of all types for all 
sorts of business, bank, 
school and library use. 
From stock forms, or 
designed to order 
We have perfected special 
card machinery and have 
many skilled workers special- 
izing on cards. Our service 
is most efficient and econom- 
ical. We use over a hundred 
kinds of card stock, and fur- 
nish the proper weight and 
grade of card for every use 
Come to Card Headquarters 
for any type of card you want 
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Equipment Bureau 


m INCORPORATED ]> 


113-115 PURCHASE STREET 


BOSTON, MASS. 
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as 
new line of steel desks 
| 
St EL desks for every we D2 The finishes are olive 
~" need of modern business oe. green enamel or mahogany | 
‘ A , . ’ 
ire now available in the new and walnut, in exact replicas | 
“Y and E” “7800” line. of fine wood finishes. Special at 
i 
[hese steel desks are made finishes to order. The top A 
; : - : , ee . : ia 
in a wide variety of styles and sizes is finished in soft tone olive green nt 
. - : e 4 sf 
tor general ofmce use, stenographers, moisture proof linoleum, set off by ae 
salesmen. Seventeen models. “Y a narrow bronze edging. Tan lino- Ht 
; . ft 
and E” steel desks are of the same __ leum tops on walnut desks. Leg cups Wd 
2 a 6 > * . - ; 
fine quality which characterizes the are bronze. Write for illustrated fold- i 
whole “Y and E” line. er showing this new and complete line. Hh 
i 








AWMAN 48> FRBE MFc.(0. | 


655 Jay Street, Rochester, N. Y. 


Export Dept., 368 Broadway, New York City Cable Address: “YAWMANERBE,” New York 
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Just out! Our new 200 
series, made in walnut 
and mahogany finishes. 
Write for a copy of our 
new No. 418 catalog just 
from the press. Our 
52nd year of making 
office desks. 


THE JASPER DESK C@ 


Desks and chairs can be purchased from us in pool cars, aiéd 
arrive in first class condition, witm 


Jasper Desk Company 
Jasper, Indiana 
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Our customers are the 
judges and have been 
satished. Outstanding 
| in every respect is the 
| new. Jasper Chair line. 





Correct design, good 
appearance and highly 
finished. To those whom 
we have never served, 
we extend a hearty invi- 
tation to give us a trial. 





CGAND JASPER CHAIR CO. 


ars, ai@d discounts, lower freight rates and the assurance that goods 
n, wimage. We solicit your inquiries. 





Jasper Chair Company 


: une Cc 
. . ’ Jasper, Indiana 
A ‘i x EE 
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| Windsor Chairs 





Write for illustrations of our stock line 
of this type of chair 


Suitable for Offices, Clubs 
and Hotels 


The Marble & Shattuck Chair Co. 


CLEVELAND, OHIO 


























“Designed for Comfort and Built to Last’’ 


























\ x 
y- ; y ~¢ le i! 
‘ DESKS for Every Business Use , 
ad, : . 4 
“! “ 
@ =A COMPLETE LINE NEW CATALOG y 
i superbly designed ready for distribution \. 
6 durably constructed June fifteenth i! 
! beautifully finished i! 


; EVANSVILLE DESK COMPANY ¢ 


EVANSVILLE, INDIANA 








SPEAKING OF HANDY FILES 


THE IDEAL 
NEW A & FILES 


Out sell all other makes on the market. 
BUILT FOR HARD USAGE. 
ATTRACTIVELY DESIGNED. 


List price $6.00—regular trade discounts 


ART STEEL COMPANY, Inc., 401-409 East 23rd Street, N. Y. C. 
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No. 20 
Office Size Basket, 
154 inches high, 
13 inches square al 
lop. 
og 
NOTE THESE FEATURES 
' Rabber Cushion Corners 
The Victor basket cannot scratch or mar other fur- 
In each corner is permanently anchored a 
ishior f live rubber. 
Attractive Design 
Victor baskets have a well proportioned sanitary de 
— nphasized by a very beautiful finish in American 


Walnut, Mahogany, Oak or Olive Green. 
Indestructible 


The Victor is electrically welded into one unit. No 


iC KS 


Note the sturdy 
reinforced legs 
they cannol 


bend. 


Fireproof 


Being made entirely of metal, the Vicror basket can- 


J Se 


We shall be glad to send you 
full information. Write us today. 


Note the universal 
slide for feet. A 
round dome under 


ch te.” Corn’ METAL OFFICE FURNITURE CO. 


scratch floors nor 


lear rugs. Grand Rapids Michigan 
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Built to Order Steel 
Equipment ata 
Moderate Price 


Because special steel furniture 
is not as much in demand as 
stock items, it is very often 
high priced. For nearly a 
quarter of a century Imperial 
installations have met with 
approval in all respects but 
especially in the matter of 
price. Imperial dealers often 
secure contracts because they 
can offer the best in equip- 
ment and service at a moder- 
ate price. As he carries no 
stock, the dealer’s profit is 
not eaten up by storage costs 
or hauling charges. Full par- 
ticulars will be gladly sent at 











your request. 
IMPERIAL % 
STEEL CABINET COMPANY 


2130-2152 Fulton Street 
CHICAGO, ILLINOIS 





IMPERIAL 


























FEATURES THAT HELP THE DEALER SELL 


“NORCOR” FILES 


| Patented automatic locking follower 
allowing elevation of cards for reference with- 
out removal 


~ 


Telescopic cover that drops in lid catch 
at rear of file when opened 

3. Handy half-inch storage pocket in front 
of file for blank cards 

4. Re-inforced steel construction, electric- 
lly spot-welded 

5 l‘irmly riveted rubber feet that will not 
come loose 

6 \ durable finish of Rich Olive Green or 
the increasingly popular Crystalline Green 

7, MODERATE PRICES AND LIBERAL 
DISCOUNTS 


SEND FOR OUR NEW ILLUSTRATED CATALOGU! 


f S TAME 


(PP) NORTHERN CORRUGATING CO. Gaze) 


’ . 
GREEN BAY . WISCONSIN — 








Stvl 835 


One of Nineteen Distinct 


Eastern Distributor 


I. D. L. Mfg. Corporation 
200 Hudson St. at Canal 
New York City 
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“You Can Be | 
roud of This Line’ 

















pou 


It’s rich with handy, durable items—with substantial 
liscounts—with repeat business. 

Ihe FiberstoK Red Rope line covers a mighty wide 
range to take care of customers’ expanding needs— 
xpanding your profits at the same time. 


ae he 


We'll give you a good boost, too—supplying win- 
low and counter cards as well as a sample display 
rack. Put all your efforts behind this one really 
worthwhile line and you’ll find it pays—pays big! 
Write for prices and discounts. 


Flat and Expanding Envelopes 
“Congress Tie’ Envelopes 

Flat and Expanding File Folders 
Flat and Expanding File Pockets 


/ Partition or Pocket Envelopes 
| , Mi WY Photo Mailing Envelopes 


National FiberstoK Envelope Co. FiberstoK 
429-447 Moyer Street Philadelphia, Pa. RED 
New York Office: 150 Nassau Street 


ot egg trite memmmrenee erage teehee a tetnanama so 
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No. 9166 i 
‘ 
i 
i 
“This was a very nice order and was secured under very competitive conditions, as about Fi 
every one in town was figuring with these people, but we seem fortunate in selling the Wage- rf 
maker Desk over the other types. Yours very truly.” 


A WAGEMAKER DEALER (Name on Request). 4 
WAGEMAKER COMPANY «: GRAND RAPIDS - MICHIGAN t 


dail oc nil | 























ue 
a 
ie 
4 
M 
4 
: 
§ 


164 


OFFICE APPLIANCES 


June, 1928 








The Most Significant Name 


Ever Chosen 


Il Gmerican 


Line 


Desks of Steel 

Filing Equipment of Steel 
Waste Baskets of Steel 
Filing Supplies of Quality 


Manufactured by 


Browne-Morse Company 
Muskegon, Michigan 
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Where Big Business is Done 


You will find Imperial Desks in the busy marts 
of trade. Sometimes several hundred in the office 
of a single firm. Once started on Imperial Desks 
each addition to the office force calls for another 
Imperial Desk. 


They are designed to sell 
and built to render service. 


The built-in conveniences, 
sturdy construction, modern 
design and fine finish rec- 
ommend Imperial and keep 
the repeat orders coming to 
you. 


There are four complete 
grades in the Imperial line 
—each a winner in its re- 
spectiveclass. Many 
progressive dealers in all 
parts of the country are 
making money with it. You 
too, can do the same. 


You will find the Imperial 
line interesting if you will 
look into it. You will find it 
profitable if you will stock a 
fewrepresentativenumbers. 


Send for catalog, price list, and full details 
on our dealer co-operation selling plans. 


IMPERIAL DESK CO. 


EVANSVILLE INDIANA 
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i REGISTERS 
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The Lifetime Costumer—It’s All Metal 


PRICED to compete with ordinary wood fixtures, this Sany- . 
metal Costumer is setting sales records. Handsome, sturdy. 

hollow metal construction. Bronze hooks. Baked enamel > 

finish. Base is cross-locked and welded—not screwed. Sany- t 

metal Costumers will not tip over. Write for special folder } 

and prices. 


The Sanymetal Products Co., 1695 Urbana Rd., Cleveland, O. t 
New York Distributor: A. H. Denny, Inc , 356 Broadway 

















are used by thousands of offices that have 
salesmen, such as real estate offices, auto 
sales agencies, also used in hospitals for 
doctors, internes and nurses. Made in any 
size. Write for circular. 


DAVENPORT-TAYLOR MFG. CO. 


| 

| 

| Beston New York San Francisco 

| General Offices and Factory | 
| 412 Orleans St. Chicago, I11. 
































Terrell Steel Storage Cabinets 


Turn Storage Problems Into Profits! 





HE demand for convenient, 
"Tae storage equipment ; 
was never greater. Offices, 
factories, public buildings, garages, 
schools, etc., are fast realizing that ‘ 
supplies piled on desks or heaped in 
corners mean confusion, waste, and 
needless expense. Capitalize on this 
situation! Tie to and push the best 
and broadest line of storage equip- 
ment in America— TERRELL’S! 


Get Our Catalog 


of Steel Storage Cabinets, Ward- 
robes, Shelving, and Lockers. It 
will pay you well. 

















TERRELL’S EQUIPMENT CO., Grand Rapids, Michigan [ 
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Announcing a distinctive New Desk Line 

‘ 

' 

' 

' 

' 
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' 
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' 

‘ 

' 

‘ 

j ‘ 

H ‘ 

; 

; 
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pe mongen on - — re —_ | urnas | urniture Co. 
rices, make ese GeskKs se uic ‘ a ' 

Write for Catalog. Indianapolis, Ind. ; 

' ‘ 

H ' 
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CONRADES have been making his- Fits Eve 


tory in chair building circles for eighty Office Need 


vears a history ot 





quality maintained 
without variation 
Sherman-Manson Tu- 
bular Steel Stands, 
with raised or flush, in- 
terchangeable, right 
and left side shelves 


‘ EXHIBIT have been designed to 
1718 Washington fit hundreds of differ- 
Avenue, ent needs in offices, fac- 


St. Louis, Mo. 


tories and elsewhere. 


Mail the coupon for 
full information and 
prices. 


@) Style 22-B 


SHERMAN-MANSON MFG. CO. 
1455 West Austin Avenue, Chicago 


No. 319P 





Write for beok 
let covering 
period chairs 
and compiete 
catalogue 





Please send folder with full information regarding your new, lower prices. 


7 


CONRADES MEG. CO. } xm * 


Manufacturers of Office Chairs and School Seating 
1942 North Second Street St. Louis, Mo. City 





State. 
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BUSHNELL HEMP ROPE WALLETS 
AND VERTICAL FILE CONTAINERS 


are made in a variety of styles and sizes to take care of all kinds of papers 
and for any length of time. Made of hemp rope, they greatly outlast ordi- 
nary paper and red, wood pulp envelopes. 
The stationer who sells BUSHNELL ENVELOPES and the customer who 
buys them can be assured of efficiency in design, superior workmanship and 
greatest durability. 

ALVAH BUSHNELL COMPANY 


13th AND WOOD STREETS 
PHILADELPHIA 






Verte x) 


FILE POCKETS 





Bushnell Expanding Wallets 























A very high grade 
line of steel filing cases 
massively built and 
handsomely finished 
at attractive prices BEACON 
FOLDING FURNITURE 


Appeals to Experienced Buyers 





Every drawer 
equipped with anti- 
noise-and-friction pro- because of its durability and beauty. 
gressive suspension. There is a big market for all dealers be- 
cause of the many uses for this type of 
merchandise. The club, the lodge hall, 
the church, the school, the home and, in 


Built-to-Order 


Cases and Equi : — 5 
f il fact, any place where auxiliary seating is 
ment of every de- needed. 
scription. The sets shown above are sold as sets or the 
tables and chairs are sold separately. A large 
' variety of colors makes them attractive 
Write for a copy of Decorators. 
our new complete Write for full details to 
catalogue 


Our new address 


BEACON STEEL FURNITURE CO. 


Corry-Jamestown Mfg. Corp. wedi ~~~ lm 

















« CORRY, PENNSYLVANI 
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| HE-rine New Orleans offices 


keep step with progress 











SE 





This emblem ap- 
pears on the win- 
dow of every dealer 
authorized and 
|e ome to render 

Jlobe-Wernicke 
Service. Look for ut 








P. P 


sualize the most 


presents his irefully 
ide plans and 
tions. He 


lects the right kind of equipment for 


+ 


spec ifica- 


:uthoritative ly se 


particular business it is to serve, 
ind recommends its mvenient, 


space-saving arrangement 


Hansell 


rhe representatives of F. |] 


& Bro., Ltd., Globe-Wernicke deal 
ers in New Orleans, thus are assist 
g¢ such companies as the New Or 
eans Public Service Corporation. 


the United Indemnity Company. and 
inv other prominent organizations 


n their city to keep step with the 


inds of growing business 
\ striking example of Globe 
Wernicke Service, vet by no means 


BRARKRBKRBRARKRBKRKRKRKRAKABKRBKRAKRKRAKRRRKRKRRRRARR 


in unusual one. 
this valuable 


all sections of the 


Hansell & Bros., Ltd 
e ficie nf 


In order to perform 
service for their custo- 
mers, Globe Wernicke dealers from 
country come to 





GLOBE.WERNICKE EQUIPMENT 


Steel Filing Cabinets 
Steel and Wood Desks and Tables 
Steel and Wood Shelving 
Storage Cabinets 
Steel and Wood Bookcases Safes 
Triguard File 
Safeguard Filing System 
Cello-Clip Map and Plan File 
Visible Record Service 
Office Furniture Library Equipment 
Stationer’s Goods 
Descriptive literature on any of these 
tlems sent free on request. Address 
Globe-W ernicke, Cincinnati. 








New Orleans, La., helps executives in his 
economical and attractive arrangement for new offices. 


the Globe-Wernicke Dealer School to 
study under experts. 
Globe-Wernicke Service is a method 
perfected after almost half a cen- 
tury’s experience in the making of 
the best office equipment, and exhaus- 
tive research in actual office condi- 
tions. 

The Globe-Wernicke Dealer School, 
together with an intensive, co-opera- 
tive sales promotion campaign, ex- 
tends to every Globe-Wernicke 
dealer the opportunity to place his 
business among the leaders. 

A few fertile sections in the office 
equipment market are open to Globe- 
Wernicke representation by live, reli- 
able dealers. Full particulars will be 
sent promptly upon inquiry. 


Clobe-Wernieke 


OFFICE EQUIPMENT SERVICE 
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Vervice 








The 


installations shown above «a enter, Chicago North 
~ western Railway eft, Home Life Insurance Company, Cincin 
= nati right, Mandel Brothers. Chicago Where deska muat do 
heavy daily duty—where buying economy is a science and where 
Sitobe!* \ attractive appearance is a business asset. Glohe-Wernickhe Ste 
Ss 6 OFCE FURNITURE De ska sell easily 


‘ Just off the Press 
The new Globe-Wernicke Steel Office Furniture Catalog, shows the 


Globe-Wernicke standardized line of steel desks, tables that match 
and bookcases that harmonize in every refinement. 


Send Today! --- for your copy 


ee 
~=~Globe-Wernickeé, 





























Large Desk Installations 


esult /vom these Superior Features 


Steel desk sales come more easily when you can actually demonstrate to 


your prospect : 


1— Mechanical construction that defeats costly depreciation. 

2— Efficiency arrangements that anticipate his needs. 

3— Design and finish that dignify his office. 

t—Economy that he can't afford to overlook. 

Many superior Globe-Wernicke Steel Desk features are visible to the 
eye—others are quickly evidenced in an examination of their “beneath- 


the-surface’’ construction. 


For instance: the heavy gauge metal plate that forms the separate writ- 
ing bed, cannot warp or sag because it supports nothing but its own 
weight. This writing bed is mounted on a heavy “L”’ frame to which the 
pedestals are assembled. The pedestals are not merely hung from the 


top—they actually support it. 


Each pedestal has four tapered legs which relieve strain on desk 
top and distribute weight evenly on the floor. Sides and backs of ped 
estals have two sheets of steel in each panel welded face to face. This 
insures double strength, prevents vibration and makes drawer operation 
quiet. Cross spreaders between drawers add to the rigidity of each ped 
estal, which is further reenforced by the dust-proof closed-in bottom. 


. Tapered legs, bronze hardware, attractive design, rich finishes—all 
combine to give Globe-Wernicke Steel Desks the pleasing appearance 
found in fine office furniture. They are made in olive green, walnut, 


mahogany and oak finishes. 


GREATEST STEEL DESK BUY ON THE MARKET 


Crowning all these buying advantages—straight line production methods 
make it possible for you to offer the Standardized Globe-Wernicke Line 
of Steel Desks at a price heretofore unknown in quality steel desks. 


The whole interesting, profit-making story is told in detail in the new 
Globe-Wernicke Steel Office Furniture Catalog—just off the press. Write 


for your copy—today. 


Globe-Wernicke 


CINCINNATI 





. 


No. 3160 double pedestal, linoleum 
covered flat top, steel desk, 60” long, 
34” deep, 3042" high. 





No. 3144 single pedestal, linoleum 
covered flat top desk, 44” long, 34” 
deep, 30%” high. 





No. 3360 double pedestal, linoleum covered 
drop head typewriter desk, 60” long, 34” 
deep, 30%,” high. 


Globe-Wernicke linoleum covered Steel 
Tables are made to match Globe-Wernicke 
Steel Desks in every refinement. They are 
built in four sizes: 72” long, 60” long, 50” 
long and 44” long. 





perfected Steel Desks 
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) G-W Steel Sectional Bookcase That Opens 
| ny the Door to Large Equipment Sales 
i 


In modern business—printed facts must aid decisions. 

To house these printed facts a new Globe-Wernicke Steel Sectional 
Bookcase has been developed—to sell at a price that will pyramid 
profits for you. 10 inches deep, 33 inches wide, with sections in 
three standard heights—9, 11 and 13 inches. 

Just what is needed in every commercial office for reference books, 
magazines, papers, catalogs, advertising material, etc. Ideal for 
the professional office legal or medical volumes will fit in these 
bookcases. 

Many other combinations besides the bookcase sections shown above 
are possible—for example other steel bookcase units are available 
having receding steel panel doors, hinged glass doors, hinged steel 


panel doors—sections with adjustable steel shelves, locker units Send today for 

sections that range in height from 9 to 26 inches and in depth from your copy of the 
ting , ad i Son : Steel Office Furni- 

10 to 25 inches. All sections intermember so they fit like magic , ° 

: : . ture Catalog — just 

into the requirements of the customer. off the press. 


Their unusual value, great utility and unlimited flexibility will open 
the way for many a large sale of other Globe-Wernicke Steel Office ~~ 





Globe Wernicke 
Steel Sectional 
Bookcases, 33” 

wide, are made in é ~ f 
three depths, 

10%” 18” and 


ed in a rer Globe“Wernicke if 


walnut mahogany 


and oak CINCINNATI | 


Equipment. 
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183 __ A Century of Service -1928 
To The Trade 


Smart 


Models | Add to Net Profits 

















profits. Write us for descriptive 
and sales material on our line of 
Sales desk and window name plates, 
bronze memorial tablets, bronze 


- 
Strongly with Atlas Bronze | 
; } 
Built ERE is merchandise for the { 
office supply dealer that is i 
, in continual demand and can be ; 
Finely handled without adding expense : 
Finished but with increased sales and { 
; 


Promoters "s : ; 
signs, and special signs for many ; 
purposes. 
Ask for We shall be glad to furnish full 
Catalog information—no obligation, of 
course—but you'll be gratified ; 
afterwards that you tuned in : 
P with this profit making line. ; 
rompt Ask for Catalog B-20 and | 
Ship- Price-list. 7 


ments Atlas Bronze Mfg. Co. 


2401-6W Orleans St. at Austin Ave., Chicago 3 


S. K. PIERCE & SON CoO. 
GARDNER, MASSACHUSETTS 


Warerooms: Brooklyn, N. Y.—Boston, Mass. 



































WESTERN DESKS 


Most Practicable for User and Dealer | 


WESTERN is the ne f restricted cost and constant profit Popular, up-to- STER 
date design and mar conveniences support the dealer's efforts Modern fac- 
tory methods and equipment affect both cost and quality favorably Labor Peas os: fo » 


mditions and shipping fa ties are advantageous You can get a good 
i 


ea of the WESTERN LINE by examining our new No. 34 catalog; we shall -E-S- -S 
be glad to send you Pp) 


WESTERN FURNITURE COMPANY *" tous. Moe 


or 
he 
1i- 
ist 
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Automatic Files and Desks 
~ increase the day’s output 


The new Automatic 
Vertical Visible Desk 
Cabinet in Steel 


Everything Visible and easily 
accessible in these Automatic 
Desks of improved construction 





ALL drawers on Ball Bearing 
slides no more greased run- 
ners or dragging drawers 








No. 521 Automatic 
From the 500 Line 


No. 423 Automatic 











From the 400 Line 





And their exclusive (patented) fea- 
tures, when known by your cus- 
tomers, will increase your sales. 


IKE a modern machine that doubles the 
L output of a worker, the Automatic 

Desk Files and Desks increase the out- 
put of any desk worker, and, their per- 
fected steel construction adds extra years 
of usefulness. 
They do this because they organize daily 
tasks. They save fully half the time spent 
hunting needed information. They save 
time because they provide a ready visible 
reference to important papers—matters to 
which reference must be made _ before 
action can be taken. 
Automatic Equipment gets things done 
on time, and accuratel) very desk user 
is a potential prospect. 


Automatic “V” Expansion 
ADDS 9 inches - - - 


~ convenient working space to each drawer 
Everything is Visible, quickly and easily acces- 
sible. It speeds up filing and avoids errors 
Compression is Automatic—keepes everything 
orderly, flattens creased papers, reduces fire 
hazard 


AUTOMATIC 
is the modern desk drawer 
It's the better, safer way to handle all flat ma- 
terial. It’s the ideal desk or desk cabinet drawer 
not only to file personal and department cor- 
respondence for quick access and visible refer 
ence, but for catalogs, reports, flat samples, tab- 
ulated data and for safely storing forms, sta- 


nervy, et 


Send for temporary Steel Equipment Catalog 27A 
and new literature which will soon be ready. 


Ohe 
Automatic 
File & Index Company 


General Offices and Factory 
West Eleventh St. 
GREEN BAY, WIS. 





Improved Steel Construction— 
lhe Automatic Files and Desks are of improved 
steel construction, beautifully and durably fin- 
ished in Duco Green and photographic grained 
nishes. All drawers always operate easily on 
quiet roller-ball bearing slides which is one of the 
important improvements developed by Automatic 
and a departure from all other desks. There are 
other modern features, too, that will be interest- 
ing to you—features that are real sales advan- 
tages. Better send for literature now 
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Within This Outline 
—GOOD OFFICE DESKS 


The standards of Indiana are high; they are the 
standards built on experience. 


You can bank on office desks made in Indiana; 
more good desks come from this state than from 
any other. © Sales prove it. 


And, within the state, more desks are made in 
Jasper than in any other city. Itis the center for 
good office furniture. 


Hitch up to'Indiana; hitch up to Jasper. And in 
Jasper, hitch up to Indiana Desk Company. 


Get the facts about the Indiana Desk Company by 
asking for a catalog today. 


INDIANA DESK COMPANY 
JASPER, INDIANA 


JASPER is located here 
on the Southern Railroad. 
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— Stop 





a 
No. I1IE-B 


14 drawers, 


full width 
1\” high, 
22%" deep 


insid 


PEEEGEELTITLI! 


LOOK 


into this PROFIT PRODUCER 


APPLIANCES 


Read - Buy! 

















. r profit rgin, pa } yme 
pr an Ze i Tr sell erywhere nd rve 
all purpose t I h Storage th big 
ge T: lea t) i had ce the of | 
H | No. 836 B. ©. 
abe ned } icular f 
No 111 E-B of « I and ts Also sul ted | k 
ng plar prin may drawing i} Small Stretcher Tables, two sizes 
king ! proof I f. fir sisting. 3S t! . . 
and k. Not ts, open joint lar || row: ew a Pl tc ba Gla iat O ees Keele wor 
ble f steel meled ! x GU, Tb Reece cee erecceseccoceses .00 
— — i} in Combination Mahogany and Walnut 


Sell Cubic Inch Storage—it produces profits 


SERVICE STEEL PRODUCTS CORP. 


914 W. North Ave., Chicago 


We manutacture a full line of turned leg accessories 
iii to harmonize with all turned leg patterns 
Write for photographs and prices. 


The Quigley F urniture pes 
White N 
New York oa. ere W. 42n : St., Room 414 
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JAMECO 
STEEL 


EQUIPMENT 


FOR 


OFFICES 
BANKS 
LIBRARIES 
COURT -HOUSES 


BOTH 


STOCK AND 
BUILT TO ORDER 
EQUIPMENT 








STYLE 800 


“THE JAMECO LINE fully 
meets the demand of modern 
business offices for efficient, 
durable equipment, low in price. 


DEALERS 


WRITE FOR PARTICULARS REGARDING 
EXCLUSIVE AGENCY 


JAMESTOWN METAL EQUIPMENT CO.—Jamestown, N. Y. 
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TOUT UMA ga A LT A ST TT a 


These Terrell Files Will Bring 


Profits To You / 


Designed to Meet the Frequent Calls For 
Commercial Grade 2 and 3 Drawer Filing 
Cabinets in Steel. Note These Features: 


Noiseless 

Smooth Tops 

Easily Operated Drawers 
Bronze Hardware 
Reinforced for Heavy Loads 


Drawers Have Rods 
and Compressors 


The desk height files are 304 inches high 
by 25 inches deep and the counter height 
files are 41} inches high by 25 inches 
deep. The letter files are 14} inches wide 
and the cap size 17} inches wide 


UUCUTUVOVD MOAT AUG ALAA AAAS AAT 


Terrell’s Equipment Company 
GRAND RAPIDS 
MICHIGAN 





No. 95 Counter Height 
1/1000 U4) 17020 RTE 


= = ITU 


{0 AMBL) 





AT LAST 








THE DAVIDSON DESK GUARD 


Protect Your Desks 
from Chair Knocks 


The Davidson Desk Guard protects your desk, 
and prevents ladies’ silk hose and dress 
tearing on the rough corners. 


A quality rubber product to match the color 


Office Chairs of your desk. 


Cartons contain one set complete with tacks ready 
Made to stand long servic 
aye — A , #~ . to put on. 75 cents per set. 


Empire Chair Company Write for Dealers’ Discounts 


Johnson City, Tenn. M. M. DAVIDSON CO. (Nz 


Permanent Exhibit — American Furniture Mart 

















15th Floor — Chicago, Ill. 123 W. Madison St., CHICAGO, ILL. 
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PREMIER 


Steel Sectional 
BOOKCASES 


At the 


Price of || Miller Comfort Cushions 
Wood | | Are Ready Sellers 


Standard sizes and 
finished in Oak, 
American Walnut, 
Mahogany, in na- 
tural wood effects 
and in Olive Green 





re. 


} 
! 
1 


lhese soft, springy cushions keep their shape 
and resilience through years of constant use. 
Luxurious enough in appearance to “belong” in 
the most richly appointed suite, yet so inex- 
pensive that any office can afford to equip its 
chairs with “Millers 


at | 
ek. 
$4 
SB 
i 


At. sk 
— 














qi ie enamel. Construct- 
i roll : 
: ed of cold ol od Made of corduroy, figured denim and jean, 
} steel welded into ; 
1) ie onlin and filled with pure, fluffy Kapok, the lightest 
¥ Fach endian com- and softest of vegetable fibre. No buttons or 
Ve : metal projections to catch on clothing or scratch 
ae plete. No top is re- hai & seovke 
; cred : chairs. Sizes and shapes to 
a > sam ‘ Receding fit standard office chairs and - 
doors. Can be had a ot _— _ 
ii with steel doors, ‘ =F 
i with glass doors, or sm" 
nee, without doors to be Write for dealer discounts and _ 
; f used as shelving. samples of selling helps 
R No. Dimensions Olive Green W — eee Shipoins we. 
201-4 Base height (” & 5.00 bs . 
201-6 Base height 6” 5.50 6.00 12 Ibs. Eau Claire Pad Company 
“ 7” 
— HE: a + oe. 11.00 12.00 23 Ibs. 319 Bellinger St. Eau Claire, Wis ° 
203 1M" lite n Inside { 
11” = 13%" «x 34” 11.50 12.50 24 Ibs. 
t04 13%” High Inside 
11” = 15%" «x 34” 12.00 13.00 27 Ibs. 





Sections furnished without doors, deduct $1.00 from list. 
Prices are F. 0. B Mishawaka, Indiana. Liberal trade discounts. 


PREMIER STEEL FILING CABINETS 


‘Built for Business”’ 


Electrically and Acetylene weld- 
ed. Rigid in construction. Beau- 
tifully finished. Full Roller Bear- 
ing. Double drawer fronts. 
Brushed brass finish hardware. 
“Pinch follower, positive in op- 
eration. Drawer capacity 25 fil- 
ing inches. Automatic locking 
device if desired. All standard 


finishes and in 4, 3 and 2 drawer 











I ne pe ten 


a ea eee 


pe 
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i sizes. No. 1701% 
i Constructed for Unlimited Service 
| bet Sg Talk to the men 
ie i —Shp« 
ot Stock Olive Mahg & Wet ce 7 4 33 
/ $ i . Ne Green Walnut Cr'td 1 { Iho Ol ES 
Ped Stationery 54 . 4 Dr. Letter Eee “ £33.00 one.ee 4 S Yy 

*) } 504-L. 4 Dr. Let File-Lock 39.00 00 135 
nie Cabinets Sy" ibe Legal File 39.00 45.00 145 
Te T ‘t 506-L. 4 Dr. Legal File-Lock 45.00 51.00 145 Don't bother with the legion of 

’ 3 Dr. Letter 29. 35. , 

ie ypewrner 355-1. 3 Dr. Letter File-Lock 35.08 41.00 115 subordinates who have all authorit, 

' Stands iat, 3 Bre toent Pile, ae Ghee its to say “‘no” but may never say “yes 
‘Bet Copy 101-1, 3 Dr. Letter File-Lock 39.00 83.00 93 
4 -l. 2 Der. Letter e-Lock ? 33. Y -_ : 

by 106 | 2 Dr. Legal File 29.00 33.00 105 Find out about Gunlocke Executive 

ee Holders 106-1. 2 Dr. Legal File-Lock 33.00 37.00 105 Chairs and the Gunlocke sales plan 
TAS - ¢ 7s ' : 
zt ves ay. ee “ane. It has wae bm — — 
Bes _ ion Seine contacts that helped them to big 
j Y Address All Communications to the Chicago Sales Office business. Write for our book ‘‘Sell- 
he ing to Business Executives. 
‘ : . D> 
t Premier Metal Products Co. 
a JOHN W. MESSIMORE, Sales Manager 
ss nail elie cuicaco} | THE W.H.GUNLOCKE CHAIR CO. 
: Address Export Inquiries to G. W. Snowman, 215 W. 35th St., WAYLAND, N. Y. 


New York City 
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The Impression An Office 


Creates — 


Through thoughtful arrangement and 
equipping, an office may impress as a 
place of success and efhiciency, and yet 
reflect the cordial friendliness and per- 
sonality of the owner. The planning 
of such an office suggests the coopera- 
tion of specialists. ADD-A-UNIT 
has engaged in this work for over 
thirty-five years. Some of the finest 
ofhces testify as to the character of our 
service. 


Let us assist you in securing the Par- 
tition business in your locality. 


Add-A-Unit Partition Company, Inc. 


872 West North Ave. Chicago 
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TURNOVER 


is the coveted prize 


The principle of turnover introduced into a 
business makes it possible—as no other one qual- 
ity can—for that business to succeed. However, 
to establish good business by rapid turnover is 
one thing, but to maintain it on the basis of last- 
ingly satisfied customers is another, and the 
crowning achievement in the drive for business 
stability. 


In the field of DESK LAMPS and BRASS CUS.- 
PIDORS there is no greater reflection of these 
fundamentals than is seen in the FARIES line. 


Write today for AM 


RON] ITE Booklet ()-6 
in colors, and for Folder 
O-A-6 showing Faries ex 
clusive line of BRASS 
CUSPIDORS 
Selected by 
“BUYERS WHO KNOW” 


Faries Mfg. Co. 


Decatur, Ill, U. S. A. 
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No 
capital 
required 


Think of it! Without increasing 
your inventory, without carrying 
any stock or making any extra 
investment, you can sell each year 
scores of ST. JOHNS OFFICE 
TABLES and 


Fatten 
your profits 


You can find them everywhere, ST. 
JOHNS TABLES that have been in 
hard, daily service for many years and 
are still as rigid and sturdy as ever. 
No other office tables have ever made 
such a record or won such favor and 
preference. 








Made in all popular sizes—in any de- 
sired finish. All are honestly con- 
structed yet cost no more than cheaply 
built tables. 

You simply can't afford to miss this 
opportunity to capture for yourself and 
hold the office table business of your 
community. Write us today for com- 
plete information about our attractive 
new plan. 


ST. JOHNS TABLE CO. 


Cadillac, Michigan 


Stdohns 


OFFICE 


Cables 
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NEVER 
WARP 

DESK 
PAD 





There is nothing quite so good as Hoffman Neverwarp 
blotter desk padse—firm yet yielding and restful to the 
eye The leather corners give a pleasing finish and 
hold the blotter securely, but permit easy replacement. 

Be sure your stock of Hoffman pads is complete for 
average calla The sixty styles take care of almost any 


demand 
L. HOFFMAN 


145 Lafayette Street New York, N. Y. 


SOT Gin. 











isis tele, et 


ONE SURE 


way to identify a 
quality office chair is to 
see the triangular han- 


A Better Service dle on the chair iron. 























{ee is the si h r 

it For Desk Users sat ie doe her Reese 

Nee : 

| ‘ ex clusive ly G UN N ttc THE BETTCHER 
Hi Made in Grand Rapids Be 3106 W. lat St 
it. HAIR IRON oe 
nit Help your trade to get the best results as 

a4 from their staff. Sell them the unex- 





lled . 
ce service of GUNN LINO. These A-S-E Transfer Cases 


44 distinctive desks do more than enhance bor: 
4 A! H : Roller bearing cases which lock into 
ne the office ° interior. They promote solid stacks—no bolts necessary and 
accurate vision and add to the user’s no loose pieces or fittings. 
hd comfort. Heavy band steel frame—drawer 
ie completely enclosed — bottoms 
Pa grooved for guides — sides low 
enough for easy access—bolted 






handle—label holder stamped in 
drawer front—dark green baked 
enamel finish. 

These features—together with at- 
tractive prices—make A-S-E Trans- 
fer Cases “Best Sellers.” 


Our dealers and agents proposition 
will interest you 


. “It isn’t a 
Ha} ! No” 

f t Unless it’s a 
GUNN” 





ALL-STEEL-EQUIP COMPANY 
Dept. T-6, Aurora, Illinois 

















The DE LUXE Panel Desk Pad 


Has a smooth, even writing surface with felt 
back and ends of top grain Eagle-Ottawa leather 
Size 20x36. A handsome article that retails for $6 


IDEAL Linoleum Tops 
: Made of brown and green desk linoleum and cut 
e unn urniture 0. to size for tops of desks, tables and other office 
These tops give finest quality at 


equipment 
GRAND RAPIDS, MICHIGAN lowest prices. Immediate delivery guaranteed 


Liberal dealer's discount. 





Branch Offices and Salesrooms 


11 East 36th St., New York City IDEAL LINOLEUM TOP CO. 


1027 So. Broadway, Los Angeles 
21 Second St., San Francisco 109 W. Austin Avenue Chicago, Ill. | 


= y, - : 
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White River 
Chair Co. 


Brattleboro 
Vermont 





OFFICE CHAIRS 





Catalog sent 
on request 














> for a smooth, hard surface 

ELSANE line f desk pads is extensiv: in iding 
fle ble blotter pads lding pads b for 

" pa i y hard surfa gia ‘ 
It also has the added advantage of affording 
t ping harts may n 

I l giass nd r 4 
i k reference 
f ELSANE products? 


' SAINBERG & CO., INC. "New Vere Ne Ye 


! MR.HOPPER.) Cold Lettered 
Mn -saeiellad RP Beveled Edge Plate Glass 


DESK SIGNS 


Mounted on triangular blocks size 2% inches by 10 
inches. Neat in appearance and easy to read. 








In three popular colored glass finishes: Standard Jet 
Black, Deep Bottle Green, and Maroon. Made espe- 
cially to harmonize with and match office furniture. 


Prices to Stationers and Dealers on Request. 


GEORGE & COMPANY, 81 Nassau St., New York 


Established 1913 














a XY 
It will pay you to get full details about 
our valuable and exclusive franchise 





SHAWs 


—— 
MUSKEGON MICHIGAN 
2700 ITEMS OF OFFICE EQUIPMENT 


‘ - ff 








“SATELLITE” 


The Perfect 
Typewriter Support 





Sharp eyes, nimble fingers and clear brains 
are essential to constant speed and accuracy 
in business service. “SATELLITE,” the 
perfect typewriter support, is unique in this 
service. No other stand is so firm, so free 
from wabble and vibration—no other so eas- 
ily moved or adjusted—no other so nearly 
indestructible. 


“Proven highly satisfactory,” says one user; 
“most indispensable furniture in the office,” 
says another; “most practical of the kind,” 
etc. Public stenographers and typists of all 
kinds prefer it. Their increased output and 
greater accuracy soon pay the cost. 


DEALERS: Every business furniture dis- 
play should include this business producer. 
Write for information and prices. 


Adjustable Table Company 


Grand Rapids 
Mich. 
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WATSON 


Horizontal 
Filing Equipment 





Above we illustrate an omnibus made 
up of standard horizontal sections used 
extensively in offices where important 
papers, books and records are constantly 
referred to during the day, but must be 
kept in a fireproof vault over night. 


The Watson Horizontal line also in- 
cludes the half width sections which 
greatly increase the flexibility. 


Besides the Horizontal line our stock 


lines consist of Vertical and counter 


height units with insert drawers, high 
line units as well as desks, tables, book- 
keepers’ desks, card ledger desks, as well 
as safes and storage cabinets. 


The Watson Manufacturing Company 
also build complete special built-to-order 
equipment for Banks, Court Houses and 
Public Buildings. 

If Watson is not represented in your 


territory, a word from you will give you 
further information. 


WATSON MANUFACTURING CO. 


JAMESTOWN, N. Y. 





























————— 


SATISFACTION 


Your business, to be a success, 
depends entirely on whether or 
not you serve your customers with 
satisfaction. 


It is our honest endeavor to 
have this factor built into the of- 
fice chairs we manufacture so 
that it is apparent at a glance. 


The line is complete with pat- 
terns and designs which will fit in 
every kind of office. 


The materials selected for build- 
ing these chairs are of the highest 
quality obtainable in keeping with 
their prices. 
The various finishes used are 
applied by experts in such a man- | 
ner so as to bring out all the 
beauty of the wood and at the 
same time be durable. 


CROCKER OFFICE CHAIRS 
will satisfy your customers. 


CROCKER CHAIR COMPANY 
SHEBOYGAN, WISCONSIN 


BRANCHES AT 


CHICAGO OAKLAND 





























NEW YORK : 

















Every 
OFFICE 


FURNITURE 
DEALER 







So 


can profitably stock this stand and stool, con- 
venient for typewriter, telephone, filing, adding 
machine, etc. Light and strong, they will last 
indefinitely; when not in use, stool is placed 
under stand out of the way. They are fitted 
with rubber tips or steel caps or with castors on 
two or four legs. 


You can sell this specialty to many firms for 
extra typists, for stenographers using clerical 
desks or many other purposes. 


Write for descriptive matter pertaining to 
weights, dimensions and PRICES. 


Searles Electric Welding Works | 


Manufacturers 
817-825 W. Washington Blvd. Chicago 
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Sell Every Need From This Showroom Assembly ra 
the Public C See 
and that makes sales. \ substantial file, at- 
tractively finished—heavy, one-piece, solid bronze 
fittings,—a massiveness throughout,—and a price 
tage that brings the reaction! That makes sales! 
1 fouch-ofi the drawer action. Show how drawers 
glide smoothly and silently on their progressive 
roller suspension. Set the cabinet on edge; show 
how the reinforced case defies weight and abuse. 
— Point out the seamless cabinet, the heavy sheet 
steel of the case They are values the public 
- ; nie 
= 
@ 2 
' 


Fast Selling No. 900 Line 


Note the showroom assembly above. Every unit 
u need in a demonstration; every popular finish; 
ree standard heights. Corner sections in every 

height, gates and all-over backs and linoleum bound 

ops for counters. A line that sells all. A price 
hts the big market We will gladly supply 
details. Write 


Invincible Metal Furniture Co. 


Manitowoc, Wisconsin 


NEW YORK CHICAGO LOS ANGELES 
R. Orthwine E. E. Blankmeyer M. M. Corbett 
344 W. 34th St 133 W. Lake St. 1206 Santee St 





In Counterheights » s 
In Deskheights (4 iv Increased in Value 

7 Without 
An Increase in Price! 


New, substantial drawer pulls in 
one-piece solid bronze 

New. heavier label ho'ders and fol 
lower rod and knob 

Heavier sides and back 

Steel channel reinforcements 
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i ' For your health’s 
A § sake-Posture Chairs 


Instead of pills, doctors— 
authorities on matters of 
health — 
scribe better tools in the 
daily grind. 


OFFICE 




















ON SELLING 
FILING SUPPLIES 


NO.1 








frequently pre- 

















The office chair is an im- 
portant tool — perhaps the 
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Cook Quality Posture chairs 


because of their x ientific 


wi 


an effective 





construction ar 





health aid. They encour- 
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age correct position and 
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: | eliminate ills brought o 
Ht « incorrect posture. 
I ook into the Files. en 
Many dealers are building 
a substantial business in 


_ 
_— 


Wuenever you go into an office where 
you are known, get permission to look into the 
files. Make mental notes of the condition of the 
of the supplies. See if folders are overcrowded. 
Perhaps there’s a sale waiting for you if you make 
the proper suggestion---a set of monthly or quar- 
terly guides and folders to relieve congested sub- 
divisions--special name or subject guides for fre- 
quently used data. .... perhaps you will find in 
some cases that the index has been outgrown com- 
pletely and the right analysis based on knowledge 
of a good filing method, such as Natural System, 
) will open the way for a mighty big and unexpect- 
, ed sale. 


Cook Posture chairs. May 


.. A. COOK we tell you more about 
COMPANY 


ASHLAND 
MASS. 


them! 
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IMPROVED CURMANCO 
SORTING TRAY 


Remember there are many different lists in each 
office. You may be getting the orders for correspondence 
filing and someone else may be getting the orders for card 
index or ledger supplies. A little inquiry may lead to 
opportunity. 


ae 


i 


H When you make a sale, follow up the equipment 

| after it is delivered, insist on installing it yourself, and 
| make use of the opportunity to inspect the indexes being 
j 


i) used in other lists. At the time the list is being installed, 
y you assume the position of an expert and your recommen- 
{7 dations are heeded. 

. i Apply your product to the customer's need and 

") the customer will buy. Do not try to sell guides but---a 

i way to file and find material in a file. OLIVE GREEN ART STEEL 

4 To Sell More, Know More! BIGGER AND BETTER 
3 

#| NO ADVANCE IN PRICE 
the WABASH CABINET (0. J+ vege at te fees Ss 
>| WABASH, INDIANA 


The CURMANCO SORTING TRAY can be used with 
any kind of Index. Sells an index every time a sorting 
tray is purchased. Ideal for Posting Machines 


LETTER SIZE without index $5.50 
CAP SIZE without index $4.50 
Liberal Dealer Discount. 


Currier Manufacturing Company 


| MAIL THIS COUPON 
f 


The Wabash Cabinet Co. 

Wabash, Indiana Date = 
Please place my name on your list to receive new 
Sales Ideas, and tell me more about your plan to 
help increase supplies sales. 








} v N. Ww. Terminal, Minneapo is, Minn. 
' syame : . < 
Distributors 
Shubert Office Specialty Co. 


Address 356 Broadway, New York 1405 So. Hill St., Los Angeles, Cal. 


Firm. > 





ie 
i A. H. Denny, Inc. 
: 7 
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Saves Clothes and Furniture 


ORDER TO-DAY AND FULFILL 
THE NEEDS OF YOUR CLIENTS 









































BUMPIT 


(Reg. U. S. Pat. Office) (Pat. No. 1390370) 


Rubber Desk Protectors 


Bumpit Rubber Desk pads protect save your desks 
ind clothing 
Made mn two colors, light tan and dark maroon, for 
irmonizing with oak, mahogar and walnut Size, eix 
nches in length, with air spaces on the inside to increase 
their resiliency when bumped Cartons contain one set 


omplete with four screws ersunk in the rubber 


ents per set, attractive liscount to dealers in any 
antity if you desire a quantity of inserts with space 
ft for your name and display cards will be forwarded 
with your rde Spe f juantity in oak, mahogany or 
Inut w n ordering 





Seld Exclusively by 


J. E. MURPHEY 


1115 Chestnut St. St. Louis, Mo. 
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comfort that makes for 
better work 


The Esc air cu giv at pleasing con 


rt which makes for better work. Hard, tiring 
wood seats are quickly turned into comfortab 
: I 

as t yn r 
I fe i pa prov 
tr : an r siiers a1IK 
pr 
>t 2 


sir. Write for pr 


Economy Seat Co. 


, 511 South 
a Paulina St. 
Address = 





HARTER Hondistand 





APPLIANCES 185 








ecded/ 


IN EVERY , 











VERY office has a place for HANDISTAND. 
Many times an auxiliary desk that can be 
pulled quickly alongside to support account- 


ing records, reference books and the like, is just 
the thing that’s needed. Or maybe it would be 
mighty convenient to have the typewriter beside 
the desk, instead of on it. Or perhaps there’s no 
adding machine stand in the office. HANDI- 
STAND will serve these purposes and many more. 
It’s fully adjustable and universally adaptable. 


This is a brand new item, and practically all 


territory is virgin. Now is the time for you to 
take advantage of our liberal dealer proposition 
and make the hundreds of sales that are waiting 
to be made. 


Write for full details, including prices, dis- 


counts and terms. Desirable territory is going 
fast. Better drop us aline right now, before you 
forget it. 


The HARTER CORPORATION 
Sturgis, Michigan 
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~ products of honest craftsmanship 
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Our new “TWENTY” Series. 











The sturdy “FIVE” Series 








i Franke on 5 


The popular “ELEVEN” Series 
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The distinctive ‘‘S 


HENRY L.GUTH ASSOCIATES ALLENTowN, 


GUTH TABLES are lifetime in- 
vestments in an environment of 
beauty. They are built to re- 
flect the individuality of modern 
business—a desired quality for 
Offices, Banks, Libraries, Public 
Buildings and other Institutions. 


In addition to beauty, there is 
an unusual degree of quality in 
GUTH TABLES—an ‘“‘Inbuilt 
Worth” that is the result of 
years of experience in table con- 
struction by master craftsmen. 


Take for instance their under- 
top construction; their non-tip- 
ping, easy moving, dust proof 
drawers; their rigidly braced legs 

all are distinctive features that 
have made GUTH TABLES the 
popular selection of a large deal- 
er clientele. 


Here are shown a representative 
few of GUTH TABLES. 


If you are not acquainted with 
the GUTH LINE, we _ invite 
your inquiries. If it’s some- 
thing special, our designing 
staff will work with you for the 
presentation of plans and sug- 
gestions for your client. 


GUTH TABLES constitute a 

SS comprehensive line — from 

the simple to the most elab- 

g orate designs — stock sizes 
* 


from three to sixteen feet. 
Have you our catalog? 


We 
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Consider 
the cost 











That is a sound basis for 
the purchase of any equip- 
ment. Filing and storage 
cabinets should always be 
regarded in this light. [f 
they are to serve perma- 
nently, cabinets must be of 
easy, smooth operation. 
Aurora Metal Filing Cabi- 
nets have made good in 
every one of these respects. 


Service, beauty and strength 
are inherent. Aurora 1000 
line includes sizes and com- 
binations in both four 
drawer upright and counter 
height to make it a most 
complete line. Aurora stor- 
age cabinets have heavily 
nickeled hinges and _ han- 
dles. For convenience, lock 
is located in handle. Be 
sure to write for our cata- 
log. Get full details of 


the dependable line 
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Combination 


Stationery 





Stationery 


Aurora Metal Cabinet 
Works, Inc. 


AURORA ILLINOIS U. S. A. 
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410TW 





Scientific Backing 


Since correct posture seating 
has become a catch word, it is 
éssential to have scientific back- 
ing for a chair which does pro- 
vide for correct posture seating. 
The Thompson patents, under 
which Derby Correct Posture 
Chairs are manufactured, have 
this scientific backing. Leading 
orthopedists are agreed that the 
Thompson construction scientifi- 
cally answers the problem of 
correct seating. 


Derby employs this construc- 
tion in the manufacture of a va- 
riety of patterns, designed to 
meet all office requirements, 
410TW, above, a stenographic 
chair, is the largest seller. 


All Derby dealers work 
on an exclusive basis. 


P. DERBY & CoO., INC. 


Chairmakers for 84 Years 
GARDNER, MASS. 


One Park Avenue 
| New York, N. Y. 


197 Friend St. 
Boston, Mass. 











[mperial 


Colored Recipe Cabinets 


Mandarin Red Pale Green Orchid 
Sky Blue White Grey 


Beautiful 
New 
Pastel Washable 
Shades Lacquer 
Finish 





You must see these fascinating colors to 


enjoy them. 


Made in 3x5 size with recipe index and 
100 ruled cards. An excellent bridge or 


birthday gift. Every housewife is a 
prospect. 
Order today and get your share of this 


new business. 


Imperial 


Methods 
Co. 


FOREST PARK ILLINOIS 


Schubert Office Specialty Co. 
S. Hill Street 580 Market Street 
Los Angeles San Frar 
i D. White E. H. Prentzel 
77 White Street 807 Flanders Bide 
New York City Philadelphia 
































YOUR OPPORTUNITY 
TO TIE UP WITH A 
STRONG - PERMANEAT 
PROFITABLE + LINE 
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Why You Should Investigate 
the DIEBOLD PLAN 


~ANVEKUISING . . . 


There is a big demand among your prospects 
for Diebold Fire Resistive Safes right now. 
A complete and extensive advertising plan in- 
cluding National and Business Paper Adver- 
tising, is building a bigger demand every day. 
As a Diebold Dealer you will immediately 
receive extensive help with our “personal- 
ized” direct mail campaigns. In addition, our 
beautiful descriptive catalogues and educa- 
tional booklets will do much to help you close 
sales. You are interested in profits—Diebold 
Advertising will make them for you. 


~a complete line . 


Our line is complete, offering an entire range 
of Fire Resistive Safes and Vault Doors for 
every degree of fire risk. Every unit is mod- 
ern and up to date, embodying formed steel 
angle construction that gives maximum pro- 
tection with light weight. Maximum fire re- 
sistance plus extra strength is insured by in- 
sulation that possesses the greatest heat re- 
sisting qualities known. With this line, you 
will miss no sales—because you can meet all 


conditions of fire risk. 


~repulation.... 


Back of this complete plan is our reputation 
of seventy years of honest and upright busi- 
ness dealings. Bankers know and have de- 
pended upon Diebold bank protective equip- 
ment for all these years. Ask your Banker 
about us—you will be more than satisfied with 
his answer. Then write us for complete 


details of our plan. 


DIEBOLD SAFE & LOCKk CO. 


CANTON, OHIO 


Dealers or Branches in Most Leading Cities 
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(Cross-Section of Furniture Opinion—Continued from 


114) 


be possible to 


page 


Appliances suggests it might formulate a 
definite system which would supply dealers with practically 
ill the prospects in their territory. 

Question No. 18.—“‘When you sell a file do you also sell 
the supplies? If not, why not?” 

Pretty nearly one hundred per cent of the answers were 

the affirmative, many of them exuberently so. One 
he is not doing as well as he would like 


that his clerks often fail in 


dealer writes that 


and is ashamed to say selling 


supplies because they concentrate on the file. Another con- 


cern complains of difficulty in impressing the salesmen with 
the importance of working as hard to get an order for sup- 


plies as for the filing cabinet About ninety-nine per cent 


the dealers regard a filing cabinet as incomplete unless 


he supplies are sold with it. One dealer makes this gen- 


' 


eral qualification which is no doubt true with everyone, that 


the only time it is necessary to forget supplies is when 


large concerns are adding more cabinets to their equipment 


d have enough supplies on hand to expand into the new 
cabinets Selling supplies, it is generally believed, should 
be a matter of pride with everv salesman because it is so 


nnected with tl service of the store. 


Question No. 19.—“Can vou suggest good methods of 
storing, caring tor, and conditioning office furniture 

Chis questior did not a vaken much respons The fol- 

g suggestions are culled from letters of those answer 

g. One was to carry a small stock, which is possible only 

to dealers relatively near their source of supply Another 

s ike spec al e1 e respor! sible for the care of the 

ce turniture One advised a good expertenced mat 

uid and a d went so far as to suggest a 

: ‘ ke Mos e dealers recommended the use 

‘ Q ‘ I lis freely applied It was the gen- 

eral opinion that warehouses should be roomy, dry, well 

ve ilated and well lighted and it should be possible to heat 

ther order that an even temperature might be kept up 

Some dealers store furniture in original packages. Others 

vat it as soon as it arrives. Some wrap their reserve 


stock in burlap and several suggest some kind or shelving 


ggests placing desks on heavy timber to pre 


vent damage from contact with the cement floor. A Ten- 
dealer has racks built in his warehouse on which he 
his desks which are unpacked as soon as they arrive 


the rack which is a double 


uper and placed on 
deck affair, so that the desks are stacked two high, yet do 
not touch each other This prevents damaging marks 
caused by contact with excelsior, newspaper prints, etc 
especia durin the summer months. Chairs are stored 


SHOWING AN 
TION OF STEEL 


INSTALLA- 
EQUIPMENT 


BY THE BROWNE- MORSE 
COMPANY MUSKEGON, 
business of 


MICH Here is a 


fice which evidently requires 
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in bins built to extend from the floor to the ceiling, each bin 
holding two chairs. An Indiana dealer has another method 
of storing chairs by means of steel shelving which enables 
him to show one row of chairs on the floor along the wall. 
This conserves floor space and displays the goods. 

Question No. 20.—“Do you do special contract work in 
with manufacturers? If so, what arrange- 
ments have you found profitable?” 

Of the dealers replying to this question, eleven state that 
they do not do contract work, some of them saying that 
they don’t want it or even that they studiously avoid it; 
seven do it very little; twelve report that they do contract 
work, one of these limiting himself to steel furniture, while 
only two report that they do a considerable amount of such 
work, Of the nineteen who do this work at all, nine report 
that it is not very profitable, three report that they have 
found it definitely unprofitable, while only four find that it 
One states that he gets 
some profit on specials as stock furniture, another finds that 
such work gives him prestige if not present profit, and a 


co-operation 


brings in a reasonable revenue. 


third finds it profitable for repeat business. 

Virginia 
“This is probably the largest volume of busi- 
department. We represent 
manufacturers of the United States, 
We have 


our own erection men and handle the job in our name, the 


\mong those finding such work profitable, a 
dealer writes 
ness done in this (furniture) 
some of the leading 
in this state, and sometimes we cover two states. 
manufacturer only being known through his name’s appear- 
product. We carry all accounts and are re- 
sponsible for all measurements and erection. We believe 
ly the reason we have been successful in this 
“We do quite a 
bit of special contract work in coéperation with manufac- 


ing on the 


is is probab 
tvpe of work.” A Texas dealer states: 
turers. The methods of handling such contracts differ—at 
times we handle everything, and at other times the manu- 
facturer handles everything, giving us a commission.” A 


third dealer simply says: “Work with factory representa- 


The dealers finding contract work unprofitable feel that 


t is handled on such a competitive basis that no profit is 


realized, or that manufacturers do not make it profitable. 
One Indiana dealer writes: “We do not care for contract 


work in cooperation with the manufacturer when we are 


illowed from five to ten per cent. This we do not find 
profitable.” A Texas concern asks us in turn a question: 
“Are there any such profitable arrangements?” The answer 


} 


is not necessarily negative—although this concern’s ques- 

tion implies such—but our friend in Texas unfortunately 

is by no means alone in his attitude, which is probably 
sed on his own experience 


the maximum of filing equip- 
ment in the minimum of space. 
In such a situation steel files are 
peculiarly applicable, besides 
having other advantages in ad- 
dition to space economy 
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~ ANVEYUISING . 


There is a big demand among your prospects 
for Diebold Fire Resistive Safes right now. 
A complete and extensive advertising plan in- 
cluding National and Business Paper Adver- 
tising, is building a bigger demand every day. 
As a Diebold Dealer you will immediately 
receive extensive help with our “personal- 
ized” direct mail campaigns. In addition, our 
beautiful descriptive catalogues and educa- 
tional booklets will do much to help you close 
sales. You are interested in profits—Diebold 


Advertising will make them for you. 


~a complete line. 


Our line is complete, offering an entire range 
of Fire Resistive Safes and Vault Doors for 
every degree of fire risk. Every unit is mod- 
ern and up to date, embodying formed steel 
angle construction that gives maximum pro- 
tection with light weight. Maximum fire re- 
sistance plus extra strength is insured by in- 
sulation that possesses the greatest heat re- 


sisting qualities known. With this line, you 





will miss no sales—because you can meet all 


conditions of fire risk. 


~reputalion.... 


Back of this complete plan is our reputation 
of seventy years of honest and upright busi- 
ness dealings. Bankers know and have de- 
pended upon Diebold bank protective equip- 
ment for all these years. Ask your Banker 
about us—you will be more than satisfied with 
his answer. Then write us for complete 


details of our plan. 


DIEBOLD SAFE & LOCK CO. 


CANTON, OHIO 


Dealers or Branches in Most Leading Cities 
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(Cross-Section of Furniture Opinion—Continued from 
page 114) 
Appliances suggests it might be possible to formulate a 
definite system which would supply dealers with practically 
ill the prospects in their territory. 

Question No. 18.—“When you sell a file do you also sell 
the supplies? If not, why not?” 

Pretty nearly one hundred per cent of the answers were 
in the affirmative, many of them exuberently so. One 
dealer writes that he is not doing as well as he would like 
and is ashamed to say that his clerks often fail in selling 
supplies because they concentrate on the file. Another con- 
cern complains of difficulty in impressing the salesmen with 
the importance of working as hard to get an order for sup- 
plies as for the filing cabinet. About ninety-nine per cent 
of the dealers regard a filing cabinet as incomplete unless 


; 


e supplies are sold with it. One dealer makes this gen- 
eral qualification which is no doubt true with everyone, that 
the only time it is necessary to forget supplies is when 
large concerns are adding more cabinets to their equipment 
and have enough supplies on hand to expand into the new 
cabinets. Selling supplies, it is generally believed, should 
be a matter of pride with every salesman because it is so 


intimately connected with the service of the store. 


Question No. 19.—“Can you suggest good methods of 
storing, caring for, and conditioning office furniture 

This question did not awaken much response Che fol- 

wing suggestions are culled trom letters of those answer 

g. One was to carry a small stock, which is possible only 

to dealers relatively near their source of supply Another 

s to make a special emplove re sponsible for the care of the 

office turniture One advised a good experienced mat 

a maid ind a third went so tar as to suggest a 

cabinet maker Most of the dealers recommended the use 

‘ Ll Looe niture polish freely applied It was the gen- 

eral 1 that warehouses should be roomy, dry, well 


ventilated and well lighted and it should be possible to heat 
them in order that an even temperature might be kept up. 

Some dealers store furniture in original packages. Others 

yack it as soon as it arrives. Some wrap their reserve 
stock in burlap and several suggest some kind or shelving 
One dealer suggests placing desks on heavy timber to pre 
amage from contact with the cement floor. A Ten- 
nessee dealer has racks built in his warehouse on which he 
stores his desks which are unpacked as soon as they arrive 


wrapped in paper and placed on the rack which is a double 


deck affair, so that the desks are stacked two high, yet do 
not touch each other. This prevents damaging marks 
caused by contact with excelsior, newspaper prints, etc., 
especially during the summer months. Chairs are stored 


SHOWING AN INSTALLA- 


, TION OF STEEL EQUIPMENT 
BY THE BROWNE- MORSE 
COMPANY MUSKEGON, 
MICH Here is a business of 
f é which evidently requires 








in bins built to extend from the floor to the ceiling, each bin 
holding two chairs. An Indiana dealer has another method 
of storing chairs by means of steel shelving which enables 
him to show one row of chairs on the floor along the wall. 
This conserves floor space and displays the goods. 

Question No. 20.—“Do you do special contract work in 
co-operation with manufacturers? If so, what arrange- 
ments have you found profitable?” 

Of the dealers replying to this question, eleven state that 
they do not do contract work, some of them saying that 
they don’t want it or even that they studiously avoid it; 
seven do it very little; twelve report that they do contract 
work, one of these limiting himself to steel furniture, while 
only two report that they do a considerable amount of such 
work, Of the nineteen who do this work at all, nine report 
that it is not very profitable, three report that they have 
found it definitely unprofitable, while only four find that it 
brings in a reasonable revenue. One states that he gets 
some profit on specials as stock furniture, another finds that 
such work gives him prestige if not present profit, and a 
third finds it profitable for repeat business. 

\mong those finding such work profitable, a Virginia 
dealer writes: “This is probably the largest volume of busi- 
ness done in this (furniture) department. We represent 
some of the leading manufacturers of the United States, 
in this state, and sometimes we cover two states. We have 
our own erection men and handle the job in our name, the 
manufacturer only being known through his name’s appear- 
ing on the product. We carry all accounts and are re- 
sponsible for all measurements and erection. We believe 
this is probably the reason we have been successful in this 
type of work.” A Texas dealer states: “We do quite a 
‘it of special contract work in codéperation with manufac- 
turers. The methods of handling such contracts differ—at 
times we handle everything, and at other times the manu- 
facturer handles everything, giving us a commission.” <A 
third dealer simply says: “Work with factory representa- 
tive.” 

The dealers finding contract work unprofitable feel that 
t is handled on such a competitive basis that no profit is 
realized, or that manufacturers do not make it profitable. 
One Indiana dealer writes: “We do not care for contract 
work in codperation with the manufacturer when we are 
illowed from five to ten per cent. This we do not find 
profitable.” A Texas concern asks us in turn a question: 
“Are there any such profitable arrangements?” The answer 
is not necessarily negative—although this concern’s ques- 
tion implies such—but our friend in Texas unfortunately 
is by no means alone in his attitude, which is probably 


sed on his own experience 


the maximum of filing equip- 
ment in the minimum of space. 
In such a situation steel files are 
peculiarly applicable, besides 
having other advantages in ad- 
dition to space economy 
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TWO EXAMPLES OF EQUIPMENT SUPPLIED IN 
PANY DESK MANUF 
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‘FNT INSTALLATIONS BY THE J. F. DIETZ COM 
rURERS OF CINCINNATI 


Wood Furniture and Some Ways of Selling It 


Being the Substance of a Conversation Had Between a Dealer Not Far from Central Illinois 
and a Representative of Office Appliances Who Called on Him 





F THE friendly and accommodating gentleman who gave 

his time to Office Appliances for an hour on one of the 

busiest mornings of the week reads this article, we wish 
him to understand the fact that we heartily appreciate his 
courtesy Perhaps he will recognize his own remarks 
certainly, we shall try neither to distort nor to misquote 
him. If any embellishments are added, we are persuaded 
they are only such as he would have added himself if he 


had thought about it 


[It was the day after a convention and for two days the 
dealer and his wife had been busy about nineteen hours per 
diem, entertaining guests and seeing that everybody was 
happy As a result, our friend was an hour late in the 
morning and gave us the interview at odd moments 
snatched from reading his mail, supervising orders, going 
through piles of statements and interviewing men of the 
traveling fraternity That his remarks are not more 
sketchy is a tribute to his ability to jump from one subject 
into another almost after the manner of a man playing 


simultaneous games of chess. 


Realm of Wooden Furniture 

“Your first question,” he said, “implies that there is 
antagonism between the wood men and the steel men. This 
is not necessarily the case because there are some fields in 
which wood cannot compete with steel, while there are 
other fields in which steel cannot compete with wood 
Finally, an article made of aged mahogany. oak or good 
American walnut is not only a thing of utility and beauty. 
but it is a desirable possession which engages a certain 
sentiment to be found either latent or active in every man 
We view the carefully polished surface of our substantial 
oak desk and recall the days when oak was a wood out of 
which sailing ships were built, and that from the days of 
the Vikings down to the days of steel, when it was finally 
discovered that iron plates would float if given the proper 
shape, oak has been the favored wood to withstand the 
rigors and strains of ocean commerce Out of it were 
made great English, Spanish and French ships of war, and 
the planks of our own ‘Old Ironsides’ were sawn from 
oak trees found in American forests and seasoned and 
wrought by the hands of our own workmen. Our oaken 
desk reminds us of a vast panorama of romantic history, 


for on this substance has been built much of our progress 
in material things. 


‘Another man may possess a mahogany desk e origin 


of which he pictures as a great tree rearing its head aloft in 
an Honduran forest. It is felled by natives, floated to salt 
water and there, with many of its fellows, it is tied in a 
great raft or loaded aboard a ship and taken to some port 
in the United States where the logs are sawed and the 
product is seasoned and made ready for the wood-worker 

“A vision conjured up by the American applying to the 
walnut desk or chair, carries us back to Colonial times 
when we had no mahogany and only great walnut trees 
were available by reason of their hardness, fineness and 
beauty of texture for much of the furniture of the period. 
We can recall bureaus made of it, and the great four poster 
beds with tall head pieces stretching sometimes to the 
ceilings of the room in which they were placed. We have 
seen beds of this type, heirlooms, which contained enough 
good hardwood lumber to build a very superior desk and a 


table besides 


“All of these woods have their features, which are and 
ilwavs will be attractive to men’s minds They lend them- 


selves to the work of the artist in the fabrication of wood 
and so far are we advanced in matters of utility that the 
most exquisite things can be wrought without sacrifice of 
comfort or practical use. Steel cannot quite step over the 
threshold of this realm which is wood's exclusive own 
Steel is a modern giant wrought by |f 
vhich bore it, and shaped and fashioned amid 
clanging It is perhaps man’s greatest servant, at least 
tormer Governor Chase Osborn would have us so believe, 
but it is something which is an essential part of the severe 
and practical side of the age in which we live I need not 
here give you a brief for steel, whose uses are familiar to 
all the trade, but I charge you not to forget to emphasize 
the fact that beauty, sentiment and artistic creation are to 
be found in the wood worker's shop and very little of that 
spirit crosses the threshold of the rolling mill [ do not 
mean to imply that steel is ugly, for it is not; I simply state 
that wood can be made more beautiful than anything ever 
vrought of metal.” 
A Few Suggestions 


‘I have,” said our dealer friend, “just a few suggestions 
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that 1 think might help us, who are ordinary dealers, the 
men who sell small orders or large ones wherever they get 
a chance. One suggestion is that we would like to have 
the manufacturer send us more help. They know things 
about the selling points of their lines that we don’t know 
and cannot very well find out unless we take weeks off to 
visit their factories and learn. Their men are traveling all 
the time and in the course of a few months they will visit 
all dealers in a given territory These men are keen ob- 
servers; they hold their jobs because they understand their 
lines and can sell goods, and there we have the touchstone 
of the whole business—selling the goods. The salesman 
who cannot sell is no salesman at all and the dealer who 
cannot sell must soon go out of business. What the dealers 
would like would be some help from the manufacturers to 
make them better salesmen. However, I would venture the 
suggestion that the first point on which most of us go lame 
is in knowledge of the goods that we ourselves handle. 
This knowledge the manufacturer has and his men are in 
a position to impart it to us They do not always take 
time to do so and I think the reason they do not is very 
often our own fault, because we have not asked them 
Thev could not readily venture to teach us unless we ex- 
pressed first a willingness to be taught. Once let them 
get before a store meeting, even if there are only half a 
dozen people present, and the idea will certainly grow and 
involve other men and other lines, until we shall have a 
valuable educational feature 

“You will note that we do not carry a stock of office 
furniture here in our store. We have on the floor some 
models of filing cabinets, and the reason why we do not 
arry a stock here is obvious, since the space you see is all 
the space we have in which to conduct our business. Apart 
from this store we have a warehouse in which we store a 
fairly sufficient office furniture stock, but when we have a 
special large order, one of us takes a train with the cus 
mer to Chicago and there consummates the deal in the 
sales room of one of the big office furniture manufacturers 
“Nothwithstanding the fact that we have no room what- 
ever for an office furniture department in our store, we will 
venture the assertion that the fact that we handle office 


furniture and that it is known all over this district, is re- 
} 


sponsible for a considerable percentage of the trade which 
mes to other departments It must be so since about 
forty-five per cent of our business is in office furniture 
“It mav be puzzling to know how this can be when we 


have so little apparently to show the customer. I am of the 
opinion that it is largely a matter of good publicity and a 


pretty good reputation for quality and a spirit of de 


termination that brings us through, because we have had 
many verv attractive and profitable deals I remember 

whic nvolved eighteen office chairs We didn’t have 
mentee! chairs of the type w hicl we wanted to sell our 
customer, who was by no means poor and was quite able 
to fit up his office in the proper way. so we took the cus 
tomer to Chicage He. of course, had certain ideas of about 
what he wanted to pay, but we took him to our manufac 
turer’s sales room and without saving anything about it we 

envere so th he f mself sitting what 


SMALL PICTURE OF A BIG 
INSTALLATION OF STEEL 
FILES This s we one of the 


first fa seri f Rerloy 








was quite the most comfortable as well as the most ex- 
pensive chair in the room. Opposite him we had placed 
with the connivance of the sales manager, a cheap chair of 
pretty good appearance and somewhat near the figure 
which he had wished to pay. After he had gotten accus- 
tomed to sitting in the comfortable chair, we led him 
around to inspect the different lines and finally brought him 
back to the cheap chair in which he sat down, but re- 
mained only a few minutes. He didn’t seem comfortable 
and soon he was back in the expensive chair without 
realizing it. All this time the price of neither chair had 
been mentioned. When we asked him what chair he 
wanted, he said, “This is the chair I want, the one I am 
sitting on.’ When told that the price of the chair was over 
$100.00, he was somewhat staggered, but still game, and 
the result was that he bought eighten chairs at that figure, 
his order amounting to about $2,000.00. He might have 
gotten chairs at one-fourth that sum, but he never would 
have been happy with them. As it is, he is now one of 
the very best friends we have and has been instrumental 
in sending us a good deal of business. 

“IT remember a case where a competitor—a broker, by 
the way—beat us on an order for the fitting up of a bank. 
He sold on a price basis, which we refused to do. The 
result is that the banker has on expensive rugs a quantity 
of cheap furniture with which he is thoroughly dissatisfied 
and refuses to do any more business with the broker who 
sold it to him. I am absolutely certain that in selling goods 
such as office furniture, where permanence is a feature, it 
is extremely poor policy for the user to buy cheap mer- 
chandise. He must live with his furniture day by day and 
vear by year and the value of really excellent furniture 
decreases astonishly little with the years and its beauty is 
little dimmed and is a constant source of joy. 

“One of our big business men came over one day and 
said that he wanted a few ash trays for his directors’ room. 
| said, ‘All right, I will send them over.’ Wher he came 
into his directors’ room that afternoon after being notified 
that the ash trays were there, he looked about and said, 
What are these?’ I replied, “Those are your ash trays.’ 
| had installed six Smokadors. ‘Use these and you won't 
spoil vour table tops or burn your $900.00 rug.’ ‘How 
much are they?’ I told him. ‘Holy smoke! and I was 
trying to buy seventy-five cent ash trays,’ but he took the 
Smokadors and is thoroughly satisfied with them. Later 
e bought two more for other rooms in his establishment. 
You can figure the difference between what I might have 
sold him and what I did sell him, and that is one of the 
secrets of doing business, to give a man the best and give 
him all he can stand 

“In conclusion I want to say that our office furnitwe 
business is one of the departments not affected by chain 
stores and that it is steadily increasing in importance with 
relation to the rest of our business. We use every effort 
to dig up all the prospects that we can by personal visits, 
inquiries among the help in our office, by standing close to 
uur Chamber of Commerce and by suggestions from time 


» time which come from manufacturers and our own 


customers 


steel equipments by the Berger 
Manufacturing Company, Can 
ton. Ohio. in the Nebraska 
State Capitol at Lincoln 
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E HANDLE office furniture in a department sepa- 

rated from our regular office supply store on an- 

other floor, but occasionally we have an exhibit of 
one office suite on the main supply floor. This serves to 
call additional attention to our office furniture stock and 
has resulted in considerable business. 

The additional trade which the sale 
stimulates in other departments of the commercial 
tionery business comes largely from the necessary require- 
ments of a new office when furniture is being installed in 
the first place, and includes items such as waste baskets, 
seat cushions, desk pads, ink stands, pens, pencils, rulers, 
bookkeeping systems, posting machine trays and supplies 
and filing cabinets, all of which come in under the extra 
sales as a result of selling office furniture. We should not 
omit to mention filing cabinet supplies also as part of the 
business created by a furniture department. 

With reference to period furniture, we carry 
three suites from such institutions as Doten-Dunton Desk 
Company, the Clemetsen Company and some of the less 
We have each of these displays or outfits 
set up suitable rug. We seldom take in 
orders for drapes or other decorative features. We have 
made arrangements with two or three rug departments at 
different times to take care of this class of work, but thus 
far very little of it has come our way. 

With regard to work, we 
cidedly feasible to require salesmen to study the esthetic 
values of office furniture. Up to the present our force on 
this class of sales has been so limited that we have not gone 
into the subject as thoroughly as its importance warrants. 
The manufacturers of high grade period furniture, however, 
are in a position to render such service and to give sales- 
the best methods of selling 


of office furniture 
Sta- 


two or 


expensive lines 
as .suites on a 


salesmen’s believe it is de- 
































men valuable instruction on 
high grade office furniture. 
The total volume of our furniture business may probably 
be divided in the following terms: Original equipment of 
complete offices about 25 per cent. The balance of our 
volume would probably be found to be on fill-ins or indi- 
vidual sales of desks, chairs, files, etc., such as are required 
by large corporations or additional equipment required by 
any other type of office. About 90 per cent of our furniture 
stock may be placed under the high grade classification, 
and 5 per cent to 10 per cent under the cheaper grades. 
Handling Used Furniture 

We have always taken used furniture in trade, but our 
second-hand department is seldom equipped to handle the 
volume of business that is offered to us. We take in trade 
desks, chairs, tables, files, bookcases and other accessories, 
many times refinishing them and selling them at a margin 
of profit equivalent to that obtained in the selling of new 
furniture. Sometimes this profit is even greater and some- 
times somewhat less, depending on what we have to pay for 
it. Second-hand furniture may be likened to a second-hand 
automobile. If taken in at too high an allowance value, it 
is not good for the business. Our advice is that if the 
dealer cannot get the trade-ins cheaply enough to permit 
him to spend time and money to recondition them for sale 
and make a profit, it is better to let trade-ins alone. 


Some Remarks on Steel Equipment 


Our Hoosier friend declared that he did not find interest 
Although having carried them 








in steel desks increasing. 





OFFICE APPLIANCES 





June, 1928 


Prominent Hoosier Stationer on Office Furniture 


An Indiana Office Equipment Dealer Gives Some Valuable Hints on the Display and Sale 
of Office Furniture 


for the past twelve years, no very pronounced success has 
attended his efforts. 

The foregoing statement with regard to desks 
should be taken with a certain qualification perhaps, be- 
cause it has not been until quite recently that steel desks 
have been free from certain objections such as noise of 
operation and the look and feel of metal. Furthermore, 
the newer types of steel desks have claims to beauty which 
were absent in previous efforts along this line. It is likely 
that our friend in Indiana in common with others, will in 
the ensuing years experience a growing demand for steel 
desks in offices where such types of furniture can be most 
appropriately placed. 

The gentleman from Indiana expressed belief that the 
public has not yet learned much about the value of posture 
chairs. The manufacturers have done national ad- 
vertising and given their dealers good co-operative help. 
A big field is offered in this type of equipment, notwith- 
standing the fact that our dealer friend has not yet suc- 
ceeded in establishing any considerable market for such 
chairs in his territory. He intimates that he is still work- 
ing at it and hopes that the public will gradually become 
educated to the advantages of these chairs from the stand- 
points of comfort and correct seating. 


steel 


some 


A Word or Two on Advertising 


The dealer here interviewed uses only two mediums of 
publicity, apart, of course, from his show windows. We 
refer to newspapers and direct-by-mail advertising. Street 
car cards and billboards have seemed to him unduly ex- 
pensive in proportion to the possibilities of return. He 
says the best advertisement his house has is the equipment 
of offices and the praise of customers. Newspaper adver- 
tising scant returns on office’ furniture. 
Windows, attract some attention, but the best 
results are achieved by the city and country salesmen work- 


brings 
however, 


very 


ing by direct solicitation. 

The advertising literature supplied by the office furniture 
manufacturers has been so limited as to be of no very 
The manufacturers get out catalogues 
selling the dealer, very 
Some 


considerable value. 
primarily with the purpose of 
seldom making it a consumer selling proposition. 
of the suite manufacturers have done considerable good 
work toward building up a desire for their class of furnitute 
by means of bulletins and pictures of installations. There 
is a big field of work here which the office furniture manu- 
with his fellow 
create a 


can do, either co-operatively 


or with his 


facturer 
dealers in order to 


“We use envelope inserts 


manufacturers 
greater desire for better offices. 
in considerable quantities when they are supplied and know 
that they attract considerable attention,” says this Indiana 
dealer, who also exhibits pictures of installations which 
have been put in by his house. 


Division of Stock 


The dealer here interviewed said that he carries generally 
but one line of desks in a grade. He may carry an inex- 
pensive line, a good line and a better line. He does not 
believe that any dealer can succeed by trying to handle 
three or four suite lines any more than he can handle three 
or four cheap lines of furniture. He should concentrate 
on one line in its class. He has sold, he says, one line of 
filing cabinets for twenty years and his lines of desks and 
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chairs have been the 
course, he has had a few extra numbers here and there, 
but only succeeded in finding himself in possession of a 
heterogeneous collection that did not offer any selling 
possibilities. 

Our friend complains that too many goods are damaged 
in shipment This has obliged him to retain a competent 
finisher to take care of such accidents. Claims are seldom 
filed, as it is more bother to handle them than the collec- 
tions are worth. Railroads are not inclined to consider a 
a desk as being a thing of 


desk 


dent or a scratch on the top otf 


much claim value, vet it reduces the value of the 


considerably if not properly repaired 


The furniture department of this Indiana store has ox 


cupied about 50 per cent of its gross selling department 


space for the last two years. Prior to that time it occupied 


about 20 per cent This dealer says that he is showing 


more furniture and better furniture than ever before and 
is doing more business with it. This establishment follows 
the practice of keeping in touch with the customers to find 


out if everything in the line purchased is satisfactorily and 
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same for ten or twelve years. Of 


properly installed. Ninety per cent of the sales prospects 
come either through visitors to the store or through direct 
efforts of salesmen in the field. 

No sale of a file is complete unless the supplies are sold 
with it. “The only time we find it feasible to forget the 
supplies is when a large user, for instance, is buying addi- 
tional fling cabinets to go with equipment already in use 
and does not buy indexing to go along with the new equip- 
ment, but expands the supplies already in use. In other 
sale without complete equipment is a com- 
plete sale. The customer is left in the air and is entitled 
to complain that the salesman has not given him a com- 
plete job. 

This dealer has been successful in storing and displaying 
This system saves the chairs and 
presents them to the customer in better shape than any 
other method he has ever seen. 

This dealer does not care for contract work in co-opera- 


cases, no file 


chairs on steel shelving. 


tion with the manufacturers at 5 per cent and 10 per cent 


commission, because such work is not profitable to the 


dealer 
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RE.—This installation was made by 
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SOMETHING OF THE BEAUTY OF A MATCHED SUITE OF OFFICE FUR- 
the W. R 
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Gunlocke Chair Company of 
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LARGE OFFICE EQUIPPED THROUGHOUT 


IN STEEL BY 


THE JAMESTOWN METAL 


EQUIPMENT COMPANY, JAMESTOWN, N. Y.—This shows a practical and attrac- 


tive arrangement 


of a spacious office 
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Some Observations on “Cold Canvassing” 


Being the Substance of Remarks by H. B. McMaster, Manager of Agencies, 
Berger Manufacturing Company, Canton, Ohio, before the Recent Annual Meet- 
ing of the Fifth Regional District, N. A.S.O.O.M., at Columbus, Ohio 


N THE office equipment business, that is, office supplies 
and furniture and equipment, my experience during the 
past few years in the industry off and on has led me to 
believe that, unlike the undertaking business, where the 
performer of service must wait for the business to come 
to him, the furniture business and othce supply business 


is peculiar in that the buyers have learned to expect sales- 


men to go to see them and solicit the business It is 
decidedly the exception rather than the rule that the buyer 
of office supplies and equipment buys in the store of the 


merchant 


rl 


The incident I will state to illustrate my point is that 
of an experienced salesman who had been assigned by 
his employer in New York City to cover three city blocks, 


his instructions being that they did not care whether he 


sold anvthing the first time he covered his territory, but 


they did want him to make a careful study of every bus- 


iness place visited and make an ample record of his in 


vestigation 
rusting to my memory, this man required sixty-three 


days to make his first round He made something like 


1.650 calls and incidentally sold about $400.00 worth ot 
goods His next round took him hity-nine days, as he was 
ible to cut out about 150 calls which he concluded were 


not prospects, and on this second round he sold over 


$1,500.00 worth of goods Che third round he cut out some 


] | the round in ftv-seven days, in 


more calls ind made 
cidentally selling over $4,000.00 worth of goods, and it was 


on this experience in a section of New York that ts not 
notoriously the best steel furniture market in the city that 
i policy of selling was built 

Che moral is that the potential market for office furniture 


is much like an iceberg: five-eighths of it 1s o of sig 


therefore, it requires persistent “digging” to uncover what 
that is, prospects which often 


the salesman must have and 


unnot be “turned up” through publicity or advertising 


Nott Next to showing actual samples the word ot the 
enthusiast probably goes as far as anything in producing 
sales. Office furniture requires good salesmanship by the 
man outside He can't carry samples. If he could his job 


PARTIAL VIEW .(! \ RE 
CENT INSTALLATION OF 
GLOBE-WERNICKE STEEL 
DESKS (STANDARDIZED) 
IN THE OFFICES OF THE 
CHICAGO AND NORTHWEST 
ERN RAILWAY AT CHICAGO 

This installation was made by 
the MarshallJackson Company 





would be easier He can console himself in the tact that 
hard jobs make good men 

About Duralumin, so far as I am aware, the use of this 
metal has never been suggested in connection with steel 
furniture, therefore, | know very little about its possibilities 
I believe it to be an alloy of aluminum and some other 
metal and is used largely in pistons for internal combustion 
engines. In all likelihood it is rather an expensive metal 
nd perhaps that consideration would outweigh the one 
of reduced weight which would naturally follow the use of 
this metal 

It is obvious that if the weight of the desk could be re 
duced without impairing its strength, it would be desirable, 
but it is hardly tor me to say that there 1s no possibility 


ot this metal being used My comments on this subject 


are based largely upon my lack of informatior 
Mr. McMaster Outlines a Brief for Steel 
] It is of course non-combustible—does not furnish fuel 


for flame The disadvantage of not having steel furniture 
n a building was well illustrated by the peculiarities of the 


C. B. & Q. fire in Chicago March 15, 1922 


Steel furniture is impervious to moisturs 


the experiences of Miami business houses which were sub- 


merged by water for hours in the Fall of 1926. Wood 
turniture was brought out practically ruined, while steel 
urniture was reconditioned and placed on sale at very 


little expense 


3—Steel furniture is proof against the attacks of rodents 
and vermin 
4#—Permanence, of course, is an important desideratum 
ind 1s one of the prime considerations that is influencing 
lara corp it s 1 the r rt rel as or < é 7 tire ot 
s kine 
. It is easy and inexpensive to reconditior 
lt has greater resale value 
/ Artistic and superior appearance 
8.—Detinite and high load-carrving capacit and at the 
same time does not furnish fuel for flame. 
9 —Does not absorb oil or. grease 
hicago, Globe-Wernicke repr: 
sentatives. Emphasis is laid up 


on the fact this and other re 
ent important Globe—-Wernicke 
nstallations are of standardized 
steel products that harmonize 
in every detail and produce a 


handsome effect 
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Some Phases of Office Furniture Business 


Being Replies to a Few 


FFICE APPLIANCES recently sent out two sets of 
questionnaires, one of which contained five questions 
and was intended to cover the subject of wood furni- 

ture, type of storage, repairing and refinishing, etc. From 


a number of replies, we have digested the following sug- 
gestions 
A Word for Our Old Friend, Wood Furniture 
\ prominent and enterprising Seattle house presents suc- 
cinctly a few arguments as to why wood furniture is superior 


to metal and why the sale of wood furniture is increasing 


This house contends that the advertising propaganda of 
wood furniture manufacturers for better offices, together 
with the idea of harmony in home furnishing and interior 


decorating schemes, has brought about the sale of large 


quantities of office furniture which can only be made of 


wood The long range of prices and 


well designed office 
furniture in authentic period patterns at medium prices is 
also a factor which is increasing the sale of wood furniture 

Wood is superior to metal, so our Seattle friends state, 
for several reasons, 


lack of noise in the 


among which are noted ease of opera 


tion of drawers, ofiice and superiority 
in finish owing to the natural grain of wood brought about 
by a fine varnish or lacquer 


Wood is not cold and can be 


re paired than steel 


more easily and more inex 


pensively Furthermore, it is possible 


to buy all pieces of furniture in an office, such as chairs 


davenports or tables, in the same design. To their minds 


one would no more think of buying steel with a mechanical 
finish for one’s office than one would buy it for one’s dining 


oom or living room at home 


Nott It is fair to say that the gentleman who made 


the above replies to our questions lives in a state where 


magnificent forests stretch from timber line on the moun- 


tains down to the very shores of the ocean and the Sound. 


The impression, as one passes up the coast of the state of 
Washington is that of an intense greenness and a flourish- 
clad 


vie with one another for occupancy of the fertile lands. No 


ing tre¢ country where pines, spruce and hardwood 


surrounded daily by evidences of nature's 
should that their 
We are inclined to believe that they 


wonder that men 


handiwork in wood favor material for 


surroundings 


personal 


lave assumed the position of the advocate instead of that 


the judge in some respects and have perhaps gone a 
step too far in their argument. We question whether any 
wood drawer operates more easily than the modern drawers 

steel desks and files. The steel men state that the cold- 

INSTALLATION OF AU TOMAT 
ic STEEL EQUIPMENT IN THE 
OFFICES OF THE EMPLOYERS 
MUTUAL 


LIABILITY 


Installat ! s 


INSURANCE 


COMPANY 
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Inquiries Recently Sent to a Selected List of Dealers 


ness is done away with by finishing their desk tops with 
linoleum and like covers. They declare that no doubt while 
wood can be less expensively repaired than steel, the fact 
that steel rarely needs to be repaired at all stands in its 
As to claims of relative superiority in finish between 
wood and steel, we throw up our hands. However, we 
are glad to be assured that steel, which is the infant prodigy 
of the office furniture business, is not to march unchal- 
lenged to victory. Good strenuous, fair competition will 
sell more furniture and apparently is selling more furniture 


favor. 


wood and steel. 

A Celoradoan Gives a Brief Opinion 

The head of a prominent commercial stationery house in 
one of the principal industrial cities of Colorado states 
that the sales of his company are confined almost entirely 
to the city, which has a population of between 40,000 and 
50,000 people. No recent office buildings have been erected 
and the business is divided between four concerns selling 
office He says that in some of the smaller 
items in the line he finds that steel is supplanting wood and 
that their experience indicates there is a constant but per- 
ceptible increase in the sale of steel desks. The sale of fil- 
ing cabinets steel leading wood quite materially. 
Customers seems to find that steel is desirable over wood 
compactness and 


both in 


equipment. 


shows 
in certain owing to its 
strength and owing also to its qualities of fire resistance. 
An exclusive office furniture dealer in one of the principal 
cities of Ohio states that he sells both steel and wood 
desks and files, but that he has not sold a four drawer 
wood letter file for more than a year and that wood sec- 
tional files are sold only where a customer has started 
He says that the main reason for this is that 
Customers do 


greater 


cases 


with wood 
he can sell steel for less money than wood. 
not seem to think that there is any advantage in buying 
wood files when they can obtain steel for less. 

This dealer states that a great majority of the desks he 
sells are wood, but he believes that it is really only a ques- 
tion of time before the steel desks will lead wood in sales 
and that will happen 
steel desks appears in quantities sufficient to take a posi- 
tion on the market corresponding to that enjoyed by the 


volume this when production of 


steel letter files. He does not, however, believe that steel 


desks will ever replace wood desks to the extent that steel 


files have replaced wood files. There will always be a 
vigorous demand for beautiful oak, mahogany and wal- 
nut desks 

lines of the Automatic File & Index 


Company, Green Bay, Wis., and shows 
“Automatic’’ counter files used to sep- 
arate departments These files are 
provided with finished working tops 


oe 





ei Fo 


Sr oe 


ee 


= = gew 














SSS Pa SE 


SP CSPIESE: 


a 








200 OFFICE APPLIANCES June, 1928 


Developing an Office Furniture Business 


New York House Develops Substantial and Profitable Business Through Correct 
Methods 


Hk system adopted by the William F. W holey Com- 


pany, Inc., 11 East Thirty-sixth street, New York City, 


is capitally adapted to the conditions of the community 

in which that company operates, and in it may be found 

something of value to dealers who may be _ similarly 
situated 

So far as location is concerned, the company has evi 

dentaly taken what it could get and therein has created 

something excellent and well-adapted to the taste and 


character of their clientele 

In the neighborhood in which the Wholey store ts situ 
ated transient trade, even with a ground floor location, 
would be small, so that the supposed handicap which 
attends a situation above the ground level is nil. The com- 
pany is situated on the second, tenth and eleventh floors 
an odd arrangement, perhaps, but one which, under modern 


conditions of office building service, is not found incon- 


venient. RK. E. Rose, vice-president of the company, stated 
to a reporter for this journal that he had not found the 
company's situation detrimental at all to the development 
of the business 

The cofupany's methods are thorough to the last degree 
Offices are fitted out with everything needed in the way of 
furniture, rugs, drapes, panels, et: The salesmen know 
their business, and know that when they bring their cus 
tomers into the display rooms they will see the equal of 


jiture and fittings placed by artists in 


anything in 
arrangement and decoration of omeces 
Che company caters to a wide class of trade, but the 


staff. while never newlecting the lesser orders, takes its 
chief delight the equipment of offices complete, and the 
finer the office the greater is the enthusiasm, particularly 
if some problems are encountered that test the mettle of the 
staff to solve 

The Wholey Company believes in sound, practical ad 
vertising. Kecently they put on an extra office furniture 


sale which they thoroughly advertised in the Metropolitan 
District Through this advertisement they got many people 
to come into their establishment and then took occasion to 
show them the nest equipment possible, well knowing 
that all people are attracted by excellence and quality before 
they consider the price of the merchandise. Quality is an 
universal desire, while consideration of price is always a 
secondary thing, except among those to whom even a little 


money means existence 

















HANDSOME MODERATE PRICED OFFICE DESK IN 
PERIOD DESIGN.—Made by the Jasper Desk 


Company, Jasper, Ind 


Wm. F. Wholey, president of the company, has had 
many years’ experience as an office equipment engineer. 
He was formerly connected with The Globe-Wernicke 
Company. It is his desire to have his company known as 
office equipment specialists. His organization has its own 
staff of architects, draftsmen and engineers, capable of 
taking care of any requirements however large or par- 
ticular. Mr. Wholey was in charge of the equipment work 
of the American News Company building and did a similar 
job for Harper & Brothers and the Scientific American. 


Prospects Tempted in Furniture Fairyland 


[heir quarters on the eleventh floor contain a beautiful 
display of high grade suite furniture Here prospective 
buyers are taken and practically turned loose among some 
of the most luxurious offices the mind can picture. They 
start the prospect in with the highest grade executive suites 
at the front and take him through several fine installations 
to four junior executive offices, and finally, to a general 
line of office furniture in the cheaper grades at the back. 
It is hinted that, either as a result of the excellence of their 
salesmanship or the overpowering effect of their tine furni- 
ture dsiplays, few customers survive to remain unsold until 
the cheap furniture department is reached Each room 
on this floor is harmoniously arranged and all the work is 
directed by the company themselves. They claim that 
what they have done for themselves they can do for 
anyone else Che walls, floor coverings, shades drapes, 
the panel work and other features including equipment, 
were all designed under the direction of Mr. Wholey. It is 
the thought of the company to put over the quality idea in 
this display and to connect it with the high grade service 
and a line of fine merchandise at the most reasonable prices 
possible. No part of these offices has been neglected even 
to the lighting fixtures which harmonize with their sur- 
roundings. Beauty as well as efficiency in equipment of 
executive offices is one of the principles toward which the 
Wm. F. Wholey Company is working all the time. Very 
little selling is done from photographs or catalogues, the 
customers nearly always being brought into the store and 
invited to examine the stock at leisure 

The tenth floor contains miscellaneous selections of 
turniture intended to fill ordinary and unusual or casual 
requirements. The second floor contains the executive 
offices of the company and a fine display of furniture as 
well. 

The Wm. F. Wholey Company started out by purchasing 
the sales agency of the Gunn Furniture Company of New 
York City. Later they secured the New York agency for 
the Doten-Dunton line of desks and The Globe-Wernicke 
agency at a somewhat later date 

In the Globe-Wernicke announcement in the May issue a 
picture was presented showing Mr. Wholey standing explain- 
ing one of their recently drawn office lay-outs to a customer. 
Photograph from which the cut was made was taken in one 
of the executive offices on the eleventh floor where a 
blank wall had been transformed into a miniature landscape 
effect. An imitation window was set up through which a 
painting of the skyline of New York was presented in 
quite realistic fashion. Such little touches help to round 
out the effect of the exceptionally intelligent work which 
the Wm. F. Wholey Company is doing 
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Making Office Furniture Sales Grow 


Being Suggestions by a Southern Furniture Department Manager on the 
Development of the Office Furniture Department 


UR city is not more conspicuous for its fine offices 
O than other cities of its size and general surroundings, 
but it seems that it is improving from year to year. and 
the trend is certainly in the direction of better equipment 
medium and a fine grade of 
stock by a 


Our house carries cheap, 


furniture, the medium grade dominating the 


considerable margin as we presume it naturally does in 


most places. The higher grade furniture runs into money 
much faster than the medium or lower grades, so that it 
requires a smaller amount of high grade stock to equal in 


dollars’ value the medium and lower grades. 


Our city happens to be the largest hardwood lumber 


center in the world. It is practically supported by hard 


wood lumber. The people think lumber and live it and 
are loyal to it and consequently the hardwood desk is quite 
the thing and steel desks have been rather hard to intro- 
duce Notwithstanding this, we sold more steel desks in 
1927 than for all the previous time in which such desks 
have been sold. We would therefore say in view of our 
peculiar situation that steel furniture must be awakening a 
decided interest all over the country and that the dealer 
neglecting one of his principal op- 


who neglects it is 


portunities 
Display and Advertising 

he three types of furniture on our floor, oak, mahogany 
and walnut, are each displayed by themselves. We have a 
suite of rooms especially designed for the display of suites 
and these are used permanently for this type of display 
except when it is found necessary to use them for set-ups 
in specific instances when we must put in an office suite 
and build up necessary properties after the manner of the 
stage manager We use these rooms for such specific 
purposes and we find that they have helped us materially 
in landing good orders for plain furniture where we could 
group it together showing exactly the items involved and 
stake. 


suites but 


the particular contact at These rooms, of course, 


do not contain all our the suites are always 
segregated and grouped together even on our main display 
that 


with our 


well as in the regular rooms set apart for 


This 


floor as 


purpose method has worked in well 


advertising 


Concerning the avoided 


subject of advertising, we have 
what we believe to be more expensive and leés productive 


types of advertising, that is to say, they would be more 


expensive because they are not productive of immediate 


results, and confine ourselves to those types of advertising 
which we do have confidence in. We do newspaper ad- 
the hands of a regular adver- 


work is 


and our work is in 
The 


mail. We constantly do 


vertising 


tising agency most effective advertising 


direct by a large amount of this 
a catalogue and send out once a month a sixteen 
business We 
bill-boards and car cards as being not suited 


o the type of business we do 


and issue 


age publication which covers our entire 


I 
have avoided 


good use of all the advertising literature that 


e manufacturers send us. The exact use depends upon 


the type of the advertising piece. Some of the smaller 


pieces we simply use as envelope stuffers to go out with 


our statements and letters. Other pieces we use for direct 


mail purposes and follow up with a call by our salesmen 


Still other pieces are worth a special circular letter accom- 
panying and many are used in this way, for we believe 
that it pays to use all the literature which the manufacturers 
is suggested that manufacturers should 
have their advertising literature prepared by agencies who 


will furnish It 


are familiar with the retailers’ standpoint because manu- 
facturers lose a large amount of advertising value in poorly 
prepared advertising pieces. 
Department Increasing in Importance 

Undoubtedly our furniture department is increasing in its 
relative imiportance to the rest of the organization because 
it helps to make us a complete office outfitting establish- 
ment. Customers come to us for furniture and we are then 
able to their printing, lithographing and miscel- 
We believe that this tendency to 
concentrate buying is increasing with the general public. 
When we make a sale of office furniture, even though it 
may only be a desk or a chair, our salesman follows up 
the complete installation of the article and is frequently 
able to pick up additional business for items which the 
customer This 
order to see that everything is all right pays well in its 
psychological effect on the customer, showing him that 
our interest did not stop when we made a sale and had his 
check. We let no grass grow under our feet and keeping 
in touch with him means getting new business. Our sales- 
men are out on cold canvass work all the time. Then our 
handling the manufacturing line such as 
printing, lithographing and so on, turn in to the furniture 


secure 
laneous stationery items. 


overlooked. action of following up the 


men who are 
men, prospects for new equipment which they happen to 
The furniture men in turn give tips to the man 
We watch newspapers 
for announcements of new offices, keep in touch with build- 


meet with. 
in the manufacturing department. 


ing managers for new tenants and removals, or changes of 
location within the building and secure from our Chamber 
of Commerce each month a list of new investors which 
We utilize every source to get in 
the result that 


little difficulty in getting new business from time to time 


have come into the city. 


touch with sales prospects with we have 


and we try to give service which holds old business as well 


as attracting new. 

















WALNUT FINISHED TYPEWRITER DESK (NO. 731) 
MADE BY THE EVANSVILLE DESK COMPANY, 
EVANSVILLE, IND.—Desk is 32 inches deep 
and 54 inches long 
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Location and Arrangement of the Office Furniture 
Department 


Being Some Comment on the Better Ways of Handling the 
Office Furniture Lines. 


States have shown 
a little courage in the deve! 
departments rhe 
sale of office furniture through stationery dealers is now the 
vears ago it was regarded 


in experiment and warmly opposed by many who have 


an obstacle which 
in the early days 
stationers—was lack 


stationery stores 


handling bulky 


small items con 


usually m a narrow 


line such as othes 


THE LEFT , COM 
“ARLE SEAT FOR HIS 
HONOR \ judge's ct 
by the Conrades M 


ng (‘Company 
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Lyvor Met Pro 
Aurora, I 
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THE FIRST STEEL 
Jamestow 
presented by cour 
ented. The desk was 
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furniture seemed exceedingly hazardous, but little by litth 


and one by one, dealers have succumbed to the lure ot 


fine furniture and have added it to their stocks, making 
shift somehow to find room where there was none betore 
Additional space has most usually been rented, in most 
cases contiguous to the main establishment, and stocked 


with office furniture. Early in the dealers’ experience when 
they were making many mistakes and had not reduced 
the handling of office furniture to any sort of order or 
principle, there were many discouragements 

The subject now is becoming fairly well known and its 
principles are rapidly being established 

One thing which has been discovered ts that othce turm 
ture is ike fountain pens and other merchandise which has 
attractive appearance among its recommendations it must 
be shown betore it can be sold \ tew vears azo a good 


many dealers figured that they could sell from photographs 


and catalogues, the same as many feel that they can today 
sell office machines and the like trom catalogues lt was 
soon discovered that people did not buy a desk trom a 
picture but they wanted to see the desk Chev wanted 
to pull out the drawers. sit in front of it, look it over and 














ROLL TOP DESK This desk was made 
\ . predecessors of the Art Metal Const t 
tesy of Art Metal. in whose recent brochure rT} 
ide for the State House at Boston Mass 

















IMPRESSIVE WINDOW DISPLAY OF 
STEEL DESKS IN THE WINDOWS 
: -—_ 


attracted muctl ittention rea 


Al 
* WEBER 
effect 


on of its mass 


the background 
eel emselves ssessors etore they ought (One ol 
thie principle there! ( hus established was, ‘show 
e goods ind to t s d lealers have ween torced t 
di t mat expecdients Some have a floor above the mait 
f S e are ble i connecting rooms on the 
I ile i tew ware hous« s and show 
s s¢ irate b ding 
Anothe ciple discovered was that it takes work to 
ild i ( rniture siness. Window displays help 
i ally é e all other forms of advertising are meas 
ably usetul, particularly direct by mail advertising, but 
there S ot ne con parable I a caretul study ot the oppor 
( r sell vw turniture tron day to day together 
\ i cnerae¢ c staft salesmen, either one or several 
I un ¢ \ rospects a nduce them to come t t 
show roon ind examine the goods 
Che third principl vhicl is been established 1s tha 
while great inv people, in fact most people, say they 
int a oderate priced ce sk I chatr. by no means il ‘ 
them mean it The third principle may be summarized 
the: per! ips i this way \rrai ge your Stock so tl at the 
customer may see the finest pieces first; make it easier for 
n to study and test and understand the excellence of fine 
rniture.’ In many cases he will buy that kind when he 
riginally intended to buy something cheap 


hese are not all the principles which have been estab 
lished t perhaps they will do for us to think about ttle 
> 
Campaign for Clean Desks 
By C. M. Littlejohn 
N CHI Navy it ts Clear Decks for Action.” ly the 
omce 1 SI la slogan sh« u d be entore ed, to cleat de sks 
or efficiency, and the prevention of brainstorms in look 
g tor papers The West Made Desk Company, of the 
I Coast, however, is creating a clean-desk conscious 
ss throug! s campaigi clearing out useless storage 
] iro the omnes desk t illow room tot action 


Here endeth the Annual Special Office Furniture 
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STEEL AND WOOD FILING EQUIPMENT AND 
& CO., SAN FRANCISCO. This striking display 
ind interesting character. Note the two large signs in 


and the beauty of the office equipment, with its neat lines, 


to shine through. 

This desk the West 
recently just a touch of humor the illustration of a 
janitor shoveling out dead paper junk from the “innards” 
of a roll-top desk, and the legend of the ad beneath this 
picture was, “They cut rents this way.” The pointed shaft 
was aimed at that Jaisses-faire in some decadent offices, of 


well known company of showed 


with 


osing businesses, where the penny-wise, pound-foolish pol 
icy of using the desk for a storehouse of dead matter that 
ought to be filed, that ought to be stored, that ought to 


be burned, was assailed. 


That desks should be personal business tools, and not 
storehouses for dead matter, was strikingly pointed out by 
the West Made Desk Company, since “live office space is 
valuable, storage cheaper.” 


Newspaper space reached the layman, the business man, 
the user of desks everywhere, who were urged to refrain 
from cluttering up the valuable, live office space, with a 
hodge-podge of papers, mislaid in mouldering piles, and to 
save rent by taking the necessarily cheaper space of a store 
room, to place papers in either files, or waste paper bas- 
kets, if need be, so that only current papers and documents 
would be retained temporarily while in transit through a 
line of “action,” on the clean-cut desk, which would show 
the construction quality, and the pride of manufacture which 
the producers had placed therein, and fit admirably into the 
cficient office. 

Eprtor’s Note.—Um-huh! We cordially approve the orderly 
desk free from everything but the inkwell at five o'clock. If 
there weren't so many things to do that have to be done—if there 
weren't so many questions to answer—if we had a battery of 
private files and a place to put them—if we had any idea how 
to index such files to cover every conceivable subject—if 
everything that comes in could be handled the day it arrives 
and nothing be held “pending’”—if we knew of a system to 
cover accurately the subjects that go over, through and past 
this desk and had the time to work it if we knew it, our desk 
might be as clean as a dew-washed daisy As it is, we haven't 
the habit. When we want something, we dig—and almost 
always find it 


of 


Section 


O fice Appliances for June, 1928, a reading of which must 


impress one with the 


importance of the office Furniture Industry. 


rapidly growing volume and 


Many 


} the leaders in this Industry have here 


offered suggestions on selling more office 


furniture with a 


living profit to 


dealers and increased and endur- 


ing satisfaction to customers. 
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. 2 Pad and Pencil 
always there when needed 
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The HEL O PAD is proving to be one of the fast- 
est-selling office specialties on the market. Con- 
venient in homes, too. 





i ln. 


New Profit Maker! 


IPS of memory how staggering must be 
the total if their cost to business could be 


HEL O PAD prevents errors and losses of 
and money by making pencil and pad a 

nanent part of the telephone It’s simplicity 
lust set the telephone on it. No clamps, 


ws wr bol 


Write for our liberal dealers’ proposition 


> The Hel O Pad Company 
\ Dept. A. Cumberland, Md. 
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(Illinois Booksellers—Continued from page 48) 


activities. His knowledge is constantly being broadened as 


to the best methods of modern accounting. 

Attendance at store meetings should be stressed as a part 
of the job. Interest will thus be sustained, a spirit of 
co-operation fostered, knowledge gained and sales increased. 
A salesman’s judgment is no better than his information. 
When the boys and girls in the store begin to take an 
interest in their jobs, the jobs will soon take an interest 
in them. Charles M. Schwab once said: “The ability to 
sell goods constructively is mankind's most valuable talent 
and is a surety of protection against the pinch of economic 
distress when other men are down and out. The motive 
power of any business is sales.” 

The costliest thing in business is turn-over in customers. 
Fight hard to keep the old customer—he pays the rent. 
Don’t let him be poorly sold nor inefficiently and indif- 
ferently served 

Take advantage of the national advertising which the 
manufacturers are doing and tie up your sales activities, 
window and stere displays and store advertising with the 
national publicity designed to achieve a wider demand for 
goods. National advertising is worth to the dealer what 
the dealer makes it worth to himself 

Few sales are made “sight unseen.” To show the goods 
is the initial step in tempting the buyer. Displays that 
remain unchanged week after week are a sign of stagna- 
tion. “The progressive, successful merchandiser keeps a 
new, fresh stock to sell by the aid of frequent turnover; 
educates his clerks to sell; displays timely merchandise; 
uses a couple of good men on the outside selling direct, and 
ties in with the manufacturer’s national and direct-mail 
advertising.” 

‘Advertising for the Retailer” by Willet F. Switzer of 
the P. F. Volland Company was the final address of the 
session. He suggested the division of the dealer's adver 
tising appropriation according to the following percentages 
30 per cent, newspapers; 50 per cent, direct mail; 10 per 
cent, window displays; 5 per cent, posters, and 5 per cent, 
miscellaneous 

The session adjourned at 3:30 p. m. and members and 
their wives were taken by automobiles to the new, mam- 
moth plant of the P. F. Volland Company, where they were 
inducted into the mysteries attendant on the manufacture 
in colors of high-grade calendars, gift and greeting cards 
books, pictorial reproductions, etc. Afterward tea was 
served in one of the rooms of the Volland plant. 

In the evening there was an enjoyable dinner dance at 
the Woodruff hotel to the music of an orchestra supplied 
through the generosity of Hall Brothers of Kansas City, Mo. 


Wednesday’s Sessions 


Che morning was devoted to two special group sessions 
one to Books, under the chairmanship of Will H. Johnson 
Bloomington, and the other to Office Supplies, under the 
direction of D. S. Hansen of Moline. 

In the former group, Fred Greenwood of Chicago spoke 
Book-a-Month Clubs; Fred H. Tracht of Chicago spoke 
fetween Publishers and Dealers in Text 


on 
on Relations 
Books; Frank D. Garland of Champaign discussed Rela 
tions Between Publishers and Dealers, and James H. Fos 
ter, Monmouth, spoke on Book Sales. Each of the fore 
going addresses was discussed by members 

The group devoted to office supplies took up the answers 
to a questionnaire sent to all dealers in the state and quite 
freely responded to There were twenty-one questions, 
the replies to which may be summarized in percentages as 
follows 

Of the dealers who responded to the questionnaire 7/ 


per cent carry filing equipment and office furniture and 23 


do not; 35 per cent departmentize this business 


per cent 
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v Victor continues to pioneer! Builder of the first 
° pee standard adding machine to sell at $100, Victor now offers 
p10 standard adding machines at $75, $100 and $125, for 6, 8 and 
The 10 column capacities — with direct subtraction at no addi- 

tional cost on the “Eight” and the “Ten”—a low-cost, high- 


quality adding machine to fit the needs of every type of 
business. More than 130,000 Victors now in use. 


VICTOR “6”... $75 
new “8”... 100 
new “10”... %125 


Three capacities—all with Victor triple visibility: on 
keys, tape and adding dials. Guaranteed by the manu- 
facturer, serviced by 1200 authorized representatives. 


VICTOR ADDING MACHINE COMPANY 
3900 North Rockwell Street, Chicago 
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THESE COLORS 


Green 
Red 
Blue 

Blue Crackle 
Red Crackle 
Green Crackle 
Walnut 
Mahogany 





And then there is little to 
explain when demonstrating 
the Royal Portable—no ad- 
justments to make—no 
special devices to describe 
—all the operating conven- 
iences of the large Royal. 


Summertime, when thoughts 
turn to the out-of-doors and 
COLORS become the vogue, 
your portable typewriter 
customer also follows the 
mode in colors. 


This is the time to look at 
your portable window and 
stock with the eyes of your 
customer. Note how his at- 
tention is drawn to the bright, 
popular colors of the season 
so carefully and faithfully re- its compact, rigid, sturdy 
produced in lacquer finishes of form and find it so snug 
Royal Portable Typewriters to stow away during the 
The customer notices this camp or auto trip 


\Vacationists will respond 
quickly to your presenta- 
tion of the Royal Portable, 
especially when they see 


Everybody Wants One! 


~ The Royal Portable ~ 
Dealer Sales Policy 
makes selling easier. 
Write us for par- 
ticulars. 





ROYAL TYPEWRITER COMPANY, INC. 


316 Broadway New York 
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‘ent do not; as to hether or not it is practical 


to concentrate on lines named, the following answers re- 
sulted: inks—yes, 62 per cent; no, 38 per cent; pencils— 
ves, 48 per cent; no, 52 per cent; blank books—yes, 86 per 
cent; filing supplies and cabinets—yes, 82 per cent; no, 
18 per cent; office furniture—yes, 75 per cent; no, 25 per 
cent. 

Seventy-one per cent of the dealers said that peddlers 
ind brokers interfere with their business. A majority re- 
plied that about 43 per cent of their business is made up 
of office supplies and furniture. Turnover on these items 
was placed at 3 to 4 per cent, but some claimed more 
\s to overhead expense in the office supply and business 


turniture 


cent a 


department, the arrived at was 27 


igure wl 


average per 


1ich most of those present at the meeting 


seemed to regard as too low 


Sixty-one 


racts by n 


per cent of the replies declared national con 


anutfacturers detrimental to dealer business 


Ninety-four per cent claimed they found jobbers selling 
to consumers at wholesale prices, and 75 per cent found 
them selling at retail prices 
Sixty-six pet ent of the dealers answering sell type 
ters iding machines, duplicating machines, etc., and 
ere almost unanimous in stating that their helps from 
unufacturers are satistactory Only nine per cent were 
it satished with their manufacturer helps 
Do typewriter ribbon and carbon manufacturers sell 
ge dealers d consumers direct interfere with your 
us Ss Ve 0 per cent; 10 per cent 
Six x per pay their office supply salesmen sal 
1 ( s s and bonuses took care of the re 
al Che gures here were not absolutely clea In 
sales city salesme 25 per cent credited 
( territor 66 per cent by individual sales, and 
” ‘ < ers 
1 1 I the dealers reporting favored na 
ul le enabling manufacturers to control resale 
1c¢ 
~ s¢ pe ent asserted that customers dé not 
1s int privileges 
\\ g t the suggestions tf fountain pet 
di the dealers reporting wert 
) ted g intees on fount ‘ and 
S t} ‘ ilé Yes oh per ‘ 
4 \ its discont 
‘ c¢ 
_ ( tg ] = % dra re i 
ré | g and selling direct 
é va ( is pI t ible 
_ t e «ce ting declared t \ d 
i ‘ < ne statione \ i 
‘ bette ( 
0) per cent apy 
s tne ft ow \ iw 
deale ture scus 
d there 
] 
> sri 
eq yrnie t 
‘ ed 
If i p< Ss re 
he d ers, enabling depa 
cost r advertising 
\ ‘ ‘ s at alers ‘ 
Aine | < t ved S itters shi wing \ 
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F a 
Invite Dealer Co-operation 


Because they are nationally known and have 
been distributed by Stationers for more than 
thirty years as a profitable line to merchandise, 
coupled with the tremendous market waiting to 


be supplied. 


PURITAN FLAT CUPS 


are made in two styles, Waxed and Unwaxed, 
white in appearance, convenient to drink from 
and meet every requirement. 


PURITAN ROUND CUPS 


are faultlessly made, attractive, with a smooth 
rolled brim, delightful to drink from, absolutely 
safe and sanitary. 


PURITAN DISPENSERS 


are furnished in attractively designed metal con- 
tainers for the Puritan Flat Cup and in nickel 
plated die cast fixtures for all of the standard 
sizes of the Puritan Round Cup. 


PACKAGE GOODS 


are supplied in 
Puritan Packs and 
Puritan Packages, 
attractively designed 
two color packages, 
that offer a simple 
and convenient form 
for Stationers’ dis- 
ribution. 








Prices with free samples without obligation 





THE AMERICAN PAPER GOODS COMPANY 


KENSINGTON, COWN.. . . . .. . . . CHICAGO, ILL. 
SALES OFFICES: NEW YORK - BOSTON - SAN FRANCISCO 















tt lt et tage 
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Wi: sav in our national 
Ti-con-der-oga advertise- 


ments of this figure of 


ETHAN ALLEN 


that it identifies the Gen- 


uine Ti-con-der-oga box. 


Genuine is a word that is 


most properly applied to 


DIXON’S 
TI-CON-DER-OGA 


America’s favorite 


five-cent pencil 


Pencil Sales Dept. 98- J 


JOSEPH DIXON CRUCIBLE COMPANY 
JERSEY City, N. J. 


rents, salaries, etc. The answers showed fair business con- 


| ditions predominating. Better business would result from 


reducing excessive overhead, speeding up the turnover, get- 
ting better prices and reducing inventories. 
Final Session—Wednesday Afternoon, May 9 

The session opened with an address on the Stationery 
Business by Sidney E. Collins of the Automatic Pencil 
Sharpener Company, Chicago, governor of the Sixth Dis- 
trict of the National Association of Stationers, Office Out- 
fitters and Manufacturers. Mr. Collins made a capital 
speech which was one of the outstanding events of the 
meeting. Following are the principal points as they appear 


in the reporter's longhand notes: 


Mr. Collins entered the stationery business thirty-eight 
years ago May 5, and has been connected with the busi- 
ness continuously ever since. There is nothing the matter 
with the business, but something is the matter with some 
stationers. Stationery makes contact with every business 
and every individual from the cradle to the grave. Most 
stationers spend too much time on details when they should 
leave details to others and devote themselves to planning. 


| He related how, when he was with Cameron, Amberg & 


Co., he was commanded to plan instead of doing detail 
work, and how, as a result, window lights and better win- 


dow trims brought sales from the windows from the small 


sum of $40 a day up to $500 a day. Price all goods in 
windows and don’t put in too much. He found that trims 


of a few articles sold five times as much merchandise as 


trims of many articles. Keep a simple stock record and 
have the clerks bring it up to date the first of each month. 
It will increase turnover and eliminate dead stock. Study 
catalogues and oblige clerks to do so. Invite manufac- 
turers’ representatives to address the salespeople on selling 
their goods 

Arrange goods so that clerks will find it easier to show 
the more expensive merchandise first. It sells, as a rule, 


quite as readily as cheaper merchandise, makes a better 


| satisfied customer and brings in more money. Remember, 


the satisfied customer is the one who comes back for more. 

Do not give discounts. The first year after Mr. Collins 
persuaded the retail stationery house with which he was 
connected to discontinue the practice, they showed larger 
sales and made more money—and didn’t lose six per cent 
of their accounts. There is no money in giving away 
profits. 

Many outside salesmen are of doubtful value. In early 
manhood he was sent out with a catalogue, said Mr. Col- 
lins, and told to sell goods. He worked desperately for 
two weeks and sold nothing. One day he met Rube Bax- 
ter, who advised him to carry samples. Buying a grip 
from a pawnshop for two dollars, Mr. Collins filled it with 
samples from the store and started out. The grip was 
heavy, but he was a strong young man and doubly deter- 
mined because he wished to get married At the end of 
twelve months he had sold $51,000 worth of merchandise 
from that grip. He acquired the sobriquet of “Sid, the 
Peddler,” but he made contacts with many of the most in- 
fluential men in Chicago and aided in building up a most 
valuable clientele for his employers. 

It is advisable for the dealer to work outlying business 
districts. Central districts are usually overworked while 
outlying districts are neglected. 

Stimulate salesmen to make more than one sale to a 
customer. Offer prizes to those who make the best records 

In conclusion Mr. Collins made a strong appeal to Illinois 
dealers to join the National Association 

“Uncle Sam—Your Greatest Salesman” was the title of 
a fine address by Irving L. Marsh of the Addressograph 
Company, Chicago. Mr. Marsh brought out the following 


points: 
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MISTAKE HUNTERS) 


Stop all this worry — use a Monroe 


NSWER this one. How much time 
A is spent in your office looking for 
mistakes in figures? How much does 
this time cost you? What return do you 
get on the money you spend in mistake 
hunting ? 

One question more. Why not cut 
out the expense and the strain and the 
effort of guarding against mistakes in 
figures—and looking for the mistakes 
that can’t be avoided as long as any 
part of the work is mental? The 
Monroe Adding-Calculator will do 
all this and more for you. 


One simple machine 
for all your figure work 


The new Monroe is the 
machine for «// the figuring in every 


Series 3 





HIGH SPEED ADDING-CALCULATOR 
MONROE CALCULATING MACHINE COMPANY, Inc. Orange. New Jersey 
Sales Offices and Service Stations in all principal cities of the United States and throughout the world 


office—the adding-calculator of uni- 
versal use. 

It divides, multiplies, subtracts—as 
easily as it adds. 

Ic will figure your invoices, payrolls, 
costs, inventories, estimates, percentages, 
commissions, interest charges, ratios of 
turnover or depreciation, without the 
necessity of setting levers to change 
from one mathematical operation to 
another. 

Automatic visible proof, step by 
step, eliminates re-checking. 

Your own figures 

are the best test 
Let’s see what a Monroe will do with 
your figures. We'll put the Series 3 in 
your office and show your clerks how 


to use short-cuts that have been worked 
out in businesses similar to yours. No 
obligation whatsoever to buy if you 
don’t think the Monroe will save you 
time, money 
and labor. 
Just use the 
handy cou- 
pon. 


New! SERIES 3 
Monroe Adding-Calculator 
with full automatic diviseon 


Send! 


This coupon 














MONROE CALCULATING MACHIN: CO... Inc 
Orange, New Jersey 


I should like to try my own figures on a Series 3 
Monroe in my own office, with the understanuins ; 
that the trial does not cost me a cent or obligate : 
me to buy. 


Name 
lr irm 


iddress | 
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terri cally 
gruelling~ 


yet just an incident in the day’s work 


HE DEMANDS which modern business 

I makes on power, strength, speed and en- 

durance would have been judged prepos- 
terous a decade ago. Today they are taken as a 
matter of course.and pass almost without notice. 

Even in the less conspicuous details of busi- 
ness is this true. Record and correspondence 

yapers, for example, are now subject to vastly 
arder wear and tear than ever before. 

The intense speed of modern affairs, the gen- 
eral use of mechanical recording devices, the 
tremendously increased amount of handling,— 
all these crowd into a single month what former- 
ly was considered a lifetime of use. 

To stand the gaff, to protect the vital facts of 


business, many records which are not to be pre- 
served permanently—even some which are to 
be kept only a few years —must now have the ex- 
treme endurance heretofore associated with 
permanent record papers solely. 

The endurance of records is no longer 
measured by time alone,— wear is oftentimes a 
more important factor. 

For 79 years, L. L. BROWN papers have been 
the acknowledged standard of supreme endur- 
ance, and the most widely used for permanent 
records. You will find them more satisfactory 
and more economical not merely for records 
and documents which must last indefinitely, but 
for uses requiring extreme resistance to wear. 


L. L. BROWN PAPER COMPANY, Adams, Mass. 


Distributors in all principal cities 





ROWNS 





Ledger, Linen and Bond Papers 


i) ..+ papers of SUPREME quality — L. L. BROWN'S—are made of WHITE rags 








th 





/ Brown's ADVANCE GREYLOCK GREYLOCK Brown's Brown's Linen 
Liven Lepecer Liven Lepcer Loven Lepoer Linen Lepcer Fine Cream, blue; weve, 
White, buff White, buff, blue White, buff, blue Pl may eed White, buff. blue, pink laud 1949 
Apvance Bonp Creviock Bonp Brown's Linen ADVANCE AND GREYLOCK Brown's Manuscript 
White, buff blue. pink W hute Tyrewrrrer Parers Trpeewrrrer Parers Covers 
Tae Mana oF Qvuaurtr 
tO - —_— <5 


A ag Rg gg ag 
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Merchants are either progressive or reactionary; they 


look torward or hive in the present; they go ahead or wait 


thev build or watcl lo advance the dealer must analyze A BRIG H | SPO | 
i l influe: nd 


luence and increase its scope and range. He is 










e center ¢ i series of concentric circles including old IN SUMMER SELLING 
stomers, new customers and a widening influence. Adver 

ising breaks down sales resistance 3ut advertising by . 
ul is not always selling by mail There is a difterence Chinese 


Ar intelligent and « mprehet sive sales plan is necessary Red 
efore availing oneself of the service of the gray-clad sales Handle 


1 to whom n dy is ever “out 
. . , 
Advertising reaches evervone selling reaches only s« 
lected lists. Here the speaker outlined the classifications 


hicl } ' | ' 1] ] ted li y let ' j the 
ch snouid ake U] i well-selected Maling ust ane the 
sources from which such a list may be expected to come 


In selling by mail be vourself; seek to serve; try to get 


he buyers viewpoint; be certain of correct addresses; look The 
appearance of matter be definite: write as one humar VISIBLE 
eine to anoth he nersistent Feature 
\ processed letter is perso! ilized by the recipiel t's name Lifts it Right 
the superscriptior Postcards are effective and bring Out of wae 
igger results than other methods in proportion to cost Competition 
[he remarks of Mr. Marsh concluded the formal ad Lustre-Black 
| } 7 ‘ . _ 
resses The final business f the convention, including Frame 
' tee reports, election of officers, etc., were next taken 
These events ré reca ate at the eg re of 
t Ss report 
6:30 to 7:30 there was a band concert the na 
< | s, the Joliet vnship ligh Scl | a 
‘ ; vinners the hat e 


Annual Banquet 


| s event t K place Wednesda evening at the ( 
, , ge ee 

ot Commerce al d was largeiv attended Wilhan I 
Greenleaf of The Carter's Ink Company, Bostor was 

tr ' na } mri ; ‘ . na ron 

is ist a 1 tne f | il speaker was Judge Marcus 
} ; } } | " ry 
inaugn « \ hicago, wh spoke convincil gly on ¢ me 
’ : : 

‘ s and the cure rie vas tollowed in an eloquent 
speech Dp‘ e Rev Mr M rherson o loliet (the speak 
ers 11 uded irrv | Chumil fred. Greenwood. Charles 

> 

ett athe tne ass t an¢ others Re \ ks 

i" , , , , 
ST, | ne } rec { et vood vere t aucet 
< go tire rte é ers eSé t 





[ é s mle - ed Greenwood, Pres 654321 
Gree Rev. Mr. McPherson, Mrs H IANO 
Marauis and Secretarv-Treasurer ( H Marquis Impression of Figures 


Ae the beginning of th unquet Miss Lois Delander of Novel, colorful finish plus the Visible Feature make 
a ORME Betas ts fetta, ae a Americans’ the customer's choice. Made in 3-move- 
rr fs ee , ment and 9-movement models. Popular price, big profit 

tire pplau margin and full guarantee make it pay to sell: 


: Hara Ba : oe ~ | AMERICAN VISIBLE 


NUMBERING MACHINES 


seek i By the Makers o/ 
: . ‘*AMCODATER” 

The great little desk : —— m with the sharp metal 

" figures and the tong iife li-mectail con- 
| kab | | | wp Sant eclera; Chinese Red or Jags Goean fo: 
n Retail 

, aoe ae 7 ag Pe ing a = American Numbering Machine Co. 

- anti - ” 224 Shepherd Ave., Brooklyn, New York 
4 C mW . CHICAGO LONDON PARIS 
M k, Miss EI ; Canadian Agents — ee 


a a S. S. STAFFORD CO., Ltd., 146 King St., W., Toronto, Canada 
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| |*TRANSROUR”|} Paseo awar 


<3 —— 
T. J. Amberg 


: Theodore J. Amberg, president since 1918 of the Amberg 
771 Carbon Paper File & Index Company, 1400 Fulton street, Chicago, IIL, 
passed away at his home, 544 Melrose avenue, Chicago, on 
May 5. Mr. Amberg was a native of Mineral Point, Wis., 
and was in his seventieth year. He was a brother of W. A 











be 











Amberg, the “father of the filing industry,” and of J. H 
Amberg of Cameron, Amberg & Company, Chicago sta 
thoners 

Mr. Amberg was a pioneer in the filing industry, being 


associated with his brother since the eighties. 








The Amberg File & Index Company was founded by 
W. A. Amberg in 1868, and was the first in the industry, 
being followed eight vears later by the Library Bureau 








the second oldest concern in the filing field. Theodore J 
Amberg has seen the progress of the filing industry from 
the flat file stage through the development of wood, and 
finally of steel filing equipment He was instrumental in 


piloting the concern through such serious periods of general 





y depression as the years 1893 and 1907 

—— \ Mr. Amberg devoted his time almost exclusively to the 

TY = —— business, being at his desk early and late Hie was very 
‘ democratic in his relations with those working with him 

and inspired great confidence and loyalty on their part. 
Nearly one-fifth of the company’s employes, which total 
considerably over a hundred, have served an average of 
thirty years. One of his hobbies was the Chicago Cubs 
baseball team. In the world war he lost a son, William 


who is buried in France. 





No. 1. Very tough, clean and 


durable—exceptionally fine for His oldest son, Arthur, remains as vice-president and 





le A Revolutionary Idea 


one copy at a time. general manager of the company, while another son 
Paul G., is Eastern division manager \ third son, Harold, 
No. 2. Standard, clean corre- is attorney for the First National Bank of Chicago 
) spondence carbon, for use up to Funeral services were held Monday, May 7, in Our Lady 
4 copies. of Mount Carmel church, and burial was privat: 
No. 3. Medium weight and fin- 7 
ish—designed for clear mani- Count Alexander von Castell-Rudenhausen 
folding up to 8 copies. Otfice Appliances announces with regret the recent death 
of Count Alexander von Castell-Rudenhausen, for many 
No. 4. Featherweight—for heavy vears head of the A. W. Faber organization in Europe and 
manifolding of more than 8 
copies. an important factor in the pencil industry The great or 


ganization he built up will be a monument to his memory, 
and he will live in the hearts of all A. W. Faber people here 


as well as abroad 


In this manner the typist iar 

O -Trrorm . 
“tf ae gg BOT cg - Mrs. Edward P. Shapiro 
e icient y mant- Mrs. Edward P. Shapiro, who with her husband has been 
folding requirement within operating the Bankers Carbon & Ribbon Company, 4241 
the range of typewriters South Michigan avenue, Chicago, died on May 1 of peri- 


tonitis, following as a complication of pneumonia and 
. ic. pleurisy. Mrs. Shapiro had been in excellent condition up 
Write for dealer proposition to a short time before her death and had given birth to a 
° daughter on March 16 
Mrs. Shapiro was twenty-nine and one-half vears cold 


Before her marriage to Mr prunes on June 19, 1921, she 


Neidich Process Company | oc tisc‘srince noce carp. danstecr of 8: Carp of Carp 


Burlington, N. J. & Co., chain stores, St. Bailes net hous an extensive chain 


of general stores in Illinois and Missouri Since their 

oy. ° a 7 +’ . . . ge? ‘ age » She s ‘ > > : 3 “ago : *T) ror 
‘The Line of the Lowest Ultimate Cost marriage, the Shapiros have lived in Chicago, exc pt for 
; two vears at Miami Beach and Palm Beach, Fla Mrs. 


‘ 


Shapiro worked with her husband and did much to estab 
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The New 


Paper 






\ sgl 
. — = 


DIFFERENT FROM 


OUTSTANDING FPRATURES 


I—}000 staples without a stop 
_—Will net Clog 


of Staples 


I he new I 


or Jam 
grade stee! b 


—Lowest Cost 


i—AULTOMATICALLY makes a flat nitely It is 
wire staple 
+—Built to Last two pounds 
i—Neo Pounding Necessary rubber silence 
Fasy to Operate 
of a nuisance 
LIBERAI DEALERS DISCOUNTS 
TRY IT! 
Attractive Window Displays and 
Leaftets Furnished Grati« machine is g 


this kind t 


Eveready M 


Factory —~34 Southbridge St. 
Worcester, Mass. 


Announcin 


We 





Model ‘‘A’’ 


Fastener 





<A 





i The Stapling 
\ Machine Beautiful 


CO L & B28 


Olive Green 
Mahogany 
W alnut 


Retail 
Price 


$500 
ANY OTHER MACHINE 


BUILT FOR BUSINESS 


constructed 


VEREADY Paper Fastener is scientifically of high 
y skilled mechanics. With ordinary care, it will serve you indeh- 
attractively finished in enamel and nickel, weighs but a little over 
and requires a very limited space on your desk. It is provided with 
posts, which makes its presence on your desk a pleasure instead 
It will not scratch or mar the desk top. 


Every 


will send you a sample line for your inspec thon and trial 
Sell 


uaranteed and MUST MAKE GOOD, OR WE WILL! 


your customers, and weld their friendship. 


fg. Co. (of Boston) 


General Sales Office 
50 Church St., New York City 
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Pens—Pencils—Sets 








Pens and Pencils that 
Appeal to the Vacationist 


Those “dull” weeks in vacation time 
when many lines of business suffer because 
“nobody is at home” can be made harvest weeks 
for the dealer who puts in a window display of 


Conklin pens and _ pencils for vacation. use. 





Low priced, dependable, good-looking, 














these Conklin numbers exactly meet the 









need of thousands who all summer 
long will want a second pen or pencil 
for emergency use. 


THE CONKLIN PEN COMPANY 
Toledo, Ohio 


New York - Chicago - San Francisco 











The Conklin No. 3 pen- 
cil in all colers, $2.50 





The Conklin No. 31614 
set in all coiers, $6.00 











1928 OFFICE 


June 
lish the success of the company. She was well known and 
liked 

Funeral 
McCully and Ji 


among buyers in and around Chicago. 

were held May 2 at St. Louis. E. H. 
hn J. Mitchell of the Wallace Pencil Com 
Dearborn street, Chicago, accompanied Mr 
Mr. McCully and the Wallace Pencil 


wreaths The baby daughter is the 


greatly 


services 


Shapiro to that city 


Company sent floral 


only consol Mr. Shapiro has in his bereavement. He 
returned to Chicago broken physically and mentally greatly 
depressed and tor over tw weeks following his wife's 


death he was seriously 11] 


Mr. Shapiro's plans are not vet matured He contem- 


plates leaving Chicago and will probably go out of the 
ribl d business Before going into this bus- 
iness, he wa mporter of diamonds, sapphires, cameos, 
pearls d other jewels and had an extensive acquaintance 
among the w esale and retail jewelry trade. He thinks 


if poss} le he mav 2o to Europe and perhaps to the Orient 


to establis nmercial connections for future activittes in 
importing. He will probably go as soon as his health per- 
mits him to travel 
The late Mrs. Shapiro was an ardent admirer of gems 
ind treasured among her possessions a collection of dia- 
monds d sapphires and one of the finest collections of 
onvx and coral cameos in America 
+ + +} 
G. L. Barry 
George | Barry of Oakland, Calit., passed awav May 
26 las He had had a long experience in the office ma 
chinery held 1 enjoyed the affection of a wide circle of 
friends who join with the surviving relatives in sorrow over 
his passing 
Mr. Ba me nected with the Adding Ma- 
cl Divis the American Can Company Of late 
é is Wester division manager for the McCaskey 
Register ( \ His home was at 408 Arimo avenue, 
Oak] 
+’ + + 
Lieut. Frederick R. Buse 
Lieut. Frederick R. Buse, of the naval aviation service 
lost his life while on duty May 15. He was testing a sea 
lane enteres the Curtiss marine trophy races over the 
Pe " ( ibout fifteen miles below Washington, when 
the lane « e suddenly into the river A rescue squad 
ut out immediately to save the aviator’s life, but he was 
t dw e plane Some hours later the body was 
discovere agging, with his life belt broken, showing 
that he had been thrown some distance from the plane 
when it k the water Interment was at Arlington 
(_emete \Washingtor 
Lieut. Buse was the son of Mr. and Mrs. Henry W. Buse 
Ridley | Pe " He entered the Naval Academy in 
1916, and graduated as an ensign. In 1923 he took up 
iviathe ‘ time was attached to aircraft battle 
squad October, 1927, he completed a 7,000-mile 
uir t fiving m Washington, D. C., to Seattle, Wash., 
and re¢ eut. Buse was twenty-nine years old, and is 
survived | is parents, a sister, Elizabeth, and a brother, 
Willian 
Many | ince ( are friends of the father, 
Henry W. Buse, of the Remington Rand Business Service, 
l d etera tf the R ington Typewriter Company 
service Their deep sympathy goes to the parents in their 
great los ! the prime of youth, fine promise and 
c elle 
+ + + 
George E. Paddock 
George |} Paddock, one of the older employees of The 


Mich 


struck by a 


Richmond & Bai 


lowing a iccident 


kus Company, Detroit, passed away) 


He was Street car on 
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OPEN 






CLOSED 


Break into 
Big Business 


Some of the larger firms in your city 
can be developed into fine accounts 
if you get at them in the right way. 
Why not introduce yourself with 
our line of 


STEEL BOUND 
Storage File BOXES 


They are especially in demand among 
larger corporations, public utilities, banks, 
etc., giving efficient, secure service at low 
cost. Your handling cost is at minimum 
and every sale gives you a worth-while 
margin. 


Ten stock sizes are always on hand for 
immediate shipment. Special sizes in lots 
of 100 or more can be made up in a com- 
paratively short time. 


Let us tell you about the durable con- 
struction and economy of storage space. A 
line from you will bring full information. 


STEEL BOUND 
BOX COMPANY 


5039 Cottage Grove Avenue Chicago 


No. Long Wide Deep ' No. Long Wide Deep 
10 (Inches) (Inches) 

6 24 6 4 11 24 8', 5%, 
~ . 7 24 8 4 12 24 10 tal 
Stock s 24 9 4 13 24 12 10% 

| a 24 10! 4! 14 24 1s 10! 
Sizes 10 24 2 St, 15 18 12 12 . 
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Woodward avenue, almost directly in front of the company’s 
| store, and lived but a few hours after. Mr. Paddock joined 
the “Are-and-Be” organization in 1889 as a _ typewriter 
salesman Later he entered the manufacturing and sys- 
tem department as a draftsman. For the past thirty years 


he had made layouts of special accounting forms for cus 


tomers. He was so proficient that it was difficult to cor 

vince customers that the sketches were not machine ruled 
jobs. Few men can equal Mr. Paddock’s record for steady 
ittendance at his work over the past torty years iis entire 
lite was the exemplifcation of righteousness at ndness 





- + +- 
William Eberle 














} Wilham | rere passed away ecafriy nm Ma 
d a wholesale stationery store at 2776 | 
New York, N. Y., operating under his own name ¢ was 
i charter member ot the Stationers Square Cl 
interred under Masonic auspices 


' + + 


You Can Eliminate Mrs. Louise C. Hanson 


a. Mrs. Louise C. Hanson, widow ot the late ( H $ 
Ribbon Guesswork |. ie. sear ac itartiond! Wis, May 1. The family hom 


was at Evanston [11 ( H tlanson was 
pe , = ; e { H ! . Lompany the b i! 
he Suck Supreme [ypewriter device manutacturers of Chicago, which busines . eing 
Ribbon takes the guesswork out continued by his sons. Surviving Mrs. Hanson are thre 
of ribbons and ribbon selling. daughters—Mrs. Alice Moore, Mrs. B. F. Crawford and 
\Irs Rupert hry two sons tienry 3 and (¢ irles H 
: . th e sist 5 M ! ‘ \ k eisol M \f K 
Under day in and day out pound- : yer ag , 
’ : A 3 . Lcison and \l ss [da Holmes \la re ese es é 
ing—continuous typing—this rib- sacitichean dacicer tiene oanniedh , ah 
bon stands up, giving clean, sharp May 21 at Rosehill chap 
impressions and renewing itself 7? 9 
overnight. Lee C. Giles 
Lee Giles, advertising manager for Ditt pass 
The renewing process—ink mov iway April 28, succumbing to an attack of pne 
. ‘ c 2 1 his col cur d s \Ir vil = laved ol the l 
ing from one part of the ribbon : Ir. Giles | : . | 
. Chr ivo baseball te in 191 ind 191, Surviving ( > | 


to another—is what makes it so Gin Wie ck Sen S .ae. eee ail 


universally satisfactory eb + 
George W. Billings 





The Bucki Supreme ribbon :- Cicemin WO. Wiltiad Weliees Ringe - :, 
well supported by carbon papers Company, Auburn. N. Y.. passed away s 
of like quality—a most pleasing ized eighty-four. He was a native of Au 
combination for any typewriter the first thi r years of his business 
‘ : cantile lines. In 1896 Mr. Billings be ? s 
supplies department. , \ 
Superb Sta Pad Compa wi \ 
that usiness advance to prominencs 
0 te Aa pe by = sé 
sucKeve Pia or creating a suc- 
cessful oe and carbon depart- a ree Same 
—— \irs. Martha J. Kohler, who had bee 
ment. Ask us about it now the Burr-Vack Company, Chicago, IIl., passed awa fn 
iftter an illness of two months. She ts survived | ne sor 
and a daughter-in-law, and two grandchildre Mrs. Kohlet 
THE had charge ot the accounting and cashier depart t I 
BUCKEYE he track Stn 
+t + + 
1466-68 East Fifty-fifth Street George J. Cadwell, vice-president and sales mana 
CLEVELAND, OHIO Established 1896 the American Writing Paper Company —e —_ 
passed away at a local hospital May 18. He eturne 
from a Western trip. during which he 
He was born in DeWitt, Mich., in 1872; took 
) work at Hvde Park high school, Chicas ind graduated 
from the Universitv of Michigan Mr. Cadwell ined the 
American Writing Paper Company in I918, a vdvancet 
rapidly to the post of vice-president and sales manager 
= ee ——— a His widow and one sister survive 
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NEW! 


‘The Sengbusch 


Ideal Junior Moistener 


APPLIANCES 








ERE’S the newest addition to the 

fast-selling Sengbusch line —the 
Ideal JUNIOR Moistener. A small 
edition of the famous Sengbusch Ideal 
Moistener, it’s designed to capture the 
volume business of those who want 
an efficient moistener for light work. 


Stock this model, along with the 
larger Sengbusch Moistener. The 
great demand for the large size 
model has established a nation-wide 
market for this smaller number. The 

















Illustrated actual size 
— 2% inches long by 
2% inches wide. Made 
of finest quality pure 
white china. Will 


last a life- 
ae 
Price each 


same sensational sales success en- 
joyed by the large Ideal Moistener 
will be repeated the moment your 
customers know they can get a small 
size Sengbusch Moistener. 


Order your stock of Ideal JUNIOR 
Moisteners now. The remarkable 
low price assures quick turnover, 
big profits. There isn’t a customer 
who enters your store that isn’t a 
prospect for the Junior Moistener. 
Dealer helps furnished. Order now. 











Sengbusch 


SELF-CLOSING INKSTAND COMPANY 


615 Sengbusch Building 


MILWAUKEE, WIS. 
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LOWEST-PRICED ON THE MARKET 


SPELSTENER. 


‘BABE 


$ Each 


List 





Preferred 
COLORS 0 
for OF FICE and | 









HOME 
BLACK -— BLUE 
GREEN — ROSE 

MAHOGANY 





Beauty Comes to Business and 
MORE BUSINESS TO DEALERS! 


Meet “Babe”—the newest mem- wants it. Everybody who tries 
ber of the Speed Fastener family “Babe” buys. 

in colors. Attractive colors for “Babe” is the only popular-priced 
rapid turnover! Low price for stapling machine in colors! Its 
big profits on every sale! low price makes everybody a pos- 
The public is “beauty conscious.” sible customer. Its beauty makes 
It wants things of utility “dressed everybody come in. Its superior 


up.” Color gave an ‘ service makes them 
added sales impetus to SPECIAL FEATURES come back! 


pens. To toothbrushes. of “BABE” 


Let the new, beautiful 


To kitchenware. And 
now to a stapling de- 
vice! “Babe” combines 
all the Speed Fastener 
mechanical perfections 


Low price; attractive col- 
ors; tiniest yet sturdy; 
can be hand-operated ; light 
weight (8-oz.); side indi- 
cators; stop gauge; rubber 
feet; non-clog; takes thin- 
nest staples; binds up to 


“Babe” be a thriving 
number for you. Place 
a trial order now. Get 
your share of 


that men demand with in” Bam cae | @8G "Ee 





the lovely colors oA speedy use. business 
. ) st f " BUSINE SS— d . 

women admire. Every- § yoywr, Kt right from 

body who sees “Babe” the start! 


40c M. List. ~“ 
‘BABE” Staples, 


Every staple strikes 
home and holds with 
a bull-dog grip. Packed 


PARROT SPEED FASTENER CORP. 


388 Broadway, New York, N. Y. IM te bes, 10M. to 
carton. 
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Pittsfield Paper Mill in New Ownership 

The Berkshire Hills Paper Company’s mill at Pittsfield, 

Mass., has been acquired by 

be operated as the Eaton Paper Company. 


a new organization, and will 
The Berkshire 
plant had been in difficulties, and was shut down. Many 
bondholders were local individuals of small incomes, 
to take a loss on their holdings. Arthur W. 
] Pike Company, 


of the 
not situated 
president of the Eaton, Crane & 


to preserve the industry for the city, 


Eaton, 
worked strenuously 
and after long negotiations brought about the organization 
of the Eaton Paper Company rhe mill will manufacture 
papeterie stock which the Eaton, Crane & Pike Company 
has been buying from mills outside the state. The com- 
pany will continue as in the past to be sole manufacturing 
agent of the Crane paper mills at Dalton, Mass., converting 


flat stock into papeteries, etc 


The officers of the Eaton Paper Company are: Arthur 
W. Eaton, president; Henry J. Guild, formerly vice- 
president of the Eastern Manufacturing Company, Bangor, 


William H. 
Tobey, as- 
with 


Me., vice-president in charge of operations; 
treasurer; John R 
R. Norton, clerk. 
Alexander Simpson, comprise the board of directors 

Mr. Eaton had 


of mills to manufacture the paper stock used 


Eaton, vice-president and 


sistant treasurer; George hese, 


been approached repeatedly to finance 


the operation 
& Pike Company, but declined, as his 


Berkshire Hills. When 


Hills Paper Company plant was shut down, 


by the Eaton, Crane 


interests are concentrated in the 
the Berkshire 
he made strenuous efforts to preserve the industry for 
[wo plans were proposed 
that 
Eaton and his associates was adopted 
SEs 
Sacramento Typewriter House in New Premises 


sacramento, 


Pittsheld and its wage earners 


to rehabilitate the finances of the Berkshire mill, and 


spensored by Mr 


The Varnum Typewriter Company, Calit., 


actory distributors for the L. C. Smith and Corona type 


adding machine, have recently moved 


Elks 


writers and Corona 


located at Eleventh 


their store to the new building, 
and J] streets, Sacramento 
[his company have a very attractive ground floor loca- 
tion, where they can display L. C. Smith and Corona type 
writers to good ad\y intage 
oa 


Birthdays 


Miriam Annie Shapiro 


Miriam Annie Shapiro arrived at the home of Mr. and 
Mrs. Edward P. Shapiro in Chicago on March 16th. Mr. 
and Mrs. SI Bankers Carbon & 
Company at 424] weeks after 


was born, Mrs 


» conducted the Ribbon 
South Michigar 


Shapiro passed away from an 


avenue Ix 


their daughter 


attack of peritonitis, following pneumonia and pleurisy. 
er baby daughter has been placed in the care of Grand 
nother Shar 
i) —_ 
Master John Straubel 
Mr ind Mrs. ¢ WW Straubel, Green Bay, Wis wel 
uned the second child to their family circle May 19 
Master John isn’t concerning himself about expanding 
ronts « iture detail at this writing, but he’s a 
rospect for the executive staff of The Automat File & 
| x ( i whicl tather 1s sales manager 
> 
Woodstock Opens Branch at Buffalo 
he Woodstock Typewriter Company has established a 
ancl Buffalo, N. ¥ Fred B. Thorne is in charge le 
brings t S new posit tne 1 many ears’ experi 
ence in the typewriter field. The new branch is at the 
wne W ect ror ! Franklin streets 
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Hee 
Announcing 


the arrival of two new members 
in the fast selling line of 


Sunruco Office Specialties 





creation. An all-rubber 
Made from the high- 
est quality rubber. Distinctive construction and design. 

Flared base prevents cup from tipping. Concave bot- 
tom creates vacuum when placed on a plane surface. 
Shifting or skidding impossible. Special grooved con- 
struction at the base of the sponge receptacle provides 
a reservoir for an extra water supply Testimonials 
show that a sponge, in this all-rubber sponge cup, 
actually retains moisture longer than in any other 
atyle of cup. 

Another added feature is the corrugations which 
appear on the side of the opening preventing overfiow 
and permitting drainage into the reservoir. 

“Sunruco” Sponge Cups can be readily cleansed with 
soap and water. Unlimited guarantee against ordinary 
usage. 

Each Cup is equipped with a “Sunruco” Rubber 
Sponge Furnished in two colors, Brown or Green. 

Packed one to the box. 
Sponge Cup Set .......... : ...8 .75 Bach 


“Sunruco” 
Sponge Cup, indestructible! 


HE iatest 





Sunruco Finger 
Pads 





quality and 
master crafteamanship has been excelled in the design 


HE “Sunruco” standard for highest 
and construction of this unique Finger Pad Made 
only from the most carefully selected materials. No 
injurious ingredients. 

The small, efficient, 
ing on the under-portion of 
stantiate our descriptive 
Never Slip.” 

Ventilating openings have 
on the upper surface of the pad. The sweating, draw- 
ing sensation so commonly experienced is absolutely 
absent in the use of “Sunruco” Finger Pads 

Merely for sanitation purposes, these pads are 
practically indispensable to the typist, filing clerk, 
mail service employee, street car conductor and others 
too numerous to mention. 

‘“Sunruco” Finger Pads are available in four distinct 
sizes, S-11, S-11%, 8-12, and 8-13 Each size packed 
one dozen in a beautiful lithographed package, twelve 
boxes or one gross to counter display. This stunning 
“Sunruco”’ Display (as illustrated above) placed in a 
prominent spot will prove a constant silent salesman 
and money maker for you. 

Made in two colors, Flesh and Red. 
Sizes S-11, 11%, 12, 18 
Write for cata 
7 


talon-like projections appear- 
these pads merely sub- 
phrase, “Always Grip— 


been carefully staggered 


“a ad ae stnctea 00 Gros 
and discounts on entire 
* line. 


The Sun Rubber Company 
Barberton, Ohio 
PARE AS ES: NS OS RE RRR 
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(S/d. cL, hh, shen ae 


A Message to 


CADCO Dealers 








Through the medium of these pages and other 
organs of publicity, W. G. Lloyd Company— 
manufacturers of the @pC) CHAIN POST and 
the @jC) VISIBLE PRONG BINDERS—has 
endeavored to acquaint you and the consuming 
public with our specialties and other of our 
products. 

We believe we have convinced you of the 
completeness, ingenuity, high quality—both in 
material. and workmanship—of our merchandise. 
Its practicability and salability has been demon- 
strated unquestionably. 

It is, therefore, the farsighted (@pcO dealer 
who now takes advantage of opportunity. 


PRODUCT -+ PRICE 
= SALES= PROFIT 





W. G. LLOYD COMPANY wishes to an- 


nounce that for this farsighted dealer are avail- 
able SAMPLE DEMONSTRATING OUTFITS 
complete of any or all of our products at a 
neminal dealer's price. 

Do not depend upon catalogue or circular 
illustrations. SHOW THE ACTUAL AR- 
TICLE! Less sales resistance—more sales. 
Throw away the “crutch”’—step out on two 
good legs! 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET, CHICAGO, ILL. 


Cat Address ARTLOYD' —Chicago 





/ Ey ay pS CD ct PRO) Lees eee eee Lee 
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Fifteen Years Ago 


How 1913 Rounded Up at the End of the 
Second Quarter as Revealed by the Columns 
of Office Appliances in June, 1913. 

The first business show held in five years at Glasgow, 
Scotland, was reported. It was a showing ot labor saving 
devices, in which many American manufacturers displayed 
and demonstrated their products. 

Our good old friend, the late Jacob Backes, contributed 
‘Some Comments on Callitypy.” <A full page line repro 
duction was made of his excellent work. 

Morgan E. Ballou, then sales manager of the Duplicator 
Manufacturing Company, expressed his viewpoint in 
“Salesman vs. Order Taker.” 

\ national association of typewriter dealers was pt 
posed. Edward A. Preuss, the provisional secretary, was 
working on the project from St. Paul, Minn. Recent vears 
have seen the materialization of his vision. 


“School vs. Business Arithmetic” brought out the fal 


lacy of figuring profits on cost Che author showed that 
academic formulae tor figuring prices and profits do not 
jiybe with the requirements of the merchant And this was 


brought out tifteen vears ago 

Che annual office furniture section was written by sev- 
enteen prominent merchants who spoke from the 
point of actual experience in supplying the furniture needs 
of the office 

The Egry Register Company had been incorporated at 
Boston, Mass., with capital of $25,000 

The Baldwin Stationery Company, Chicago 


reported as a new incorporation; capitalization, $10,000 


> 
Chicago Wins Royal Sales Contest 
Che Chicago branch of the Royal Typewriter Company, 
Inc., won a four-month sales contest, reaping a harvest « 
$1,000 in cash. Fred G. Kennedy's crew led the first divi 
sion, which included New York, Philadelphia, Boston and 


Chicago The contest was a memorable battle in whicl 
the domesti sales organizatior was divided int eight 
divisions, with the contestants in each di 





FRED G. KENNEDY 

equitably [he Chicago salesmet backed ‘ 
without stint. and brought in the business Mr ennedy 
had served as manager for the Roval orga it t Mil 
waukee, Minneapolis and Kansas City betore taking up tl 
( hicago branch 

Winners of contest money in other divisions we \ 
Miller, Pittsburgh: E. D. Crandall, Providence 
dig. Atlanta: A. R. Smith, Worcester; E. H. Smit Bir 
mingham; ( B. Riddle Youngstow! R ) W hite 
Memphis. 
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MPARE 


She 
Quality- 


The BIGGEST 
Value Ever Offered 


on a 


Popular Priced 
NUMBERING 
MACHINE 





The 
Profits- 










An EXTRA 
Dollar for You 


on Each Sale 
of the 


"FORCE’ 


No. 1 50 





Retail 
Price 





SIMPLE “ 





CONTROL | j 50 
LEVER & 
The best way to compare the profits we allow is to send NOW for the 
Force special proposition to dealers. Note the liberal margin—the EXTRA 
dollar above your regular profit. Our merchandising plan and national ad- 
vertising campaign put those profits in the cash drawer—not on paper! 
Let us send you one machine so you can compare its quality with any 
you've ever stocked. It’s on a par with the most expensive numbering ma- 
chine—and really beyond comparison with the rest! 
proce eee----------------- 
WM. A. FORCE & CO., 105 Worth St., ©-A‘ 
Wm. A. Force & Co., Inc. | “sent 


Please send de Name 
‘ ef y I 


, 
! 
! 
I att , ou 

105 Worth St., New York City 180 N. Wacker Drive, Chicago, Ill. proposition to sgdrens 
! aA 
i 








222 OFFICE APPLIANCES June, 1928 


: FOR THOSE 
| WHO 
TRAVEL 











THE SATURDAY EVENING POST Mey 0, 8 | 


: 
| 
| 4 2 9 A GOOD fountain pen that writes un- 
) (qf \ | usually smooth and starts and stops writ- 
(Z “Wer : | i h want it to is a suitable 
‘ ing when you 
0 LeT IT WRITE ITS A} “going away” suggestion. 
OWN TICKEI The Carter Pen is the kind of a pen that 
encourages letter writing. Its OSMIRI- 
DIUM point, light weight and perfect bal- 
ance make writing a distinct pleasure. 






; 
\A 





The qualities of this precision-made writ- 
ing instrument are being appreciated by 
those who want the best, especially when 
it costs no more than the rest. Carter Pen 
dealers are benefiting as a result of this 
recognition and from a background of 

strong advertising. : 


Now is the time to start thinking about 
vacation and school and college trade. The 
Carter illustrated catalogue would be of 
interest and will be sent at your request. 
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poe whet prmbemt: Git ee mm ot ee ee Geerewters eet carried be peer Grater pleeee ere on 
rete Mie eratemg fs een teber Ve Carter Poe 
| “ a THE CARTERS INK COMPANY 
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ANOTHER COLOR PAGE FROM 
- THE 1928 CARTER CAMPAIGN 


This advertisement appeared in May 12th 
Collier's in four colors, full page size, and in 
May 19th Saturday Evening Post, full page size, 
black and white. Everything possible has been 





done to bring out the true quality of Carter b 

Pens in this advertising. ’ V : s' 

The Carter Pen has been consistently advertised. The CARTER'S TRAVELING CASE . 

campaign this year is ay most — re giving Carter’s Traveling Case is a seasonal number 

you strong support at the time when you need it most. are : 

Every Carter Representative has complete sales and = this =e Pen of Blue or Green Coralite " 
with pencil to match in a mother-of-pearl 


advertising information which he will be very glad 
to show you. 


THE CARTER’S 


ESTABLISHED 


case of rose, maize or green, complete $8.00. 


INK COMPANY : 


1858 








WRITING INKS $3 FOUNTAIN PENS 33 MECHANICAL PENCILS 
CICO PASTE :: MUCILAGE :: STAMP PADS :: SHOW CARD COLORS 
CARBON PAPERS $3 TYPEWRITER RIBBONS 


BOSTON 33 NEW YORK $3 CHICAGO $3 MONTREAL 7 
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Suggests Revival of “Father & Son” Idea 
Louis I. Kriloff, vice-president of the Utility Supply Com- 
pany, 317-319 West Monroe street, Chicago, Ill, according 
to a news story carried by the Chicago Daily News for 
May 17, suggested a return to the system which was quite 
common in years past of sons entering the business of 
their fathers. “Many years ago it was the custom wher 


ever possible for boys to go into business with their dads,” 


said Mr 


one everywhere 


“and the sign ‘Smith & Son’ was a familiar 
Yet where 


Kriloff, 


Now it has about passed out 


fathers are in business for themselves there is not often a 
better opportunity for the boy to learn a business and 
profit by it. In addition there is a close comradeship be- 
tween father and son which is invaluable in the develop 
ment of character The idea might be carried still further, 
ind where a man has held a job with a corporation for 
many years he might train his son for it when he has 


retired.” 


Chis was made in connection with the cele 


\\ ec k and was 


Kriloff to the 


suggestion 
Bov's 
Mr 


contained in a communi 
Boy's Week headquarters 


ration ot! 


nt by 


> 


“Duco” and “Fabrikoid” on Office Machines 


One of the new eyeletting machines on the market has 


its base and frame finished “Duco,” a product of E. | 
Pont de Nemours & Company, In The handles and 
fitti gs are nickled. “Fabrikoid” is used on the bottom 
rming a shock absorbe i preventing scratching the 
surtace ot the desk or table which the machine is placed 
s aching punche s the |} inserts the eve let. sets it 
ad inces a he evelet I the next De iti | 18 

s € | D I eveletting machine 
| c 41 ] ; ( ile ndar de sk pad n ade DY B } | awre é 
& iny, | 400-08 East Ohio street, Chicago, uses 
du Pe Fabrikoid” on the front cover and its lining, 
ind als¢ the back te preve narring ne desks and 

es 


New Orpin Wareroom for Boston 
Che Desk 121 Medford street 


Charleston, Mass., mar office furniture, an 


Orpin Company of 


uftacturers of 


ince the opening of their new ware-room at 209 Congress 
Street Boston Mass They will carry a complete sample 
é their own products gether with a high-grade line 
bank and office equipment, also steel filing equipment 
The Orpin Desk Company plan to make a formal onet 
ng about June 4, 1928, and take this occasion to invite the 
ealers New England to visit them at their new quarters 
vhen in Bostor 
Arrangements have beet made so that the dealer can 
g his chent t Bost se the facilities of the new 
store d select his st ers requirements from _ the 
cheapest grade ot ofhce equipment to the finest type oft 
ank d period equipme 
s their intention to work with the dealer on any large 
stall render service every way possibk 
me 


I. D. L. Issues New Catalogue of Specialties 


The I. D. L. Manufacturing Corporation, 200 Hudson 
street, New York, N. Y.. rece published an attractive 
sixtes age, letter-size catalogue containing “a iplete 
description and price list of the entire family of I. D. L. 

s The « italogue s printed in black ar d red 


aper, 1s covered in robin’s egg blue c 


xcelle ver STOCK 
nd elers ’ . f ticl which . itable for l, | 
aq Snows a range ¢ articies W ch are sultabie tor school 
s vy, gift s s, stationery stores, and allied trades. This 
. . 
i is ex SIVe } is represe! t r N ore r 
l g vices Nor € { orruga lig 4 i 
( P R \\ 
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D+ Dt D+ S++ S+ S++ S++ S++ o+ 


Where Desk Lamps Are Needed 


Sell 








No. 260 





These new lamps combine beauty 
and quality, at a surprisingly reason- 
able price. 

Write today for our LATEST catalog. 





No. 255 











Silverglo Lamps, Inc. 
300 East Federal St. Baltimore, Md. 


‘The Modern Genii of the Lamp”’ 


PACIFIC COAST DISTRIBUTOR: 
Schubert Office Specialty 
Hill Street, 


964040404 04+0+O+0+O+0+0+O+01O+O+ 


1405 8 Los Calif. 


SPEDE DEAD tp Pt Pt St Gt Gt Gt Gt Gt Gt Gt Gt Gt Gt G+ G+ Gt G+ G+ G4 G+ G+ G+ G+ G+ G+ G+ G+ G+ S+S+S+- G+ S+S+S+S+S+S+S+o+se 


Angeles, 
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LEADS IN THE 


RECORD KEEPING WORLD! 














VISIBLE RECORDS 


in 


BOOK FORM 


Now with Two (2) Opening Positions 


1) Part Way-Flat Writing Surface-—— For Posting 
2) Full-For-Removal, Insertion, or Re-arranging Sheets 


For THE DEALER 


who keeps ahead of his demand 


BINDERS 
EVERY 


SEND FOR BOOKLETS 
& OTHER LITERATURE 
on the LATEST LOOSE LEAF SYSTEMS 








LOOSE LEAF 














The C. E. SHEPPARD CO. 


271 Van Alst Avenue 
LONG ISLAND CITY 
NEW YORK 


7, 
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Annual Reference Number of Sales Management 

The 1928 annual reference number of Sales Manage 
ment, 4660 Ravenswood avenue, Chicago, is an impressive 
volume of 580 pages and cover, replete with data of value 
to the sales manager or advertising man seeking to widen 
his horizon It is sold separately from subscriptions at 
$2.00 the copy 

This guide to markets had its inception seven vears ago 
in a multigraphed report of an analysis of advertising 
agencies. From this has grown a comprehensive review 
of the past year’s advertising and selling progress. Five 
representative American cities have been the subject of a 
research that is virtually a cross section of American buy- 
ing impulses The general subject has been divided into 
some 20 sections, each revealing the details of some phase 
ot modern selling. 

Comparative tables show data of special mterest to this 
field. The distribution of fountain pens is indicated by the 
statistics of five fountain pen and mechanical pencil manu 
facturers. A tabulation of peak seasons includes percenta 
ges showing the part of annual volume done month by 
month by several lines. These figures include cash regis 
ters, duplicating machines, office and school furniture, writ 
ing ink, office appliances, stationery and typewriters \ 
special section in colors shows graphically the various e! 
ments of disbursement in advertising departments, repre 
sentative of each of the several general lines of manufac 
turing. The percentages and averages include administra 
tive expense, newspaper advertising, magazine advertising 
out door advertising, business paper advertising, dealet 
helps, engraving and art work, sampling, direct mail, cata 
logue and house organ costs, directories, novelties, busi 
ness shows and miscellaneous Che graphs shown include 
representations ot office appliances and equipment, pens 
and pencils. 

\ special section is devoted to advertising in leading 


countries abroad 
on 


“Happy Days” by The Dixon Club 

Che Dixon Club, which is composed of employees of the 
Joseph Dixon Crucible Company, Jersey City, N. J., staged 
“Happy Days,” a farce, at the Bergen Lyceum May 2. The 
Ladies’ Auxiliary of the club assisted in this production 
The play was compiled and produced by Lex Fletcher 
There were eight in the cast, assisted by a glee club of 
eight, and an ensemble of college girls and boys numbering 
thirty-five. The program included twenty-two musical 
numbers. Dancing followed the play These Dixon folk 
play as ardently as they work, factory and office emplovees 
joining whole-heartedly in making the production a success 

> 


Bates Issue New Standard-Size Catalogue 
The Bates Manufacturing Company, Orange, N. J., re 
cently revised their catalogue to the 8% by 11 inch size. 
in accordance with the recommendation of the last annual 
meeting of the National Association of Stationers, Office 
Outfitters and Manufacturers, held at Boston The new 
catalogue is well illustrated, yet concise, the entire line 
being covered in e‘ght pages. It can be punched on the 
margins for insertion into the standard salesman’s hand- 
book. A copy will be furnished on request 
an 
Office Appliancers at Parents’ Exposition 
The United Parents’ Association of New York City re 


cently had “The Parents’ Exposition” at Grand Central 
Palace, April 21 to 28, at which three office appliance manu- 
facturers had exhibits: The Royal Typewriter Company, 


the Dictaphone Sales Corporation, and the Burroughs Add- 


ing Machine Company. 
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Model 1—The standard universal Hotchkiss Paper 
Fastener. Used wherever papers must be fastened 
together. Binds up to 25 sheets. Guaranteed non-clogging 

with Hotchkiss Staples. 








‘Model One’’- 
The Leading Paper Fastener 


HERE is a Hotchkiss Automatic Paper 
Fastener for every paper fastening need. But 


every business should have Model One. 

Hotchkiss Model One is the standard paper fastener for 
everyday general use. It is small, neat, easy to handle, 
quick acting and, like all Hotchkiss models, absolutely sure 
in operation. It is economical to buy and to use. It is 
“fool-proof’ and satisfies most average requirements by 
binding securely up to 25 sheets of paper. 

You can recommend Hotchkiss Model One with every as 
surance that you are offering the best all-purpose paper 
fastener on the market You can sell it with perfect con 
fidence in its satisfaction-giving ability—knowing that it 
will do more things and do them better than any other 
fastener of its kind. 

You know the name “Hotchkiss.” So do your customers 
It is the mark of leadership in paper fasteners. It repre 
sents opportunity. Feature it along with Model One in al! 
your selling efforts. 


THE HOTCHKISS SALES COMPANY 


The world’s largest makers of paper fastening 


machines and staple 
Norwalk 






Connecticut 












Ma- 
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Hotchhiss Were Stapling 
hine. Easy to operate. 
anteed clog-proof when used with 
the new genuine Hotchkiss frvvten 

Machine bind: up 
f 16 lb. paper. 











wire staples 
to 50 sheets 


































sre preformed and “frozen” 
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The new Hotchkiss wire stat 
smi irsp of 250 Speciat pro 
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Water Cooler Sales 
...-now in Full Swing— 
Are you getting yours? 


The season is here and water coolers are selling 
The warmer the day the quicker the 
sale. But back of all these sales is the good, sound 
‘drink more water” propaganda that is constantly 
being spread by insurance companies and medical 
and health associations. 


treely 





Everv business house, office or factory can use one 
or more Cordley 20th Century Water Coolers. This 
is your active sales field today. Have you coolers 














on hand for immediate action? Write us for full 
nformation and prices 


CORDLEY£& HAYES 


12 Leonard Street — New York 


CORDLEY & HAYES 





York | 





12 Leonard Street, New | 
Please send full information about 1928 Cordley Water | 

Coolers with prices and plans for me to cash in on the 
ised interest in drinking more water 
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A Real Money-Maker 
IF YOU FAIL TO STOCK IT! 


American tsa Machine Company 

















| 
| 
| 
| 
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Newark 
New Jersey 






449-455 i 
Central Ave. y 






PLASTIC 
1 TYPE | CLEANE 


Ze 
On: 








34 Years of Efficiency and 
Going Strong 


ACME Staple Binding Machines 
and Staples have stood the test fo 
34 years They are dependable. } 





Designed for office work and 
There is nothing better for fast- 


ening letters, statements or docu- 
ments of any kind and when you 
recommend “ACME” Staple Bind 


stapling samples together. 


ACME Staple Binding Machines 











are made especially for heavy duty. 
Parts are interchangeable and any ers you are proving vour knowledg: n 
part needed can be supplied at once. ot the “BEST.” Ss! 
Send us a ce Py of your mailing W 
list and we will and them ACME hi 
literature over your name. \ 

ACME Staple Binders are the Used by insurance companies, 
only binding devices designed, built Lawyers, corporations, ete., N 
and distributed from our own war vouchers, Gesuments, ote. H 
tactory we 
WE GUARANTEE OUR PRODUCT of 
Write for Special Dealers’ Proposition sh 
ACME STAPLE CO : 
7 I] 
Est. 1894 

The ideal desk paper faat- . 


) 1643 Haddon Avenue Camden, N. J. Tee Sat arek_ never taee- 
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New Catalogue Carter's Pens, Pencils, and Sets 
The Carter’s Ink Company, 259 First street, Cambridge 
C, Boston, Mass., issued as of April 1 a well-prepared and 
attractive catalogue of their fountain pens, mechanical pen- 
cils, and desks stands It is printed on a good quality 
coated paper, and shows the pens in their natural colors 
Views of the factory and of the processes of manufacture 
preface the catalogue, while in the latter portion, following 
the showing of pens, pencils and desk sets, appear illustra- 
tions and descriptions of their display material. The whole 
contains twenty pages, and is of loose-leaf type, with a 
pebbled gray cover into which new sheets may be inserted 
as issued 
> 

“Listo” Window Demonstrations “Get Over” 

listo Pencil Corporation, Alameda, Calif., recently staged 
some window demonstrations in cities in the Pacific coast 
region, which, it is said, were very well received They 
were first given in San Francisco, afterwards being moved 
to Los Angeles, and shown in the windows of H. S. Crocker 
Company, The Stationers’ Corporation, Schwabacher-Frey 
Company, and Grimes-Stassforth Company. A second was 
prepared for showing in the stores of the J. K. Gill Com- 
pany, Portland, Ore.; M. R. Martin, Tacoma, Wash.; Low- 
man & Hanford Company, and Trick & Murray, Inc., both 
of Seattle, Wash. It is also planned to show the latter dis 
lay in other stationery stores throughout the northwest 

ae ——+— 

Smith Premier Has Attractive New Poster 

The Smith Premier Typewriter Company, 376 Broadway 


New York N \ 


showing a chic miss in a canarv-colored blouse and a rose 


recently prepared an attractive poster 


colored pleated skirt, apparently much enjoying the act 
of powdering her nos¢ She is ensconced behind a desk 
' 


1 


on which appears a late model Smith Premier typewriter 
The whole is against a background of sky blue his has 
been printed in English 

[The same poster, prepared for Spanish-speaking coun 
tries, has also come to our attention, captioned: “Las Ma 
quinas de Escribir Smith Premier dan brio pera el trabajo 
diario,” which, being freely interpreted, means “The 
Smith Premier typewriter gives ‘pep’ for the daily work.” 

; 

i 


his Spanish poster has also been reduced in size and 


a blotter 
> 
Several Bits of News from Fritz-Cross 

The Fritz-Cross Company, Guardian Life building, Saint 
Paul, Minn., held their Spring sales meeting April 23 t 
28, at which a complete and detailed course in selling steel 
equipment vas given by Mr. Warnock of The General 
lirepre ng Company, Youngstown, Ohio. | E. Goenen, 

anager ot the Eff & C Scientifically Correct Chair Divi 


sion, gave a talk on “Creative Salesmanship.” A _ banquet 


vas held Saturday afternoor April 28, in the Recreation 
tel cate FE. D. Cross, president of the company, and 
Andre | | ere pres t 
The company has established a metropolitan agency in 
New York ( with William B. Wilson and H. A. Van 
fouten as sales representatives in this territory. Mr. Fritz 
recently made a fiving trip t visit these new distributors 
luction of the Eff and C Scientifically Correct Chair 
lant has been doubled, now working in two eight-hour 
S ts. Orders e being ha 1 rapidly, although in April 
vas ssible f duc ! » keep pace with demand 
1 delay pproxil te te davs was occas ed 
e double s! makes it s for the compar I t 
ders as the come 
|. | Maura Ss rece é ipt ted representative 
t Southe ‘ t \ tf & C Scientificall ( ect 


APPLIANCES 227 






























Yard Goods 
Are MEASURED 














Must CARBON PAPER 
and TYPEWRITER RIBBONS 
be bought the old way? 

















The Grand Prize Carbon & Ribbon 
Tester eliminates all guess-work in buy- 
ing carbon paper and ribbons . . . for it 
demonstrates by impartial tests just what 
service certain carbons and ribbons will 
give. In other words, these products can 
now be measured for durability and 
weighed for proper inking quality. 


Grand Prize Carbon and Ribbon dealers 
who have used this tester say that it in- 
creases their sales of these products be- 
cause they can show their customers in 
dramatic fashion the superiority of the 
Grand Prize line. 

This Tester is not for sale. jut is sent free to 
dealers with minimum order. If you are inter- 
ested in securing more business . write us 


on your company letterhead for the Grand 
Prize plan for dealers. 


The Grand Prize 
Tester (patent 
applied for) 
would cost from 
$75 to $100. It is 
13 oz. in weight 
Handsomely fin 
ished in nickel. 
Steel type, rub 
ber platen, non- 
adjustable type 
bars to assure 
impartial tests 


GRAND PRIZE 


CARBON AND RIBBONS 
Pacific Carbon & Ribbon Mfg. Co. 


J. Francis O'Connor, President 
1451 Harrison St. San Francisco, Calif. 
3% Flinders Lane, Melbourne, Australia 
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ware otf SEALER 


Ng A) 








INVITES DEALER 
CO-OPERATION 


Because of its simple, sturdy, compact construc- 
tion, and low sales building price, coupled with 
the tremendous market waiting to be supplied, 
the DANDY Envelope Sealer invites the best 
sales efforts of all commercial stationers, type- 
writer dealers and retailers of any sort of sup- 
plies for the ofhce. Our profit sharing proposi- 
tion gives them a powerful additional incentive. 


Note These Features: 
RAPID! Seals readily up to 400 envelopes 


per minute. 

EASY! No instruction required—-just turn 
the crank, that’s all. 

PORTABLE! Weighs only four pounds 
takes five by eight inch space on desk or 
shelf. 

DURABLE! Lasts a business lifetime; no 


servicing, nothing to get out of order. 


A rapid fire money maker selling on demon- 
stration of a few minutes. 


RETAIL PRICE $12.00! 


Write, wire or phone today for our most attrac- 
tive and unusual sales proposition for dealers 


and distributors—be the first to sell DANDY 


Envelope Sealers in your city. 


—_——— = 





ae 
Y) SEALER CORPORATION 
, 3:17 THIRD AVENUE 


PITTSBURGH Pa.,U.S.A. 


Cable Address - ‘‘Dandyseal”’ 





Some Marchant Appointments and Promotions 

Che Marchant Calculating Machine Company, Oakland, 
Calif., have recently made a considerable number of new 
appointments and promotions. D. R. McAlpine has been 
made assistant sales manager to cover the Southern states. 
his relieves Assistant Sales Manager Dean Patton for 
more intensive work in other parts of the country 

Following are some of the new district managerial ap- 
poimntments: 

\. N. Kilburn to be district manager at Brooklyn, N. Y 
He was formerly with Monroe for five years as sales Man- 
ager in England 

R. J. Stevenson to be district manager in the Baltimore 
territory He came from the Los Angeles office where he 
has been since April, 1926. 

H. B. Gooch with the Alabama Typewriter Company has 
been appointed district manager at Birmingham, Ala. He 
will cover the state with a well-organized force ot salesmen. 

D. Russell has been made district manager at El Paso, 
lex., covering Arizona, New Mexico and western Texas, 
including the Panhandle. He was previously with the San 
Francisco office. 

\. D. Dacus has been appointed district manager at 
Knoxville, Tenn., being promoted from sub-agent. He was 
district manager for another organization five vears. Other 
managers appointed include the following: 

R. C. Barker, Memphis, Tenn.; W. J. Porter, | 
Pa.; Carl M. Boertz, Harrisburg, Pa 


tsburgh, 


Following are the names of some ot the sub-managers 
recently appointed 
Chas. P. Mason, sales representative at Gallup, N. Mex.: 


( G. Rankin, sales representative at Galveston, Tex.: 
Lyman R. Bennett, Phoenix, Ariz.; R. R. King, Raleigh, 
N. C.: Wm. Stout, Greensboro, N. C.: C. S. Goodson, 
Hartsville, N. C.; A. L. Deal, Hickory, N. ( G. C 
Blevins, Johnson City, Tenn.; Buffalo Typewriter Em- 
porium, Niagara Falls, N. Y.; Santa Fe Book & Stationery 
Company, Santa Fe, N. Mex.; J. P. Summers, Welch, 
W. Va.: W. A. Rigsby, Winston, N. C.: Vern Priser, 
fucson, Ariz.; Andrew ]. Sherer, Sheboygan, Wis A. N 
Lingo, Corpus Christi, Tex 

The company has appointed a number vy sales 
representatives in different cities 

The New York City district office was moved on May 1 
to 12 Park avenue into a particularly fine business struc 
ture Chis move uptown ts one that has been « lated 


for some time 
The Chicago office of Marchant, at 330 Sout Wells 


street, has been enlarged and the service has beet 


Se 


~ STAMPS - STENCILS - SEALS | 














Chicago, Wt.—Carl O Lindgren, secretary of the American 
Numbering Machine Company. traveled the northwest territory 
early in May His associate, E. C. Olson, took to the road later 
in the month, visiting in St. Louis and other southwester 


cities 


Chicago, Il! \ private office adjacent to the plant and gen 


eral offices f the \merican Seal & Stamp Company is been 
fitted out for the executives E. A. Ludwig and Jos. A. Pardi 
now have modern conveniences for their hours planning 


with suitable seclusion 
Hartford, Conn Hugh H. MeKay, formerly vice-president of 





Allen Doare & Company Boston Mass is w productior 
superintendent of The Parker Stamp Works 
Long Isiand City. L. I.. N. ¥Y.—-The Peerless Stamp Company 
is the most recent addition to the local colony of stationery 
manufacturing concerns The plant has beer moved fron 72 
Duane street to 422 Jackson avenue Long Island Cit vhere 
more space is occupied than at New York 
Memphis, Tenn.—W. J. Cooley & Company has moved int 
! building at 100 Hernando street, which was remodeled 
ifter purchase The company occupies two floors nd ise- 
‘ I ' d T | 
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Carbonized rolls 


For Elliott-Fisher machines, 
one to ten ply, regular and 
special diameters. 





For Burroughs, Wales and 
other Adding machines, Un- 
derwood Tally Rolls. 





For Autographic Register. Inked ribbons for every 
requirement. 


LD TOWN Rison ¢ Carson Co. nie: 


_ POSTON, MASS MANUFACTURERS SPRAEP 
JOHNSON & PRINCE STREETS 
$16 W JACKSON BLVD BROOKLYN, NEW YORK 


Carbon Paper for every 
conceivable use. 














d with 
y the Goes 
y can achieve. 


























ing girl heads and 
ically designed trade 
g appeal, among them 
schold utility, coal, floral, 
interest studies, and - - - 

Advertising Blotter Catalog 










fertising Blotters will stimulate 
seasons and keep the advertiser's 
f trade in brisk seasons. 


drive for Blotter Business. If you start 
ortfolio of new and up-to-the-minute 
or, you'll liven up old customers and gain 
Pday—it’s FREE. 


GOES LITHOGRAPHING COMPANY 


49 West Gist Street Chicago, Illinois 
—————— —— 
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Send your rush orders for regular 
stock items to our new regional 
warehouse at Chicago 


for prompt shipment at low delivery costs. 
Speedy service on Qualitybilt Paper Products. 







We can give you service that your customers will appreciate on RUSH OR- 
DERS for standard sizes of filing envelopes contained in our new catalog. 
Shipments from Chicago via Parcel Post, Express or Freight can be made 
with very low delivery costs. 

We have increased our stock on these items: 


LEATHEROID FLAT and EXPANDING WALLETS, FILE POCKETS and FOLD- 
ERS (either in the new cloth gussets or old style paper gussets). 


ROPEMANILA O. E. LEGAL and O. S. CRUSHED ENVELOPES. 
Red Arrow O. E. TENSION and TONGUE CLASP ENVELOPES. 


Write or wire us at CHICAGO for further information. 


Quality Park Envelope Company 


162 North Franklin Street 
“QUALITYBILT” CHICAGO “NEW STYLES” 


(Enclosures to other Chicago manufacturers on request) 





















_ a 
You Can Quickly Build Up a Profitable 
Ribbon and Carbon Business 











WITH 
CARBO-GRAPH ana PHILCO RIBBONS as 
CARBON BINDERS IN HUMIDORS oe 
No Sales Resistance 
The new Carbo-Graph opens 
every office door and intro- 
duces you to every buyer. 
THE HUMIDOR increases = 
sales and eliminates the ex- Nar ane 





pensive coupon book system. 


Write for samples and our new descrip- , h 
tive catalogue, or better still send in a 
ba a. trial order and get started NOW . ; 
®t BOviws 6 + ' 
‘3 » at. omc ——— 


PHILLIPS RIBBON & CARBON CO.., 
BRIGHTON STATION INCORPORATED ROCHESTER, NEW YORK 


2S es = = =s 
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Atlantic City, ; 
the Yawman and Erbe Manufacturing Company. 


Calgary, Alta., 


tion of Commerce. 





ns and system applications at close 


Louisville, Ky 


. N. ¥.—J. A. Cerquone, who had beer ted a 





N. J.—Brooks & Idler have been appointed 


Herman Bill has joined the Dunleavy Com- 


Oliver street, as New England and New York traveler 


ith the E. L. Freeman Company, Providence 


Canada.—L. M. Coffrey has been transferred 
the Office Specialty Manufacturing Company, 
sales work in this territory 

The Do/More Chair Company, 35 East Wacker 
the Chicago Association of Commerce 

The Office Supply & Equipment Company 


South Wells street, has moved to 325 West 


The Art Metal Products Company, 514 South 
taken a membership in the Chicago Associa- 


E. Nandell left May 23 on a tour into the 
will spend three weeks calling on the trade 
nes handled specialties of BE. E. Blankmeyer 


The loop offices of R. A. Simonson & Company, 
the twelfth floor of the Peoples Gas building, have 


toom 317 This is a fine suite, fitted through- 
furniture, 
bert H Eddieman Company (not Inc.) ha 
partnership of Mielke & Eddleman, Room 966 
lle street ir the Builders building > & 


ithdrawn from the business 


John | Curran has been appointed to sales 
G. |} Vintor manager for the Yawman and 


iring Company.—John S. James has been made 


Underwood has been appointed a salesman. 
R L, Sheppard Chicago manager for The 
Index Company, spent May 3-5 at Washing- 
ompany had an exhibit in conjunction with 
rt? 


he Educational Buyers’ Association at Hotel 

O. Morgan of Morgan & McAvoy, Havana, 

of May in Chicag His company is repre 
Acme Card Systems Company, and Mr. Morgan 


y 


Harry Gortor superintendent of the safe 
" t Steel Equipment Company, Philadelphia 
s in May in this city He attended tests of 
ng safes at the Underwriters Laboratories 
well pleased with the utcome of the tests 


} 


Territorial appointments by the local branch 
and Erbe Manufacturing Company include 
i Fred Boswell who have been assigned to 


respect velvy 


Aita., Canada.—H. Connor has become sales rep- 


for the Office Specialty Manufacturing Com- 
iad been branch and sales assistant at Calgary 
he J Ww Campbell Company, formerly of 
now established at 21 East Eighth street, 


Bay, Wis.—The products of The Automatic File & 

mpany ive received the recommendation of the Edu- 
\ssociatior This comprises state and other 

association investigating products offered for 

making recommendations as to their adapta 

Los Angeles, Calif P. D. Callahan, 210 Transportation build- 
"4 to r r? t June 1 from an extended trip 


etu about 
nts the Faries Manufacturing Company 
H. C. Wedekemper of the George G. Fetter 
nted a member of the cost committee of the 


! lub of Louisville for the present year 
. Wis The W. M. Welch Manufacturing Company 
corporatior has been chartered in this state to 


furniture and school supplies, 
I n represented in Wiscon- 
: representative, Manitowoc 

The Siekert & Baum Stationery Company, 





t s a 1ire ve-story building two 
: e former lo t ! w h has been remodeled 
Conn Bradley & Scoville In« 67-69 Orange 
second fire ss at the stationery store May 
re lines are n display at 6-10 Center street 
‘ 140-44 Derby avenue operates as usual 
Ontario, Canada W. E. Brown is now handling 
and northern Ontario territory for the Office 
Manufacturing Compar Ltd He succeeds D. A. 
has resigned 
N. Y KE. A. Steele has been made a floor sales 
cal branch of the Yawman and Erbe Manufac- 
Okla The Manly Office Supply Compar 
the Yawman and Erbe Manufacturing Company) 
28 West First street 126 West } stre« 
Penna Thomas I McCarthy has bese ip- 
f the cal branct The General Fir r ng 
iad beer onnected the past eight years t! 
Penna J Ringueberg has taker hares f 
furniture lepartments for Remingt« Rar 
I r H a been district ger 
ffice 








VIDAVER 


LETTER OPENER 


Wants Men to Sell 
and to Direct Sales 


One of the men we want has for over ten years 
successtully sold a well known adding machine. 
Another has an excellent record with three office 
machine manufacturers during fourteen years; 
others of similar character are for good reason 
open for connection or now employed. Men of 
this type can make well-paying, permanent posi- 
tions for themselves in our organization 


There are many choice territories now available. 
Far in advance of anything now on the market, 
this machine performs an important service in a 
new and better way. It does not require service. 
It is of simple, rugged construction and it will run 


years without wear. Note these features: 


It does not cut—it abrades the surface. 


It grinds off six-thousandths inch of the envelope 
edge. 


It has no cutting blades. 
It requires no sharpening or adjustment. 


It does not cut a strip off the envelope: it makes 
no mess. 


It does not cut or mutilate the enclosure. 
It feeds automatically at a speed of 15,000 per hour. 


Feed receptacle can be re-filled while envelopes are 
going through, assuring continuous, uninterrupted 
operation. 


No previous preparation of envelopes required—no 
danger of dam ng enclosures. 


Cannot cut enclosures. 


Metallic substances such as coins, clips, ete... do not 
interfere with operation but pass through unnoticed. 


All sizes and shapes of envelopes run smoothly; ne 
adjustment is needed. 


Write us in detail; all information will be kept 
confidential. Full particulars of the machine gladly 


supple aon re que st 


IDAVER 


LETTER OPENER 
COMPANY 


1755 Broadway New York, N. Y. 
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Patent No 1660648 
Foreign Patent 
Pending 


Every 
Typewriter 
Service Call is an 
opportunity for 


Anchor-Silencer- Shock Absorber 





“ r } T 1? 

Securely attached in a tty Typewriter cannot fall yet is 
easily moved for cleaning or 
adjustment 


Typewriter can be turned for 
comfort or better light and still 
be safely held 





This profitable specialty is the simplest, most effec- 
tive device for the purpose. It makes the typist's 
work easier and more productive, pleases the Boss, 
gives you added prestige and neat profit. An intel- 
ligent demonstration is a sure sale. Retails at $4.00. 
Send for proposition and sample. Use the coupon. 
The LIN-MAY Co., 111 W. Jackson Blvd., Chicago. 


ee 
The LIN-MAY Co., 111 W. Jackson Blvd., Chicago J 
Send me dealer proposition. Send sample set 


for typewriter. 


i 

i 

i Check enclosed. 
i Send C. O. D. parcels post. 
| 

' 


Name 


Address 


ee 
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TYPEWRITERS 


Atlanta, Ga.—E. FP. Moody and Mr. Lewis have joined the 
local sales organization of the Royal Typewriter Company, In« 
1s juniors 

Birmingham, Ala.--William X. Vaughan and Ek. 0. Crews 
both newcomers to the typewriter field, have joined the local 
sales organization of the Royal Typewriter Company, In 

Boston, Mass.—-George W. Cochrane has taken charge of the 











local branch of the Woodstock Typewriter Company here He 
had been connected with the company in the past, and now 
returns to his old friend, the Woodstock typewriter Mr 


Cochrane is an old timer in point of service in the typewriter 
field 

Chicago, til.—J. H. Graves has been appointed to the local 
sales staff of the Woodstock Typewriter Company 

Chicago, ti!.—Maj. Harry Brin is a recent addition to the 
local sales staff of the Royal Typewriter Company, In« 

Chicago, !l!1.—The Lin-May Company is securing excellent 
distribution the country over on its typewriter anchor and 
silencer 

Chicago, Iii!.-Fred G. Kennedy, local manager for the Royal 
Typewriter Company, Inc., went to New York May !4 to spend 
a week with headquarters officials in conferences. He was 
accompanied by W. G. Brown, one of the star salesmen of the 
Chicago branch 

Chicago, Iil.—Harry w. Hodder who spent two weeks 
wrestling with sickness a short time ago, has returned to his 
city territory with the Woodstock Typewriter Company and 
is going strong 

Chicago, tlil.—A. Alion Arie has been made manager of the 
mechanical department, local branch of the L. C. Smith & 
Corona Typewriters, Inc He has been in the typewriter field 
twenty-five years, several of which were spent in selling 

Chicago, ti!l.—The local branch office of the Woodstock Type- 
writer Company at 35 North Dearborn street has been redeco- 
rated and refurnished This is in keeping with new sky- 
scrapers being erected nearby—a sort of welcome t the new 
neighbors 

Chicago, Ill. Addison Campbell, superintendent of branch in- 
stallations and business show exhibits for the Underwood Type- 
writer Company spent several weeks in the city arranging 
the new offices at 210-12 West Monroe street He went to St 
Louis from Chicago 

Chicago, Iil._-W. B. Larsen, general sales manager for the 
Royal Typewriter Company, Inc sent a hurry call in May to 
the Chicago branch for his golf apparatus He was taking a 
vacation in Canada and had opportunity for some early golf 
Mr. Larsen was Chicago manager formerly 


Chicago, Ili Paul S. Jones has joined the local branch of 
the Royal Typewriter Company, In as special representative 
operating in city and country territory He was formerly a 
salesman here and manager at several cities, including Des 
Moines He came to Chicago from the latter cit) 

Chicago, !l!l.—S. G. Garvey has been appointed assistant man 
ager of Corona sales in the Chicago territory having charge 
of dealer business as well as the local Corona store He has 


been connected with the Chicago branch seven years, part of 
the time as manager of the sub-branch at South Bend, Ind 


Chicago, tll.—The Standard Typewriter Service w h had 
been at 109 North Dearborn street, has moved across the street 
to Suite 408-09-10, 108 North Dearborn street. Some additional 
space has been gained in the removal, but the greatest advan- 
tage s improved lumination, whic Ss especially ppreciated 
by the repair shop T. C. Martin, proprietor of this business 
motored east in May, to return early in the fall He will visit 
his old home in Pennsylvania, and also New Jy k state and 
Connecticut 

Cleveland, Ohio.—Joseph M. Davis has joined the il sales 
staff of the L. C. Smith & Corona Typewriters, | He had 
been connected with another typewriter company 

Columbus, Ohio H. K. Balthaser, formerly R il portable 
dealer it Lancaster! is now i Salesmar}; ! the field for 


Roval Typewriter Company, In 


Dallas, Texas Two experienced typewriter met ve ined 
p with the Royal Typewriter Company in country territory 
H I’ Merritt and W \ Taliaferre at Tyler d Dentor 
respectively 

Davenport, towa.—-The Woodstock Typewriter Sales Agen 
has been established by Edmund Jacksor He has | il dis- 


tribution for the Woodstock typewriter 

Denver, Colo.—L. H. McIntosh has rejoined the Denver sales 
reanization of the L. C. Smith & Corona Typewriters. In 
lfonard Koets has been promoted to senior salesmar He 
oined the branch when it was established is outside repair 
mat 
Des Moines, towa.—F. L. McCaughey. who had been branch 
manager here for the L. C. Smith & Corona Typewriters, In« 


has been appointed assistant domestic sales manager Ww. A 
Baird has succeeded him as local manager 

Detroit, Mich.—John O. Metzger, who has beer nnected 
with other typewriter organizations, has joined the i ranch 


the Woodstock Typewriter Company WwW E. Fitzpatrick is 
Oo a new Woodstock salesman here 
East St. Louwis, til.-The Rawson & Peters © e Suppl 


(Companys 10 Missouri avenue has been appointed il dis 
tributor for the new Varityper This connection was made by 
L Lambert manager of the St Louis district of Vari 
per, Ine 
E! Paso, Texas.—C. €. Hall. who had been with the Under 
wood Typewriter Company here, has been transferred to River- 
side “alif 
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Fasteners | <—— 
..” The Clip with Bulldog Grip 
41l Stationers 


(Oj WASHBURNES NEW IMPROVED 








| @& Cea 


The saudi 
LC Smith | ! 

S e rvi ce 2 Smithtype 
3 


Smithtype 
Rebuilts 


Rentalgrades 


By taking advantage of 
the complete service we 
offer, you can fulfill 
every customer require- 
ment, whether it be for 
the finest of rebuilts for 
cash or easy terms, a ma- 
chine for rental,or in se- 
lected rough condition 


You can make bigger 5 Exchange 


Selected 
Roughs 


Rebuilding 
Service 


profits if you use these Service 
services. 


Installment 








aa 








Financing 
ewe? ~iass Sa : W rite for New Price 
nee List and Spot Cash 
ee Commission propo- 
girs a8 sition. 


ages 





Smith Typewriter Sales Corp. 
World's Largest Rebuilders of the L C Smith 
416-360 E. Grand Ave. - - - CHICAGO 


Ce ee ee ee, ee ee ee a ae 


I>>:>::>:=: LS) ee) ee) eee SSS SOL ae = 
Pt hd ed hd Mel band hn bP hhh hh hk ee ee ee — 


for the NEW IMPROVED 0.K. Paper Fasteners 





ntage Over Old Styles - Nothing Just as Good 


Mr. OKAY says -Use the Sanitary 








Put up in Boxes of 100-Made in 3 Sizes 
THE O-K.MF8.@. Oswego, N.Y.,u.s.a. 


Quality-Built 


MOTORS 
Solid Amber Mica 


In Emerson Commutators 


Solid Amber Mica is impervious to heat and 
oil. Its solid body cannot break down to 
impair its insulating value and reduce the 
strength and rigidity of the commutator. 
Another outstanding Emerson feature—an- 
other reason for the dependability of Emer- 
son motors. Technical bulletin sent on 
request. Sample motors supplied for test. 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave., St. Louis, Mo 
806 W. Washington Boulevard, Chicago tl 
$0 Church St., New York City 


1Wtolh.p For All Commercial 
A. C. and D. ¢ Currents 


EMERSON 








MOTORS 
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AMES MEANS EXCELLENT SERVICE 








Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 

Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Aes Means FE xXcELLENT Service 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office and Export Dept. Great Britain Office Branch Office 
50 Lispemard &., New York Longs, Ltd 507 Mission St., San Franciece 


79 and 80 Queen Street, London B. ©. 4, England 


TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 
































Typewriter Ribbons and 
Carbon Papers 






Write for Samples and Export 
Price List 






H. M. STORMS COMPANY 


561 GRAND AVENUE 
BROOKLYN, N. Y. 


nae S. A. 
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Elmira, N. Y.—-The local office of the Royal Typewriter 
Company, In« is now in charge of N. H. Leader and E P 
Burke This office clears through the Rochester branch 

Evansville, Ky.—C. H. Bowlds is a new salesman operating 
1 the Kentucky territory served by the local branch of the 
Royal Typewriter Company, In« 

Fresno, Calif._-Gundelfinger & Myers, Inc., distributors here 

the Woodstock Typewriter Company, have purchased the 
General Typewriter Company This is the “Home of Sunmaid 
Raisins,”’ and Gundeltinger & Myers report exceptionally good 
business in the San Jacinto valley 


Harrisburg, Penna Russel A. Bentz, star salesman here 


for the Royal Typewriter Company, In¢ has high standing in 
swimming circles Miss Gertrude Ederme called on him when 
on a visit to this city Mr 


Bentz is night swimming instruc 
tor in the new city swimming pool 
Indianapolis, ind.—Leslie L 
ager of the local branct i © 
Im 

indianapolis, iInd.—Two important additions have been made 
to the Woodstock sales staff her« H B Swaysgood has been 
assigned to a it territory G. H. Goheen has had many 
years’ experience in the typewriter field at Kansas City, Mo 
H. W. Reinicke, who had been in the service department, was 
promoted to sales work 

Kalamazoo, Mich.-The Woodstock Typewriter Sales Com- 
pany has been established by Manuel Strass He has had wide 
sales experience in the Michigan and Chicago ter 
ritories 

Lincoin, Nebr.—The General Typewriter Company has been 
appointed distributor by the Woodstock Typewriter Company, 
with territory comprising Lincoln and adjacent counties 

Little Rock, Ark.—O. B. Johnson has taken charge in this 
territory of the interests of the Royal Typewriter Company 
In< He had beer branch manager for the Underwood 
Typewriter Company. Arkansas business of the latter organiza- 
ti is now under the jurisdiction of the Memphis office 

Miami, Fla.—Cary H 
ganization of the 


overing the eout 


Allen has been appointed man 
Smith & Corona Typewriters 


Southern 


state 


sales or 


Brown has joined the local 
Royal Typewriter Company In and is 
hwest part of the city 

Modesto, Calif.—The L. M. Morris Company, Woodstock type- 
writer dealers in Modesto, opened its beautiful new stationery 
store April 27 Among those present on the opening day was 
H. A. Sperb. Pacific coast sales manager for the Woodstock 
Typewriter Company who enthusiastically congratulated Mr 
Morris on the successful opening of his new store and also 
extended felici ) » T. J. Miller, manager of the typewriter 
department of the L. M. Morris Company's store 


New York, N. Y H. I Bridges has been appointed man 


iger ¢ he portable division by the Underwood Typewriter 
‘ompa His eadquarters are at 0 Vesey street. 

New York, N. Y.--The Cohen Typewriter Company, 10 West 
Twenty-eighth street, has acquired the Shipman-Ward lines 
from George Samuels The Cohen concern will do both retail 
ind wil esale business 

New York, N. Y G. R. MeAllister has rejoined the reserva 
tion department of tl Re Typewriter Company, In PrP. W 
hacor who ha been wit! imothe ts write inuf turer 
s a \ mit f he reser department 

New York. N. Y.— F. Short ranch manager ere for t 
Woodstock Typewriter Compar visited the general offices 
at CC int ind the factory at Woodstock, Ill in May He had 
ynfere vith various executives during the trip 

Orlando, Fla Calvert G Wilsor formerly at Wheeling 
W Va s now connected with the cal branch of Remingto: 
Rand Business Service, In 62 East Pine street 

Philadeiphia, Penna Recent 1dditions to the local sales 
rcoanization of t Woodstock Typewriter Company include 

Sterntie!d \ } Sparks W Dougherty Bb. Levinsor J 
nders« ind M. I Cohert 

ittsburgh, Penna H. ©. Peters, J. M. McClosky and P. F 
Frey have cl the cal s s rgeanization of the Woodstock 
r'ypewriter ¢ mpat 
Portiand, Ore The Oregon Typewriter Company has been 
appoints distributor here by the Woodstock Typewriter Com- 
pany } il coneern has one of the finest stores in the 
ty I H. } Maxwell, A. B. Cole and E. G 
Cebu 

St. Louis, Mo ‘ is \. Murray and Elmer S. Jordar ave 

ined the oca ale taff of Varitype In and ave been 

. gned tt. *. tery tor es 
St. Paul, Minn.—! D>. Starr manager for the Wood 
stock Typewriter Company, has moved his office from the ning! 

ma T floor ! thie Pioneer t ‘ d ne 

Sacramento, Calif.—H. M. Walmsley, Woodstock dealer here 

ted the on flice of the company ir April Mr. Walmsley 
is en rece ing the condolences of his friends in the trade 

deat f} listinguished brother, Major Walmsley, who 
was a ju 1 fficer on Genera Pershing's staff during tl 
wor'd war The Major and his wife were killed Easter Sunda 

i sutomobile accider ear El Pas Texas 
Sacramento, Calif ('pwards of 200 contestants competed 
: nint nr : “& fornia state school typewriting contes 

l Sacrament High School on Saturday May th 

N I<ir New York Clit nternational contest manager 
persona nducted the contest (Underwood typewriters were 

dt the winners in all six « Sses The greatest interest 

irse ‘ ered in the winner of the California state novice 

imr n typist t ‘ Miss Ju i Brodersor a student f Arm- 
Scl of Busines Administratior won this title Her 

‘ ! was xt nine net five-word stroke words per minuté 
Tuesday May &, at Berkeley Mr Kimball presented a gold 
meda Miss Broderson and presented to Armstrong Scho 
ip wi h will be held by t for one year The 

4 Typew (Company has offered to eacl state 

: ¢r tr he nternat nal typewriting contest 

“ s t held Sa imento September 29 Miss Brod- 

s representing California, will act as hostess to the other 
state hampions when they visit California to compete in the 

national contest, the winner of the group to be the world's 
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Triumph Self-Inkers 


The Triumph is only one of many mod- 
els of Stewart rubber and metal stamps, 
but is representative of Stewart quality. 
The Triumph, for instance, is made in 
eleven sizes and is fitted for plain dies 
or with type dates. And like all 
STEWART §sself-inkers, it has the 


cushion die plate. 


EXCELSIOR is a household word in 
referring to stamp pads and stamping 
inks. It has a fine reputation of long 
years’ standing for lasting impressions, 
for uniform inking and sharp printing. 


\ full line of inks and pads are put out 
bearing the EXCELSIOR mark. 


For forty years, Stewart products have 
been regarded as standard. You'll do 
well to carry them. 





80 Duane Street - New York, U.S.A. 


Selling Agents for 
B. G. Volger Mfg. Co. 
of Passaic, N. J. 








Excelsior Stamp Pad 


«COMBINE 
,'NK CA 
STRiBuUT 


> 


Rubber Stamp Ink 
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aes COLOR Ci VWe 
COLOR RUPRODUGTS 


a ITOR MUM 


TYPEWRITER RIBBONS 
TYPEWRITER - PEN & PENCIL 


CARBON PAPERS 
REFLEX 


WRITING INKS+ SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 





THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 48 years, is in 
itself first evidence that super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands has been 
rendered. 


Grade for grade—price for price, 
there are no stationers’ color 
gp that surpass the A. & 
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San Francisco, Calif.—F. ©. Barnett has been promoted to 
be a senior salesman in the local organization of the Roval 
Typewriter Company, Inx« 

San Francisco, Calif.—The regular monthly dinner meeting of 
the San Francisco Typewriter Dealers’ Association was held 
May 7 Owing to several members being on the sick list, no 
important business was transacted 

San Francisco, Calif.—Earl S. White. manager for the Ames 
Supply Company, was expected back at his Mission street head- 
quarters here by the middle of May Many have been the 
inquiries after his health during his recent illness, for Mr 
White is one of the best liked men in the typewriter end of 
the office appliance business 

San Francisco, Calif.—H. A. Sperb,. Pacific coast sales man- 
ager and assistant general sales manager of the Woodstock 
Typewriter Company, plans to attend the Optimist Club's inter- 
national convention which will be held at Asheville, N. C., June 
20 to 23 Mr. Sperb has been -elected district governor for 
the Pacific coast He has already had three consecutive years 
of this service for the Optimist Club On his way ack to the 
Pacific coast following the Optimist Club convention Mr. Sperb 
will visit some of the eastern Woodstock managers 

San Francisco, Calif._Joseph D. Patten, San Francisco man- 
ager for the American Writing Machine Company, is ill in the 
Letterman General Hospital at the Presidio Having served 
in the world war, Mr. Patten is being treated at the military 
hospital, where his many friends know he is receiving highly 
skilled attention It may be some weeks before Mr. Patten can 


resume his business duties Meanwhile his brother, Jas. R 
Patten, and assistant at the American Writing Machine Com- 
pany’s store is acting manager Joseph D. VDPatten is secre 


tary of the San Francisco Typewriter Dealers’ Association, and 
on every hand members of the trade have expressed regret at 
his illness 

San Francisco, Calif.—A Japanese typewriter ised for 
oriental correspondence in the Consulate General of Japan, 22 
Battery street, has been arousing much interest here. American- 
made typewriters are used at the consulate for correspondence 


using English An article on the Japanese typewriter in the 
San Francisco Chronicle of May 9 was headed: “Now Is the 
Time for All Tired Typists to Cheer—3,000 Keys on Japan's 
Machine.’ Some typewriter experts thought that so many 
characters would prove a bar to learning to operate the 
machine At the consulate an account of the oriental machiné 


Complying with a 
in oriental char- 
shifts 


was obligingly given for Office Appliances 
request to write “San Francisco, California 
acters, one of the young lady typists did so in sixteen 
and a similar number of downward movements 

Seattle, Wash.—J. L. Dixon has been appointed manager of 
the local branch, L. C. Smith & Corona Typewriters, In¢ He 
hac been manager at Wichita, Kans.,. prior to this transfer 


Toledo, Ohio.—J. L. Clougherty has been transferred from 
Detroit to the Toledo branch of the Woodstock typewriter 


Company He is assisting George W. Swikert. who has beer 
manager here the past year Hugo Herald is a new salesman 
for the Woodstock, although a man of mez experience in the 
field 


Utica, N. ¥.—The Utica Typewriter & Supply Company, for 
merly in the Foster building, has moved to 7 Blandin: 
where a modern store and warehouse are occupied TI 
pany takes care of rush shipments by airplane 

Washington, D. C.—The Capitol Typewriter & Adding Ma- 
chine Company has been established at 1226 H street, N. W 
by BK. L. Kilday and E. F. Kilday 


Wichita, Kans.—The Standard Typewriter Exchange will be 
operated in the future by Wiley B. Fouts manager and 
associates L. D. Stinson, a former partner, has sold his inter- 
est in the companys 

oo. 
Duty Removed on Typewriters to African Go d Coast 

Typewriters imported into the colony of e Gol ast. W 
\frica, are now admitted without duty Th. leg sative coun 


took this action some weeks ago 
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Beaumont, Texas.—The General Office Equipment 


tion’s branch here has been moved from 736 Pear cama 
i644 Fannin street The new office is on the street Oor 
San Jacinto Life Insurance building 

Chicago, ill.—R. H. Alger, formerly with The National Cas! 
Register Company has joined the sales organization f the 
Elhott-Fisher division, General Office Equipment Corporatio 


Chicago 
Montreal, P. Q., Canada. The United Typewrit: ‘ 


LAd distributor of Underwood bookkeeping mas nes, corre 
spondence typewriters and other devices has moved t bol 
Craig street, Wes 

New York, N. Y T. J. Sheridan has n api s 
sales manager of the accounting machine divisior Remingtor 
Rand Business Service Ine in charge of Reminet l»alt 
and Powers divisions He had been metropolitar nanage 
the accounting machine division W I Curr s M 
Sheridan in tl metropolitan divisior 

Santa Rosa, ‘Calif. H. O. Hendrickson, wh u“ tl 
the Remington Rand Business Service. Inc at ¢ is t 
transferred here handling accounting machine sales . 
territory 

> 

Consular Records at Leeds Transferred to Bradford 

The American consulate at Leeds, England, has bee osed 
The records will be transferred to the Amer nh cons ul: te at 


Bradford 




















Jui 1V2s OFF 





In Service since 1910 


Eighteen years at the Sports 
Desk of & great newspaper! 
This V ul-Cot has carried more 
than 20 tons of newspapers, 
cigarette stumps, scrap per 
and whatnot—and is still good 
as new! A Vul-Cot for every 
worker saves time, and inter- 
ruptions. Vul-Cot tn olive 
green, maroon, oak, walnut, 
mahogany and Naco- 
lacquered pastel tones At 
Stationery, house - furnishing 
and department stores. 


VUL-COT 


- the-national wastebasket 
Guaranteed 5 years 
Nationa! Vulcanized Fibre Co. 
“ Wilmington, Del. 















NATIONAL VULCANIZED FIBRE CO., W 
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Free Hand Binder 


Requires only one hand. The 
Free Hand Binder gets its name 
from the fact that only one hand 
is required to open or close it. 
Sheets are he!d firmiy and neatly 
in this patented device, without 
punching. For office forms such 
as invoices, bills of lading, in- 
ventory blanks and so on, the 
Free Hand Binder is just the thing. 


Write for descriptive price list 


Free Hand Binder Co. 


227 Pearl Street 
NEW YORK, N. Y. 











Foreign 
Subscription 


to look after subscriptions, both ne 


ment trade and who is traveling i 
field could handle the work. A 


commission makes the work attractiv 


firms, give names or other references 
details, address: 


Subscription Department 


417 South Dearborn Street 
Chicago, Ill., U. S. A. 





Representative Wanted 
A representative is wanted by this Journal 


renewal, in countries other than the United 
States. One familiar with the office equip- 


reply kindly give present connection, if 
any, and if acquainted with any American 


The Office Appliance Company 


& — — —— —————————— 
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For 








BY THE MAKERS OF HIGGINS’ AMERICAN DRAWING INKS 








HIGGINS’ 





Eternal 


tack Ink 


XTREME weather conditions 

sometimes affect both paper 
and ink. But not Eternal. It 
flows jet black from the point of 
fountain or plain pen and forever 
remains so. Its writing will al- 
ways remain legible, clear, crisp— 
immune to age, sunlight, chemical 
eradicators, heat and moisture. 


PUSH ETERNAL, THE CORRECT 
INK FOR SOCIAL CORRESPOND- 
ENCE, THE SAFE INK FOR BUSI- 
NESS WRITING AND RECORD-KEEP- 
ING IN ALL WEATHER—THE INK 
WHICH CREATES PERMANENT. 
GRATIFYING PROFITS WHICH 
KEEP COMING IN REGARDLESS OF 
SEASON! 


Send for Bulk Buying Markets for 
Higgins Dealers an unusual mer- 
chandising outline on this unusual 


product 


CuHas. M. Hicocins & Co. 


271 Ninth Street, Brooklyn, N. Y. 
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A 
Pointer 
to 
Summer 


Profits 


Jers 


| HAT which sells easily is twice sold—for ready 


ales mean repeat sales. ‘“Inklets’’ are a great con- 
cnience to vacationnsts di solving in Vater to pro- 
lu 1 clear, smooth-flowing ink. Business men have 
ed “Inklets” for vears. 
in excellent profit maker. 
Write for liberal dealer offer. 
= 
GENERAL ECLIPSE CO. 
Dept. A DANIELSON, CONN. 











The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


Luis 


e Self - Inking Numberin 
Rotary Dater Rubber Stamps Machines WAX SEALS 








NAME PLATES 
BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 














DEFIANCE INKSTANDS 





No. 10 No. 20 








“The House of Service” 


2 DEFIANCE = 





| 2 SALES CORPORATION 
72 Spring Street New York 


Sole Manufacturers of the Genuine Gem, 
Jumbo Gem and Perfection Desk Calendars 




















EXTRA DOLLARS for 
YOUR SPARE TIME 


CAN you use a few extra dollars? If 

so, here’s your opportunity. A local 
representative is wanted for Boston and 
New England States, San Francisco and 
Western Coast States and Atlanta and 
Southeastern States to look after new 
and ‘renewal subscriptions for this jour- 
nal. One familiar with the office equip- 
ment industry, or a person who is now 
representing other papers could handle 
the work. Representatives making a 
number of smaller towns will find the 
prospects good. Only a small amount of 
time needed each month although a lib- 
eral commission arrangement makes the 
work attractive. In reply, kindly give 
the names of a few substantial business 
men with whom you are acquainted. For 
details, address 


Circulation Department 


THE OFFICE APPLIANCE COMPANY 


417 So. Dearborn Street Chicago, Ill. 
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ADDING MACHINES 
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Chicago, til.—The Adding & Calculating Machine Exchange, 
26 South Wells street, received its initial consignment of Corona 
10°" adding machines in May The new machine made a very 
favorable impression and showed up in the sales records also 





Chicago, lil.._-Pending arrangements for new offices in Chi- 
cago the \dd-Index Corporation has given up its suite in the 
Postal Telegraph building J. L. Soutter, the sales manager, 
has temporary headquarters with the Reliable Typewriter & 


Adding Machine Corporation, 170 West Washington street 
Newark, N. J The Victor Adding Machine Company has 
opened an office at 45 Clinton street to care for business in 
Newark and upper New Jersey Kk. B. VanAlstyne is in charge 
This territory has been handled in th past from the New 
York office Mr VanAlstyne has been active in the adding 
machine industry many years, and has a wide acquaintance 
in his present territory 
Oakland, Calif D. R. McAlpine has been made an assistant 
sales manager of the Marchant Calculating Machine Com 
ny He will ve 
Philadelphia, Penna.—The Burroughs Adding Machine Com 
pany has leased 1127 Walnut street for its local office and 


sales! m 


r the southerr states 





‘int a | 


| OTHER MACHINES 











Albany, N. Y.—J. F. Hedderman. agent here for the Standard 
Mailing Machines Company. has moved his office from 45 Sum- 





mit avenue to $3 State street, Room 10 
Chicago, itt.—Merrill B. Sands, vice-president in charge of 
sales, visited the local branch of the Dictaphone Sales Corpo 


ration in May 

Chicago, Il! F. S. Moyer has been appointed assistant man- 
g here for the Dictaphone Sales Corporation He succeeds 
d to the management of the 


" 


Harry Cross, who has been promote 


Cleveland brancl 


Madison, Wis | J. Kelly has been appointed manager of 
the local branch of the Dictaphone Sales Corporation He 
succeeds F. M resigned, who had been sales agent ten 
vears 

Philadelphia Penna The Office Machinery Company has 
been chartere apita! stock, $20,000 E. G. Muhiler, charter 
representative 16 South Clarion street 

Philadelphia, Penna._The Office Machinery Company, which 
had been registered in the common pleas court as a commercial 

by Ethel G. Muhler, 316 South Clarion street, has been 


cancelled 

Philadeiphia, Penna The Rapid Stencil Company of Penn- 
sylvania, 21 Arch street, has been registered as a dealer of 
office supplies in the common pleas court by Wm. 8S. Wright 


824 Corinthian avenue, and Robert F Alexander 1/4 Black- 
burt avenue Lansdowne Penna 

San Francisco, Calif.—-E. C. Kusterer is replacing F. J 

} t manager for the International Business 


Sou r as dist! 
Ma nes Corporation, with coast headquarters in this cit) 
Mr. Boucher was transferred to the eastern offices of the cor- 
Mr Kusterer came from the Birmingham branch 
This is is he nature of a promotior both for Mr. Boucher 
and for Mr. Kusterer 

San Francisco, Calif. Arthur CC. Moench, vice-president and 
general manager of the H. S. Crocker Company, and L. \V 
Hitchcock. manager of the company’s Mimeograph department 
have beer visiting Chicago and other points east of the 


porat 


Rockies They planned to call on the A. B. Dick Company 
and Mr. Hitchcock was expected back during about the middle 
of May The new device of the A. B. Dick Company. called 
the “‘Autosliy is proving very popular with H. 8S. Crocker 
Company's Mimeograph customers 


San Francisco, Calif.—Labor-saving machinery employed in 
railroad offices has put clerical work upon a machine basis 
according to Warren L. Hanna, assistant supervisor of office 
-quipment and methods for the Southern Pacific Railroad, who 
says that 5.462 office machines, valued at about $1,000,000, are 
used by tl company Tabulating machines turn out a wealth 
of information that would not otherwise be available Check 
writing machines automatically print both figures and amounts 
at a single writing. doing away with necessity of checking the 


one against the other Dictating machines save stenographers’ 
time the extent of thousands of hours monthly Many types 
of machines perform innumerable other office tasks “Office 
machinery Hanna said results increased efficiency, eco- 
nomy. and neatness It pays its way, saving not only mere 


hand labor. but the highest quality of brain labor as well It 
reduces overtime and makes work pleasanter and easier for 


the worke! In view of the limited railway earnings per- 
mitted by government and the growing wage demands made 
by labor. savings affected by office machinery are of great 
importance to railroads Without such machinery much neces- 
sary work could not be accomplished at all, due to the pro- 


hibitive cost and slowness of hand labor. 
Opportunity for Business 
Philadelphia, Penna The Multigraphi« Typesetting Com- 
pany. 1061 Chestnut street, has been registered as a commer 
cial title in the common pleas court by Wm. F. Hood 029 


Warren street 














It Pays Dealers 
Because It Sells! 


The Rotary Lettergraph is the 
only machine of its kind on the 
market: 

The simplest mechanically— 

With fewest parts— 

The lowest priced, and there- 

fore— 
With the widest appeal! 


rotary LETTERGRAPH 


Does all that a higher priced 
machine will do— 


Does it as well— 

Does as much of it. 

Copies anything typed, writ- 
ten or drawn— 

One color or more— 

Post card size to 9x15— 

At about 25c per 1000 copies. 


Sells for $35 complete 


With a liberal 
dealers— 

And no servicing needed! 

Leading dealers everywhere 
feature it— 

Why not you? 

Write— 


profit to 


The Heyer Duplicator Co., Inc. 
Manufacturers 
Since 1903— 


945 W. Jackson Blvd., Chicago, Il. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 
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TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


il ti te he 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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RIBBONS AND CARBONS 











UUPKHS 







Copy Book Holder 


A portable device for holding 
stenographer’s notebook or 
copy. Shelf may be tilted to 
any angle. Equipped with 
adjustable line indicator and 
spring clip leaf holder. Base 
is weighted to prevent top- 
pling and has protected 
rubber ring to prevent 
marring of desk top 








Glass Mouthpiece 


Made of clear crystal glass, with 
& threaded metal section for screw- 
ing ‘nto transmitter front. Easy 
- to keep clean. 


MANUFACTURED BY 


American Gleclric (ympany, Sac 


State and 64th Sts., Chicago, U.S.A. 











Boston, Mass.-W. © 
Volger, Ine made a fishing expedition t 
May He enjoyed excellent sport, having 
twenty-two square tail and one toque 

Cincinnati, Ohio.—The consolidation of The Ault & 
Company with several other ink manufacturer wi ! 
iny change in the ribbon and 
this business The merger includes The (Juee 
Ink Company and the Philip Ruxton Compar 


caught te: 


New York, N. Y.—A. B. Holmes, of the Colur Ril 


Carbon Manufacturing Company returned M 
tended European trip His famil rccompanied M H 
Y 


Rochester, N. -—George R. Steele, export 1 ime 
Kee-Lox Manufacturing Company returned ij I 
business trip to Cuba and Mexico 

San Francisco, Calif..-W. G. Huston, Pacif ist 
for Mittag & Volger Ine visited Fresno and the 


California cities in the middle f May t i 
illing on the track 
- oe 


Furniture —‘ontinued fro: Pane 


earbon, or other divisior 


FNS —_—_—_| 


Witte manager here for Mitt 
Moosehead Lake 





Rochester. N. Y H. P. Beecher, special juip- 
ment for offices and factories has moved i te 
building to Room 40s South avenue 

San Francisco, Calif \. Carlisle & Compatr ! Se itive 
of Van Dorn lines, has just taken on the Van Dorn stee ail 
at prison equipment for northern California -verett D 
Tarter, manager of A. Carlisle & Company's filing nent 
said that though order ecceur at irregular el 
jail and prison equipment is quite an important ! whe he 
company does makes i gx sale Hitherto this Van Dor ne 
hi been handled by pecial representatives, | » Ge sle 
has now added it to the Van Dorn lines it has irrying 

San Francisco, Calif.—The Ingrim-Rutledge Compar sta 
tionery and office appliance dealer, has taken < t senta 
tion for San Francisco of Cutler desks manufact ed 1 } 
Cutler Desk Company, Buffalo, N. \Y \ forma pening he 
display of these desks took place May 14 and su ling days 
ecards of invitation having been sent out to tl i This 
department is in charge of Richard Glissman. ‘ le of 
Ingrim-Rutledge Companys iH I. Metals coast representative 
if the Cutler Desk Companys assisted ir the nstallation and 
“\ present at the opening The Ingrim-Rutledge ¢ is 
ilxo exclusive distributor for Browne-Morse filing equipment 

San Francisco, Calif._-Ciustave Erbe presider t Yaw 
man and Erbe Manufacturing Company spent San 
Francisco en route home from the Hawaltian Isla! “ r he 

issed the winter While here he visited the inds San 
Francise salesrooms and offices of the compar 1 Sutter 
street This establishment, larg: is it is. 1 iit 
idvdied space whicl has beer most ittractivels d ip to 
lisplay purposes To Charles H. Victor, San Fra nar 
iger for the Y and EF Mr. Erbe expressed satisfa it the 
utlook for twsiness on the Pacific coast Hie } ted 
Los Angeles ind spent some little time there ! he 
mild « nate (harles H. Victor, San Francis PM for 
the Yawmar ind Erbe Manufacturing Companys stantly 
mn demand as speaker on import t vubelic For 
nstance Mr Victor delivered the address ’ tr 
Oakland Teachers Association to Fred R. Hunter the 
Oakland schools who has resigned it ler t re renver 
is president of the university there Mi \ ter ! the 
Mothers’ Day address at the municipal auditoriur Oukland 

Seattle. Wash.—Clarence Larkin has joined fy of 
t} Seattle West Made Desk Company Hie had x sive 
retail exper ence an ilso has traveled mn the ¢ ral 

istern office equipment concerns 

Seattle, Wash.-—-James I! Jeffrey has be« | iles 

inager by the Lowman & Hanford Compar H r ! 

ng to a familiar establishment, as he had been wit m 
pany previously before becoming Pacit Northwest 1 nta- 
tive for The Wahl Company 

Syracuse, N. Y Joseph Byers has beer ip trict 
manager here by the Remington Rand Business S ‘ Ime 
He had been manager of tl visibl ley t \ t 


the past three veart 
> 
Stamps—Stencils—Seals—(‘ont 
New York, N. Y The Fulton Specialty Compar 
Ww. J has established a Manhattan office at 200 Fift 


Louis H. Tavernier is in charge of this office 


Oakland, Calif.—The Modesto Stamp & Sten Works 
Modesto, Calif has been merged with the Oakla Rubbe 
Stamp Works, 388 Twelfth street, Oakland ¢c. O. Armstrong 
s manager of the consolidated plants 

Richmond, Va.--The Richmond Stationery C 714 ist 
Main street. conducts a rubber stamp department 

Richmond, Va.—John Tyree who had been wit 
the marking device department of the Virginia Stationer 
Company many vears is now connected wi \ nal 
Seal Works 

Toledo. Ohio.._The Toledo Stamp & Stencil ¢ Ow 

“his 


operating in its new building at Erie and Bea 
= a two story ind basement structure 


— 
Annual Report of Albany Port District Commission. 


The econd annual report of the Albany Port District Con 
mission, dated December 1, 1927, has been issued This ind 
ates the progress of developments which will make Albany : 
deep water port, accommodating ocean vessels Wher on 
pleted the port will posses: shipping and warehousing cilities 
which will be important to northern New York ir indling 


re a ties 


aterials ind con 


—=i | 
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Sell 
Gold Standard 


Remanufactured 
Typewriters 


and 
Rebuild Your Fortune 


There’s new life injected into your 
efforts, your spirits and your business. 


Your Business Increases 


When You Sell the Best 


UNDERWOODS 


Remingtons—Royals—L. C. Smiths 
and others 


The best and in every grade known 


General Typewriter Exchange, Inc. 


462 Broadway - New York, N. Y. 
Cables: Gentype 







Pits on side of desk, table, 
wall, or over coin box. Beaw- 
tifully finished in oxidized 
copper, » ahogany, maroon, 
walnut brown and oak tan, 
igory and other shades. 


The ‘‘ Telefo-Safety’’ 


New! Patented Office, 
Store, Home Necessity 


Now comes the Telefo-Safety holder to swell the profits of 
the wide-awake dealer. Where to keep the ‘phone so it won't 
fall off or be in the way has been a problem to millions of 
people for many years. The Telefo- ‘ety solves the problem 
quickly, inexpensively. Sells quickly because of its unique- 
ness and usefulness. Dealers appointed selling large quan- 
tities. Now installed in thousands of large Offices, Stores, 
Banks, etc., not only for telephones but also for electric fans. 
Distributors wanted in every city. 


NATIONAL PHONE HOLDER CORPORATION 
203-219 South Dearborn St., Chicago 

















The Arlac line of Duplicating 
Supplies is a profitable one to 
handle. Arlac users are enthu- 
siastic customers. Arlac Dry 
Stencils and Duplicating Inks 
are backed by an international 
reputation for quality and reli- 
ability. 


WRITE US TODAY 


If you don’t already handle Arlac 
Duplicating Supplies, write to- 
day for our attractive dealer’s 
proposition. 

Trial Stencils sent on request 


Arlac Dry Stencil Corporation 


418 Fourth Avenue Pittsburgh, Pa. 





DISPLAY IT, 


atten 





a 
* _—_ 


0. “UNIVERSAL” MULTI- 
WING DISPLAYERS—..... a:.5:0yin 


Maps, Plans, Charts, Printing, Bulletins, Statistics or 
Photographs. Wings swing from side to side like the 
leaves on a huge book. All urgent data posted hereon 
is ready for instant reference. Office Equipment Houses 
interested in handling the line, are invited to write. 


UNIVERSAL FIXTURE CORP. - WRITE FOR CAT. 1928 




















135 West 23rd Street, New York City 
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’ BALL BEARING 
LETTERING PENS 


For good signs, good pens 


That's logical—for good signs, good pens. 
COIT’S BALL BEARING PENS go a step 
farther. They're not only good, but the con- 
struction is such that even a novice turns out 


good signs in short order. They really enable 
anyone to make presentable signs in quick 
time, without expensive training. 

DEALERS: Send for counter display card of 


twelve pens, assorted sizes. It is sent on thirty 
days ‘sales trial—prepaid. 


The Bridgeport Pen Company 


239 John Street 
BRIDGEPORT, CONN. 


THE “HOGE” STAPLER 






“ HOGE™ 


VITROCOTED REFILL STAPLES 





Ready for service when most needed, 
serves all the time, not part. Built for 
sturdy use—just press and staples are se- 
curely locked. 

Hoge Vitrocoted Staples adapted to 
every type of stapling service, packed ten 
thousand staples to carton, one thousand 
to a box. 

Sold by leading stationers and office sup- 
ply dealers everywhere. 


THE HOGE MFG. CO., INC. 


23-25 East 2lst Street New York City 
































All the perfections associated with the 
matchless Venus of Milo are found in MILO 
Ribbons and Carbons. 


Beautiful packages, faultless workman- 
ship and the finest of materials are asso- 
ciated with every sheet of MILO Carbon 
Paper and every MILO Typewriter Ribbon. 
Their impressions are as pleasing to the eye 
and as indestructible as the Venus of Milo 
herself. 


Dealers will write for our attractive prices 
and full particulars. 


MILO BRRBSN CORPORATION 


PENN YAN, N. Y. 




















Performance in the 
hands of users is 
responsible for the 
status of Lincoln 
Superior typewriter 
keys among stenog- 
raphers everywhere. 
And this performance 
is the natural out- 
growth of inbuilt 
quality. 





LINCOLN 
RUBBER KEY CO. 


27 THAMES STREET 
NEW YORK, N.Y. 
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June merchandising activities organized by the National Asso- 
ciation of Stationers, Office Outfitters and Manufacturers include 
the following 

June 11-16—Commodity Classifications Nos. 12, 13 and 14. 
These include Adjustable Index Tabs, Signals, Map-tacks; Rulers 
and Yardsticks, Postal Scales; Cash, Bond and Office Bozves, and 
Miscellaneous Goods, featuring particularly those goods of in- 
terest to people contemplating summer conventions 

June 18-23—Commodity Classification Nos. 12, 13, 14. Leather 
goods and Novelties of all kinds. Continue to feature vacation 
goods. 

June 25-30—Commodity Classification No. 2. Paper and En- 
velopes, including Expanding Document Envelopes, Photo Mail- 
ers, Patented Merchandise Containers, etc., Adding Machine 
Rolls, Typewriter Paper and Blotting Paper. 

Dealers are urged to co-operate in making these drives suc- 
cessful through their advertising, and the efforts of store and 
outside salesmen. 

Akron, Ohio.—The Akron Office Supply Company has moved 
to the Whittlesey block. which is one of the best business 
buildings in the city The business was located formerly in 
the Taber block 

Baltimore, Md.—Oscar T. Smith & Company, 407 East Sara- 
toga street. has been chartered to deal in stationery; capital 
stock, $100,000; incorporators—J. Kemp Bartlett, Sr., J. Kemp 
Bartlett, Jr., and Robert D. Rartlett 

Baitimore, Md.—W. U. Medford & Company, Lexington build- 
ing, has been chartered to deal in office supplies; capital stock, 
$25,000; incorporators—William U. Medford, H. 8S. Bokee and 
J. L. Medford 

Chicago, Itlt.—A. C. McClurg & Company has decreased its 
capital stock from $1,300,000 to $1,100,000. 

Chicago, Itil.—Harry W. Balch, sales manager for the Quality 
Park Envelope Company, made a trip to southern points in 
May. 

Chicago, il!.—C. F. Barkley & Company, 655 South Wells 
street, has taken increased space adjoining its office and shop 
on the third floor Fifty per cent more manufacturing space 
has been secured. 

Chicago, til.—The Crown Office Supply Company has been 
appointed sales representative of the Corporation Engraving 
Company. The latter does steel and copperplate engraving and 
embossing, specializing on work for lawyers L. E. Woolf has 
charge of this branch of the Crown business. 

Chicago, itii.—Mr. and Mrs. E. Y. Horder left May 24 on an 
automobile tour to Montreal and return, to reach Chicago just 
before the annual Horder picnic, June 16. They drove through 
Michigan to Canada, along the north shore of Lake Erie to 
Toronto, along the St. Lawrence to Montreal, then south to 
Lake Champlain The visits in New York state included 
Hudson, N. Y the family home of F. P. Seymour 

Cincinnati, Ohio.—Sellers, Davis & Company, 311 Walnut 
street, face a removal The building now occupied is to be 
razed July 1 

Hopkinsville, Ky.—The business of C. E. Blakey & Company 
has been bought by Cornettes, Inc The two stores will be 
operated as separate units 

Manitowoc, Wis.—J. Bigel & Sons have moved into a new 
store 

New York, N. Y.—The Maiden Lane Stationery & Printing 
Company, Inc., has been established at 101 Maiden Lane. Com- 
mercial and social stationery items are handled. M. A. Simon 
is manager 

Philadelphia, Penna.—Edward F. Hoffman has been appointed 
referee in the involuntary bankruptcy proceedings of the E. H. 
Rapp Stationery Company. 232 South Fifteenth street. 

Portiand, Ore.—Barney May has been elected president of 
the May Stores, Inc., known formerly as the J. C. Brill Stores, 
Inc Mr. May was secretary of Bushong & Company many 
years 

Quality Park, Midway, St. Paul, Minn.—L. G. Bigelow of the 
Quality Park Envelope Company made a business trip to New 
York in May 

San Francisco, Calif.—George Forfar, well-known stationery 
salesman, formerly with the H. S. Crocker Company, has 
joined the sales force of A. Carlisle & Company 

San Francisco, Calif.—The Stationers’ Corporation, Los An- 
geles, is preparing to open a San Francisco wholesale branch 
for the sale of school supplies and furniture. J. M. Johnsson, 
formerly with C. F. Weber & Company, is the San Francisco 
manager for the new departure of the Stationers’ Corporation. 
A large store and upstairs warerooms have been taken at 555 
Mission street and are now being very handsomely painted, 
decorated and equipped with showrooms and warerooms. The 
new establishment will be opened very early in June, if possi- 
ble on the first, but some of the goods have to come from 
the East and may not be installed so early as that Among 
the lines carried by the corporation here will be: Spinner- 
Deist Corporation's products, Peabody school furniture and the 
California Church Furniture Company’s lines. Mr. Johnsson 
said that the new business here is to be wholesale only 

Washington, D. C.—R. M. Hughes, assistant manager of 
sales. R. P. Andrews Paper Company, reverted to childhood 
in May He was hospitalized to recover from an attack of 
scarlet fever 

> | 
Australian Duties on Writing Paper Deferred 

The government of Australia has deferred from April 1 to 
October 1 the application of deferred duties on writing and 
typewriting papers, sheets not less than 13x13 inches. Dupli 
cating papers are not included Unless another postponement 
is effected, tariff rates will advance from 20 per cent to 30 per 
oent ad valorem October 30. 








The Correspondence Machine 
For Office and Home 


BARR 
Typewriter 


Impressions are Important ! 


The BARR impressions are 
excellent. 


Original copies are sharp, 
uniform and clear. 


Copies, one or many, are 
distinct, legible and free 
from smudge. 


The BARR Typewriter will serve 
equally well at the office during the 
day, or overtime at home, as you 
choose, for it is:— 


Small Enough to Carry Off, 
Sturdy Enough to Carry On. 


Manufactured by the 


BARR-MORSE CORPORATION 
ITHACA, N. Y. U. S. A. 


This machine is a Morse Industries product; other 
Morse Products are: the Morse Rocker Joint Silent 
Chain, the Allen-Wales Adding Machine, the Poole 
Clock, and Thomas-Morse Aircraft. 


Born with a Pedigree. 
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This Silent Salesman 
for B & P Notebooks 


-+--Let Your Customers 
Serve Themselves 


Place your notebooks where they 
can examine them and note your 
selections at a glance. Customers, 
especially men, do not want to waste 
time over purchases and they can 
satisfy themselves in this respect as 
well as any salesman. Try it and 
sce. The STANDARD CABINET 
above does the trick, and it’s 

FREE Accommodates one hundred 


and seventy-four books. All- 
metal, finished in olive green 
with gold and black lettering 


with any as 
sortment of 
Standard 


memosamount Write today for information 
ing to thetotal or consult our nearest rep- 
list value $120. resentative. 








PNM IM 





Boorum & Pease Company 
P. O. Box 272, City Hall Station 
New York City 


New Vork Store Chicago Office 
M49 Broadway 21 East Austin Avenue 
General Offices 
84 Hudson Avenue, Brooklyn, N. Y. 
st. Louls Office Boston Office 
212-214 South Tth St. 29 Otis Street 
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The National Association of Stationers, Office Outfitters ana 
Manufacturers has set aside the period June 4-9 for a drive on 
Commodity Classification No. 4. Dealers are requested to exer- 
cise intensive merchandising on Pencils, Pens, Pencil Sharpen- 
ers, Crayons, Fountain Pens and Mechanical Pencils, featuring 
the latter for vacation wuse 


Alameda, Calif.—Lioyd A. Wagner, district representative of 
the Joseph Dixon Crucible Company, with headquarters at San 
Francisco, has established his family at 1516 @ornell drive 

Chicago, til.—The Joseph Dixon Crucible Company pencil 
department, 228 North La Salle street, has taken membership 
in the Chicago Association of Commerce 

Chicago, !li.—After some thirty-five years in the Monadnock 
building, the local branch of the Joseph Dixon Crucible Com- 
pany will move June 1 to the twentieth floor of the Builders 
building, Wacker drive at La Salle street 

Chicago, ill.--Herman Price, general sales manager, pench 
department, Joseph Dixon Crucible Company, spent several 
days in Chicago last month following the convention of the 
Wholesalers’ Association of the United States 

Chicago, !li.—Frank Paffenrath, purchasing agent for The 
Wahl Company, was a member of a coroner's jury which in- 
stituted action leading the tar Association to conduct an 
aggressive action against voting frauds in the April primaries 

Fort Madison, ltowa.—Carl Hart, advertising manager for the 
W. A. Sheaffer Pen Company, attended the meeting of the 
Association of National Advertisers here the week of May 7 
Mrs. Hart accompanied him 

San Francisco, Calif.—A beautiful desk set with base of 
California onyx was created by Conklin at its shops here as 
; epecial order for the Zellerbach Paper Company for present 
ation as a trophy for the best display of graphic arts. held in 
connection with the Advertising Club's meetings in Honolulu, 
=< oe The set was designed by Tom Emerson, manager here 
for The Conklin Pen Company, and was much admired when 
displayed at the Ad Club here Mr. Emerson says that the 
business has very noticeably improved during the past forty 
to fifty days 


——- 
“Living Costs for Americans in Belgium” 
The United States Bureau of Foreign and Domestic Com 
merce, Washington, D. C., has issued Special Circular No. 129, 
“Living Costs for Americans in Belgium." This supercedes 


No. 29, issued by the division of regional information in De 
cember, 1926 The new issue gives complete information re 
garding costs, customs, transportation, etc. enabling the 
American business man planning a visit or extended stay to 
understand the situation regarding housing. domestic facilities, 
hotels, native customs, railroad, air. steamship and street 
travel 
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Chicago. !I|.—-The Boorum & Pease Company of Chicago has 
moved from 21 East Austin avenue to 500-30 South Throop 
street. at the corner of Harrison 

Chicago, Itil.—Ed. Spaeth. territorial manager for the Mce- 
Millan Book Company, interrupted his road work in May to 
do a spell of jury duty in a Cook county court 

Chicago, til.—The name of the Modern Accounting Devices 
Company, 189 West Madison street, has been changed to 
Modern Office Devices Company This avoids possible conflict 
with another organization of long standing. 

Los Angeles, Calif.—Ernest Wallace has added the lines of 
the Elbe File & Binder Company to his comprehensive service 
for dealers 

Philadeiphia, Penna.—Lafayette Business Service Drexel 
building, has been registered as a commercial title in the com- 
mon pleas court by Ella H. Rhulander, Brookline, Penna 

San Francisco, Calif.—The Bankers’ Printing Company, op- 
erating a large plant at 836 Montgomery street, has just com- 
pleted merging the Advertisers’ Printing Company and San 
Francisco Loose Leaf Manufacturing Company with its com- 
mercial division The Bankers’ Printing Company has been 
appointed Pacific coast distributor for ‘“‘Beck-Nor’’ systems of 
simplified bookkeeping for farmers, professional men and busi- 
ness houses 

Syracuse, N. Y.—Donald McChesney of the Hall & McChesney 
Company, Inc., spent a brief vacation at Havana. Cuba 

> 


“Marketing American Goods in New Zealand” 


The Bureau of Foreign and Domestic Commerce United 
States Department of Commerce, Washington, D. C., has issued 
Special Circular No. 134, on “Marketing American Goods in 
New Zealand This tells of the economic condition of the 
country, its buying preferences, shipping requirement:, terms 
ete Americans are urged to establish agencies in New Zea 
land, rather than depending on Australian representatives 
These are two distinct countries, separated by distance equal 
to that between New Orleans and the Panama Canal 
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Quick asaF lash! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western Electric 
and many other users Any employee can use Mellicke 
Systems without training. There are no keys to punch, no 
levers to pull. Just turn the card and copy the answer. 


The Mellicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 

Pay Roll Calculators 
Bonus Calculators 

Unit Basie Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 

Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 

Vertical Cataloging 
Phone Indexes 


The Dictaform for letters, 
paragraphs and all 
data 





Meilicke Systems meet every need, and special Calculators 
can be supplied to meet any special requirements Let wus 
show you without obligation how Mellicke systems can save 
money for your business. Write now. 


Agents—Some valuable territortes are still open. Write today. 


Meilicke Systems, Inc. 
3471 No.Clark St. Chicago, Illinois 














PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 

mail and tape baskets, space baskets, built up 

trays, locker baskets, PEERLESS paper burn- 

ers, wire globe guards, office partitions, wire 

guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


“a AS. 
Sd ates bie A 


- AN 


















Improved 
Office 


Devices 





nese new things have superior features, 
easily demonstrated [hey re place old style, 
ird-to-s¢ items, ena ng stationers to im 
prove their tur ind = profit The 
UPTODATE is a beautiful and highly pra 
tical calendar: the postal scale has an ad 
table spring balance and a handy comput 
g dial The Security letter tray has several 
lh eatures i the “Two in One’ 
nN ~ especially valuable for all sorts of 
low-u W rite s tive matter and 
ce t vour ] 







200 Hudson Street 
New York, N. Y. 











The QUIK-LOK 
STORAGE FILE 


PAT. PENDING 


Quik - Lok Stor- 
age Files will keep your 
inactive records clean, 
orderly and accessible 
for immediate reference 
at the lowest possible 
cost 

Quik-Lok = stor- 
age Files should not be 
a with the or- 
dinary stocage files on 
the market today they 


conf use 


a distinctly different, 
net only in construction 
but in ease of operation, 
convenience, and dur- 
ability 


Quik - Lok Stor- 
age Files have a heavy 
three - ply, spill - proof 
bottom, Triple Steel r 

inforcement, positive 
Automati« Lock, and 
an 6Centirely§« dust-proof 


onstruction, making 





trating our A-124 for Letter 


1-93 for Cancelled Check therr distinctive in 

Convenience, Durability, 

Appearance vet thev t no more than the ordinary fibre board files 

Quik - Lok Storage Files are Guaranteed to assemble and farten per 

fectiy, quickly and easily, and to give satisfactory rvice 

Quik - Lok Storage Files have no parts to wear, tear or tangle All 

itside ar inside faces are smooth—no projections to catch on the 

sh ing and nothing t ar the finest furnitu Send today for your sample 
< ; . Stationer and give him vour order or write us 
NOW. Dealers: Write today Literature and discounts 


THE KAY-DEE COMPANY 


teel, Fibre and Paper Trav + and Storage Files 


3644-64 So. 36th St., Lincoln, Nebraska 

















246 OFFICE APPLIANCES June, 1928 
NUURRRRRE RRR 


Yow : 





the name on the core 


identifies QUALIFIED 


A new feature—a mark that symbolizes 
our pracenaee on every roll of QUALI- 
FIED Adding Machine Paper. A further 
positive identification of the constant 
uniformity of quality that has made 
QUALIFIED famous. 


Clear, bright whiteness; lintless, velvet 
surface; exact width and full length are 
now definitely identified by the QUALI- 
FIED mark on every roll. 4] 


























CENTRAL PAPER CO. Menasha, Wis. 


UALIFIED 


eADDING MACHINE PAPER. 














The Famous Argus Ries 


Calendar Clasps, 
Typewriter Erasers, 
With or without Brush, 
Paper Clips, (3 Sizes), 
Pen and Pencil Clasps, 
Argus Sanitary Moisteners 


Ask your jobber for Prices and Discounts, or write 


ARGUS MANUFACTURING COMPANY 
1134-44 North Kilbourn Avenue 
Chicago, Ill. 


























Salesmen who are filing equip- 
ment experts are the best in- 
come producers in the store. 
Their advice frequently saves 
hours of business time every 
month, and hundreds of dol- 


‘‘Get Acquainted”’ . Sell Bump lars. They advise use of the 


BUMP paper fastener — no 


. . . . 

On Hi h Ww h clips, staples or pins to catch 

OFFE 8 it ever y and scratch—no mucilage to 
‘ Class file cabinet gum up unrelated papers. 

There are two models; the 

stand machine illustrated 

; here, and the hand model, 

O get a high class ribbon you ay have to pay \ portable and easy for long, 

a pretty good price BUT NOW WE ARE PUT- continued use F 
TING YOU NEXT TO A SOURCE OF SUPPLY _— 

WHERE YOU CAN GET A HIGH CLASS RIB- 
BON AT A VERY MODERATE FIGURE. 

Here is a ribbon that will continue to write 
black down to the fortieth consecutive writing 
day under severe usage. It writes cleanly from the 
start, erases easily and clearly and does not smudge. 


We want you to see for yourself what a mighty fine 
ribbon it is. That is why it is a real buy at our price! 










Supplied boxed under your imprint or ours, also BUMP 
unboxed, or in 144 yard reels. rN 
Fill in and mail coupon. You will be glad you PAPER FASTENER , 
CO. 


did. No obligation. 


IMPERIAL MANUFACTURING CO. 
295 Washington St. Newark, N. J. 


—iw'"Please send us sample typewriter ribbons (at no 
charge) for: 
Machine Color 
Name 
Address 


LA CROSSE, WIS. 


Eastern Representative 
ymour Conover Company 


350 Broadway, New York 
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CATALOGUES 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 











Manufacturer 

The Des Moines Stamp Works, Des Moines, Iowa, has cir 
culated a new thirty-four page catalogue of marking devices 

The New Orleans Stamp & Stencil Company, 330 Camp street, 
New Orleans, La has sent to its trade a new catalogue of 
marking devices, with a separate price list 

The Globe—-Wernicke Company, Cincinnati, has published a 
twenty-four page booklet on a system for the filing and index 
ing of maps, plans, drawings, and similar large sheets A 
number of installations and various types of filing units are 
shown in this booklet 

From the Underwood Typewriter Company 0) Vesey street 
New York, N. Y., comes the May copy for the company’s ex 
pert typing test This is a selecti from “The Golden City,” 


by J. N. Kimbal 4 tota f 4.970 strokes is provided in this 
copy, to be completed in fifteen minutes 

From Mueller & Lauer, 3819 South Halsted street, Chicago, 
Il comes Catalogue N ‘ covering metal stamps, marking 


devices, stencils, seals, dating stamps, ink pads, stars and 
badges, numbering machines, rubber type and other marking 


devices This catalogue is illustraied profusely, and items are 
priced 

From George L. Lamb, Nappanee, Ind., comes Catalogue No 
21 of costumers, ladies, students and hotel writing desks, um 
brella holders, screens and radio tables There s extensive 
variety to the lines show modern in design and treatment 
Many of the items show: re of interest to the commercial 
furniture deaier 


From the Bentley & Gerwig Furniture Company Parkers 
burg, W. Va comes its forty—third italogue of desks This 


shows the company’s omplet ne of grades of desks and 
tables, providing i ts ol ss the equipment of the finest 
flice for executives down t substantial desks and tables for 
outine workers Any of the Bentley & Gerwig products can 
t equipped at tl factory with linoleum tops The company 
also manufacturers typewriter dding machine and telephone 
tabl 

From the Sanford Manufacturing Company, Congress and 
Peoria streets, Chicag I omes the current trade price list 
and catalogue f Sanford | ducts The modern tendency in 
‘ r and design is show t over, giving the booklet a 
striking dress Within the different items are illustrated 
with color reproductions, and priced Page 21 shows a land 
scape in natural hues, the riginal done in Sanford’s show card 
colors, a novel way of demonstrating this line, which is usually 
conceived as being used for making price tickets and window 
signs 

From the L. C. Smith & Corona Typewriters In« Syracuse, 
™ = comes a handsome booklet Corona Typewriters This 


was prepared and printed entirely within the organization, and 
is highly credible, as to compilation, arrangement and mechan- 


ical productio The advantages of the Corona are told briefly, 
with illustrations bringing out the important points Both the 
Corona Four” and the far ul Three” are shown in the 
booklet The center spread shows process color reproductions 


of the six different finishes idditional to Dlack, offered to 
Corona users 
From The Jasper Desk Company, Jasper, Ind., comes Cat- 
alogue No. 418 of office desks, typewriter tables and tables 
This is a handsome book of sixty-four pages with cover and 
body printed in two colors. The company’s patented dust proof 
roll curtain is featured. This has a smooth surface, which pre—- 
serves the natural grain of the wood, despite the slat con- 
struction The mpany makes up six series of desks and 
tables, which can be equipped with linoleum tops on order. The 
present demand for period type furniture is met by a line of 
l 
‘ 
| 


I 
desks with turned legs and other ornamentation 
The J. G. Blair Company Huntingdon, Penna has distrib- 
uted to the trads ew sixte: page catalogue of ring books 
for the school trade, retailing t from ten to twenty-five cents 
and upward 
Distributor. 


The Associated Stationers Supply Company, Chicago, IIL, 
will have a new catalogue in the hands of the trede in Sep- 
tember A dealers’ editior s also in preparation, which many 


stationers have arranged to adapt for circulation to their own 
consumers 


Direct Mail—Manufacturer 

Charles C. Smith, Exeter, Net dispatched a folder featuring 
“Opnwindo steel guides for ard records Stock guides are 
carried with blank or alphapetical labels 

A folder in two colors from The Globe—-Wernicke Company 
asks “Is Jones a Good Risk? The answer lies in the use of 
G-Ww visible index re ds Credit authorization is but one 
of the myriads of uses for company’s visible index system 
The Hoosier Desk Company, Jasper, Ind., announced that 
several manufacturers of chairs are now making lines adapted 
for use with the Hoosier Desk Company's “Colonial A Grade” 
suites This letter amplified on the desirable qualities of this 
Hoosier product for finer offices 

4 constructive idea on the sale of the bath room scales was 
made to dealers by Hanson Brothers Scale Company, 523-31 
North Ada street, Chicago 4 letter from the company told 
how an office supply dealer in a town of under 30,000 had sold 
thirty Weigh-—Master™’ scales in about three months 

The Oxford Filing Supply Company 500 Driggs avenue, 
Brooklyn, N. Y sent the trade a letter about the “Spotweld 
Tab” guide, with a sample to demonstrate its construction and 
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I do the talking 
but 
The 
Ejector 
Bar 






sale 


makes the 
when I demonstrate 





CEESITID) 


STAPLING PLIERS 


U.S.and FOREIGN PATENTS 








VERYONE is attracted by 
of a Neva-Clog Stapling Plier. 
hand. 
can be used, since it needs no base. 


the business-like appearance 
They like its “feel” in the 
They can readily see in how many ways and places it 
And they are amazed 
at the driving, smashing force behind each staple as it zips 
through and holds together fifty sheets of bond paper, leather, 
cardboard or wood. 


But best of all, they like the Ejector Bar. Found only on 
a Neva-Clog Stapling Plier, it is a unique device lying between 
the handles, which instantly, easily and surely clears out all 


jammed staples. 


If only suitable materials are used on a Neva-Clog, the 
Ejector Bar will never need to be used. For a Neva-Clog is 
guaranteed never to clog in actual use. But like any mechanical 
device, it is almost certain to be misused. The Ejector Bar is 
your customer's assurance that his Neva-Clog will always be 
in perfect working order. 


A specimen Neva-Clog Stapling Plier will be sent you on 


approval in exchange for the coupon below. No obligation. 


NEVA-CLOG PRODUCTS, Ine. O. A.-6/28 
1188 Main Street, Bridgeport, Conn. 
At your expense, kindly send me a specimen plier and box 


of staples together with discounts on same. Include return 
postage. 

Name 

Street 

City State 
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durability These tabs are transparent, and fastened to the 
guide stock without the use of metal An inappreciable addi- 


tion is made to the thickness of the guide by the celluloid com 


posing the tab Color classifications are secured through the 
label inserts. The tab is slanted for quick visibility 
Direct Mail—Dealer 

From The Roth Office Equipment Company, Dayton, Ohio, 
comes a dainty printed announcement of the opening of store 
No. 2 at 116 North Main street The title page is die stamped, 
and a half tone tipped on the antique stock shows the front of 
the new building. 

Accessory Advertising Matter 
“Modern Tools” is an envelope enclosure furnished by The 


¢. E. Sheppard Company to dealers It features visible records 
in book form, and various types of loose leaf devices 

An effective folder in colors, ready for imprinting by dealers 
is furnished by The Fritz—Cross Company It te'ls of the de 
mand for correct posture, and the part played by Eft & Cc” 
chairs in affording scientific seating 

The Esterbrook Steel Pen Manufacturing Company, Camden 
N. J., provides its dealers with a four page envelope enclosure 
in three colors, showing a number of the popular pens, with a 
reproduction of the gross package The back page tells about 
the company's ball bearing clips 

From Wm. A. Force & Company, Inc., 105 Worth street 
New York, N. ¥ comes a folder prepared for deaier distribu 
tion, ready for the imprint This asks, “Are You Overlooking 
a Business Necessity?’ the lettering in black over outiine 
pictures of typewriter telephone and other desk necessitic 
This folder elaborated the thought, ““No Business Can Afford 
to be without a Numbering Machine The new Force No. 50 


is offered as the appropriate numbering machine for office use 


Price Revisions 


The Davenport-Taylor Company, 412 Orlean: street, Chicag 
lll.. has notified the trade of changes in discounts 

George L. Lamb, manufacturer of screens, desk ind = cos 
tumers, Nappanee, Ind., has notified the trade of revised price 
lists on his products 

The Jasper Desk Company, Jasper, Ind., has sent the trade 
price list No. 418, dated May 1, 1928 This covers office desks 
and tables, typewriter desks, bookkeepers desks and turned leg 
de sks. 

The C. L. Downey Company, 941-47 Clark street, Cincinnat 
Ohio, announced new prices May 1 covering Steel-Strong 
bank supplic including coin wrappers, bill straps, coin bags 
lead se als and seal pre ses 





HOUSE ORGANS 
I$ 


Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
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reference. 
Manufacturer 

“Color Pleases said Fritz—Cross Service (The Fritz—Cross 
Company, instancing the vogue for color in office machines 
automobiles, ete The use of color on letternead<« and other 
printed matter gives an attention value of importance in an 
advertising sense 

“The Story of Library Bureau" was told in TI RemRand 
News (Remington Rand Business Service, Inc.) This history 
is part of a series, telling the organization of the development 
of the industries which have come to serve business under the 
unified Remington Rand organization 

An exhibit at the “Weiner Messe” [Vienna fair] was shown 
in The Mouthpiece (Dictaphone Sales Corporation) This boot! 
Was arranged by Ing. Hans Trebitsch, general representative 
in Austria, Czechoslovakia and Hungary for The | ictaphone 
Many live prospects were developed through the exhibit 

Frequent changes of window displays are the usual custom 
of office equipment men The Lyon Standard (Lyon Metallic 
Manufacturing Company) told of a display that pulled cor 
tinuously for fifty-two weeks This display was in the window 
of the Southern California Safe Company, Los Angeles, Calif 

The ‘Fellow Aladdin" Magazine (Aladdin Manufacturing 
Company) discussed consolidation in the electric supply fleld 
and warned dealers against ““volumitis the aim for large tota 
sales at the sacrifice of profit Price cutting may bring in 
creased sales with greater volume, but the net for the vear de 
pends on profitable sales 

Graphite (Joseph Dixon Crucible Company) pu>lished some 
letters which had been printed in the Marblehead Ledger May 
1, 1861, when the country was organizing for the civil wat 
They concerned the founder of the Dixon business ind re 
flected his patriotism and loyalty. The e letters were discovered 


by A. L. King, of Ward's, Boston 
The Coach (issued co-operativeiy b the 
Company, Eastern Manufacturing Company, C 


m & 
Hioward Hunt 


lease 


Pen Company and Sanford Manufacturing Company) published 
“The Value of Properly Arranged Stores’ in which the art of 
merchandise display was told. Another important article was 
“Talks on Salesmanship,”” the first of a series on this important 
top 

Diversified selling was urged by The Idea (Office Specialty 
Manufacturing Company, Ltd.) ‘Pet lime narrow sales 
man's viewpoint and field, and cause him to overlook many 
opportunities for profitable sales A wide range of lines sold 
is helpful to the factory's production program and = storage 
problem 

“Steel-Strong”’ Dealers’ Every Month (The C L. Downey 
Company) reported that its listing for the National Index had 
been mailed to all dealer members of the National Association 
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Dealers Wanted REGAL REBUILT 
tosell Tested and Approved ROYALS 
DRY STENCILS 


Two years of research and experimenting 
with dealers and consumers proved that we 
have a product which you can handle with 
great profit. 

Government Purchasing Agents, supply men 
representing the largest Public Utilities and 
Industrial Corporations have tested, com- 
pared and reordered our “Aladdin” Stencil. 


It meets all commercial requirements. All Makes All Models 
Quick-Selling Stencil All Series - Alf Types 
Embodying the finest ingredients for duplicating Lowest Prices 


work—"“Aladdin” gives clearer copies at greater 
speed. Extensive advertising will acquaint your 
customers with its qualities—a Jower selling price 
will move your stock more rapidly. Dealers receive 
full protection and greater discounts. 


f Write us for samples and best dealer | REGAL TYPEWRITER COMPANY, Inc. 


tor Sampies a 
) discounts One dealer sold 2200 quires { 


retail the first month! 524 Broadway, 12-14 So. i aitadtele rae. 


ALADDIN DRY STENCIL CORP. New York, N. Y. Chicago, Illinois 
72 Duane St., New York City Cable Address: REGALTYPE, N. Y 


COURANT 


Pencil Sharpener 















INSTA 
REFERENCE FILE 


FOR 
Letters, Invoices, Requisitions, Back 
Orders, Follow-ups, Bills of Lading, 
Stock Sheets, Ledger Sheets for 





posting, or any other matter needing clas- 
siftcation— alphabetical or numerical. 
Handles all Current Papers so they may be located Exclusive . 
Instantly. Made in all sizes and indexed as desired Territories for i 
DESK FILES AND CARD SYSTEMS Dealers and Agents * , 
that save Time and Space. Ask for our proposition on this high quality pencil sharpener. 


Portable _ } It offers a real opportunity for high grade men. Considering its 
construction and performance, its length of service, it is easily 


= wee > sare sesiead Business Aids Company 


183 N. Dearborn St., CHICAGO 310 Broadway New York, N. Y. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 
No. 1. 61% inch blade. No. 4. 12% inch blade. 


Ne. 2. 814 inch blade. Ne. &. 1S inch blade. 
No. 3. 10% inch blade. No. 514. 18 inch blade. 


No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 


NEW “C" STYLE EASY SNAP 
Collapsible, Corrugated, Fibre Board 
STORAGE FILES 


Drop the lid, 
it snaps shut. 
A slight lift, 
it’s open. 

One piece lid 
construction 










Patent Pending 





42 Stock Sizes—a size for every 
Business Paper. 


Miniature Samples sent on request. 


STRAYER COIN BAG CO. 


Coin Bags Wallets File Boxes Bank Supplies 
New Brighton New York City Branch 
Pa. 30 Church Street 








Tue AJAX TIME STAMP 


WITH A SPECIAL BUILT JEWEL CLOCK 


SETTLES THE QUESTION 


of Date, Hour, 
Minute, Depart- 
ment, and any 
Transaction  be- 
yond dispute. 


The strength and 
durability suggested 
by its name is justi- 
fied by the AJAX 
Time Stamp in ac- 
tion. Constant daily 
use proves a record 
of accurate and pre- 
cise performance 
Date, hour, and 
minute are recorded 
by an easy push on 
the plunger handle. 
More than fifty 
AJAXES are now in 
use in the First 
National Bank of 
Boston A substan- 
tial dealer discount 
is allowed on each 
order Write today 
for further informa- 
tion and descriptive 
Price $40.00—Engraving extra matter 


AJAX TIME STAMP Co. 


81 WASHINGTON ST., BOSTON, MASS., U. S. A. 
Illinois Representative: 
American Seal & Stamp Co., 120 S. Clark St., Chicago 
Missouri R ntative: 
Banner Rubber Stanmip & Seal Co., 208 N. 4th St., St. Louis, Mo. 


New York Re tative: 
R. A. Stewart & Co., 80 Duane St. 

















EXTRA ELECTION PROFITS 


Boost your 1928 sales—and profits—with the Douglas line of 
election equipment. Used from coast to coast and border to 
gulf. Built to “Stand the Gaff.” Collapsible, easily erected. 
Stalls are detachable and interchangeable on the Model “B,” as 


shown above. 


Write TODAY for illustrated folder and complete information 
about the DOUGLAS LINE, which includes the new combina- 
tion, non-stuffable ballot box pouch. Make sure of these extra 
profits by writing ‘TODAY. 


DOUGLAS MANUFACTURING CO. 
Crete, Nebraska 


Steel Collapsible Voting Booths, Steel Collapsible 
Ballot Boxes, Rigid Ballot Boxes, Collapsible 
Election Tables and Combination Ballot Box 
Pouch. Also manufacturers of the famous 
Douglas Featherweight Camp Beds. 
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of Stationers, Office Outfitters and Manufacturers. The com- 
pany made an overrun on this issue so that dealers who need 
extra copies of the price sheet can be supplied on request to 
The C. L. Downey Company 

H. S. Gilbert, manager Chicago branch, L. C. Smith & 
Corona Typewriters Inc., contributed “Trials” to the Type 
Bar Bulletin, published by the company. He showed the im- 
portance of trial installations in selling typewriters, and cited 
instances to prove his point 

Dealers of the Yawman and Erbe Manufacturing Company 
were told in The ““Y and EB” Idea about the complete facilities 
at their command for the production of special ruling and 
printing jobs for vertical filing A modern print shop, spe- 
cially equipped to handle printing, ruling, cutting and tabbing, 
offers unusual facilities for good work and good service 

The Royal Standard (Royal Typewriter Company, Inc.) told 
of the educational value of the company’s exhibit at the Par 
ents’ Exposition at Grand Central Palace, New York, N. Y 
The Royal portable proved its value as an educational instru 
ment, and the exhibit was a revelation to the educators who 
studied the reactions of children to writing by machine 

“New Life for the Small Town" in Business (Burroughs 
Adding Machine Company) told how various community cen 
ters have prospered because of good roads and other com 
munication This is despite the fact that the larger towns 
are more accessible to the local communities. The merchants 
arose to their opportunities and built hetter and bigger busi 
ness in their logical trading radius 

“The Sales Opportunity for Loose Leaf and Visible Record 
Equipment” was contributed by E. C. Shoup to The National 
(National Blank Book Company). This cited many instances 
in which the dealer can develop business. The National has 
changed its page size trom 6x9 inches to 8%xl1l inches. This 
conforms to the standard catalogue size adopted by the Na 
tional Association of Stationers, Office Outfitters and Manu 
facturers It fits standard loose leaf binders. 

“Know Your Game,’ said The Webster Way (F. S. Webster 
Company, Inc.), in urging dealers to be familiar with the 
details of using typewriter ribbons and carbon paper. The 
editor of the Way has a radio. Some radio sharks called on 
him, and showed him how to get better reception They 
muddled the thing, and an expert on radio was called in to 
undo the mess and put the set in shape. The moral was to 
be the community expert on ribbons and carbons and spare 
customers from muddles 

“Salvaging ‘Best Sellers’’’ in The DuPont Magazine (E. I 
du Pont de Nemours & Company) told of a test plan devel-— 
oped by the company Public libraries were invited to send 
some of their “cripples.” popular books that had been worn 
ragged in circulation. These were rebound in ‘“‘Fabrikoid” to 
demonstrate the serviceability of this materiai for hard usage 
by library readers. Two illustrations were shown, before and 
after rebinding The new “Fabrikoid” bindings were bright 
with color, and endowed with extreme resistance to wear 

The “Berloyalist’ is welcomed to our list of house organs 
published in this field It is published by the agency division 
of The Berger Manufacturing Company, Canton, Ohio, to keep 
the field forces informed of the news of the “Berloy” organ- 
ization, and to notify dealers of new items, etc. The name was 
selected from a list submitted by the field sales organization 
The winner at the christening service was C. E. Howes of 
the equipment division, Chicago branch This publication 
carries the emblem of the National Association of Stationers, 
Office Outfitters and Manufacturers 

Association 

Making Markets (Sheet Steel Trade Extension Bureau) re- 
ports that the office of the bureau has been moved from the 
Oliver building, Pittsburgh, to the Terminal Tower building, 
Cleveland, Ohio 

Dealer 

The Victor adding machine was featured as a useful office 
utility in Good Impressions (Samuel H. Moss) 

Office Topics (Baker Printing Company) printed a page ad-— 
vertisement offering rebuilt typewriters of four standard makes 
at attractive prices 

Common Sense (Corlies, Macy & Company, Inc.) printed sev- 
eral pages of interesting anecdotes regarding Benjamin Dis 
raeli, who became prime minister of Great Britain. 

Bramwords (The Bramwood Press) apologized for missing an 
issue by explaining that important additions had been made 
to the composing room plant, which upset the “house’’ work. 
Samples of the new Ludlow type faces were shown 

An excellent spring prescription was offered by The Office Cat 
(The Richmond & Backus Company) Readers were admon 
ished to start a garden and raise both flowers and vegetables 
This beats gymnasium exercise, and produces delightful results 

Hello (The Office Outfitters) printed a display advertisement 
on office supplies These were termed very aptly, “The Com- 
mon Denominator of Business Efficiency.”” The ad presented 


another good thought: “You an't all have Charlie Schwab 
working for you, but you car ise his tools!” 

The prospective output of American automobiles this year is 
estimated at 506,000 The Blank Book News (The Columbus 


Blank Book Manufacturing Company) suggests that the pe- 
destrian keep these figures in mind, so that if he is hit oc- 
casionally he can be grateful that but a small fraction of the 
total motor car output has a chance at him 

Internal 


The importance of positive action in life was explained in 
“You Can't Finish Unless You Start,.”’ which was printed in 
the Strathmorean (Strathmore Paper Company) 

The Dixonite (employees of the Joseph Dixon Crucible Com- 
pany) announced that the idies’ auxiliary of the Dixon Club 
had presented a billiard table to the clubhouse 

The visit of Chas. P. Garvin to the establishment of The 
J. K. Gill Company at Portland, Ore was recorded in The 
Gill-O-Gran house publicatior The general sales manager of 
the F. S. Webster Compar Ir enthused the Gill staff ata 
general meeting Mr. Garvin met also with the Portland sta 
tioners on association work 


“Our World Trade in 1927” 

The twenty-ninth quarterly issue of “Our World Trade” has 
been distributed by the foreign commerce department of the 
Chamber of Commerce of the United States, Washington, D. C 
a quarterly resume of the import and export trade of 
tes in which major movements trom and to the 








CUR siverticemenss in the Seruntey Evening Fess ese cousing 
people to ask to see this Pencil , but the sharpener 
makes the actual sale. It is handsomely fini in green enamel. 
The roller cutters are made of case-hardened steel, individually 
tested. Other models sell for $1.50, $3.00 $5.00 for the 
with ball bearings. Include some of in your order, but 
be sure to order more of the model L, which is the 

sharpener. 





CAMDEN, N.J. 


251 











OFFICE 


A SURE SHOT LINE 


Sor Volume &Profitt 

















The Greatest Line Ever Offered 


at the Best Discounts to You 


It t : that wit 1 t ¥ “ i 
} 1) ‘ 

sel } Zz ‘ g rac j ge the ext tew 

months I tf ! posits for Vv ive a moder 
[ leale ‘ 1 (6Utf ind egiste their 


The t to y } Model 5 HANNA Recorders 

with printing is a as follows 

Profit t ginal sa f 200 Regist 

with printing a kimately $ 2,800.00 

; —_— +t ply siness of $10.00 

F ' gist vea 10,000.00 

y ' s apr " itely $12,800.00 
Your ultimate profit n ca register is about $65.00 each, 
whether you s t at and The repeat supply business 
9s just as éure 6 sunert 

Our circular, “More Valua Than Bonds,” describes the six 

HANNA Models and Units May we send it to you 
When you write us please us whether you are interested in 


the dealer or commission plan. 





Offices & Factory 


INDIANAPOLIS IND USA. 
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HANNA REGISTER COMPANY 
| 220~222 East Onto ST. 
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United States are tabulated, many of them indicated through 
a term of years 

A new tabulation indicates records mace in exports, both as 
to quantity end value, and as to quantity only. This shows 
general trends, but the figures must be considered with rela- 
tion to types and models which have gained special favor 
abroad. Adding and calculating machines showed records in 
both quantity and value in 1927, the 63,860 machines shipped 


the other hand. 
exported 378,000 
account for a 
showed record 
exported at a 


being valued at $11,475,000 Typewriters, on 
showed a record in quantity only In 1927 we 
machines Shipments of portable typewriters 
shrinkage in value Metal filing cases in 1927 
quantities and value; there were 60,508 cases 
total value of $2,157,000 

Quantity Compazrisons on Unit Basis 





“Our World Trade in 1927" tabulated quantity shipments of 
important exports not convertible to pounds. The figures com 
pare 1926 with 1927, state the average per year for the period 
1922-26 and indicate the per cent of change for the two groups 
of figures 

Metal filing cases—(1927) 60,508 case (1926) 42.813 cases 
1922-26 average, 31,510 cases; per cent change in 1927 from 

41.3 increase, per cent of change in 1927 from 1922-26 

26) 43.967 machines; 1922-26 average [not available]; per 
cent change in 1927 from 1926, 41.3 increase; per cent of change 
in 1927 from 1922-26 average $2 increase 


62,860 machines 


cent of 


machines—(1927) 


Accounting and calculating 
‘ 1926, 43 








cent of change in from increare, per 
change in 1927 from 26 average [not available]. 

Cash registers 35,498 machines, (1926) 27,644 ma 
chines; 1922-26 average, 20,528 machines; per cent of change in 
1927 from 1926, 28.4 increase, per cent change in 1927 from 
1922-26 average, 72.9 increase. 

Typewriters—(1927) 378,000 machines, (1926) 329,000 ma 
chines; 1922-26 average, 269,000 machines: per cent of chang: 
in 1927 from 1926, 14.9 increase, per cent of change in 1927 from 


reduction 
Comparisons of Values 


26 average, 40.5 


1922 


A table of 100 chief exports in value is shown 

Typewriters ranked thirty-first. Values were (1927) $20,- 
856,000; (1926) $18,198,000; gain of 14.6 per cent in 1927 

Accounting and calculating machines ranked fifty-seventh 
Values were (1927) $11,475,000; (1926) $8,700,000; gain of 31.9 
per cent in 1927 

Cash registers ranked ninety-—fourth Values were: (1927) 
$6,794,000; (1926) $5,139,000; gain of 32.2 per cent 

Several graphs are now included with “Our World Trad 
Our chief markets and suppliers indicate the import and ex 
port trade with twenty-five countries, with exports shown in 
black and imports in red Where the United States imports 


exceed the exports to a given country, the difference represents 


raw materials or indigenous products of the country Two 
graphs show respectively the twenty-five countries ranking 
highest as suppliers of materials to the United States, and 
those taking the greatest valuation of our exports. 


oe 
Bulletin Board Letters Classified in New Zealand Tariff 








Commerce Reports] By an order in council of the New Zea 
land government, letters and figures and similar articles of 
celluloid or similar material suitable for use in building ad 
vertising signs. formerly unclassified in the New Zealand tariff 
schedule have been declared dutiable it the rate of forty per 
cent ad valorem under the general tariff, and twent per cent 
under the British preferential tariff 

. eed aa 
Typewriter Exports 

ts i States exports f typewriters by ountries uring Mar 1928 
In t this issification where the machine is drive ‘ 

ect t the vai f the motor is included with the achine hy 
t Lb of Statistics, Department of Commerce 

Standard, New Portable, New Used & Rebuilt Pa 

‘ N No No 
Aus ' “7 s 41.51 mm $s 5 278s & 6.04 s on 
Relg 61S $3,208 OT 42 1 12,489 638 
Bulgaria l 70 
Czechoshov 637 ? 24,840 85 2.727 6.3 
Denma 1! 2.450 2 l wy i 
Eston 144 

nla 2 nu 118 " mM) 
France 1.819 54,672 724 17,9 8.500 
Glermatr 1 20 352 so) an 1 
Gil t 216 
Gree Ww 1 
Hunga s $970 41 8.028 203 
Iceland ‘ 

Italy wT 17,960 148 4.282 44 
Latvia 15S 

Netherlands -, 200 255 140 1,306 
Norway 181 7H0 605 
Pol . I? y le 10.481 157 ‘ 
Portuga 70 2.61 li) 
Rumania 1467 4240 67 67 

Sov. Rus I 6S 72 71a 
Spai 7 18,288 776 27.930 1,067 
Swede ‘wo 6.235 4 1080 ass 
Sw itze at S4f 1 77 aS 2,082 2,680 
United Kingdot i 29.932 280 8,191 14,044 
Yug and A 4 1,440 18 
Canada 1,21 11,732 ton 4 28, 508 
Brit. Honduras 1 108 

Costa Rica 1 270 17 s 11 
Guatemala os 6.491 bt) 3.510 44 
Honduras on 2.442 ry 2.131 

Nicaragua 12 {wis 1 1,170 19 7 

Panama 20 1,18 135 s S1 

Salvador 51 3.440 S2 2, 952 ‘ 60 
Mexico 61° 42,741 Oe. 24.402 wo) 1 ’ Ue) 
Newfoundland and 

Labrador « 440 n 200) 
termudas 6 wes 2 so 
Barbados 9 614 I 45 . 
Jamaica if) 650 5 2 1 ™) 75 
Trin xl Tobago 28 1.00 % 324 

Other BR. W. Ind 5 476 ; 7 

Cuba 349 25,620 30 11,160 25 678 1,187 
Dominican Rep 38 2.965 1 405, 7S 
Netherland W. I " 650 17 612 

French W. Ind ‘ 266 6 234 

Haiti, Republic of “0 S57 30 1,008 21 
Virgin Is. of U.S 2 161 ; 108 1 27 
Argentina 208 62,620 6A 25.134 57 2.686 1.455 
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P the most economical pencils 
= i of the world ! 
= —_—" i Try Ou 4 


THIN LEAD 


Corp. 
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NEVER BREAK 


STABILO 


COLORED PENCILS 


Prices and samples on request 


Stationery Export & Import 


221 Fourth Ave., New York 
Sole Distributor of Swan Pencil 
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You'll make no mistake 
with ERROR-NO 


For several years, ERROR-NO has served to perfec- 
tion in stenographic departments. Just recently it has 
been adapted for use with billing and bookkeeping 
machines Its field, thus broadened, opens several 
splendid opportunities for high grade specialty sales- 
men, as in certain of the larger cities we are estab- 
lishing direct representation. 


Your inquiry is invited: we'll be glad to explain the 
situation and furnish full details of the new ERROR- 
NO and the new plan. 


[RESE-NO INC. 


55 Arbutus Street Rochester, New York 


Manufacturers and Patentees of 
The Famous ERROR-NO 


















For Memo 
and Ring Book 
Metals— 


2 

Q 

9 

0 

MANUFACTURING STATIONERS use 
our metal parts service to advantage in 
handling quantity orders for memo and 
ring books, loose leaf catalogs, price 

books, etc. Many firms would use this con- 
venient, economical method of cataloging 
their goods if the proposition was prop- 
erly placed before them. We shall be glad 
to send full details of our extensive as- 
sortment of these metals, as well as our 
complete line of book rings, posts, keys, 
end lock metals, etc. 


Write for illustrated catalog and price-list. 


\ 


0900000000000000000000000000000000000000000000000000000000 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal Street 
ST. LOUIS, MO. 
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Quality Our Basis Of Value! 
Our factory is equipped with the most scien- 


tific and modern machinery in order to produce 
these World’s Standard Brands: 


TYPEWRITER CARBONS PENCIL CARBONS 


KLEEN E RASE VERIBEST 
RELIANCE BLUEPRINT 
XTRAGOOD 


TYPEWRITER RIBBONS 
CHALLENGE Brand CRICCO Brand 





INKED RIBBONS FOR 
ALL MACHINES 


ROLL CARBON FOR 
ALL PURPOSES 


Billing Rolls Multigraph 
Register Rolls Adding Machine 
Tally Rolls Addressograph 


Write Us For Dealer's Proposition. 


CONSOLIDATED RIBBON & CARBON CO. 
63 EAST ADAMS STREET 
CHICAGO, ILL. 
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Real Quality 


creates Demand 


It takes real salesmanship to build up a 
typewriter ribbon and carbon business and 
it takes real quality to hold it up. That is 
why QUEEN BRAND makes such a 
proposition for real, live salesmen. us 
for samples and prices. 








A better ribbon for awery purpose 





ADDING MACHINE.R 


ay 4 
Peg 
Aig ay’ A better carbon for every requiremen | 


ad (71: Lae a) 77 pure —_ 


wee ag | QUEEN 


25° 50-100 roll 2: 
packages & the aici by Ribbon & Carbon Co. 
HANDY HALF DOZEN Yes yd Manufacturers 
ef 

109 | Reade Street New York, | N. Y. 


YANKEE PAPER & SPECIALTY G Menasha,Wis 


























-_ oo = Te | 
OF OF .OF 0 OF 
CM MA 


ww ww ww afy’ «jd 
Good Impressions 





Expanding Wallets 


You can recommend No, 2....3%x6% Inches 


VICTORY Stamp Pads to No. 3....4%x7% inches ii Fl Ww ll “ 

your trade =e full assur- No, 4....4 x9 inches f, at a ets iH 

ance of satisfactory service. Su ' + 
Supplied uninked, or inked i e } 

Made of high quality ma ; ut M il E ] 

terial, they wear long and a Se ys i al ing nve opes 


retain a smooth inking sur- 


t : h price-list and details of our i . 
ace despite the most severe ling of stamp pads, inks, File Folders 
pounding and scraping mucilage, paste and sealing H\ 


get ge tm d File Pockets i 
fe 3:::3252 Beets Sone oun ‘sorrene Sree | pat ne 

LUTHER ™* Arie map | fl re 

55-57 East Park St. Newark, N. J. i Clasp Envelopes 


Tension Envelopes 
Metal Fold 
Envelopes 


LS TAM PA Db} A McGill made envelope suitable for any purpose. 


ae Pet ee 
. 


| McGill Paper Products, Inc. 
: 700 S. 6th St. Minneapolis, Minn. | | 


ee —— 


Information and prices gladly sent upon request. 
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Standard, New Portable, New Used & Rebuilt Parts of 
Ne 





Countries Dollars No. Dollars No. Dollars Dollars 
Bolivia 29 1.688 ; . ; 46 
Brazil ed | 49,272 52 5,745 11 677 393 
Chile 254 16,248 81 3,021 445 
Colombia 275 20,395 403 15,144 He 334 os 
Ecuador 78 5,433 72 8,137 9 454 45 
Brit. Guiana 2 vo eee . 
Surinam 4 2us ; 120 
French Guiana 1 169 
Paraguay 4 ‘20 u> 1,350 . 
Peru 122 9,266 87 3,476 4 142 100 
Uruguay 102 7,325 ot) 2,412 79 
Venezuela 214 15,401 14 7,068 322 
Aden 1 6u 5 195 1 40 . 
Arabia 5 400) > 225 . 
British India 555 38.561 8 13,450 41 921 1,282 
Brit. Malaya ™ 750 0 1,350 1 23 21 
Ceylon 42 2,832 3 1,431 193 
China 130 8.990 140 5.633 h 109 358 
Java and Madura 219 15,160 209 7,000 6 219 305 
Other D > 1 3S 10 3H) 
French Indo-China , 22 
Hong Kong 1 112 os 
Japan 220 11,558 us 3.936 43 1,564 224 
Palestine 10 45 “ 324 1 25 : 
Philippine Is 107 6.958 101 3.657 24 1,504 155 
Siam 19 1,330 10 360 - 
syria 19 1,310 10 360 
Turkey in Asia 1 TO 
Australia 462 29,449 41 12,578 32 1,350 626 
British Oceania ; 1”) i8 Bun soee 
French Oceania 1 70 2 72 
New Zealand 62 5,427 22 82s 2 65 332 
Belgian Congo 3 108 21 756 
Brit. W Africa saz) 2.00 s) 1,232 2 110 147 
Un. of 8. Africa 114 7,571 17 560 3 124 274 
Other Br. 8. Afr Hoe) 3.825 8 297 62 
Brit. W. Africa 5 2.608 33 1,232 2 110 147 
Egypt 169 14, 77¢ 28 1,044 5a 
Algeria and Tun 47 3,290 295 10,620 494 
Madagascar 2 140 2% 900 
Other Fr. Africa 8 SL) 21 SOS 
Liberia 3 268 7 275 - 
Morocco ” 720 90 3,510 5 
Mozambique 3 210 24 936 
Other Port. Afr 13 1,040 

Total 19,932 $1,377,129 11,490 $440,750 4,737 $140,019 $97,020 

Shipments From United States: 

Porto Rico ‘7 $ 4,170 ins 590 i$ 57 6§ i) 
Hawali 235 16,920 48 1,779 20 TRS 10 


Adding—Calculating—Billing—Bookkeeping 


United States exports of adding. calculating, bookkeeping and billing 
machines, etc., by countries, in March, 1928. In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine Parts of adding and calcu 
lating machines are not shown separately They are included under a 





general classification “Other machinery and parts of,"’ which is not 
segregated for publication By the Division of Statistics, Department of 
Commerce 
Listing Typewriter 
adding bookkeeping- Non-listing Listing 
bookkeeping billing adding adding 
machines machines. machines. machines. 
Countries No oO No No 

Austria 4$ 3 233 $ 25,626 
Belgium 48 15 63 5,310 
Czechoslovakia 39 7 35 3,263 
Denmark 1 ‘ 72 7,549 
Finland 5 3, . 130 10,981 
France S4 3f, 110 $ 715 = oa 
Germany 199 78 20 720 6318 42,383 
Hungary 1 S 27 2.617 
Iceland 65 6.55 - 
Italy 39 1, 280 28,572 
Netherlands 16 145 11,747 
Norway 18 16, 48 3.347 
Poland and Danzig ” 15 ne 6 14,122 
Rumania 7 1,042 
Seviet Russia in Eu 2 23,758 1 et) 
Spain 16 10,445 30 2.815 
Sweden 7 3.615 21 8,650 242 18,604 
Switzerland 12 2,998 6 29 658 - 1% 16,471 
United Kingdom 70 28,266 112 56,325 73 10,183 
Yugoslavia and Albania 20 1,770 
Canada 16 8.770 33 16,485 153 838 219 15,798 
Brit Honduras 2 ae 
Costa Rica 4 3,439 : . 26 2.536 
Guatemala 1 36 : 
Panama : : . 9 1,008 
Mexico 21 16,417 2 444 32 3.390 
Newfoundland and Lab 7 510 
Jamaica I M6 1 S50 
Trinidad and Tobago ‘ 360 
Cuba 1 SS 20 900 26 3,398 
Dom. Republik 8 724 
Netherlands W. Ind 1 308 2 140 
French W Ind 53 5,220 
Haiti Rep. of 6 36 2 255 
Argentina 12 9.442 600 52.944 
Brazil 3t 6,513 ‘ 554 241 993 142 16,101 
Chile 10 15.400 16 1,271 
Colombia 103 10,186 
Ecuador 1,593 2 4.200 . 
Peru 2 35 
Uruguay 4 TM) 3s 2.785 
Venezuela 17 1,483 moo 
Brit India 15 6.255 10 1,493 
Brit Malaya 6 216 
China 6 10 : 210 
Java and Madura 1 228 24 1,608 
Philippine Is 8 7 ; 1,198 6 5.249 
Australia 18 3.118 ) 2.072 42 3.514 
Brit India y 4 222 
French Oceania 1 re 
New Zealand 18 1.45 2 2.010 mw) 675 
Union of 8. Africa st) 046 
Egypt 1% 1,558 
Algeria and Tunisia if 3. OM 
Mozambique 1 2 . 
Gibraltar Sl4 70,023 


Total S58 $312,069 433 $272,641 558 $4,901 4,307 $411,933 
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$4,000 to $12,000 
Income Opportunity 
In Your Home City 


Settled man with some advertising and 
specialty sales experience—will find 
here an opportunity to enter into a 
lucrative business that brings big 
returns. 


We will help the right man establish a 
direct by mail advertising service in 
one of several cities of 100,000 popula- 
tion and over; the business will be pat- 
terned, equipped and fashioned after 
our ll-year-old Chicago organization. 


Small investment required. All equip- 
ment is modern in every respect; this 
business is completely organized. Our 
method of turning out work will 
amaze you. 


$2,500 to $4,500 starts you in a business 
today that will take care of you later; 
complete information without obliga- 
tion. If you are really ready to build a 
business for yourself write, giving age, 
experience and references. Box BY-31 
Office Appliances, 417 So. Dearborn St. 








The Brand to Know 
is Graffco — 


Products that lighten 
office work 


Graffco 
VISE CLIPS 


How they do grip—and 
_ Prevent papers slipping length- 
wise or sidewise. They're neat, 
too—compact, and easy to 
slip on. 3 sizes holding 

2 to 3S papers. 
Made of plated 

spring steel. 


Other Graffco Products that 
Profit Dealers and Please Customers are: 


Vise Signals, Viz Signals, Vise Tabs 


Graffco 
MAP TACKS 


Put eyes into your busi- 

' mess. Used for visualizing 
important information on maps 
or charts. Show salesmen’s 
routes, location of agents, 


developed territory, 


Write for 
etc. 3 sizes, 21 col- 


C atalog — ors, 1000 combina- 
tions. Spherical 
heads, sharp 


64 Washburn Ave., Cambridge, Mass. points. 


GRAFF-UNDERWOOD CO. 











| 
| 
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for every 


Coon's 
meio 


w 


Stays Flush 


| 
_—every visible 
index needs No. 20 | %""""" 


The new Cook signal which 
attaches to any point on the 
card, yet cannot be accidentally 
scraped off, due to its unique 
design. 

. * >. 
Enameled in twelve bright col- 
ors they classify mailing lists, 
prospects, customers and _ will 
make any visible system (cards 
or sheets) more useful. Samples 
furnished on request. 


THE H.C. COOK CO. 


ANSONIA, CONN. 


card file 


COOK’S 


FILE SIGNALS 


Shipments from United States: 
Porto Rico 28 1,792 . os ceee . 
Hawaii 1 Til ‘ 
Card 
punching, sorting 
and tabulating 
machines 


Calculating 
machines 





Countries No ‘ 
Austria 17 $ 2.985 l $ 1,458 
Beigium os 13,345 1S 19.783 
Czechoslovakia is 4,867 y 3.410 
Denmark 12 1,820 
Finland — 
France . 206 37.379 ” 2.251 
Germany 174 42.042 16 17 30 
Hungary . nh 2 2.080 
Italy , 71 17.051 
Latvia 1 220 
Netherlands 13 w 2 1.784 
Norway s 
Poland and Dunzig Os 1.S0n 
21 25,165 
Switzerland “ 
United Kingdom 2 
Canada 139 sun 
Costa Rica ; 
Guatemala 1 
Nicaragua as 12 
Panama MY 
Mexico ll 
Other Br. W Ind 2 suo 
Cuba . 
Dom Republi 1 is 
j Netherland W. Ind 3 45 
| Argentina 22 4.140 
| Erazil “1 3.906 6 5.604 
Chile 12 1.560 
Colombia 20 1.770 
Ecuador : es 
Peru 9 S75 
Venezuela 4 TOO 
Brit. India 1 375 
Brit Malaya ~ 1.425 
China 18 2.100 
Java and Madura 7™) 
Japan 1 SA0 
Philippine Is 14 2,250 
Siam 1 3 
Australia 2 15.166 
New Zealand ‘ tan 
Union of 8S. Africa > 515 
Greece 
Total 1.201 $233. .507 117 $85 500 
Shipments From U. S. to 
Port Ri 16 $ 2.555 
Hlawa 1 3.500 


Metal Office Furniture Exports 
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The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 


Eliminates four out of five necessary oper- 
ations in the stamping of mail. Prevents loss, 


misuse and mutilation 


of stamps by keeping 


them locked together in one safe -place. 
Makes possible an accurate record of all 


stamps used. 


DEALERS: 


You know that persiste 


creates a steadily increasing 


demand for an article, 


merit of which has already 
been established. Each of our 
advertisements urges pros- 
pects to ask you for the Mul- 


tipost and you should be 


pared to supply them. Under 
our Dealer Plan you carry no 


stock, have no money 


vested and are not obligated 


for service. 


$99) have not received our 
ealer Book “Why & 
How,” write for i now. 


Multipost Company 


ROCHESTER, N. Y. 


nt National Advertising 












the 


pre- 














ol Brazil 
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26 $ 3.595 
o 2° 
meee 
Other 
including used 
and rebuilt 


o 


sD | $ 6,411 
1 S35 
21 1,108 
7 2.401 
Lim} 11,416 


a6 


United States exports of metal furniture by countries during 
March, 1928 By the Division of Statistics, Department of 
Commerce 

Safes Bank 
ind and 
cabinets, safety Other 
tire deposit office 
and vaults furni Other 
burglar and ture metal 
Filing cases proof equip— and fix— furni 

(Countries N No ment. tures ture 
Austria 141 i $118 
Belgium 74 4 $61 17 
Czechoslovakia 101 
Denmark ; 1 “1 89 9 
Finland 176 a 
France 204 ‘ e 1784 a8 
Germany 62 6.489 ws 
Greece 14 
Italy f 348 1.07 ' 1 ; 
Netherlands 275 2 l to4 2 d5S 
Norway 131 91 { 2 ‘ ; 
Portugal $5 2.465 
Poland and Danzig lf 
Soviet Russia ir 

Furope 2 
Spain 1.027 48.538 17 1,666 " 16 
Sweden 101 782 S14 
Switzerland 1! 169 4.029 wy 
United Kingdom.1,710 56,130 202 10.874 $15 27,781 387 
Canada 41 24,076 247 «14,584 1.478 12,536 $1.58 
British Honduras ’ 248 27 
Costa Rica 20 235 12 1.?S87 ; s 
Guatemala ry 220 1) 3,402 4 1,061 
Honduras ) 201 16 747 6 ee 
Nicaragua 17 781 8 3412 7 438 
Panama 2 GSS 14 1,015 i64 2.01¢ 1.616 
Salvador t 949 153 2 78 
Mexico 29 9.832 SS 1.360 9.902 677 
Newfoundland 

and Labrador ri 1 ’ 202 : ‘ 
Bermudas ‘ 134 ! 672 
Barbados 108 
Jamaica lf 195 l 24 62 TR 
Trinidad and To 

bago 2 12 - 

Other Britis! 

West Indies 4 385 10 
Cuba $28 8,335 99 2,696 492 8,727 
Dominican Re 

publi 12 2,653 2 8 2 45 
Netherland West 

Indies 2 761 ) 8 47 
French West 

Indies 289 8 
Haiti, Republic of 45 S90 27 912 975 "" 42 
Virgin Islands of 

United States l 21 i2 
Argentina $54 14,510 8 419 61 2.125 
Bolivia te 1,418 251 

153 7,783 48 $0 1,248 2.041 











“ICE 


ow oF 


IANCES 


NS 





DIEMER 
PRODUCTS 


FOR 
SATISFACTION 
AND 
SERVICE 
ENVELOPES for Filing, Mailing and Carry- 
ng Purposes, in RED ROPE and JUTE, for 


flat or 
Boxes. 
The illustrations show a 
carried in stock. 


folded papers. Also Metal End Filing 


few of the designs 


on request 


JOHN F. DIEMER COMPANY 


519 Broadway » 1088 New York, N. Y. 


im ple Ss furnished 


SEND FOR CATALOG No. 30 








AIR MAIL SCALE 


Mall Rates at 19¢ Per 
the United States on 


bry eH 
Are Now in Effect. 





THE TRINER NO. 9 AIR MAIL SCALE 


United States Post Office Department has equi 
the service with 27,000 Triner 9-ounce Air ail 
Scales. This scale was selected on competitive bids 
as the best type for the purpose. 

It is built entirely of steel, with a brass beam and 
brass poise. Each half ounce duation is clearly 
cut on the beam with a deep shape notch and 
the poise is equipped with a steel dog that seats 
properly, making it easy and positive to obtain ac- 
curate weight. 

The tubular beam is equipped with a balancing 
block within, so that the scale can always be kept 
in perfect balance. 

A high grade scale all the way through at a mod- 
erate price. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, Ill. 


We also manufacture Parcel Post and Mail Automatic Seales 
used by the Post Office Service 


























STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 33x4} 
inches, and are enclosed in folded wed- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It's what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them 


The American Embossing Co 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York 


























welded seam. No 
Greatly 


th chemically 
Wind and rain. proof 
Protects from 
flexible, non-corrosive, 
cid or 
thumb worn materials. 


e ad envelope wi 
st iteh ing or bulky bindings 
enhances appearance of material inserted. 
wear and tear Celluloid is pliable, 
a non 
liquid 


almost every 


conductor and impervious to 
riled, 


Puts an end to torn, s 









MARKILO 
CELLULOID 
ENVELOPES 







Holds and Protects # ' ‘ 
Cords Price ListsMeps |! | | a 
Pictures Date ao Zi | 
“The Seamless if 
Chemically hited 4 i» /7° \ 
Clear®s Crystal A > Th 


Towgh es Leether 
Smooth a0 Gloss . 













Record . Protectors raisable 


Shop 
Loose Leaf name-line Indexers for credit and other 


d envelopes 
a ea 
sts Transparent signals, Celluloid Card Cases, etc., for 
ndustrial uses There's a nice profit for Stationers with 
’ Mas kilo All-Visible line Write for samples and prop- 
osit r Samples, etc., on request 


The 
American System of Mathematics” 


Markilo Company distributes the booklet “The 
a treatise on 


twelve with examples—a most important discovery 
n numbers 
Scriptural references. 


MARKILO CO., 936-C West 63rd Street Chicago, U. 8. A. 


Application to weights, measures and 
25c postpaid. 
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> If the Eraser on a Pencil is essential 
the New Eradopen and Eradovials 

2 are even more essential. 

> The wonderful new single fluid erad- 

> icator Inkout has made these new 

> devices possible. 

? One well known American concern 

» has used nearly 5,000 bottles of Ink- 

2? out in their numerous offices and an- 

> other has used nearly 4,000 bottles. 


THIS PROVES MERIT. 
SPECIAL OFFER 
For $1.00 we will deliver to you 


1—50c Eradopen 
1—50c Bottle Inkout 
1—25e Bottle Inkout 
1—15e Eradovial 


Money Refunded If Not Satisfied. 


: INKOUT MFG. CO., INC. 


MONTCLAIR, N. J. 
















: Something New pee Uni ue 
¢ Companion To The Fountain Pen 
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The cards that detach from 
tabs with perfect edges 


Build Business With 
Book Form Cards! 


They are working for hundreds of other 
printers — why not let them work for you? 





THE PRINTER who prints nothing but _— require no binding or stitching. We will 
ordinary business cards is only an ordinary supply you with these leather cases, in 
printer—and the printer who can furnish the different styles and grades, in which the 
cards that detach from tabs with perfect edges _ cards are kept crisp and fresh. 


iselongstepaheadofhim.  gawveng: special GRADE 


Profit on these cards and 


You can obtain these SAMPLE ASSORTMENT LOTS cases will average you 50 
blank scored cards direct 200 Cards, Business Sire $1 per cent. Capitalize on the 
from us, ready for print- 2 Lever Cinder Cases demand for them! The field 
ing and inserting in Patent '-702 Cards. Sizes = = $5 we have been cultivating 
Lever Binder Cases hold- 2 500 cards, 4 Sizes - - $10 ff you during the past 
ing 15 of more, which 1S Lever Binder Cases years is unlimited! 


Write today for sample assortment of cards and cases 


The John B. Wiggins Company 


Established 1857 
1152 Fullerton Avenue, CHICAGO 


WIGGINS 


—————— CARDS -——___— 
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Writes Bright Blue 
Turns Jet Black 


~Its Waterpro 
and a 


and all Writing of 


Intended Permanence 














ANFORD'S 


PREMIUM WRITING FLUID 


For Signatures of Importance 

















For more than a quarter century 
CROWN PRODUCTS have been 
making “Good impressions.” 

Our trademark stands for good 
service intelligently rendered by all 
who sell our products. 


We desire high grade and responsible 
stationer, ofhce supply and individ- 
ual distributor connections. 


Write for full particulars as to the 
— possibilities of this 
ne. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U.S. A. 





























A ee i ets A Cit, Mi tet ee 
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Safes Bank 
and and 
cabinets, safety Other 


fire deposit office 


and vaults furni-— Other 
burglar and ture metal 
Filing cases proof equip— and fix— furni- 
Countries No No ment. tures. ture. 
Chile 128 7,086 15 618 2,846 925 
Colombia 168 6.946 vf 7,189 1.872 15,540 
Ecuador 10 241 343 ; 
Surinam 44 
Peru 38 2.191 17 82 : 354 1,172 
Uruguay 23 7,599 10 477 57 3,771 
Venezuela 191 4,128 ; 3,578 112 78 1,632 
British India. 131 5.572 218 434 
British Malaya 10 572 s 329 oe 416 
Ceylon . 20 S00 
China 29 1,104 f 2,023 112 1,308 
Java and Madura 93 4.086 ; 227 354 
Other Netherland 
East Indies 31 1,881 2 101 . 
Hong Kong... 664 
Japan 201 7,560 188 14,604 233,924 155 540 
Kwantung 2 221 . 
Palestine 28 606 l 170 11 
Persia . , 7 
Philippine Islands 883 13,161 206 «610,243 544 177 5,560 
Siam . . 16 396 2 357 sae 
Syria . : 62 
Turkey in Asia l 29 
Australia . on 1,292 23 452 : 562 657 
British Oceania D 170 
New Zealand. 23 766 80 1,477 : 433 885 
British E. Africa 550 
Union of S. Africa 154 7,199 ] 91 4,166 995 
Other British S 
Africa 1,351 
British W. Africa 2 117 
Egypt ; 58 1,585 13 197 36 120 
Liberia ; 2 260 2 570 : 429 
Mozambique = 539 : 
Other Portuguese 
Africa .. ; , , 
Canary Islands : t 251 


9,305$314,331 2,106$101,588$255,640 $94,126$131,596 


Total 

Shipments from United States to: 
Porto Rico 40 $1,025 24 $1,423 $383 400 $4,640 
Hawali 257 7,299 137 4,135 1,016 4.801 16,946 


Carbons, Ribbons and Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons, 
filing folders, index cards and other office forms in March, 1928. 
By the Division of Statistics, United States Department of 
Commerce 

Filing 
folders, index 


ecards and Carbon Typewriter 
other office paper ribbons 
Countries forms Pounds Dozen 

Austria : 283 $162 854 $1,262 
Belgium 957 755 804 1,972 
Bulgaria 13 29 
Czechoslovakia $16 264 188 377 
Denmark $136 1,614 1,289 366 936 
Finland ‘ 10 25 
France 175 4.417 2,457 2,039 », 964 
Germany 14,588 1,636 7,843 1,739 4,048 
Italy 3 4,828 3,513 2,104 3,661 
Latvia 32 96 
Netherlands 114 612 650 334 1,177 
Norway 118 07 228 60 163 
Poland and Danzig 1,200 967 418 1,357 
Portugal 12% . 142 356 
Rumania 26 65 
Spain : 937 1,447 621 1,818 
Sweden 92 1,819 1,968 72 183 
Switzerland 2,301 3.343 277 997 
United Kingdom 4.291 io, 299 19,316 3,823 11,338 
Yugoslavia and Albania 177 105 8 21 
Canada 11,276 16,474 7,752 2.48 6,691 
British Honduras 104 85 26 16 49 
Costa Rica 1,073 340 249 113 431 
Guatemala 479 205 214 81 376 
Honduras 2,503 72 314 42 195 
Nicaragua 2,06 75 +6 l 6 
Panama 1,789 603 371 275 644 
Salvador Sf 180 63 50 375 
Mexico 1,762 6,518 4,650 49 3,227 
Newfoundland and Lab 8 61 ‘ 
Bermudas 298 
Barbados ’ 51 
Jamaica 397 290 172 13 63 
Trinidad and Tobag 18 227 161 51 129 
Other British W. Indi ; 
q* ba 49 zZ | 5 HH 1 an 802 
Domi an Republic tf ) 1,517 29 86 
Netherland W. Indies 4 ’ 31 
French West Indies 
Haiti, } ublic of 2 24 108 
Virgin Islands of Ss 2 11 
Argentina 2 2,28 1, 1,972 6,067 
Bolivia 2 106 31 126 
Brazi ’ 1,723 S6 411 
Chil t 46 267 1,224 
Soviet Russia in Eure 1,56 . 
Colombia 4 I 1,257 1,159 454 1,388 
Fxeuador 429 26 30 33 132 
Surinam 19 32 , 
Peru o44 61 74 256 $12 
Uruguay 143 95 243 1,008 
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. SAVE TIME 
and POSTAGE 


By Using 
**Pelouze’’ Postal Scales 


HEY tell automati- 

cally the exact amount 
of postage, in cents, re- 
quired on all mail matter, 
including parcel post 
rates by zones. Warranted accurate. Beau- 
tifully finished in French gray or gold bronze 
enamel. 












Made in Several Styles 


Intended for in- 
dividual desk, 
library, office or 
shipping room. 
Dealers su 
plied by princi- 
pal jobbers. 


Standard 


| ASK FOR PELOUZE SCALES 








Pelouze Manufacturing Co. 


232-242 East Ohio Street Chicago, Illinois 
“The Best Scale to Use is Made by Pelouze”’ 








CoN oS 





Everyone knew that some day a BETTER 
stamp pad would be developed—that day is 
here. Back of every business that keeps up 
with the times, is an individual who keeps 
ahead of them, and our patented new ink- 
ing principle (capillary attraction) and spe- 
cial constructions makes “SOLO” the 
“sterling” mark of stamp pad quality. You 
overlook a real money-maker if you fail to 
stock SOLO Pads. Profits are made on sales, 


PA lll de bt td Pl bl 


% but dividends are made on satisfaction, and 
’ you can’t get business and profits without 4 
; the right products. Tell them and sell them. ? 
J 
4 ‘ 
Manufactured by 4 
7 _" 
3 





PEERLESS CARBON & ; 
RIBBON MFG. CO., Inc. ; 


476-478 Broome St., New York, N. Y. 


Lb 


PPP A ll le 


“ 








; 
: 
| 
| 
: 
; 
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GOOD BETTER BEST 
RIBBONS *«, CARBONS 


Three qualities—Apex, Summit, 

+ Xtragood, each of unfailing, 
and uniform quality in its class. 
You know how customers are: 
some want a good ribbon for the 
money, some want a better one 
and some want the best. But 
whether Apex, Summit or Xtra- 
good—each is the best in its 
group and worth every cent 
it costs. 

‘ 

? 

+ 

> 


Stationers also find a nice busi- 
ness in our inks for stamp pads, 
numbering machines, duplica- 
tors, etc., etc. 


Let us quote prices. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 


*o+O+O+O+e+0+0+ PPS t St Ot+ Ot Ot G+ S+S+S+S+S+S+o+o+o+ 
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A CONSISTENTLY | 
GOOD PENCIL | 





Write for samples and prices 








United States Pencil Co. 


Philadelphia —Monufacturers— U.S. A. 





Filing 


folders, index 


cards and 
other office 


Carbon 
paper. 
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Typewriter 
ribbons. 


Countries forms. Pounds Dozen. 
Venezuela - 1,607 858 938 211 946 
Arabia .. : : ; wk : 8 48 
British India , es 20,281 13,829 2,502 5,177 
British Malaya ada 81 5 25 rie 
Ceylon ... : , 98 86 42 135 
China ..... a 137 1,599 1,217 312 958 
Java and Madura 35 335 336 111 454 
Other Netherland East 

 ” —eer : 54 160 236 15 59 
Hong Kong..... aes <n 265 146 , sane 
Pn seacks - : 249 13,813 7,883 342 1,454 
Palestine . 66 .os a , sak 
Philippine Islands 739 3,139 1,981 249 602 
Australia cunwi 73 5,829 4,877 751 », 240 
British Oceania... 56 64 108 13 79 
French Oceania. . 64 30 15 ; ene 
New Zealand 16 1,908 1,735 137 411 
British East Africa... 1 a it bak — ome 
Union of South Africa 241 477 433 29 72 
Other British S. Africa 243 310 158 391 
British West Africa 8&3 157 99 67 166 
Egypt 76 a ee 101 22 
Algeria and Tunisia are 776 513 480 1,121 
Other French Africa. ‘ 81 43 39 87 
Mozambique : : 10 128 SS ; ees 
Canary Islands hea 14 84 

Total 57,245 159,445 $109,884 28,201 $78,096 

Shipments from United States to: 
Porto Rico $2,675 935 $75a 105 $312 
15,738 130 138 25 99 


Hawaii 


Writing Instrument Exports 


United States exports of writing instruments during February, 10928. By 
the Division of Statistics, United States Department of Commerce. 


Refillable 
pencils and Pencils, Metallic pens. 
pencil Fountain pens. except metal except gold. 
Countries leads. Number Dozen Gross 
Austria $ 15 132 $ 2,225 ‘ 
Belgium 2.055 of wo 20 § 25 
Czechloslovakia . Te SSS $ 241 . 
Denmark 3,237 220) «66,850 4.215 970 1,005 562 
Finland : , 0 113 : o4 . 
France . 2.684 23 400 140 115 14 151 
Greece 35 nf 155 A 
Germany : os oe 108 Sl 
Italy .... 1,626 4 319 : ; 
Netherlands 228 167 1,126 wu4 81 
Portugal 10 100 
Rumania ; ise 20) 
Spain 280 123 3.740 204 22 
Sweden : 3 aris : 
United Kingdom 3.146 6.408 19,857 16,84 3,130 20.025 10,012 
Canada ; 4,510 473 2,733 111,670 23,75 1,043 631 
British Honduras 1 n2 
Costa Rica -_ 152 s Un 4.614 726 
Guatemala ; 18 ' 95 as [22 
Honduras ‘ aT ” 273 1,366 491 24 
Nicaragua | 35 7S8l SS6 276 17 14 
Panama 6 19 208 2,232 S45 ‘41 33 
Salvador 125 ae 2.540 631 Mw) 30 
Greenland : ‘ 143 
Mexico 1.719 445 8,322 82.50 s.o8 86 noo 
Newfound. and Labr 37 &o 2.308 200 
Jamaica 20 13 373 
Other Brit. W. Ind 2 1") 
Bermudas , “4 4 ; 
Rarhbados 441 122 4 20 
Jamaica 7.450 aw 24 14 
Trinidad and Tobago . se 438 128 
Other Brit. W. Ind ; ia 2 
Cuba ‘ o76 113 2,857 $2. S86 9.801 1,001 713 
Dominican Republic a 22 H4i6 2.804 1 25 16 
Netherland W. Ind S84 22 ea 
French W. Ind 1 23 
Virgin Is. of U. 8 , 2 2s 
Argentina ps 57 1,672 5.2 4S7 231 136 
Bolivia 18 . +. 205 i” ‘ 
Brazil 112 30 1,10 2. 808 63 24 157 
Chile {88 5 136 1.877 no1 560 73 
Colombia 122 an Mw 7,32 2.554 
Ecuador 349 11,112 1,807 
Rrit. Guiana oe eur m 191 
Paraguay , 6 12 
Peru ; 183 bs 108 4.502 317 48 32 
Uruguay 11 ™ ), 185 4.11" na? 
Venezuela 24 5B 1.339 2.637 RH4 
Arabia 200) 1 
British India mas 358 8.738 18.240 2 5 25 120 
British Malaya 4 32 ARI mo os ere 
Cevion 22 bat 
China 1,742 287 «6.578 3 OFF a30 1 33 
Java and Madura To 39 925 " 4 
F. Indo-China se os e8 600 195 
Hong Kong 105 77 1.44% fae 620 “ 62 
Japan 195 ‘ 14 848 1,489 
Palestine 25 1146 2 
Philippine Islands 18 1.334 10.400 40 286 9.800 
Siam : 7 17 a 1,290 25. 
Rvria | 82 2f1 
Turkey in Asia m1 42 541 
Australia 1,551 28 4,097 86,522 4,322 
British Oceania 0 2 3) 72 23 
New Zealand 42 2 ns 1.442 234 
Tnion of S. Africa 32 _ 288 102 
Mozambique ; 144 ™”) 
Egypt ; 357 11 338 
Liberia » 6 2 108 
Canary Islands 139 17 nen 
Total . ..$31,417 11,166 $96,778 498.128 $82,682 26.718 $14,270 
Shipments From the United States. 
Porto Rico $ 61 4643 487 12,702 $ 1,812 207 $ 123 


Hawali tenes 315 13 257 636 sag aie 
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J. F. RYAN & COMPANY | 
. — ; 
MONARCH PACKAGE SEALER ADAMS MEMO PAD | 

RYCO TAPE MOISTENER LEES TEL-TAB | 

PARSUL SEALING MACHINE PINZIT MACHINE j 
BANKERS SANITARY MOISTENER RYCO BOOK ENDS 


342 MADISON AVENUE 
NEW YORK, N. Y. 









































- “The top closes itself” 
Your Customers 


will appreciate the advantages of 
THE PRESTO INKSTAND auto- 
matic closing, instantly ready. Prevents 
evaporation and blotting. Does not 
spurt the ink. 


Write for price list and discounts. 


BACHRACH SPECIALTY CO. 


2275 Third Avenue New York 


Canadian Distributors: R. J. Lovell Co., Ltd., 


Retails 
-- a. $1.25 
144-150 Suncore Street, Toronto 





~ 





ve 








ALMOST HUMAN — This Cash J 
= Bren, neal T hat Calculates, 


Deal 80 mate ce ese! Mths a. 
i ‘a — — aire subtr cting mech - 
inchaneg* bl eck-u mn every tranenet or ar -_ +. 7~ sily de che a and used for any 
Here ‘ iting Cash Register, a comb of wing SAVING THE COST OF AN 
nat fa rat autor t mechanism that 3 XPENS IvE ADDIN¢ MAC "HINE 
+ Its pric s amazingly low—so low any busl- 
ae 1 provides jess can ft rd it. And it is guaranteed to con 
‘iso, for your Cus- form to any business system alre aay ins stalle d 
0 Book a Day-by Mail coupon today, without obliga tion, for all 
; t t extra cost! ; 
' on se et tt ft eee eee ae = 


mot fect their cash, cut § ADDAC COMPANY, a 
> 82 Cottage Grove, 5. 
ADDAC COMPANY ' Grand Rapids, Michigan’ 


Without obliga end me ful details 
R82 Cottage Grand 
Grove, 8. W ddac Rapids. - 
c 


Name 
4 
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om" S. TYPEWRITER RIBBON MEG. CoO. 





ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 


Philadelphia, Penna. 











BRISTOW RADIAL DISTRIBUTOR 


The most efficient and 

: economical of desk files. 
Made in four Keep your correspon- 
sizes dence and papers always 
on hand and properly 
segregated. Radial con- 
struction gives greater 
filing capacity with less 
desk space used, and 
prevents papers from 
crumpling. Every com- 
partment always open. 
Fine item for stationer. 


STANLEY R. BRISTOW 
24 Central Avenue West Orange, N. J. 





The Featherweight Eyeshade 


is constructed to protect the 





wearer's eyes from glaring arti- 
ficial or natural lights or bril- 
liant reflections. Durable, hy- 
gienic, adjustable, light weight. 
Where it touches the forehead, 
the celluloid is curled, presenting 











a smooth surface. 


The FEATHERWEIGHT EYESHADE CO. 
Merchantville, N. J. 








NOISELESS 
AUTOMATICS 


The Typewriter 
Noise and Shock Absorber 


A high grade product selling at a reasonable price 
with liberal discounts to dealers. Sample set fur- 
nished at wholesale prices. Write for details, etc. 


SPEED KEY MFG. CO., INC. 
25 Columbus Place Brooklyn, N. Y. 





Kobler Copyholder 

with Liner 
Patented! 

Keep it right in sight! 

ra it down in your 





we rr for all pur- 
poses. Retail $9.00 f. o. 
b. New York. Attrac- 
tive discount for dealers. 
Write fer literature 


— 

-——_ me Kobler & Co. Ine. 

oe Sime 
—_" New York 














Patented and 
Manufactured by 


B. E. LAWRENCE & CO., Ine. 
402 East Ohio St. - - CHICAGO 
































EXCLUSIVE TERRITORIES 


are still available. 


SPEEDAUMAT has advantages in 
a one-piece address unit, low u 

keep cost and compactness. n 
use by Prest-O-Lite, La Salle Ex- 
tension University, Penn Mutual 
Life Insurance Company, Curtis 
Publishing Company, Ford, Ford- 
Speedaudresser AB, the son & Lincoln, Pictorial Review, 

hand machine Kalamazoo Stove Works. 


SPEEDAUMAT will be a profitable addition to your business. 
Ask us about it! 


Speedaumat 


2083-8033 willow sT. 
CHICAGO. ILLINO!IS 
U. S.A. 























eset caters 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 














NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 










Manufacturers 


PATENTED 

METAL TIP (GUIDES 
Posting Trays, Card Systems and 
Indestructible 








Sam and 
Send for Free ple 


122 S. Michigan Ave., Chicago 











Put CANODE 
Duplicator Supplies 
on Display 


Live sales managers are de- 
veloping more business now 
with circulars, price-lists and 
all sorts of duplicating ma- 
chine products. Invite them to 
obtain their supplies from you; 
let us show you how to make 


an interesting dispiay of 
CANODE Inks, ribbons, sten- 
cils, etc. Trite us. 








Canode Ink Co. 
3005 Carroll Ave. Chicago, Ii. 





——=— 
































AMES Advantages 


v ol. 1 _ JUNE No. 3 








HE general manager of this company once re- 

ceived a registered mail envelope sent out by a 

banker. The story of his inquiry and experiment we 
pass on to you as a suggestion of how you could win 
new customers and please old ones, by helping them 
save money: and here it is Our general manager 
found that by the use of Amestyle Envelocks this 
banker could have saved $20.00 on postage alone, on 
one mailing Not to mention the additional saving in 
expensive sealing wax, wax heaters, overtime money, 
and general inconvenience, all of which Amestyle 
Envelocks do away with. And, too, Amestyle Enve- 
locks provide vault-like protection against tampering 
and pilfering in the mails. Once an envelope is 
snapped, it is impossible to open without leaving evi- 
dence To some bankers, brokers, and business men 
this fact alone would sell them. Why not send for a sam- 
ple of the Amestyle Envelock? Write the Ames Safety 
Envelope Company, 56 Sudbury Street, Boston, Mass. 
























HANDY DESK COMPANIONS 


The RUDOR METAL PAPER WEIGHTS, 


these ttle orderlies are th attractive 


ane popular they aid in hes ping cur- 
t papers in neat ompact piles 
The combined Paper Weight and Clip 
Holder lustrated, is beautifully finished 
nr ss greer brown or gray Weighs 1 lb. and measures 
"“x1%"x1%"” 
rhe other style with square corners, flat surfaces and with- 
t concave top for clips, has a beauty all its own Black 
ly eatherette finish an asset to any desk Weighs 
1 Ib. and measures 2” x 1\%”" x 1” Write for prices. 


Packed in attractive individual boxes, 
unier or window dispiays 


R. ORTHWINE 


344 West 34th Street New York 
Chickering 4897-4898-4899 


ada plable for 











Nickel Plated Sizes 


Open Easily, No Large 
Close Joint to Tear 
Securely Paper 


4”, 2”, 1", 14", 2” inside diameters 
for loose leaf books, binding reports, blueprints, etc. 


Write for information | ooge Leaf Metals 


on our line of ...... 











_ILLERTS {RAND 








No. 583 


DURALUMIN Handle 


FINE STEEL BLADE 
INK ERASERS 


EVERLASTING CATALOG ON REQUEST 


THE MILLER BROS. PEN CO. 
Formerly the Miller Bros. Cutlery Co. 
305 Broadway 
New York City 


Meriden 
Conn. 

























401 Broadway 
New York City 


Phone: Canal 4806 
4846-4847 


OUR PRODUCTS EMBRACE: 


GUMMED SEALING TAPE—Piain or Printed 
GUMMED TAPE MAC — Type, Automatic 
clect 







I 1 
LABEL PASTING MACHINES—Hand or Electric 
LABELORS—To Speedily Moisten Gummed Labels 


WRAPPING COUNTER NECESSITIES 
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LISToO i=. 


SATISFY 
any need of your customers 
for a special service pencil 


STANDARD BUSINESS PENCILS 
COLORED CHECKING PENCILS 
DUPLICATING PENCILS 
Popularly Priced--- 
50c to $1.00 
Write for Catalogue and Discounts. 


LISTO PENCIL CORPORATION, Alameda, Calif. 









FREE Sample : 
=z Lg 
us S tabs with the 


cutting scale 


It is so easy to make indexes thie 
“E-F’’ Way. You need not guess 
the length, cut them accurately 
-J along cutting scale. Write or 

typewrite on white or colored in- 
serts, slip insert into transparent 
index. Three wiaths, projection or angular, For ledgers. 
memo books, files, anywhere you need an index. rite 
for FRE samp'e. 































Precision : 
Platens 


for Typewriter, Multigraph, Adding Machines 
Recovered with best Goodrich Black Rubber. 
Guaranteed accurate and true to center 

Delivered free in U.S, 30 Years’ experience. 


Special bargains in complete platens 


Bushnell Mfg. Co. 


3314 S. Spring St. Los Angeles, Cal. 





















Most of the Maptacks used today are Moore. 
Uniform metal heads with sharp needle-like 
points—18 distinctive colors—4 size heads. 













Ras ‘ ‘ ler " ate ' ‘ rs for 


Moore Push-Pin Co., (Wayne Junction), Philadelphia 
Originat Moore Push-Pins Used in Nearly 
Hang Up Things Est. 1900 





Every Hon 






















LEON ISAACS & CO. TURNER & HARRISON 
GLUCINUM PENS SILVER-ALLOY PENS 


The Sllckest Pens Ever Made 


SPECIAL IMPRINT 
PENS 
FOR THE TRADE 


The Turner & Harrison Pen Mfg. Co., Inc. 


FALCON PEN WORKS 
Ulestrated catalog on application PHILADELPHIA, PA. 











TYLER All-Steel—Easy Rolling 
DISPLAY RACKS 


" vy 





Hold 3 times as much as 
counter 

Everything Visible 

Adjustable Shelves 


100% Metal Construction 
Extra strong tubular ped- 
estals 








¥ £ Patented exclusive feature 
v assures perfect shelf 
rigidity 
e.. ee —. Large pivoting casters 
Lowest in price due to large 


production 
Liberal discounts to station- 


di re 
g ers who take agency 


TYLER SALES FIXTURE COMPANY 
MUSKEGON HEIGHTS—MICH., U. S. A. 








MARS PENCILS 


Moon Globe Trotter Luna 
Times Half Moon Memphis 
Gladiator Multator 


Moonlight 


Tribune 


9.3. STAEDTLER, INC. 
535-55 WORTH SS! NEW YORK 


STAEDTLER PENCILS SINCE 1662 











BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
ulres no expensive per- 
crated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as @ 
full case of cards. 


When a card is with- 
Grawn the others are 
not only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 


In writing, please mention “Office Appliances.” 


Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravera 
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Quick Sellers—Big Money Makers 


“Instant” Des 
#4 Handy Files 


Their pocket pages keep 
papers in order but instantly 
accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 
news clippings, striking advte., 
etc The storehouse for val- 
uable ideas, instantly accessible. 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, Dise Record, Greeting 
Card Memory, “Each Day’s 
Doings."’—Girl’s S-yr. Diary. 
Scrap Books 
Double Dummy Bridge Boards 
Write for prices and special discounts 


W.C. Horn, Bro. & Co. ¥:s; 200 Sth Ave., New York 





HORN 























‘*Steel-Strong’”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 
Coin Bag Seals 


Seal Presses 
Manual Coin Counters 


Currency Racks —Tellers Moisteners 
Handy Wrapper Cabinets 


Nationally advertised in J mae Bank Journals. 
Sold enducivaly pens h dealers 
Write for Catalog and Salesman’s Sample Case 


The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 



















WESTON 


LEADERS IN LEDGER PAPERS 





The ledger papers made by 
this company are the standard 


by which others are judged 


Byron Weston (sompany 
“Mills at Dalton, Massachusetts, U. 8. A. 


WRITE US FOR SAMPLE SHEETS 














MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 


PRINTER ie semen 


MARKT 














HOLD re = MAY I FASTENED TO ANY ARTICLE OR 
ST R 4 ACE giass tir paper et« » means of a 
g adhes terial furnis Made ir 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 
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Tee woeece tree Ci.tecece 


Brings Repeat Business 
Assures neat, clean typing 
and carbon copies. Just apply 
with dauber and the type is 
cleaned instantly. Does not 
evaporate. 


We furnish free advertising 
aids to our dealers. 


Individual bottles to retail at SOc and 75c. Also 
pints, quarts and gallons. Liberal discounts to 
dealers. Write us today. 


THE CLAROTYPS COMPANY, Inc. 
16-G Hudson St. York 











The only 


brush that 

thoroughly 

cleans all parts 
of 


TYPEWRIT- 

ERS, OFFICE AP- 
PLIANCES AND DE- 
VICES, Typecieaning end 
made of stiff China Bristles, 





General cleaning end made of 
substantial Camel Hair. 
attractive colored display 

card with each order Big profit to 


dealers. Write for saree prices. 


ARTHUR W. HAHN, D 


°? Years of Brush Manufactu ce ne 
195-201 Lafayette ‘Street, _New York 


ROBERTS 


For Biggest Profits Investigate 


THE ROBERTS BIG SIX 


Aw merchandising proposition on numbering machines 
backed up by the only complete sales plan ever offered 
for these profit-making items. 

Low investment, small stock that turns over rapidly 
this is the one ideal combination for you and only 
Roberts has it! Greater discounts and greater profits 
than any other line! 

A request on your letterhead brings you full information. 


ROBERTS NUMBERING MACHINE CO. 
694-710 Jamaica Ave. Brooklyn, N. Y. 


WESTERN DISTRIBUTORS 
The Superior Type Co., 3940 Ravenswood Ave., Chicago, Ill. 


numbering machines 

















STOP evegiasinc NOISE 





a for L. C. Smith, Remington, Royal and Underwood 
writers. 
hen oomesine 3 mate ke of hi 
Saves repair calls, does away with desk drumming, makes 
iter more quiet and sn 
“"Paet typewriter is quickly an ~ attached and as 
quickly removed, without ear og from the 
Sold at all offices of The L. C. Smith & Corone Typewriters 
Inc. Ask for trial. 
Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 
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BEACH PUBLISHING CO. 


Detroit, Mich. 




















**The Standard 
Expense Book 
for Forty Years”’ 


CC — 
NY 


Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 















































AZORA RUBBER CO. 
S4th and 20th Streets, 
CICERO, ILLINOIS 
Above Belew 

THE AZORA THE AZORA 

TWIRLER AIR CUSHION 
RING (Cross-Section View) 

ek PAT. ———__— 1, 1 
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THE COLYTT “REDI-ROLL” 
TELEPHONE MEMO 


A neat, compact writing shelf, 
with paper roll, for attaching 
to the telephone stand—for 
memorandums f 












Has continuous writing sur- // 
face for standard paper roll. 
Sharp cutting edge for tear- 
ing off. 


Takes up small spsce, 
leaving room for 
hand grip on tele- 
phone. 
Easily attached PRICE 
Nickel and black $1.00 
finish 

Dealers Write for Discounts 
THE COLYTT LABORATORIES sés W. Washington St. 

(Engineering) Chicago, Ill. 











CHAMPION 
Window or Display Hooks 





“SECURITY” 
Pen and Pencil Clips 









STEELGRIP 


VAL-CLIP I 


Pencil Point Protector, Eraser and Clip 







STA-FAST Pa 


df 
i 


Holyoke, Mass., U.S. A. 


L. D. VAN VALKENBURG CO., 





WEIGEL 
Gold Pen Points 


are leaders in the trade, known for their perfection and 
fret quality. Your trade gets 100% satisfaction if you 
use eigel pens. You can unhesitatingly guarantee any 
pen point made by us. We back up our product. 
Highest Grade Pen Pointe 
for the —_ trade. Im- 
printing done on quan- 
— ae—all elendned 
At and sise — Mani- 
» Agocuntente and 
Seocuat P 
Send today for samples and prices. You'll be ,* you did. 











E. O. WEIGEL & SON 
587 South Tenth Street Newark, N. J. 





READEASY 


World’s Greatest Copyholder 
Made in four standard sizes: 


Desk stand ...... .... 83.00 
_— line guide....... 4.50 

WORE ccccgcccccccs 3.50 
with line guide. . .. 5.00 


Liberal trade discount. all READEASY 
Copyholders shipped ready for imme- 
diate use. No adjustments necessary. 
Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers advised to make first order 
on approval. 


Address READEASY 


223 Grand Ave., West Highland Park 
DETROIT U. @. A. 


















125 different styles 
to choose from 
All good sellers 


Office Supplies and 
Stationers’ 
Specialties 


Stationers’ Glass- 
ware and Hardware 


FRANK A. WEEKS MFG. CO. 
93 John Street New York, U.S. A. 





Self Closing 














Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





GARDNER'S HOT 
GOLD LETTERING 
MACHINES 








Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Me. 





PU TAS CARD LAS 
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A. W. FABER Thin COLORED LEADS Attention—Office Supply Trade 


Red, Blue, Green, Purple, Yellow, Brown and White A® ‘Sazktne “mon 
THE TRIUMPH OF EXPERT LEAD MAKERS ‘Teese 


Room Scales. 

scales are used prin- 
No other lead in the f 
world is like it. (Sv 


cipally by women but 
purchased almost en- 

Into this brand is concen- 

trated the skill and ex- 


tirely by men. You 
have business men 
perience of the oldest 


coming into your store 
all the time. Display 
a Hanson Weigh- 
Master Bath Room 
Scale and you will be 
surprised ow many 









lead mills in existence. 
those who value their 
ORIGINAL — DURABLE UNIFORM a health and demand the 
Remember: Sufficiently firm to withstand writing pressure = ee Write. to re a a: 
proposition. 
A. W. FABER, Inc., Newark, N. J. HANSON BROTHERS SCALE COMPANY 
**Pencil Factories Established in 1761" 539 N. Ada St. Est. 1888 Chicago 














‘THOMPSON TIME STAMPS | 


Record the hour and 
minute A.M. &P.M., 


One of the Two Best Lines Made 





WINDOW DISPLAY FIXTURES 


firm name and char- 
ASK for TT. acter of the transac- 
id { { tion—such as Re- 
ceived, Sent Out, 
Started, Finished,etc. seesan ta oft Paper 
TELLS WHEN THINGS HAPPEN 
“M 











ANY 4 ARE MADE ON THE ee + amalggg, Thomas Movement with Jeweled 








No soft metal used in construction. 








Write on Your Letterhead Used by prominent firms all over the world. MODE! basthe 
Repeat orders willfellow the first sale. Write for folder $  phoce bea plate. 
| The Oscar Onken Co., Cincinnati, 0. THE THOMPSON TIME STAMP CO., Inc- 
| - ZBrd reet w , . ° 
| No. 624 - 4th Street 5 = wet vy z 

















POSTAGE 
EYSTONE IS MONEY 
oISPENSADOR | | sa=ei= 


roR CIOARETTE 
TRINER 


A dispenser and humidor that modernizes the business 


man’s desk. For the home, too. Postoffice Seales 
In Six Attractive ote 

: . Colors dispatch ee Tas 

Retails for $2.50 cel post promptly and — 








— 












































THE NORLIPP Write fer Literature 
COMPANY 
ss Street TRINER SALES CO. 
ae Oncege 53 W. Jackson Boulevard 4 lb. ste Compains 
CHICAGO, ILL. For mail and parce! post. 
SS be Use “AICO” Celluloid 7 XTRA—Just out! 
Indexes for your Visible Binders CONFIDENTIAL WHOLESALE 
All Index Sheets be made on first Grade Buff Linen CATALOGUE No. 375 
of on Hold at t the wage of th ee tabs ee ee ee 24 pages full of information. . . information and Priges 
a a ee mock. AN epecats lating "Machines, Duplicating-Addressing-Folding-Ma- 
c nes, etc. ’ 
“AICO” Insertable Tabs on nans inaedite Write, Phone or Wire for your copy today! 


‘We Pe “a wo Pr —one for you. one for ourselves. Write us on 
your ext In — Proble m ane prices are lways right 
We rs why not Y¢ &A iding Machine Corp 


i =a “pica pte ay ee ‘All That the Name Implies"’ 
— seek poet et iim ee >| 170 W. Washington Street, Chicago, Ill. 


Sr ee eee ere 






































ARE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


lf so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIONER 





-a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
and general interest. 
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The leading 
trade paper 


for the office equipment 
industry in 


Germany 





BB 
R 





“Biiro-Bedarf-Rundschau”’ 
(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 


Germany 








eaten 


» 5. ¢¢.5.¢¢ © 66.9. 66 6 e6¢ 








June, 1928 OFFICE APPLIANCES 


1% 


HIST 


66 7? To us “M. B” stands for “MON BUREAU” 


To you “M.B.” stands for “MORE BUSINESS” 


«& There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 


& 





ee ee oe oe) oe | 
ee ee. ee ee. oe 


oe ee. ©. ©  @¢- ee 


M. B. has been the pioneer of sound business 
methods in this country for many years past and 
it is now the most widely read business publica- 
tion. Every progressive firm is a subscriber of 
“M. B.” This is the reason why it is the very best 


medium for advertising office furniture and 
appliances. 


MON 
BUREAU 


LE MAGAZINE DE LORGAMISATION 
COMMERCIALE 2 INDUSTRIELLE 
e 


weet tee 


SISOS TS ee) ee «* 
. 


ee 
oe > 


Not only is M. B. the most largely read publica- 
tion of its kind, but because of the strong affec- 
tion and great confidence of its readers it is sure 
to bring you handsome and profitable returns. 


The advertising department of M. B. will write 
your ads for you or translate your copy into 
French just as you prefer. Ask for sample copy 
of M. B. and advertising rates today to 











= THE ADVERTISING MIQN BUREAU 186, Faubourg St-Martin PARIS Xéme Arrt.(France) 


o MANAGER 


ee 
ee Dee 


There is Business for You 


in the British Market 


American Manufacturers of Business Equipment and Supplies can 
reach the best buyers in the business field through the columns of 
BUSINESS, the Journal for the Man of Affairs. 


BUSINESS, formerly SYSTEM, is, in effect, a new journal, enlarged, 
improved revitalised. It is planned for proprietors of British busi- 
nesses, great and small, for directors, managers, departmental heads 

the men who initiate and control, the men who have the last word 


when buying a product or service. 


Full particulars upon application to the 


Advertisement Manager 


BUS I|N. 248 


43 44, Shoe Lane, London, E.C. 4 
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Your Exhibit 


at the National Business Show is good for the morale of 
your own organization, increases the respect of others 
in the Industry, strengthens the good will of your old 
customers, improves your chances with prospects in 
process and helps to establish contact with others you 
would like to meet. 


Those who seek better business methods and equipment 
go to the National Business Show to keep in touch with 


progress and the progressive. 


It is quite natural for them to expect to see your goods 
on display—at the 


NATIONAL BUSINESS SHOW 


America’s Efficiency Exposition 


New York, October 15th to 20th, 1928, inclusive 
(Silver Anniversary) 
In the New Madison Square Garden 


Chicago, November 12th to 17th, 1928, inclusive 
In the Stevens Hotel Exhibition Hall 


“It’s the personal contact that counts’’ 


NATIONAL BUSINESS SHOW COMPANY 


INCORPORATED 
Frank E. Tupper, President 
50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St., C. H. Hunter, Manager 
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Everyone knows that even your best friends 
won’t tell you when you ought to use Listerine. 
Not so, however, when it’s a question of Multi- 
graph Equipment and Multigraph Service. 

Here’s what the Lambert Pharmacal Company, 
makers of Listerine, tell us about their profitable 
and satisfactory experience with Multigraph: 

“We have been using Multigraph Equipment 
for six years and are highly pleased with it, and 
do not hesitate to say that it has been a profitable 
investment for us. 

“As evidence of this fact, we recently installed 


AMERICAN 
EAST 40TH 


THE 
1836 
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MULTIGRAPH 
STFTRAaBEE s,s 





Multigraph Department of the Lambert Pharmacal Company, St. Louis, Mo. 


la this case » » your best friends will tell you! 


one of your latest model No. 66 Multigraph 
machines with combination feed. This has 
enabled us to make further reductions in our 
printing costs. 

“We are also using a battery of 10 folding 
machines for folding circulars. Two machines, 
taken care of by one operator, produce 90,000 
circulars a day.” 

For you, too, Multigraph equipment will be a 
profitable investment. A letter or phone call to 
our nearest office brings you complete information. 


COMPANY 
OHIO 


SALES 
CLEVELAND, 


Also listed in telepbome books of 50 principal cities 
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Typewriter-Bookkeeping Machine 


Combines standard automatic features of 
Burroughs Bookkeeping Machines with ord1- 
nary typewriting. It posts statement, ledger 
and proof-journal—or other combinations of 
records—al/ in a single operation. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 


Other Factories in Nottingham, England and Windsor, Ontario 
Sales and Service Offices in All Principal Cities of the World 
























“No matter what 
your typewriter needs 
may be, there is an 
UNDERWOOD that 
will satisfactorily meet 
your requirements. 


They Speed the 
Worlds Business 


L. THE Commercial centers —in the 


cities and far-off corners of the earth—in the schools 


of every nation —in fact, wherever human thoughts 
and deeds are recorded, there you will find the 


UNDERWOOD, the Standard of Typewriter Efficiency. 


UNDERWOOD ? 


Mor 2 han 3,000,000 - Now in Use ' 














